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Want a line that gets results? 
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vel TY WEBSTER'S 


Want quick results on your selling effort? Then 
tell the world that you stock the Webster line. 
It’s nationally advertised to bring ’em in. It’s a 
complete line that will satisfy every customer. And 
it’s made on honor, to make repeat sales for you. 


MULTIKOPY CARBON PAPERS 


A style and weight for every requirement. Neat, 
legible, non-smudging copies. Available with 
or without Micrometric scale. 


STAR TYPEWRITER RIBBONS 
America’s oldest and best-known brand. It’s 
made to rigid cloth and ink specifications for 
long-wearing, dependable service. 


MULTIKOPY Spiro-Sets, MultiKopy 
Master Papers, MultiKopy Duplicating 
Fluid and Star Skin Cleaner provide a care- 
fully matched team in the duplicating field that’s 
hard to beat. Ic will bring your customers back 
repeatedly for more. 


F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 
Webster's warehouses in key cities from coast to coast: 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
A 

Acco Products, Inc. -_--- 49 
Ace Fastener Corp. -.--- 43 
Acme Fastener Co. __-_--- 211 
Acme Staple Co. ----.-.--- 228 
Adirondack Chair Co. _..230 
Advanco Prod. Div. 

er 212 
eee oe. 8. CR. acccune 138 


All-Steel Equipment Inc. 107 


ES a 215 
Allen, R. C., Business 
Machines, Inc. -.------ 55 


Allied Carb. & Rib. Mfg. 
NS cid ise co'bs tints twns em te eo tnanstae 116 

Alma Desk Co. 

Amberg File & Index Co. 131 


Amer. Engineered Prod. 
aaa 228 
Amer. Hair & Felt Co. __.196 
Amer. Map Company --.-..214 
Amer. Photo Laboratories 235 
Ames Supply Co. --... -- 134 
Anderson-Hickey Co. -....210 
Ard Mfg. Company ----- 208 


Art Metal Construction Co. 97 
Art Steel Sales Corp. 110, 111 
Autmtc. Pencil Sharp. Co. 210 


Autopoint Company --.--- 127 
B 
B-T Company ..........- 229 
Bainbridge, Kimpton & 
en 217 


Bandes, Julius & Co., Inc. 187 
Bankers Box Company.-..188 


Barcalo Mfg. Co. ---.....126 
Barkley, C. L., & Co. ....167 
Bates Mfg. Co., The -._.. 89 
Beach Publishing Co. -..229 


Berger Mfg. Div. Republic 170 
Bickett, L. M., Co. ------ 241 
Bison Distributing Co. ...224 
Blackbourn Systems, The 207 


Bolta Product Sales -- ~~ 182 
Bonnar-Vawter, Inc. --...209 
Boorum & Pease Co. -... 99 
Been Chair Co. ......2- 237 
Browne-Morse Co. ------ 113 
Brush-Punnett Co. ------ 233 


Buckeye Rib. & Carb. Co. 218 
Business Machine Prod...209 


Cc 
C-Thru Ruler Co. 
Calculator Equip. Corp...217 


Canvas Products Co. _...229 
Cardinal Sales, Inc. ----- 168 
Cardinell Corp. -.--.-.-- ..-210 
Cel-U-Dex Corp. --.-.----- 224 
Comes Can Co. ........ 184 
Challenger, Inc. --------- 223 
Chicago Cash Reg. 
aa 231 
Clarotype Co., The ------ 230 
Clary Multiplier Corp. -..169 
Cee wee. COPD. .nnccess 130 


Cole Steel Equip. Co. 103, 104 


Collier-Keyworth Co. -..136 
Colonial Carbon Co. -.--- 219 
Columbia Rib. & Carb. 

OF a 73 


Columbia Steel Equip. Co. 163 
Commercial Controls 


RE, siacnmenesdiepktenstaniatinaa: 143 
Consolidated Loose Leaf, 

ae ee ee 231 
Consolidated Stamp Mfg. 

ee a ee 199 


through the journal. 


Dayton Stencil Works ___229 


Dayton Typewriter Co. __215 
ae ee ee rr 
Dixie Chrome Products __ 85 
Dolin Metal Prod. Co. ___183 
Doppelt, Chas., & Co. __-171 
Downey, C. L., & Co. __.225 
E 
Eaton Paper Corp -_-___---211 
Esskay Products ________206 
Exline, William, Inc. ____228 
F 
eer 216 
Poewes, soele HM. ........ 214 
Force, Wm. A., & Co. ___.220 
Fritz-Cross Co., The -__.222 
Fulton Specialty Co. ___-221 


G 
General Fireproofing Co.. 75 
General Pencil Co. 
Glaro Machine Prod. Co. 106 
Globe-Wernicke 
Co., The P 
Graff, George B., Co. ___.228 
Guide System & Supply 


(0g eae aes a 150 
Gunlocke, W. H., Chair 

oe EE a a a 57 
Gussco Sales, Inc. ___---- 229 

H 

men-weeeer Co. ......... 102 
Harding, Milo Co. --_----- 176 
pepeen Comp. -.......... 105 
Se ee 121 
Hectographia Corp. ------ 218 
Hedges Mfg. Co. --_------ 220 
Herring-Hall-Marvin 

gg, | ere 108 
Herwall Products Co. __.160 
eee ae, FP. Ce. wucnus 231 
Heyer Corp., The --.-.---- 243 
Higgins Ink Co. --_------ 233 
High Point Bend. & 

ak ee 128 


Hillside Metal Prod., Inc. 186 
Hunt, C. Howard, Pen Co. 224 


Hunting-Roberts Co. -_._.224 
ied 
Imperial Desk Co. --.---- 109 


Imperial Leather 
PES ee ee 202 


Imperial Methods Co. __.154 
Indiana Desk Co. ------- 190 
Ink Specialties Co., Inc._.232 
Invincible Metal Furn. 

NE ey 165 
Jasper Chair Co. ........ 88 
Jasper Desk Co., The _...140 
Jasper Office Furn. Co. __166 

K 
Karl Mfg. Company ----- 226 
Keystone Steel Equip. 
EN ar ie 238 
L 
IE DENS | nicap ts teseh-dach os vane 95 
Lightning Adding Mach 

a ee eer 208 

Listo Pencil Corp. --_---- 221 


Ae ee 204 
Lyon Metal Prod., Inc. ___91 
M 
Manifold Supplies Co - 39 
Markilo Co. ia riacty ell 230 
Markwell Mfg. Co. wn i Sai 98 


Martens Type Cleaner Co. 231 
Masland Duraleather Co._119 


Maso Steel Products ____219 
Master-Craft Corp., 

NS Ue 76 
Mayfair Co., The -__-_-- 226 
Meier, Joshua, Co. --_---- 159 
Meilicke Systems, Inc. __230 
Meilink Steel Safe Co. __147 
Melind, Louis, Co. -__--- 178 


Metal Office Furn. Co. ___149 


Moetaistand Co. ......... 139 
Meyer & Wenthe, Inc. __225 
Michigan Desk Co. __---- 194 
Midwest Naturlite Co. ___ 96 
Milwaukee Chair Co. --189 
Mimeograph, The --_----- 37 
ene Germ. .......... 181 
Mitchell Mfg. Co. -_----- 114 
Mittag & Volger, Inc. -_- 51 
Moore Push Pin Co. ____209 
Morris, Bert M., Co. ___.236 
Mosler Safe Co., The __-__193 
tpg fh es 129 


N 
National Blank Book Co. 231 
National Brief Case 
Mfg. Co, 
Nat'l Business Show Co. 197 


National Desk Co., Inc. __201 
National Engraving Co. __231 
Nat'l Inter-Comm. 
SR _.239 
Nat'l Office Mgmt. Assn. 235 
Nat'l Postal Duplicator -_105 


Neva-Clog Products, Inc. 135 
Niemann, Inc. ’ 
Norta Distributing Co. __228 
Northern States Envelope 


aa a eee eee 179 
Northwest Leather 

i eee ee 218 
Northwest Metal Prod. 

Se ee ee | 216 
Nu-Craft Products Co. __236 
DD: ME. teienmotnmnes 79 

oO 

Old Town Ribbon & 

U8 93 


Operadio Mfg. Company 174 


Oxford Filing Sup. Co. __137 
r= 
Paramount Dictatg. 
i: ee 164 
Peerless Imperial Co., Inc. 125 


Peerless Steel Equip. Co. 237 


Pelouze Mfg. Co. ___----.175 
Penged Mig. Co... ........ 230 
Perfect Rubber Seat 
ee rr 222 
Phillips Process Co., Inc. 217 
Pronto File Corp. __---_-- 158 


Quality Park Envelope Co. 240 
Queen Ribbon & Car. Co. 162 





THE SERVICE BUREAU 


of Office Appliances is maintained for the 
exclusive use of subscribers and adver- 
tisers. It answers by personal letters all 
inquiries upon matters germane to the 
field, supplies names of manufacturers of 


hey do, however, offer their services in resolving any disagre:ments which result from relations established 


R 
Rapid Roller Co. -_-_---_- 198 
mecurimiate Co. ~..5.... 213 
Regal Typewriter Co. -213 


Remington Rand Inc. 71, 161 


mayourn Wife. Co. .....: 240 
Riteform Chair Co. —_-_-~_- 142 
Rite-Line Corporation -_-217 
Rite-Rite Mfg. Co. -__--- 214 
Rivet-O Mfg. Co. -_------ 180 
Roberts Number. Mach. 

ID; Giiiciteie Saab add 223 
Roberts, Weldon, Rubber 

Se a a ee eee 241 
Rose Ribbon & Carbon 

BN ies Skiciatinouasnel 239 
Ross-Gould Company --_-230 
Roto-Shear Company ---_-228 
Rowles, E. W. A., Co. __.192 
Royal Metal Mfg. Co. ___.242 
Royal Typewriter Co. __. 45 

Ss 
Schollhorn, Wm., Co. ---.230 
Security Steel Equip. 

RS | tein ai esaibtit nick aves 83 
Seng Company, The --_--- 148 
Sengbusch Self-Cl. 

a 155 
Service Products, Div 

ae Ee 232 
Shallcross Co., The ----- 120 
Shaw-Walker Co. ------- 77 


Sheaffer, W. A. Pen Co... 53 
Sheppard, C. E., Co. __..200 
Shipman-Ward Mfg. Co. 234 
Sikes Co., Inc., The -__-.-115 
Smead Mfg. Co. __-.-145, 146 
Smith, L. C., & Corona 


eS 41 
Smith, Larry, Industries 238 
Speed Key Corp. ------- 231 
Speed-O-Print Corp. --.. 59 


Speed Products Co., Inc. 177 


Squires Inkwell Co. -_-__-213 
Staedtler, J. S., Inc. --_-141 
Stationers-Loose L*‘ Co. 227 
Steel-Parts Mfg. Co. ___-118 


Stewart, R. A., & Co. 124, 195 
Storms, H. M., Co. 
Sturgis Posture Chair Co. 153 
Superior Marking Equip. 


es ee > 124 
Swan Pencil Co. ........ 132 
y 
Taylor Chair Co., The __227 
Technygraph Co., The ___234 
Thomas Furniture Co. ___182 
Tiffany Stand Co. --.-.-... 151 
Toledo Guild Prod., Inc. 213 
Toledo Metal Furn. Co. __172 


» -v 
Underwood Corp. Back Cover 
Union Rubber & 


Re 6, a rs 210 
US Typewriter Rib. 

Ae See 209 
>. 3 133 
Van Dyke Industries ____101 
Victor Safe & Equip. 

MODS. ela aacininstarescnnle a catennild 122 
Vogel-Peterson Co. _____- 221 

_—. 3 


Wansco Paper Prod. Co.__212 
Warshaw Mfg. Co. 
Webster, F. S., Co. 
Weis Mfg. Co.__67, 68, 69, 1 
Wells Furniture Mfg. Co. 173 
Wells Office Furniture 


ET CO 123 . : 
Cook. The H. C., Co. ___.203 any article wanted, puts man and job to- SS 61, 62, 63, 64 
Copy-Right Mfg. Corp. --221 gether, furnishes lists of desirable agents Western Mfg. Co. ------ 152 
ee ng en 42 and dealers in nearly every country, aids Loca — yo -------- es 
orry-Jamestown g. ; : : : 2 
ee ast foreign dealers in securing U.S.A. lines, Wualow Peet. Misineers 
Cotterman, I D. 229 and in many other ways performs useful Co. Fe! LO yee eel! 229 
Cramer Posture Chair Co. 230 services, all without charge. Subscribers Wolber Dupl. & Supply 
Crofoot, Nielson & Co. _.214 in every land have made, and are mak- Ree ee 117 
ing, good use of this bureau. Manufactur- Wolcott Steel Prod., Inc. 231 
D : : . Woodstock Type. Co 185 
ers in every field have evidence of its . ---- 
a i iT 112 


Daco Card & Index Co. -_.210 


Darnell Corp., Ltd. ...-.-- 191 pRaE proved value. 


Yawman & Erbe Mfg. Co. 81 
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‘LASSIFICATIONS 





lor the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Accounting Systems Equipment 
Blackbourn Systems, The 


Adding Machine Parts 
Shipman-Ward Mfg. Co 

Adding Machines 
Allen, R. C. Business Machs., Inc 


Clary Multiplier Corp 
Kemington Rand Ine. 

Smith, L. C. & Corona Typws 
Underwood Corp 


Adding Machines, Rebuilt & Used 


Shipman-Ward Mfg. Co 
Adhesives 

(See Inks. Adhesives, etc.) 
Albums 


Amberg File & Index Co 


Arch & Clipboard Files 
Globe-Wernicke Co., The 
Pengad Mfg Co 
Service Prod., Div 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 

Ash Trays & Stands 
Dixie Chrome Products 


Woodall 


Glaro Machine Prod. Co 
Herzog, H P Co 
Mayfair Co The 

Wells Office Furniture Co 
Bank Supplies 

Downey, C. L & Co 
Exline, William, Ine 
Bankers Notecases 


Art Steel Sales Corp 

General Fireproofing Co 
Globe-Wernicke Co., The 
Victor Safe & Equipment Co 


Billing Machines 

Remington Rand Inc 
Underwood Corp 

Binders, Catalog & Periodical 
Acco Products, Ine 

Amberg File & Index Co 
Master-Craft Corp., Div s-W 
National Blank Book Co 
Sheppard, C. E., Co 


Binders, Permanent Storage 
Bankers Box Co 

Master-Craft Corp., Div. 8S-W 
Sheppard, C. E., Co 
Wilson-Jones Co 

Blackboards 

Rowles, E A Co 
Service Prod Div Woodall 


Blankbooks 
Boorum & Pease Co 
National Blank Book Co 
Wilson Jones Co. 

Blue Print & Plan File Cabinets 
All-Steel Equipment Ine 
Anderson-Hickey Co., Ine 
Art Metal Construction Co 
Art Steel Sales Corp 
Berger Mfg Div Republic 
Browne-Morse Co 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Invincible Metal Furn. Co 
Peerless Steel Equipment Co 
Pronto File Corp 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 

Bond Boxes 
(See Cash Boxes) 

Bookcases 
All-Steel Equipment Inc 
Art Metal Construction Co. 
Berger Mfg Div Republic 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Michigan Desk Co 
Peerless Steel Equipment Co 
Shaw-Walker Co. 

Weis Mfg. Co 
Yawman and Erbe Mfg. ¢ 

Book Ends 
Browne Morse Co 

Bookkeeping Machines 
Underwood Corp 

Box Letter Files 
Amberg File & Index Co 
Art Steel Sales Corp 
Cole Steel Equipment Co 
Globe-Wernicke Co The 
Mayfair Co The 
Weis Mfg. Co 

Brief & Zipper Cases 
Doppelt Chas & Uo 
Master-Craft Corp Div S-W 
Meier, Joshua, Co 
National Brief Case Mfg. Co 
Northwest Leather Goods Co 
Stationers Loose Leaf Co 

Bulletin Boards 
Rowles E w 


Business Forms 
tonnar-Vawter, Inc 


Exline, William, Inc 
Caleulating Devices 
Lightning Adding Machine Co 


Meilicke Systems, Inc 


OFFICE APPLIANCES, 


Mfg. Co. 


Shipman-Ward 
, Equipment Co 


Vietor Safe & 
Calculating Machines 

Allen K ‘ Bus 

Clary Multiplier Corp 

Smith, L. C & Corona Typws. 


Calculating Machines, Used 
Calculator Equipment Corp 
Shipman-Ward Mfg Co 


Calendar Pads & Stands 


Gusseo Sales, Inc 


Call Systems, Sound 
NuTone, Ine 


Carbon Papers 


(See Ribbons & Carbons) 


Card index Boxes & Trays 
All-Steel Equipment Ine 
Amberg File & Index Co 
Art Metal Construction Co. 
Art Steel Sales Corp 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp. 
Farber, Louis H 
General Fireproofing Co. 
Globe-Wernicke Co The 
Guide System & Supply Co 
Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Peerless Steel Equipment (« 
Pronto File Corp 
Security Steel Equip. Corp 
Shaw-Walker Co 
Weis Mfg. Company 
Wells Office Furniture Co. 
Yawman and Erbe Mfg. Co 


Cash Boxes 
Art Steel Sales Corp 

Central Can Co 

Cole Steel Equipment Co 
General Fireproofing Co 
Globe-Wegnicke Co The 
Guide System & Supply Co 
Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furn. Co 
Peerless Steel Equipment Co. 
Pronto File Corp 
Shaw-Walker Co 

Wells Office Furniture Co 
Yawman and Erbe Mfg. Co. 
Cash Register Parts 

Chgo. Cash Register Parts Co. 
Casters, Caster Bearings, Slides 
Darnell Corp., Ltd 

Celluloid Envelopes 
(See Envelopes 


Chair trons 
Collier-Keyworth Co 


Celluloid) 


Seng Co The 
Chair Mats 

Bandes, Julius, & Co., Ine 
Bickett, L M., ‘o 

Service Prod., Div Woodall 
Chairs, Folding 

Adirondack Chair Co 

Ard Mfg Company 


Farber, Louis 

Lyon Metal Prod., Ine 
Royal Metal Mfg. Co 
Wells Office Furniture Co 


Chairs, Office 

Barealo Mfg. Co 

Bright Chair Co 

Cramer Posture Chair Co 
Dixie Chrome Products 
Esskay Products 

Fritz-Cross Company 

General Fireproofing Co 
Gunlocke, W H., Chair Co 
Harter Corp 

High Point Bending & 
Jasper Chair Co 

Metal Office Furniture Co 
Milwaukee Chair Co 
Niemann, Ine 

Riteform Chair Co 
Security Steel Equip. Corp 
Shaw-Walker Co 


Sikes Co Inc The 
Sturgis Posture Chair Co 
Taylor Chair (Ct 

Toledo Metal Furn Co 


Wells Office Furniture Co 


Chairs, Posture 
fright Chair Co 
Cramer Posture Chair Co 
Dixie Chrome Products 
Fritz-Cross Company 


General Fireproofing Co 

Gunlocke Ww H Chair Co 
Harter Corp 

High Point fending & Chair Co 


Jasper Chair Co 

Metal Office Furniture Co 
Metalstand Company 
Michigan Desk Co 
Milwaukee Chair Co 
Riteform Chair (Cs 


Royal Metal Mfg. Co 

Security Steel Equipment Corp 
Sikes Co., Ine The 

Taylor Chair Co 


Toledo Metal Furniture Co 

Wells Office Furniture Co 
Chairs, Tablet Arm 

Jasper Chair Co 

Well Office Furniture Co 
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Machines, Ine. 


Chair Co 


Checks, Stamped Metal 
Dayton Stencil Works 
Meyer & Wenthe, Ine 

Checkwriters & Signers 
Hali-Welter Company 

Clipboards 
(See Arch & Clipbard Files 

Clocks, Offieco 
Nutone, Ine, 

Coat & Hat Racks 
Vogel-Peterson Co 


Coin Bags, Trays, Wrappers 
Art Steel Sales Corp 
Downey, C. L., & Co 
Exline, William, Inc 


Copyholders 

Acco Products, Inc 
Bankers Box Co 
Copy-Right Mfg. Corp 
Hall-Welter Co 

Rite-Line Corp. 

Wells Office Furniture Co 


Correspondence Trays 

Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Imperial Methods Co 

Maso Steel Products 

Mayfair Co, The 

Metalstand Company 
Nu-Craft Products Co. 
Peerless Steel Equipment Co 
Sengbusch Self-Cl. Inkstand Co 
Service Prod. Div. Woodall 
Shaw-Walker Co 

Steel-Parts Mfg. Co. 

Weis Mfg. Company 


Wells Office Furniture Company 
Yawman and Erbe Mfg. Co 
Crayons 

Rowles, E. W. A Co. 
Costumers 


Ard Manufacturing Co 

Glaro Machine Prod, Co. 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co 
Vogel-Peterson Co. 

Wells Office Furniture Co. 
Cushions & Pads, Chair 

Bickett, L. M., Co 

Perfect Rubber Seat Cushion Co 
Dating Stamps 
Bates Mfg. Co. 

Consolidated Stamp Mfg. Co 
Force, Wm. A., Co 

Fulton Specialty Co 
Melind, Louis, Co 

Meyer & Wenthe, Inc 
Rivet-O Mfg. Co 

Stewart, R. A., & Co 
Superior Marking Equip. Co 
Desk Bumpers 

Melind, Louis, Co 

Desk Lamps 

Dixie Chrome Products 
Glaro Machine Prod Co 
Mayfair Co., The 
Midwest Naturlite Co 
Mitehell Mfg. Co 

Van Dyke Industries 
Wells Office Furniture (Ce 
Desk Pads & Tops 
Aigner, G. J Co 

Meier, Joshua, Co 

Sengbusch Self-Cl. Inkstand Co. 
Sheaffer, W. A Pen Co. 

Desk Pen & ink Sets 

Morris, Bert M. Co 

Sengbusch Self-Cl. Inkstand Co 
Desk Side Files 

Amberg File & Index Co 

Berger Mfg Div Republic 

Cole Steel Equipment Co 
Farber, Louis H 

Northwest Metal Prod. Co 
Steel-Parts Mfg. Co 

Western Mfg Company 

Desk Work Distributors 

Advanco Prod., Div Adv s B 
Art Steel Sales Corp 
Globe-Wernicke Co The 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co 
Wilson Jones Co 
Desks 

Alma Desk Co 

Art Metal Construction Co 
Browne-Morse Co 

Cardinal Sales, Ine 
Corry-Jamestown Mfg Corp 
Dixie Chrome Products 
Farber, Louis H 

General Fireproofing Co 
Globe-Wernicke Co The 
Imperial Desk Co 

Indiana Desk Co 

Invincible Metal Furn. Co 
Jasper Desk Co 

Jasper Office Furniture Co 
Leopold Co, 

Mayfair Co., The 

Metal Office Furniture Co 
Myrtle Desk Co 

National Desk Co., Ine 
Peerless Steel Equipment Co 
Royal Metal Manufacturing ( 
Security Steel Equip. Corp 


Shaw-Walker Co. 

Victor Safe % Equip. Co. 
Wells Furniture Mfg. Co. 
Wells Office Furniture Co, 
Wilhite Mfg. Co. 

Yawman and Erbe Mfg. Co. 


Diaries 
(See Memeo 


Books) 


Dietating Machines 
Hunting-Roberts Co. 

Dietating Machines, Used 
Paramount Dictating Mach. Co. 
Shipman-Ward Mfg. Co, 


Drafting Instruments & Equipment 
C-Thru Ruler Co. 
Cardinell Corp. 


Duplicating Machine Parts 
Rapid Roller Co, 


Duplicating Machines & Supplies 
Ames Supply Company 

Bainbridge, Kimpton & Haupt, Ine. 
Challenger, Inc. 

Colonial Carbon Co. 

Columbia Rib. & Carb. Mfg. Co. 
Dayton Typewriter Co. 

Dick, A. B., Company 

Harding, Milo, Co. 

Harglen Corp. 

Hectographia Corp. 

Heyer Corp., The 

Ink Specialties Co., Ine, 
Manifold Supplies Co. 

Mittag & Volger, Ine. 

National Postal Duplicator 

Old Town Ribbon & Carbon Co. 
Pengad Mfg. Co. 

Queen Ribbon & Carbon Co. 
Shallcross Co, 

Smith, L. C., & Corona Tws. 
Speed-O-Print Corp. 

Technygraph Co., The 

Victor Safe & Equipment Co. 
Wolber Dupl. & Supply Co. 
Endorsing Machines 

Commercial Controls Corp. 
Engraving, Social 

National Engraving Co. 

Envelope Openers-Sealers 

Commercial Controls Corp. 
Roto-Shear Company 

Envelopes 

Globe-Wernicke Co., The 

Northern States Envelope Co, 
Quality Park Envelope Co, 
Smead Mfg. Co. 
Wilson Jones Co. 
Enveippes, Celluloid 
Aigner, G. J., Co. 
Cel-U-Dex Corp. 


Markilo Company 

Envelopes, Plastic 

Ames Supply Co. 

Melind, Louis, Co. 

Roberts, Weldon, Rubber Co. 


Erasers, Blackboard 
Rowles, BE. W. A., Co. 

Erasers, Rubber 
Ames Supply Co. 

Melind, Louis, Co. 
Roberts, Weldon, Rubber Co, 

Expense ooks 
Beach Publishing Co 

Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 

Rivet-O Mfg. Company 

File Boxes, Fibre 
Bankers Box Co, 

Barkley, C. L., & Co. 
Globe-Wernicke Co., The 
Guide System & Supply Co. 
Oxford Filing Supply Co, 
Pronto File Corp. 

File Boxes, Metal 
Advanco Prod. Div, Adv. 8. B. 
Art Metal Construction Co, 
Art Steel Sales Corp. 
Berger Mfg. Div. Republic 
Cole Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Globe-Wernicke Co., The 
Keystone Steel Equipment Co. 
Mayfair Co., e 
Peerless Steel Equipment Co. 
Pronte File Corp 
Shaw-Walker Co. 

Victor Safe & Equipment Co, 
Weis Mfg. Company 

Filing Drawer Dividers 
Cel-U-Dex Corp. 

Filing Cabinets, Insulated 
Meilink Steel Safe Co. 
Shaw-Walker Co 
Victor Safe & Equipment Co. 

Filing Cabinets, Metal 
Advanco Prod. Div. Adv. 8. B. 
All-Steel Equipment Ine. 

Art Metal Construction Co. 
Art Steel Sales Corp. 
Berger Mfg. Div. Republic 
Browne-Morse Co. 
Cardinal Sales, Ine. 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co, 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Hillside Metal Prod., Ine. 
(Continued on page 6) 





Invincible Metal Furn. Co. 


(Continued from page 5) Loose Leaf Sheet Covers, Plastic Ames Supply Co 

Invincible Metal Furn. Co. atees, G J, Co Buckeye Ribbon & Carb. Co Mayfair Co., The 

Keystone Steel Equipment Co Cel-U Dex Corp Codo Mfg. Co : : Metal Office Furniture Co. 

Metal Office Furniture Co Markilo Co Columbia Rib. & Carb. Mfg. Corp Oxford Filing Supply Co. 

Northwest Metal Prod. Co Meier, Joshua, Co Little A P Inc. Peerless Steel Equipment Co. 

Peerless Steel Equipment Co Mail Bags, Canvas or Leather rae gs = Pronto File Corp. : 

eS a. t c Canvas Products Co Old , Ribbon & Carbon Co eo ~ 

Security ee uipmen orp. ‘ — 2 0 

Shaw -Walker oe ' Mail Distributors Peerless Imperial Co Inc Shipman-Ward Mfg. Co. 

Victor Safe & Equipment Co Advanco Prod. Div. Ady 8s. B Pengad Mfg. Co Weis Mfg. Company 

Weis Manufacturing Co Globe-Wernicke Co., The Phillips Process Co., Inc Yawman and Erbe Mfg. Co 

Western Mfg. Company Victor Safe & Equipment Co Queen Ribbon & Carbon Co Storage Fixt & " = 

~ “ : , . Regal Typewriter Co 4 ure Equipment 

Prod I 

Wolcott Steel roducts, Ine Mailing Machines Re e All-Steel Equipment Ine 

Yawman and Erbe Mfg. Co. Commercial Controls Corp -vemage y+ Say a ew “a Strong Boxes, Fire Protected 
se ybon arbon g *o . e ec 

Filing Cabinets, Wood Map Tacks Royal Typewriter Co Bison Distributing Co. 
Bainbridge, Kimpton & Haupt, Ine Graff, George B., Co Shallcross Co Herring-Hall-Marvin Safe Co 
Globe-Wernicke Co., The Moore Push Pin Co Underwood Corp Meilink Steel Safe Co. ‘ 
adage A ag oy Mtg. Co Maps, Globes, ete. v8 Typewriter Rib. Mfg. Co Victor Safe & Equipment Co. 

a ube 2 Amer. Map Company febster, F. 8S Co Tables 

Filing Supplies Memorandum Books Write, Ine Art Metal Construction Co. 
Acco Products, Ine ; Boorum & Pease Co Rubber Bands Browne-Morse Co. : 
Advanco Prod. Div, Adv. 8 B. Master-Craft Corp., Div. S-W Melind, Louis, Co Cardinal Sales, Ine 
Aigner, G. d., © . National Blank Book Co Rubber Stamps Corry Jamestown Mfg. Corp. 
Amberg File, & Index Ce. Wilson Jones Co Meyer & Wenthe, Inc — Chrome Products 
d q nstruc : Ste ; ilobe-Wernic ; 

Barkley, “C L. & Co. 5 Memorandum Devices monart, 3. A & Co oon eo na ‘oo 
Browne-Morse (Co Autopoint Company Rubber Type Maso Steel Products : 
Corry-Jamestown Mfg. Corp. Bates Mfg. Co. — Wm is Co Mayfair Co., The | 
Daco Card & Index Co Mending Tape vulton Specialty Co Peerless Steel Equipment C 
Farber, Louis H Reyburn Mfg. Co ene . a — Security Steel Equipment Co. 
Globe-Wernicke Co., The — Metal Badges, Checks, Tokens Saaetter ‘kine _ ) - Shaw-Walker Co. 
Guide System & Supply Co. Dayton Stencil Works paces Pee. Som Victor Safe & Equipment Co 
og — ; Meyer & Wenthe, Inc re Transparent hs Furniture Mfg. Co 
Metal Office Furniture Co 2 : ! C-Thru Ruler Co fells Office Furniture Co. 
Northern States Envelope Co Metered Mail Systems 4 ne . 
Oxford Filing Supply Co. Commercial Controls Corp —_ — Clematis Pa —ae eae Machines 
4 3 : d ete struction ( eming ‘ . 
Pronto File Corp. . Moisteners Brush- Punnett Company T Se 
Quality Park Envelope Co Rivet-O Mfg. Company General Fireproofing Co = 
Security Steel _Eauip. Corp Sengbusch Self Cl. Inkstand Co Globe-Wernicke Co The Reyburn Mfg. Co 
a oe ag Numbering Machines eres —— Marvin Safe Co a pag ag jecweneries 
be MITE. 7 . Bates Mfg. Co nvincible Metal Furn. Co sates =I o 
Wenkew Mite. —- - Force, Wm. A Co Meilink Steel Safe Co. Victor Safe & Equipment Co. 
Weis Mfg Company Roberts Numbering Mach Co Mosler Safe Co Thumb Tacks 
Yawman and Erbe Mfg. Co. Stewart, R. A., & Co Remington Rand, Ine , Graff, George B., Co 
Superior Marking Equip. C« Security Steel Equipment Corp Tick 
Finger Pads Stee Parti oo Shaw-Walker Co a ne ; 
Melind, Louis, Co Gube weraichs Co rr Victor Safe & Equipment Co oo aig son J., - - 
' » “ke ( ie vetler, Joshua, 0 

Fountain Pens Seti Sand Urns iment hati 
Sheaffer, W. A., Pen Co Office Printios Outfits Glaro Machine Products Co Trimming Bos s 
Speed Products Co., Inc Fulton Specialty Co Scrapbooks pomed a Prod. Co 

Pads, Figuring takers Wile . : Amer *heto Laboratories 

7 as 7 —_ Inc Boorum & Pease Co Consuibdated’ pine” Cont Co. Type, Typewriter 

Warshaw Mfg Co.’ National Blank Book ( Globe-Wernicke Co The Ames Supply Company 
. Wilson Jones Co Weis Mfg Company Shipman-Ward Mfg Co 

Index Card Signals Paper Wilson Jones Co Typewriter Cleaning Material 
Cel-1 Dex Corp. Eaton Paper Corp Seals, Notary Ames Supply Company 
Geert S a 3 Ce. Wansco Paver Prod. Meyer & Wenthe, Inc Bainbridge, Kimpton & Haupt, Ine 
iraff, George B., . , , Cardinell Corp ; 
Victor Safe & Equipment Co — ee tlie Shows, Office Equipment Ciarotype Co., The 

Index Tabs Acme Fastener Co National Business Show Co Martens Type Cleaner Co 
Aigner, G. J., Co Autmtc Pencil Sharpener C« National Office Mgmt. Assn. Mittag & Volger Inc 
es ae « a Ce. Graff, George B., Co Signs, Changeable Letter “seme ental Co 
‘ol 111) ne Vail Mfg. Co towles, E. W. A., Co — TPOWTNGS UO. 
Cel-U-Dex Corp < Rivet-O Mfg. Co. 
Globe-Wernicke Co., The Paper Clips Slide Rules Shipman-Ward Mfg. Co 
Guide System & Supply Co cae a Inc C-Thru Ruler Co. Webster, F. S., Co 
Markilo Company Cook, C., Co Smoking Stands, Office T ; 

Master-Craft Corp., Div. S-W Vail Mfg. Co Dixie Chrome Products ee Mfg. Co 

Melind, Louis, Co Paper Fastening Machines Glaro Machine Prod. Co Shipman-Ward Mfg . 

Speed Products Co Ine A Fast ( Herzog, H. P Cc PA ard Mfg. Co 

be c Pts , Ace astener orp e. 0 . 

Reyburn Mfg. Co., Inc Acme Staple Co Mayfair Co, The 7 Cushion Bases & Knobs 

Shaw-Walker Co. Autmtc Pencil Sharpener Co Smith Larry, Industries acts a * Felt a . 

Sheppard, €. E., Co Bates Mfg. Co Wells Office Furntiure Co ste sony Machine , tod. Co. 

~ , " Peerless Steel E ; 

Victor Safe & Equipment Co. Markwell Mfg. Co Spindle Files Shinmen-Wan equipment Co. 
Neva-C P , . ; , Shipman-Ward Mfg. Co 

Inks, Adhesives, Ete. Neva lox roducts ne Wells Office Furntiure Co T F . 

Colonial Carbon Co Speed Products Co., Inc Stamp Affixers ypewriter Cushion Keys 
Higgins Ink Company Victor Safe & Equipment Commercial Controls C Peel a Om og 
Melina, Lauis,. C ols orp eerless Imperial Co., Ine 
— Rubber & Taide Co ree nel Postal Scales Stamp Pads Shipman-Ward Mfg. Co. 
. Taniimiiah- Cates Coro Bates Mfg. Co Speed Key Corp. 

Inkstands P \ . I Fulton Specialty Co Speed Products Co. Inc 
Sengbusch Self-Cl. Inkstand Co elquze Mfg. Company Melind, Louis, Co T i ae 
Squires Inkwell Company Paste Niegae ak ieee Yop or 4 aaron Devices 

seine Setiens eae re ig egy gg ‘ usiness Machine Prod. Co 
Nat'l Intercomm. Systems Pencil Pointers for Draftsmen Rivet-O Mfg. Co ye Poe vets 
Operadio Mfg. Company Crofoot, Nielsen & Co Stewart, R. A & Co S ete Supply Company 

Labels Penci Superior Marking Equip. Co Shipman-Ward Company 

d encil Sharpeners Stead . Typewriter Tables 
Imperial Methods Co Aumte. Pencil Sharpener Co ands for Office Machines (See Stands for Office Machines) 
Oxford Filing Supply Co Rite-Rite Mfg. Co Ames Supply Ca Typewrit M ' 
Reyburn Mfg. Co. Pencils. Mechanical Art Steel Sales Corp emiuahes one q 
Warshaw Mfg Company : rane Cardinal Sales, | Inc R "Eoin te 
Weis Mfg. Company Autopoint Company Dixie Chrome Products Royal Typewriter Co . 
Liste Pencil Corp Farber, Louis R Smith, L. C., & Corona Typws. 

Ladders, Library, Store & Vault Rite-Rite Mfg. Co General Fireproofing Co Underwood Corp ; 
Cotterman, 1. ; Sheaffer, W. A Pen Ci Harter Corp Woodstock Typewriter Co 

Leads for Mechanical Pencils Winslow Pred. Engineering Co Hunting-Roberts Co Typewriters, Rebullt & Used 
Autopoint Company Pencils, Wood Cased Lead Karl Mfg. Company Regal Typewriter Co 
Liste Pencil Corp General Pencil Co Mase Steel Products me Typw. & Add. Mach. Corp 

e e Mfg. Co. Staedtler, J. S., Inc Mayfair Co., The Shipman-Ward Mfg. Co. ; 

Leather Goods Swan Pencil Company Metalstand Company Upholstery Material 
Y " Ss ‘ ig , y 8 
Canvas Products Co. Pens, Steel — — | a Co Bolta Products Co. 

Doppelt, Chas., & Co Sengbusch Self-Cl. Inkstand Co 7 oe 0. Masland Duraleather Co 
: g > 
National Brief Case Mfg. Co : : Z Toledo Guild Prod., Ine “a “ 

nies ws Pins & Pin Containers Toledo Metal Furn. Co Visible Systems Equipment 
rp rays Vail Mfg. Company Wells Office Furniture Co. Aigner, G. J., Co, 

(See Correspondence Trays) Piet t it , Staple Extractors Art Metal Construction Co. 

Lockers & Storage Cabinets rrswey oe Ou oe Ace Fastener Corp Boorum & Pease Co. 
All-Steel Equipment Ine Ship 1 Wa i Mint , Schollhorn, Wm., Co Fandex Company 
Anderson-Hickey Co., Inc eee —" Stati Globe-Wernicke Co., The 
Art Steel Sales Corp Postal Meters ye ; Master-Craft Corp. Div. 8-W 
an Metal Construction Co : Commercial Controls Corp National Engraving Co. National Blank Book Co 
Serger Mfg. Div. Republic Stenographers’ Notebooks Remington Rand, Inc 
Browne-Morse Co — wee cates Ci National Blank Book Co a — Company 
Cortinal Sales, Joe. Bertier. CT a Sheppard, B C0 

. 4 ‘ Meie Joshua, 0 arter Corp Statione ’ 
—-y* Sten Baulpment Oe Price & Sign Markers Wells Office Furniture Co Victor — es ingegient Co. 
Lyon Metal Prod., Ine. tare a ede Storage & Transfer Cases Wilson Jones Co 
Security Steel Equipment Corp. Siement R “es . Ce All-Steel Equipment Ine Yawman and Erbe Mfg. Co 
Shaw-Walker Co ; Superior Marking Equip. C Amberg File & Index Co Wardrobe Racks 
Yawman and Erbe Mfg. Co. Side Art Metal Construction Co Vogel-Peterson Co. 

Leese L unches Art Steel Sales Corp. 

ao Acme Fastener Co Barkley, C. L, ; : _ cates SOP 
Bonnar-Vawter, Inc. eben Mfc. ag ee ae, an ae Bainbridge, Kimpton & Haupt, Ine 
Boor & P g Berger Mfg. Div. Republic 
um ease Co. none a : * Cole Steel Equipment Co. 
Master-Craft C D » on i Beorum & Pease C Browne-Morse Co - 
M orp., iv., S-W sobe-W ego 4 > . < S Corry-Jamestown Mfg. Corp 
National Blank Bi : Globe-Wernicke Co rhe Cardinal Sales, Ine ~ : 
‘ an wk Co ial : “ ae an . : General Fireproofing Co 
Recordplate Co Mitchell Corporation Cole Seel Equipment Co - . . : 
Sheppard, C. E Co. National Blank Book ( Columbia Steel Equipment Co yeti oo el = The 
; CE . Wilson Jones Co , Jame . g a cs 
Stationers Loose Leaf Co -e ing rons , og — Mayfair Co., The 
Wilson Jones Co Push Pins General Firesrecfing C Shaw-Walker Co 
Moore Push Pin Co Gi . We kek ay “mg The Steel-Parts Mfg. Co 
Paes . Wells Office Furniture Co 


Loose Leaf Metals 


National Blank Book Co Ribbons and Carbons Guide Sy¢tem & Supply Co 
Sheppard, C. E., Co Allen & Company Herring-Hall-Marvin Safe Co Wholesale Stationery 
Wilson Jones Co Allied Carb. & Rib. Mfg. Corp Imperial Methods Cop Bainbridge, Kimpton & Haupt, Ine. 


OFFICE APPLIANCES, March, 1948 





WANTS AND FOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


REPRESENTATIVES WANTED 








NEW YORK STATE OR NEW ENGLAND: Will serve as manufacturers’ rep- 


resentative or salesman with well established retailer. 20 years’ experience in 
office equipment, filing supplies and commercial stationery Factory trained in 
selling, merchandising and buying Dependable references. Address C-75 care 


Office Appliances, Chicago 6 





SALESMAN with many years successful experience is 
agent or branch manager in California. Best of 
Capable of handling any type of office machine, 
Address (-77, care Office Appliances, 


OFFICE SPECIALTY 
available as salesman, sales 
references for ability and character 
furniture or other business equipment 
Chicago 6. 








MECHANIC: Eighteen yrs’ experience on typewriters and adding machines. Well 
trained and good producer. Sales minded, willing to go anywhere; interested in 
taking over shop on percentage or straight salary. Best of references and back 
ground. Address C-80 care Office Appliances, Chicago 6 











EXECUTIVES AVAILABLE 





SATLES MANAGER, STORE MANAGER'S position desired, 15 years’ experience. 
capable references young, ambitious Available shortly; might invest Write 
fully, confidential, P. O. Box 136, Marion, Ohio 








SALESMEN WANTED 





WANTED—YOUNG MAN with sales experience, old established manufacturer 


to cover the stationery dealers and jobbers on West Coast including states of 
California, Washington, Oregon, Nevada, Idaho, Montana, Wyoming, Utah, Ari- 
zona, Colorado and New Mexico. Direct exclusive representative for single line 


only, no agents. Will pay salary, commission and expenses to right man. In 
answer give description of selling experience, age. and other pertinent information 
Address P-230, care Office Appliances, Chicago 6 





FACTORY REPRESENTATIVE: Leading Eastern Manufacturer has openings for 
several territory men to call on stationers in Midwestern and Southern States. 
Our men _ receive commission on all sales in their territory have a drawing 
account, and we pay their traveling expenses. Send complete information including 
photo if possible, and personal interview will be arranged. Write Old Town 
Ribbon & Carbon Company, Inc Brooklyn 17, N. Y 








WANTED FACTORY REPRESENTATIVE by nationally 
ufacturer of office equipment and _ supplies Excellent opportunity Must have 
experience selling dealers; be able to conduct sales meetings; evaluate markets; 
open up new déalerships. The position is full time and permanent. Give complete 
background and details of experience. Eastern territory open. All letters shall 
be kept confidential. Write P-235, care Office Appliances, Chicago 6 


INCREASE YOUR EARNINGS—Well-known, reliable rated New York main- 
tenance company will pay attractive commission to office supply or furniture sales 
men operating in or about the New York City area for linoleum waxing contracts 
resulting from the contacts arranged by them. Very little effort on your part 
requried—does not interfere with your present work. All replies are confidential 
Address P-241, care Office Appliances, Chicago ¢ 


known midwestern man 











SALESMEN, BIG PROFIT IN UNIQUE MAGNIFYING Reading Glass. En 
larges small type 2%-3 times. Magnifies whole line at a glance up to 12” 
wide and you don't have to hold it. Points out the reading line. No competition 





Wide market among lawyers, accountants, business houses, et Retails $8.50. 
Request details Copy Right Mfg. Corp 53 Park Place, New York 7 

MR. SALESMAN Interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose-leaf records, once adopted, 
heeomes part of the user's filing system, insuring repeat business Exclusive 
territory allotted to desirable representatives. Write The Reb-Wal Hunt Co 


Box 208, Royal Oak. Michigan 


FINE QUALITY LINE wood letter trays both for stationers and office furniture 
dealers, also complete line wood card index boxes. . Following territories available 
—New Jersey, Pennsylvania, Maryland, Delaware, West Virginia, Connecticut, 
Massachusetts, Vermont, New Hampshire, Rhode Island, Upper New York State, 
Ohio, Indiana, Ulinois, North and South Dakota, Wisconsin, Michigan, Kentucky, 





Missouri, Kansas, Iowa, Nebraska, Arkansas, Virginia. When writing advise 
territory. you are covering and lines now handling. Address P-234, care Office 
Appliances, 100 E. 42nd Street, New York 17, N. Y. 

MANUFACTURERS’ REPRESENTATIVE WANTED to take on nationally 
advertised line of steel office furniture. Protected territory ‘n North Dakota, 
South Dakota, Minnesota, Iowa. and Wisconsin, (excluding Milwaukee), Com- 
mission basis. Give complete information as to background and experience. Ad- 


dress P-239, care Office Appliances, Chicago 6, Illinois. 





MANUFACTURERS REPRESENTATIVES wanted to actively represent nation- 
ally known, fast moving line of desk lamps, for jobbers, dept. 
off. equip. dealers. WASH., ORE., COLO., UTAH., ARIZ, N, 
Established territory. Write in confidence. Box P-223, care Office 
Chicago 6 





REPRESENTATIVES WANTED for all parts of the country on NEW, LOW 
-RICED OFFICE MACHINE with tremendous sales possibilities. To be released 





about May 1. Give experience, lines now carried, territory covered, Write Box 
P-232. care Office Appliances 
"LARGE MANUFACTURER OF COMPLETE LINE Brief Cases, Zipper Ring 


Binders and Portfolios, has several territories open for sale to stationers, begeeee 
and department stores. Write details of past experience, lines now carried. . 2. 
Manning, National Brief Case Mfg. Co., 512 S. Peoria St., Chicago 7. 





NATIONALLY ADVERTISED MANUFACTURER of -fast selling high quality 
chair cushions seeks sideline representatives covering stationery and office equip- 
ment retailers in New England, Ilinois, Wisconsin, Minnesota. Write full details. 


Address P-222, care Office Appliances, Chicago 6. 





22 YEAR OLD NATIONALLY ADVERTISED Manufacturer of patented sipper 
ring binders wants traveling representatives. All territories open except Pacific 
Coast. Short line. highly specalized. Excellent commission basis. Reuben Co., 
557 W. Jackson Blvd 


Chicago 6 








STATIONERY SALESMEN: Calling on commercial stationers, wholesalers and 
department stores. To handle as sideline established original patented fast sell- 
ing plastic typewriter cleaners Commission. Exclusive sales territories open. 
Address P-233. care Office Appliances, 100 E. 42d Street, New York 17, N. Y. 











SALESMEN—Who are calling on the stationery trade to sell Kwiki Carbon 
Copy Sets Kwikti's are second sheets and one time carbon in set form. 
White and five colors, all sizes Advise territory covered. Kwiki Incorporated, 


124 Franklin St Dayton 2, Ohio 








REPRESENTATIVES AVAILABLE 





SALES AGENT IN SOUTHERN CALIFORNIA has ample capacity for another 


line to be handled on agency basis, exclusive dealer arrangement, or as 
Southern California representative. Trained in modern office specialty sales 
technique and produces good results. Top references. Address C-79, care 








Office Appliances, Chicago 6 
A NEW AGGRESSIVE OFFICE EQUIPMENT concern, headed up by four 
experienced men is interested in representing manufacturers or bers of 


machines and steel and wood furniture. General Office Equipment Co., Fargo, 
N. Dak Moorhead, Minnesota 


WELL ESTABLISHED AND WELL RATED New York disributor is interested 
in line of desks, chairs, filing and storage cabinets on distributorship or jobbing 
basis. Address (C-78 care, Office Appliances, Chicago 6. 











WORLD FAMOUS CALCULATING AND ADDING MACHINES, both man- 
ufactured in Sweden, are now being imported to this country Available from 
stock. Salesmen of office equipment. who sell directly to offices, will find these 
machines an interesting and profitable sideline Write room 501, 210 Fifth 
Avenue, New York 10, N. Y¥ 





WANTED—YOUNG MAN UNDER FORTY with Executive possibilities for 
prosperous commercial stationery and office equipment store Must have experi- 
ence. Large firm in Southern California. Give complete information in first 
letter. Replies strictly confidential.—Stockwell & Binney, San Bernardino, Calif 








TERRITORIES AVAILABLE for factory 
Machine Stencils Ink, and Correction 
reliable company. Commission basis 
Mich 


representatives to handle Duplicating 
Fluid Manufactured by an old and 
Challenger, Inc., 125 Winder St., Detroit 1 





TRAVELING MEN WANTED: Commission basis—selling top line of office casters 
and related items many territories still open Only interested in men who 
cover Office Furniure Dealers and Stationers regularly 30x P-228 care, Office 
Appliances, Chicago 6 





TOP FLIGHT STEEL FILING and _ office 


require experienced salesmen All _ territories 


production, 
exclusive 


equipment line now i 
Liberal Commission and 








territory arranged. Write fully Standard Industries, 327 So. LaSalle St Chicago 
1. Til 

SALESMAN TO TAKE CHARGE of machine lepartment including adders, 
typewriters and duplicating machines Good jlrawing account and liberal com- 











mission. Established business. P-244, care Off Appliances, Chicago ¢ 

HELP WANTED—SALESMAN: Office supply and equipment business in 
Southern Michigan. Would consider selling part interest or all to right party 
Address P-224, care Office Appliances, Chicag f 

SPLENDID OPPORTUNITY for experienced stationery and printing salesmaa 
in Great Northwest. Eugene, Oregon. Prefer man in 20's r 30's. Write Koke 
Chapman Company, Eugene 


Oregon 





SALESMAN, OUTSIDE: Office Supply and Equipment experience, with following 
Attractive proposition: drawing account Reply full details, confidential, 


ommi issior 











P-242, care Office Appliances, Chicago ¢ 
WANTED Expertenced Salesman to sel! new Ohmer Cas Registers. Good 
opportunity for right man Address Alabama Typewriter ¢ Ire 1923 Fifth 





Ave N Birmingham 3 Alabama 
WANTED EXPERIENCED SALESMAN sell new Woodstock Typewriters 
Address Alabama Typewriter ( Inc 1923 Fifh Ave N Birmingham #32 


Alabama 
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DEALERSHIPS WANTED 





WANTED ON AN EXCLUSIVE FRANCHISE AGREEMENT, complete line of 
office furniture, supplies, machines and specialties, to handle in the Rocky 
Mountain States with headquarters in Denver, We are especially interested 
in the following Adding, Calculating, Duplicating, Addressing, Dictating, 
Checkwriters, Cash Registers, and special purpose machines; Systems; Forms. 
Those items selected will be completely and adequately presented by specialists 
in office methods and planning. All lines will be completely . the 
total number to be held to a minimum and the territory covered on s thirty 
day schedule with direct mail follow-up. Please give complete details of proposi- 
tion and territory. Box (€-76, care Office Appliances, Chicago 6. 











WELL-ESTABLISHED New York office equipment dealer interested in obtaining 
line of steel and wood desks, chairs, filing cabinets, steel lockers, shelving, etc. 
Box OA 1908, 113 West 42 St New York 18 








MECHANICS AND REPAIRMEN WANTED 
BOOKKEEPING MACHINE SERVICE MAN: 
roughs Bookkeepin Machines and Moon Hopkins 
All applications strictly confidential Write P- 
Chicago 6 





Must be experienced on Bur- 
*ermanent postion, good pay. 
236, care Office Appliances, 








EXPERIENCED TYPEWRITER 
position for steady mar will 
».937, care Office Appliances 


Steady 
Address 


makes. 
quarters. 


WANTED—AIll 
living 


MECHANIC 
assist in obtaining 
Chicago 6 





Mechanic for all makes of machines. Royal 


WANTED: Experienced Typewriter 
" Worth 2, Texas. 


Dealers. Head Typewrter Company, Ft 














EXECUTIVES WANTED 








WANTED—YOUNG MAN, experienced, with executive possibilities as manages 
for retail office furniture establishment in New York City. Give complete 
information in first letter. Replies strictly confidential. Box OA 1907, 1113 West 





i2nd St., New 





York 18, N. Y¥ 





PRINTING FOR THE TRADE 





SALESBOOKS—ORDER BOOKS 
Your imprint on each sheet is ot 
i week deliveries Free catalog 
Patterson Ave New York 61 N 





trade. 
Approx. 2 to 
ERSCO, 1930 


ENVELOPES We print for the 
guarantee of repeat business. 
estimates given promptly 
Y 





(Wants and For Sale Continued on page 8) 
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FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








BUILDING SOLD, MUST MOVE:—Typewriter Kits; Hand Tools; Part Boxes; 
Parts; small fan; electric heater dryer; standard carriage Underwoods; Royals; 
decimal tabulator; self-inking, folding, rotary, 


with key-set e i 
electric sweeper; brand new York silver 
Arkansas 


Underwood 26 in. 
portable ‘‘Mimeograph;"’ 
gold bell, and case. Miller, Box 52, Gravette, 


plated trumpet, 





1415705 also 
working con 


Elite type 
1442733. Good 


carriage, 


Typewriter 26 inch 
type, 


Roya! 
Carriage, Pica 


FOR SALE 





Royal Typewriter 26 inch 

dition. Special price. Fred J. Snyder, 303 So. San Fernando Rd Burbank 

Calif 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma 

chines, and everything in the office machinery line. State model, serial number 
International Office Appliances, Inc 29-31 


and we will quote highest cash prices 
East 22nd St., New York 10, N. Y 





VISIBLE FILES—KARDEX, ACME, POSTINDEX and GLOBE 





WE HAVE ON HAND and offer for immediate delivery all types and sizes 

Dealers inquiries welcomed. Universal Business Equipment Co., 537 8S. Dearborn 

St.. Chicago 5 

ELLIOTT -FISHER Burroughs, Moon Hopkins, Adding and Calculating Ma 
machines bought 


Typewriters, and fanfold 
1930 West 2)st St., 


Electromatic 


Comptometers. 
Appliance Co., 


Chicago Office 


chines, 


and sold Chicago 8 





Burroughs 


Machines, Adding Machines, Comptometers 
and sold 


Typewriters and ail office machines bought 
St.. Milwaukee 3, Wis 


ELLIOTT-FISHER 
and” Monroe Calculators 
Teeter-Warsh Co., 849 N. 3d 











FIAAOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 906-908 WM Water St 


Milwaukee 2, Wis 








Late model Elliott-Fisher bookkeeping and billing machines 





WANTED TO BUY 

Must be over 230,000 serial number. Accounting Machine Service Co 605 W. 

Washington St Chicago 6 

BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER, We buy, sell, repair 
Bookkeeping Machine 


Adding and 


service for dealers 
Missouri 


Comprehensive 
Kansas City 6, 


Grand, 


rebuild 
Service Co., 1307 





Machines Comp- 


and Bookkeeping 
Company, 605 


BURROUGHS, MOON HOPKINS Billing 
Dearborn Equipment 


tometers, Calculators, ete. Bought and Sold 
So. Dearborn, Chicago 5, Ill. 
—- 





WANTED—AIl makes calculators and adding machines. State make, model. serial 
number and adding caracity International Office Appliances, Inc 29-31 East 
22nd St., New York 10, N. ¥ 





Calculators, hand or electric, rough, com 


QUANTITY of Monroe and Marchant 
of other machines American Business 
N, Y¥ 


plete. Inquiries solicited on all types 
Machines, 135 Grant St., New York 13, 


BURROUGHS, MOON HOPKINS, Elliott -Fisher Rookkeeping Machines 
Comptometers, all makes calculators bought and sold L Dorrell Office 
Machine Co., 983 So. llth, Minneapolis, Minn 











higher cash prices for calcu 





BURROUGHS PRODUCTS our specialty, get our ‘ 

lators, bookkeepers billers, comptometers A L. Steen, 60 West Harrison, 

Chicaga 5, Illinois 

BURROUGHS SPECIALISTS. Also buy, sell and rebuild all types office 
Nelson Adding Machine Service, 537 


Comprehensive dealer service 
Chicago 5 Illinois 


FOR SALE BURROUGHS ACCOUNTING | Payroll 
Model No. 30, 17 column keyboard, 10 registers, A-1 
J. P. Davenport, 126 N. Galt Ave., Louisville, Ky 


machines 
Ss Dearborn 








A875, 
00 





Machine, Ser 7 
condition. Price $1200 





rebuilding sales and 


Foremost specialists in 
American Dictating Ma 


Write for ° catalog 
Yok 3, N. ¥ 


DICTAPHONES-——-EDIPHONES 
purchases of dictating equipment 
chine Co,, 235 Fifth Ave., New 





SALE Six new Mail-A-Voice recording machines and one Professional 





FOR 

Mail-A-Voice new Will sacrifice same for quick disposal. Write P-243, care 

Office Appliances, Chicago 6 

FOR SALE OR TRADE, (one) National Cash Register Accounting machine, 
Fernande Blvd 


Model N200. Write or wire Snyder Typewriter Co., 303 8S. San 


Burbank, Calif 


pre-filling 
price for 


Used for 
reasonable 





FOR SALE—Modern sorting equipment. Condition like new 
of letters, checks, invoices or other papers. Offered at 
quick sale. AddressP-225, care Office Appliances, Chicago 6 





addressographs 


WANTED—MULTILITHS, GRAPHOTYPES, business machines 
mailing equipment, multigraphs; quote model, serial number, price wanted 
New York 17, N. Y 


Harold M. Bennett Company, 595 Fifth Ave., 





Empire 
remembered to 
to receive 


formerly with Acme associated with 


York 13. N. Y 
formerly served—also 
safes and vaults, as 


Safe, now 
; wishes to be 
would like 
required 


KRASS 
Canal St New 
dealers he 
and new 


MONROE 
Safe Co 245 
the office equipment 
inquiries on reconditioned 





Thousands of re- 


KARDEX ACME, all makes used visible filing equipment , 
conditioned cabinets, panels, books, always on hand. Special service and prices 
quotations. Chas. S. Nathan, Ine., 548 


to dealers for purchase or sale. Get our 
Broadway, New York 12, N. Y 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Visible Factograph cabinets, as well as other 


Kardex, Acme and _ International 
makes. Write and tell us what Visible Equipment you need or have for sale 
Specia! prices to dealers. E. H. Meineman, 4 North Eighth St., St. Louis 1, Mo 








KARDPEX, ACME, POSTINDEX, etc visible filing 
bought and sold. We specialize in this field and offer full cooperation 
Commercial Card System, 135 Grand St New York 13, ? 


equipment of all types 
to dealers 





WANTED 


Visible Factograph cabinets, in 
complete with card holders. We are also interested in 
e rd bolders in any quantity Advise what you have available 
Box 552, St Louis 1 0 


12-drawer 8x5 size, 
International 
Heineman, 


6§-and 
extra 8” 
E. H 


INTERNATIONAL 





WANTED TO BUY—Sundstrand bookkeeping machines, Models A, €, and D 
and 8142P. Give complete model number, serial size carriage and whether 
front feed or back feed. International Office Appliances, Inc 29-31 East 22d 
St New York 10, N. ¥ 





RETAIL BUSINESS FOR SALE 








FOR SALE—OFFICE SUPPLY, Greeting Card and Sporting Goods store in 
Northern Illinois county seat town. Typewriter repair shop, portable franchises, 
modern fixtures, good lease, choice 


standard machine franchise available. New 
location. Approximately $19,000 cash takes 
P-226, care Office Appliances, Chicago 6 


it. Ill health reason for selling. Box 








store and shop on the main blvd. in Glendale, 


FOR SALE--A real typewriter 

California. Wholesale & Retail rebuilding. Also Enameling & Welding. Have 
Remington Portable and Remington Adder Dealership. Also the Corona Portable 
Typewriters and Adding machine. Royal Dealership to be had soon, Will sell 


for $4,500.00 full price with $2,500.00 cown and balance on mortgage or monthly 





payments. Andrew R. Bright, 604 S. Brand, Glendale 4, Calif 

A WELL ESTABLISHED BUSINESS for sale—commercial  stationery—office 
supplies. Owner retiring after many years of good business. Have good lease 
at reasonable rental Industrial and agricultural town of 135,000, Surrounding 
district best in California. Box P-240, care Office Appliances 





OFFICE MACHINE BUSINESS FOR SALE: Western city 18,000 population 
equipped shop Well established 




















complete Remington Rand franchise, well 

growing fast. Cash des! only Price will be quoted interested, qualified buyer 
who applies to P-238, care Office Appliances, Chicago 6 

OFFICE EQUIPMENT AND SUPPLY STORE. Well stocked. Good location 
cowntown midwestern city. Diversified departments including gifts. $12,000 will 
handle. Box P-221, care Office Appliances, Chicago 6 

BUSINESS FOR SALE—Commercial Stationery and) Office Furniture—New 


Jersey shopping community serving two counties Reply P-227, care Office 


Appliances, Chicago 6 














OFFICE EQUIPMENT AND STATIONERY Business in Southern Michigan 
Well developed and profitable. Owner wishes to retire. Address P-220 care Office 
Appliances, Chicago 6 














WANTED TO BUY RETAIL BUSINESS 





WANTED STATIONERY-OFFICE SUPPLY Store, moderately priced Have 
some cash, excellent banking references; 15 years’ experience. Consider partner 
fully, confidential. Postoffice Box 136, Marion, Ohio. 


ship. Write 








WANTED TO PURCHASE 1 small stationery store handling typewriters and 
furniture in either Colorado Utah, Wyoming or Arizona Reply giving 


some 
P-231, care Office Appliances, Chicago 6 


price 











EDUCATIONAL MOVIE FILM WANTED 





Dealers would like use of 
adding machines. & or 16 
Dahlgren, Kathellj 


BELGIUM SYNDICAL CHAMBER of Typewriter 
film showing how to adjust and repair typewriters and 
sound or silent film acceptable. Please write Jacques 


m. m., 
nevest, 64, Antwerp, Belgium 











DUPLICATING SUPPLIES 





QUALITY LETTERS from new type of stencil! ‘‘Plastic-Coated’’ PROCEL 
stencils make copies so Stygian Black they seem to be almost printed 
PROCEL works with any ink, gives maximum legibility, minimum cut outs 
and type clogging Let PROCEL improve your letters! Write to Remington 

Bridgeport 1 Conn., for 


Rand, PROCEL Dept Duplicator Supplies Div., 


free information 











TODD PROTECTOGRAPH electric check signer, Model No. 54 


FOR SALE 
A-1 condition. Price $100.00. J. P. Davenport, 126 N. Galt Ave 
cy 


Latest type, 
Louisville, 





also 6x4 and 5x3 size Quantity 


23-drawer units; 
Card System Co 135 Grand St 


Commercial 


&x5-14-and 
Panels 


ACME (Insite) 
of McCasky Production 
New York 13, N. Y 


Bottom 





Glass 


100,000 
Commodity 


gross lots, f. o. b 


CARTER'S STAMP PAD, Red, size 2 for impressions 





Special prices for gross, half gross and two 

Dist. Co., Rm. 462 Porter Bidg., San Jose, Calif 

TYPEWRITERS SOLD—Select Rough, Reconditioned, Rebuilt—all sizes type 

faces, languages. Also Bought. All Languages Typewriter Co., 119 West 23rd 
N. ¥ 


St., New York 11, 





calculators, from dealers or 








WANTED-.TYPEWRITERS, Adding Machines, 
jobbers, Typewriter Parts Company, 407 East Travis St., San Antonio 5, Texas 
For Sale: COMPTOMETERS model ‘“‘K’’ 8 column electrics, reasonable. Adding 


Machine Sales & Service Co., 1100 Prospect Ave., Cleveland, Ohio 





Reconditioned Machines, also late typewriters 


WANTED DITTO 
Oakland, Calif 


22 or 18 in 
G. Hardt Co, 301 8S 


eventh Street, 





typewriter instruction book service manual 


HAMMOND 
716 Fifth St., Lancaster, Penna 


plates. H. E 


portable 
Bolsius, 


WANTED 
and type 





SH Olm File Folder Machine. Give Serial Number 
care Office Appliances Chicago 6 





WANTED TO BUY FOR C 
and Condition. Address P-229, 





SALESBOOKS, ENVELOPES, CONTINUOUS "AND ONE TIME Carbon Forms 
> = 


FOUNTAIN PEN REPAIRING 





MAKES FOUNTAIN PENS, Desk Pens 
Repaired at standard prices—time now averages 3 to 21 days, and 
We especially feature CONKLIN SWAN, WATERMAN, WAHL, PARKER, 
WELTY, SHEAFFER, MOORE, etc., but can repair all other makes. We feature 
Gold Pen Points and Repairing. Mail all makes to ONE place for better service 
ASK ABOUT NEW WELTY PENS, $1.50 to $10.00 LIST. “Welty Pen and 
Repair Co (Est. 1904), 38 So. State St., Chicago 3 


Pencils, ete 


REPAIR ALL 
improving 


WELTY'S 











TYPEWRITER PARTS 





Good used typewriter parts, type etc. The 


TYPEWRITER PARTS TYPE ETC., 
if not in 














hard to get kind. Large stock. Will do my best to get your part 
stock. Bright's Typewriter Exch., 604 S. Brand, Glendale, California 
ADDING MACHINE PARTS, TYPE, ete. 
LARGE STOCKS of new and used Adding and Calculating Machine Parts 
request, I. A. Dehn, Jr 


furnished on specific parts upon 


Quotations 
Calif 


Oakland, 


OFFICE MACHINES AND SUPPLIES AVAILABLE FOR EXPORT 


available 
1643 10lst Ave., 











portables, ribbons and carbons 
offered to importers in other countries 
source of supplies. Complete’ informa 
Barry Ave., Chicago 13, U.S.A 


STANDARD TYPEWRITERS (rebuilt) new 


desk model pencil sharpeners, etc.,; 
Good opportunity to establish American 
tion upon request. Midas Export Co., 1156 W 








ADDING MACHINE PARTS FOR EXPORT 











Free Catalog. Ersco, Compton Ave., Bronx 61, 
WANTED | TO BUY Surplus equipment of all types. Ready buyer. Columbia BURROUGHS ADDING 
Trading Corp., 7 Waverly Place, New York 3, N. Y Foreign inquiries invited 


exported 


Chicago 5 


MACHINE PARTS 


AND BOOKKEEPING 
Dearborn St., 


Dearborn Equipment Co., 605 8 
1948 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for 25 cents each in cash, postoffice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents each, 





for Typewriters. 
Application Fev- 
Granted January 


Justifying Mechanism 
Montrose, Calif 
No, 576,170 


2,434,665. 
Oliver O. Martin, 
ruary 5, 1945, Serial 
20, 1948. 

2,434,776. 
Frank Chonacki, 
Manville Corporation, 


Tape Dispenser. Paul Van Cleef and 
Chicago, JL, assigners to Johns 
New York, N. Y., a corpora 
tion of New York. Application January 30, 1946, 
Serial No. 644,279. Granted January 20, 1948. 
2,434,866. Typewriter Paper Guide. Benjamin Ru 
bin, Philadelphia, Pa. Application November 18, 1944 
Merial No. 564,015. Granted January 20, 1948. 
2,434,882. Mechanical Pencil. Benjamin W. Hanle 
Elizabeth, N. J., assignor to Eagle Pencil Company 
a corporation of Delaware. Application February 11, 
Serial No. 522,694. Granted January 20, 1945 
Eraser with Magnetic Supporting Means. 
Williams, Wellington, Kans Application 
1945, Serial No. 619,630. Granted January 
27, 1948 


2,434,996. Adhesive Strip Server. Trevor R. Gautier 
and Robert W. Hoitt, Nashua, N. H., assignors to 
Nashua Gummed and Coated Paper Company, Nashua 
N. ., & corporation of Massachusetts. Original ap 
plication January 9, 1943, Serial No. 471,890. Divided 
and this application March 15, 1944, Serial No 
526,582. Granted January 27, 1948 

2,435,032. Bill Divider and Key Container fer Bill- 
folds. Carl M. Campbell, Hagerstown, Md., assignor 
to Hagerstown Leather Company, Hagerstown, Md., a 
corporation of Maryland Application January 16, 
1945, Serial No. 573,007. Granted January 27, 1948 

2,435,077. Reeord Filing Device. Marchand B. Hall 
and Sylvan K. Ketterman, Chicago, Ill., a corporation 
of Delaware. Application August 28, 1944, Serial No 
551,491. Granted January 27, 1948. 

2,435,123. Fountain Pen. Laszlo Jozsef Biro, Buenos 
Aires, Argentina, assignor by mesne assignments, to 
Eversharp, Inc., Chicago, Ill., a corporation of Dela- 
ware. Application August 2, 1944, Serial No. 547,758 
Granted January 27, 1948. 

Cryptographic Attachment for Typewriter 
Cunningham, Washington, D. C. Ap 
1944, Serial No ,346. Granted 


Keys. Roy N. 
plication October 5, 
January 27, 1948. 

2,435,133. Graphic Caleulator. Francois Durand 
Zurich, Switzerland. Application March 22, 1945, Serial 
No. 584,104. In Switzerland March 23, 1944. Granted 
January 27, 1948. 

2,435,185. Fountain Pen. 
Ill. Application February 4, 
Granted January 27, 1948. 

2,435,221. Index Guide. 
Ill., assignor to Rockwell-Barnes 
Ill., a corporation of Illinois. Application 
1945, Serial No. 576,347. Granted February 3 

2,435,271. Envelope Opener. Henry L. Dowell, 
Athens, Tex., assignor of one-half to Leon Barron, 
Athens, Tex. Application April 24, 1946, Serial No 
664,530. Granted February 3, 1948 

2,435,450. Word Counter for Typewriters. Carl W 
Lamb, Inskip, Tenn. Application May 2, 1945, Serial 
No. 591,554. Granted February 3, 1948 

2,435,521. Loose-Leaf Book Construction. 
Vernon, New York, N. Y., assignor to 8 » 
Vernon, Inc., New York, N. Y., a corporation of 
New York. Application February 4, 1944, Serial No 
521,015. Granted February 3, 1948 

2,435,529. Adjustable T-Square Head. Jacob Brock 
ley, near Newport News, Va Application May 3, 
1945, Serial No. 591,713. Granted February 3, 1948 

435, Trimming Frank M. Lund, Chi 
cago, Ill., assignor of fifty per cent to Harvey M 
Pushker, Chicago, Il Application August 24, 1945 
Serial No. 612,433. Granted February 3, 1948 

2,435,661. Pencil Sharpener. Carl ©. Weathers and 
Francis H. McMichael, Wichita, Kans. Application 
+ wae Pe 1946, Serial No. 679,249. Granted February 

, 1948 


2,435,684. Accounting Board. Jesse M. Jones, Los 
Angeles, Calif., assignor to Charles R. Hadley Com 
pany, Los Angeles, Calif., a corporation of California 
Application April 6, 1945, Serial No. 586,890. Granted 
Febrary 10, 1948. 

2,435,705. Dise Slide Rule. Gerard 
genstein, La Tour de Peilz, Switzerland 
1944, Serial No. 536,000. In 
, 1943. Granted February 10, 1948 

2,435,848. Ring Binder. John Schade, Holyoke, 
Mass., assignor to National Blank Book Company, Hol 


557 


Chicago, 
645,337 


Milton Reynolds 
1946, Serial No 
Charles E. Jones, Chicago, 

Company, Chicago, 
February 5, 
1948 


Murray 
& M 


Francis Witt- 
Application 
Switzerland 


yoke, Mass., a corporation of Massachsetts Original 
application December 20, 1943, Serial No. 514,920 
Divided and this application April 8, 1944, Serial No 


530,135. 
2,435,873. 
Crary, Hammond, 
Serial No. 639,436. 


DESIGN PATENTS 
Design for a Combination Compass, Pro- 
Ruler. William FE. Owen, Jr., Cedar 
Rapids, Iowa. Application March 22, 1946, Serial No 

127,804. Granted January 20, 1948 
148,455.. Design for a Stenographer’s Notebook Stand 
or Similar Article. Michael Bleich and William R 


Granted Febrary 10, 1948. 

Automatic Change Check. 

Ind Application January 5, 
Granted February 10, 1948 


Charles H 
1946 


148,434. 
tractor, and 


Axelrod, New York, N. Y Application March 21 
1947, Serial No, 137,800. Granted January 27, 1948 


148,458. Design for a Keyboard for Caleulating 
Machines or Similar Articles. Hugh L. Clary, Pasa 
dena, and Robert E. Boyden, Los Angeles, Calif 
assignors to Clary Multiplier Corporation, Los Angeles, 
Calif., a corporation of California. Application Novem 
ber 10, 1945, Serial No. 123,664 Granted January 
27, 1948. 

148,464. Design for a Combined Telephone Stand 
and Memorandum Pad Holder. Oliver D. Goldman 
Philadelphia, Pa Application September 9, 1946, 
Serial No. 133,203. Granted January 27, 1948 

148,473. Design for a Catalogue Rack. Erik P 
Krag, Peorta, Ii! assignor to The Frick-Gallagher 


corporation 
Serial No 


Manufacturing Company, Wellston, Ohio, a 
of Ohio. Application September 30, 1946 
133.653. Granted January 27, 1948 
148,496. Design for a Reservoir Desk Stand. George 
J. Staab, Springfield. N. J. Application November 29, 
1946, Serial No. 135,177. Granted January 27, 1948 
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An Irishman noted for his overindulgence in strong drink 


was attempting to break himself of the habit. One day he 
determined to pass by his usual haunt. As he approached, he 
set his jaw, held his head high and marched doggedly by. 
Then, after going about 50 yards, he stopped, turned and said 
to himself, “Well done, Pat, me boy. Come on back and I'// 
treat you.” —Commerce 

The Sunday School teacher's theme had been: ‘'God is 
everywhere. Find Him. Keep Him." 

That night at dinner little Willie asked: "Mummy, is God 
everywhere?” 

"Yes, darling.” 

"Is He in this house?” 

"Yes, darling.” 

"Is He in this room?" 

"Yes, darling.” 

"Is He in my cup?" 

"Yes, darling." 

Little Willie quickly placed his hand over his cup. "Got 
‘im,"” he beamed. 

"You told me how good you were when | hired you two 
weeks ago," said the office manager to the salesman. ''Now 
tell me all over again; I'm getting discouraged.’ 

An old jalopy puffed and groaned up to a rattling stop 
ot a toll! bridge. 

"Sixty-five cents," said the bridge-keeper. 

"Sold," cracked the driver, jumping out. 

Futile Reflections: When a fella tells you it's the Irish in 
him, don't believe him; more than likely it's the Scotch. . . . 
High heels were invented by girls who have been kissed on 
the forehead. . . . Perfume is what wins a man—particularly 
the type which watts out of the kitchen. . . . Names that. go 
down in history—yours on a list for a new car... . One radio 
announcer always reports his news “from the leased wires of 
the Associated Press'"—personally we doubt that his news is 
any better than that coming from the most wires. 

And here's one from Ralph Ortel of Business Builders fame: 

A salesman called on a big businessman near the close of 
the day. The magnate said: "My boy, you ought to feel 
honored. During the day | have refused to see 11 men. 

"Il know," replied the salesman, "I'm them." 

A couple of safecrackers were attempting a job in an 
office with a sate that presented little in the way of dis- 
couragement for experts. One of them decided to have a 
little fun, so took off his shoes and started twirling the dial 
with his bare foes. 

Said the other: ‘Come on, what's the idea? Let's get this 
thing open and get out of here." 

Replied his companion: "Oh, take it easy; this'll only take 
@ minute longer, and it'll drive those fingerprint experts nuts." 











| wish the boss would install a modern intercom 
system. Some day I'm gonna get well punctured. 











BUSINESS OPPORTUNITIES 





Wanted Abroad 


Steei Files and Steel Desk Agencies Wanted in Puerto Rico—H. R. 
Muxo, manufacturers’ representative, P. O. Box 4806, San Juan, Puerto 
Rico, is seeking exclusive agencies in Puerto Rico for steel files and 
Steel desks. Information on the organization can be secured from the 
Oxford Filing Supply Company, Inc., 325 Broadway, New York, N. Y., 
and other references will be given if requested. 


Swise Calculating Machine Firm interested in Both imports, Exporte— 
Unical, Ltd., Frauenfeld, Switzerland, manufacturers of the Correntator, 
small calculating machine, is interested in representing American manu- 
facturers of office devices in Switzerland. The firm also desires to export 
the Correntator calculating machine to the United States. 


Other Agencies Wanted by Firm in Mexico—Solon Zabre, manager of 
Don Quijote S. de R. L. Libreria Y Papeleria, Palma Norte 505-D Mexico, 
D. F., writes that his firm is interested in securing additional agencies 
in Mexico for United States manufacturers of products for the office. 


Wanted at Home 


Holiywood Firm Wants Cataogs, Price Lists—Crown Office Supply 
Corporation, 6053 Hollywood Blvd., Los Angeles 28, Calif., recently chang- 
ing its name from Scopet Manufacturing, Inc., office supply and paper 
products division, is interested in receiving catalogs and price lists for 
stationery and office supply items. The firm is particularly interested 
in wood office furniture, filing equipment and other steel products. 


New Firm at Moline, Ill., Seeks Catalogs, Contacte—A new retail office 
supply store, Davis-Newstrum, was opened recently at 629 Fifteenth St., 
Moline, Ill. The proprietors seek contacts with manufacturers and would 
appreciate receiving trade catalogs. 


Expanding Connecticut Firm Seeking Additional Lines—Solomon’s Sales 
& Service, 37 Cooke St., Waterbury, Conn., enlarging its business in 
store and office equipment for the third time in 18 months, is open 
for additional office equipment lines and a complete line of metal desks 


and office furniture. 


Quakertown Firm Seeks Trade Connections—Winston W. Lindes, 391 E. 
Broad St., Quakertown, Pa., is seeking some additional connections in 
the office supply field, primarily in steel office equipment. 


Washington, D. C., Firm Wants Trade Catalogs—Harry C. Rand Com- 
pany, 1507 M St., N.W., Washington, D. C., manufactuers’ representa- 
tives and Government contractors in this industry, desires to receive 
trade catalogs dealing with office appliance and stationery items. 








NEW TRADE LITERATURE 





The Blackbourn Systeme, Inc., 230 8. Cedar Lake Rd., Minneapolis 5, 
Minn., has just issued a new handsomely-bound 56-page 1948 system cata- 
log, a complete description of the line available for smal] business systems 
and records. The Blackbourn systems illustrated are tailor-made for 
many occupations, including farmers, students, beauticians, barbers, real 
estate men, truckers and general contractors. Stationers interested may 
write for a copy of the catalog and latest price list. 


Horder’s, Inc., 231 S. Jefferson St., Chicago 6, IIl., has just issued a 
new 64-page World-Wide Business Form catalog in which the repro- 
ductions of the forms is large enough that most of the copy is read- 
able at a glance. Many of the dealer customers have purchased a 
quantity of a special dealer’s edition of this catalog with their individual 
imprint on the cover. The catalog, issued by Cort Horr, advertising 
manager, is carefully indexed and profusely illustrated. 


Codo Manufacturing Corporation, Coraopolis, Pa., has just issued a 
new catalog on carbon papers, typewriter and special-inked ribbons and 
duplicating supplies. Also included :n the 16-page illustrated catalog are 
suggestions on remedying some common complaints in the use of ribbons 
and carbon papers, and instructions on figuring resale prices on odd 
sizes of carbon paper. Copies are available upon request to Codo at the 
factory office in Coraopolis. 


Amberg File & Index Company, Kankakee, IIl., has just announced 
that the 1948 cataog is off the presses. The well-illustrated and~ sec- 
tionalized catalog has 68 pages to list more than 1,000 filing aids for 
the office and home. In addition to the standard Amfile products such 
as indexes, folders and guides, the catalog lists innovations like swing 
folders, aluminum and plastic tickler and recipe files, presentation binders 
and a line of albums. 


Royal Typewriter Company, Inc., New York, N. Y., has just issued a 
handsomely-printed brochure, in color, describing and illustrating the 
new portable typewriter. The frontispiece proclaims ‘Royal presents 
‘Tomorrow at Your Fingertips’... A complete story is given concerning 
the fertures of the new portable machine. 


Graver-Dearborn Corporation, 208 S. Jefferson St., Chicago, Ill., has 
just issued a new catalog giving detailed information concerning the wide 
variety of merchandise available through the firm. Specifications and 
illustrations are complete for the offerings of the firm which recently 
took over a new location ‘ 


D. Mathews & Son, Ltd., 14-16 Manchester St., Liverpool, England, 
recently issued its centenary catalog. ‘For four generations office fur 
niture has been our business” says this well-illustrated booklet, complete 
with illustrations and prices 


J. L. May Company, Il! W. 19th 8t., New York 11, N. Y., has an 
nounced the issuance of a new price list, mailed to the trade February 
1. Additional copies will be furnished upon written request. 
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CUSTOMER PSYCHOLOGY 
By Willard C. Hyatt 


LL THERE IS to know and observe about human 
nature and psychology in general can be observed 
and learned in the daily experiences of a retail clerk. 
He soon comes to perceive who will and who won't 
buy, whom to approach and how, whom to avoid, and 
where the trouble spots are. 

The personality of the salesperson often means more 
than the merchandise shown, which is well illustrated 
by the fact that a customer will often return to a 
clerk, whom he or she likes, rather than obtain the 
merchandise elsewhere. 

A customer respects being given honest advice about 
the worth or lack of quality of a certain item over 
another, as revealed through the reactions of a public 
sometimes fooled into buying some worthless mer- 
chandise as the result of some high-pressure advertis- 
ing. 

Personal Element Always Present 


The personal element still has a prominent position 
in sales psychology, and the law of effect is always 
in operation. We all tend to return to the place or 
person where we were well treated and where we ex- 
perienced a pleasant feeling tone, and where things 
were made easiest for us. It is well to remember that 
the average customer is as lazy as he dares to be. He 
wants things made easy for him, and will not look 
for something if He can find someone who will get 
it for him. He is poor at following directions, losing 
both time and energy for himself and others either 
because he does not listen or concentrate on what is 
being explained to him, or because the words used in 
explanation mean something different to him than 
they do to the one who is doing the directing. Lan- 
guage difficulties cause many of our misunderstand- 
ings and misinterpretations. 

Artistic display that is also intelligent still has a 
pulling power for most of us. However, most buyers 
want the known and old merchandise, and will not try 
anything new and unknown until it has been dem- 
onstrated as superior. That is, as in the laws of learn- 
ing, the new must be related to the old in some 
meaningful way. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 





Burroughs Adding Machine Company, Detroit, Mich.—Operations of the 


Burroyghs Adding Machine Company and its subsidiaries during 1947 
resulted in a total income of $69,326,121, an increase of 49% over 1946 
and 66% over 1941, the lost pre-war year. John S. Coleman, president of 
the company, announced February 25. Net earnings for 1947 were 
$6,763,486 or 10% of sales, as compared with $1,992,149 or 4% of sales in 
1946 and $5,332,267 or 18% of sales in 1941. Earnings in 1947 were equiva- 
lent to $1.36 per share of capital stock, as compared with 40c per 
share in 1946 and $1.06 per share in 1941. 


General Fireproofing Company, Youngstown, Ohio.—Directors have de- 
clared.a 75 cents a share common stock dividend, payable March 10 
on stock of record February 23. Directors also declared the regular 
$1.75 a share preferred dividend, payable April 1 on stock of record 
March 20. Last year the company paid two common dividends of 50 
cents each and two common dividends of $1 each, or a total of $3 for 
the year. It was explained it was decided to try to maintain the $3 
rate this year. Annual shareholders meeting was set for March 1.—AK. 


Varco, Inc., Chicago, I1l,—Net earnings of Uarco, Inc., manufacturer of 
continuous business forms and systems, were $833,983 after taxes in 
1947, which compared with $606,937 for the corresponding previous year 
according to its annual report released to stockholders February 17. 
Walter R. Barker, president of the company, reported that earnings for 


1947 were equivalent to $2.97 per share for the 298,483 common shares 
outstanding on which $1.20 per share was paid as a dividend during 
1947. Earnings in 1946 were $2.03 per common share. 


W. A. Sheaffer Pen Company, Fort Madison, lowa—Directors of the 
W. A. Sheaffer Pen Company recently declared a regular quarterly 
dividend of ten cents per share and an extra dividend of $.30, or a total 
f $.40, to be paid February 25 to all common stock of record at the 
close of business February 14. 
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IN MARCH OF 1878, WHEN: 

A London correspondent reported that the prevailing novelty 
was the telephone and that the London Daily News had laid a 
wire to the House of Commons. . . . From Cincinnati came this 
paragraph: “The passage of the Silver Bill has engrossed so 
large a share of attention that even the stationers have become 
financiers and are discussing, like any good American citizen, 
the probable result of the measure.” . . . The Heyl Paper Fastener 
Company of Philadelphia, Pa., offered its product for $3.00... . 
Scribner's magazine featured the process of lead pencil manu- 
facture at the Dixon Crucible Company. .. . (From files of the 
American Stationer). 


IN MARCH OF 1888, WHEN: 

Plans for the new building of the Holyoke Envelope Com- 
pany, Holyoke, Mass., called for a three-story structure. .. . 
The Eagle Pencil Company introduced school crayons of its own 
manufacture . . . a new novelty brought out was a silver pencil 
the exacct counterpart of a match . . . Some gentlemen were 
carrying ‘a nickeled latchkey, a silver penknife, a cigar cutter, 
and a whistle attached to a long silver chain. . . . The Fancy 
Goods Fair closed at Chicago after attracting wide participation 
from the industry. . . . (From files of the American Stationer). 


IN MARCH OF 1898, WHEN: 

A stationery novelty was the golf recorder in brown, black, 
red or dark green. This consisted of a tablet of ivory, a pocket 
for notes and a sheath for the pencil. . . . Eberhard Faber’s link 
stick mucilage and the stenographer's rubber pencil were selling 
well... . The Yawman & Erbe Company of Rochester, N. Y., was 
incorporated for $335,000 “to manufacture and sell metallic, 
wooden and paper goods.” . . . The Boorum and Pease Company 
introduced the “Standard” reversible notebook. . . . A Brooklyn 
man invented a toy bank that would not open for the children 
but which coughed up carfare for their papas without any 
trouble at all. . . . (From files of the American Stationer). 


IN MARCH OF 1908, WHEN: 

H. O. Blaisdell, using an Underwood, won the American typing 
championship at the National Business show in Chicago with a 
speed of 88 words net per minute. . . . The Eaton-Hurlbut Paper 
Company of Pittsfield, Mass., announced a change of its cor- 
porate name to the Eaton, Crane & Pike Company. . . . The 
Royce Ink Manufacturing Company was incorporated for $50,000 
at Minneapolis, Minn. . . . (From files of Office Appliances). 


IN MARCH OF 1918, WHEN: 

Prominent men in the industry made pertinent responses to the 
Office Appliances’ query, ‘What can the stationer do to help 
win the war?” ... The L. E. Waterman Company marked its 
thirty-fifth milestone. . . . The Ideal Specialty Company of Chi- 
cago changed its name to J. L. Hanson Company, Inc. . . . Leroy 
E. Barns of the Blade Printing & Paper Company, Toledo, Ohio, 
was elected president of the Stationers Club of Toledo. . . . The 
Dayton Adding Machine & Time Lock Company of Dayton, Ohio, 
was tooling up for a new adding machine weighing 16 pounds 
and selling for less than $100. . . . (From files of Office Appli- 
ances). 








Wholesale Stationers Association 





4 


NEW OFFICIAL STAFF—Louis M. Brown, 
Eberhard Faber Pencil Co., third vice-presi- 
dent; H. C. Whittemore, secretary-treasurer; 
L. M. Jensen, Brimm & Jensen Co., Omaha, 
Nebr., first vice-president; Herbert Held, 
Blackwell-Wielandy Co., St. Louis, Mo., 


~vere 


VA 





president; J. H. Chipman, Brown Brothers, 
Ltd., Toronto, Canada, second vice-presi- 
dent; Harry Litzenberger, H. H. Tammen Co., 
fourth vice-president; R. T. Gemmel, Binney 
& Smith Co., national chairman, Sales Rep- 
resentatives National Society. 


(See report on page 54) 
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VISIT NUMBER 10 








“Office Appliances” Surveys Cleveland 





ORE VALUE FOR Less Money—Easy Terms.” 

“Everything for Your Office—We Sell on Con- 
venient Terms.” 

“Your Office Planned—No Obligation.” 

“Selected Lines Provide Our Customers With the 
Assortment Essential to Furnish the Average Office 
Economically.” 

“Lowest Prices in Town.” 

Those five slogans, chosen at random from current 
promotional effort of leading Cleveland, Ohio, office 
equipment and supply dealers, tell part of the story 
of the trade in Cleveland today. There’s plenty of 
competition and plenty of scrambling for business 
there now! 


And as one can readily observe, price and terms are 
becoming more and more important in trade mer- 
chandising in the field. These two factors, plus the 
story of the firm’s ability to expertly solve a customer 
or prospective customers’ office problems, are the big 
competitive selling factors in today’s market here. 
The shortage days, except in a very few lines, are 
over; there’s no smugness about the operation of the 
trade in Cleveland and where, just a few months ago, 
everything was going the store’s way, it’s definitely the 
customer who is king here today. 


oe 





FACTS ABOUT CLEVELAND 


Cleveland has a population in excess of 880,000 for 
the city and well over 1,220,000 for the county, has 
233,964 families (1940 figures) and 138,145 dwellings. 

Retail trade in Cuyahoga county is well over $550,- 
000,000 annually and wholesale trade at close to $1,000,- 
000,000 annually. There are 2,700 manufacturing es- 
tablishments which produce over $2,700,000,000 in prod- 
ucts each year. aw 

The city is situated on the shores of beautiful La: 


Erie at an altitude of 659 feet above sea level an-{ 


covers 73.43 square miles within the city limits. 
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Tenth of a Series of Journeys 
to Metropolitan Centers for the 
Purpose of Obtaining Firsthand 
Information on the Retail Di- 
vision of the Office Equipment 
and Supply Industry 


By ERNEST W. FAIR 


Field Reporter 


In the return to highly competitive business condi- 
tions the Cleveland trade has turned back to many 
of the time-tested methods of merchandising in the 
scramble for business during the year ahead.. Some 
new ideas have been developed but the story is in that 
even these first few months’ experience has shown 
that nothing succeeds like the old time-tested methods 
of doing business in the office equipment and supply 
field. e 


Older, Larger Firms in Front 


; And because of this it is the older, long-established 
and, for the most part, the larger firms who are step- 
ping out front. Cleveland is too large-and the industry 
too sizeable to say that any one or two firms dominate 
the trade. Such an institution would have to be a 
veritable colossus in an industrial city the size of 
Cleveland where over 2,700 manufacturers, for ex- 
ample, supply goods of every kind and description to 
the four corners of the country, and many operate 
in world-wide markets. 

| Most small firms are exclusive enterprises; you have 
to be big here to cover the field and enter into active 
competition with those firms already established. 
There are many small stores now being located in 


@e suburban areas to satisfy the needs of those new busi- 
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THE SKYLINE OF CLEVELAND, OHIO, LOOKING TOWARD THE EAST 


ness districts here and these dealers are finding much 
smoother going than if they had located in down- 
town areas and attempted to compete with the older 
and larger firms. Small downtown enterprises are 
generally devoted to exclusive service of one field of 
business (as, for example, an auditor’s supply firm) 
or that of one of the large skyscrapers in the down- 
town area. The latter firms, remaining small and 
stocking chiefly the everyday demand items in the 
modern office, are finding a new field with future 
possibilities in every other large city in the country. 

Office supplies and furniture are also merchandised 
by a number of firms outside of the trade. Department 
and variety stores and even neighborhood department 
stores, give attention to the field. One chain of book 
stores, operating four downtown units and six neigh- 
borhood stores, is a most active operator. The ma- 
jority of this firm’s stores are today more correctly 
office supply and stationery stores than booksellers. 
Each varies in percentage relationship with the area 
in which it is located. 

Most of the major manufacturers also have fac- 





tory branches and agencies here and these firms play 
a very important part in the competitive picture. 

In other words, there’s plenty of competition for 
the office equipment and supply dollar in Cleveland, 
not only from within the trade itself but from outside 
the trade as well. 


There’s a great deal of emphasis on the idea of 
complete service to the customer and on sincere 
effort to help the customer toward smoother opera- 
tion of his office by entering directly into it and help- 
ing set up management and operation principles. 


Most salesmen for the larger houses, particularly, 
are avid students of the principles of good office man- 
agement. Any one could readily step into the largest 
office in the city and do a bang-up job of managing 
that office efficiently. They are a great deal more than 
salesmen, and one sales manager told us that when 
this change was made in his own organization sales 
had increased in all lines by more than 100 per cent 
in two years’ time. 


The Cleveland trade salesmen have become some- 





MARSHALL-SMITH. INC., OCCUPIES MAJOR PART OF BUILDING 
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thing more than salesmen. When a Cleveland busi- 
nessman sees one of these salesmen enter his office 
he knows that he is receiving a “Doctor of Office Ail- 
ments” and that this man is fully equipped to help 
solve the toughest problem in that office. 

At first some firms here, in trying this idea, used 
it to push merchandise of every kind and description 
beyond the actual needs of a customer. They were 
successful for a time but in the end this proved dis- 
astrous for they, by betraying the faith they had built 
up in the customer, destroyed completely that cus- 
tomer’s confidence in the firm. 

Most firms were too far-sighted to permit this, 
however, and today such salesmen are as sincere in 
helping solve customers’ problems as if they owned 
and operated the businesss they were studying. Sug- 
gested purchases are confined to systems and equip- 
ment actually needed and which can be put to profit- 
able use only. 

All of this requires a keen and alert salesman and 





one with a good basis of executive ability. That means 
good salaries and commissions. The average Cleve- 
land salesman working in such a role for one of the 
major dealers is today earning around $500 a month. 
But he devotes a great deal of time and effort to his 
job in order to reach this figure. Some even exceed 
that sum. 


Need to Know Lines 


Such salesmen must know their lines intimately; 
they must know every line carried in the store stock 
and know everything possible about its use and 
adaptation. They bank heavily on past experience 
and are great students of trade journals, not only in 
their own field but also those in the fields of the cus- 
tomers with whom they do business. The majority are 
capable of stepping into any office management post 
in their fields at any time. 

This also leads to a great deal of specialization. 
There is a definite tendency here toward assigning 
salesmen various fields of business and industry rather 
than areas or districts. The trend is limited at present 
but is meeting with such good results by those em- 
ploying it that the idea will probably receive wide ac- 
ceptance in the very near future. It stands to reason 
that the more a man knows about a customer’s busi- 
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ness operations the more intelligently he can under- 
stand the needs of that businesss. And no one 
individual can hope to acquire such intimacy with all 
fields of business and industry. So . . . specialization - 
is the answer. 

This is, of course, not entirely practical in smaller 
cities and communities but salesmen and sales man- 
agers with whom we discussed-the idea here felt that 
it should be applicable to any dealers operating in a 
city of 150,000 or over. That leaves a wide field for 
expansion of the idea throughout the country! 

There’s a great deal of “value selling” arising in this 
area today ...a trend of recent months. The emphasis 
is not as yet on price but is veering in that direction. 
Customers themselves brought about the change early 
in 1947 when they began talking about how much they 
were getting for their money rather than just accept- 
ing anything available. 

Interest in “value received” has been rising sharply, 
is in fact very high here today. “More Value for Less 
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WIRTSHAFTER’S, CLEVELAND OFFICE FURNITURE AND PRINTING FIRM 


Money” is being heard in more and more sales talk, 
particularly on heavy appliances and furniture, and 
is appearing more and more often in advertising. 

“Eventually this means we'll have to start talking 
a lot about price,” one dealer who gave considerable 
emphasis to this observed, “But for the present we’re 
keeping price out of the sajes talk as much as we can. 

“We're going to have to have a lot of help fro 
manufactures on this score in the future too. e 
can’t just talk about values; we’re going to have to 
have those values to show buyers, for our customers 
are getting smarter and smarter. Many were stung 
badly during wartime and post-war shortage days and 
they haven’t forgotten.” 

A lot of Cleveland dealers were “stung” also and 
some of them still have shelves and storerooms loaded 
with this shoddy merchandise which today isn’t even 
selling at bargain prices. Most are in good shape on 
this point but there are a few firms such tied-up cap- 
ital may bring about hard sledding in the not-too- 
distant future. 

Older established firms, who had been through such 
times in the past, moved all such merchandise rapidly 
with extra sales push, bargain sales and just pres- 
sure-selling right in their stores, if necessary. Some 
of the newer firms here, without such experience, were 
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HOME OF BUCKEYE OFFICE SUPPLY CO. AT CLEVELAND, OHIO 


those caught. It isn’t a healthy situation and in Cleve- 
land most such firms are being left to their own re- 
sources to find a way out of their dilemma. 

“There’s one thing about it,” remarked one dealer 
who had just shown us some of this “cat-and-dog”’ 
merchandise as he called it. “I’ve sure learned a lot 
about buying in the last six months!” 

Customers just will not accept such merchandise 
any longer in Cleveland. In some cities where we 
have visited, this type of merchandise is still being 
purchased but in Cleveland the story is the opposite. 
It’s most definitely a trend. 


Gypping Doesn’t Pay 


“You can’t pull gyps in this business even though it’s 
done intentionally and as a last resort because good 
stuff isn’t available,” we were told. “Such merchan- 
dise should be kept in the dime stores and mail-order 
houses for sale to individuals for home use where 
quality and efficiency are not as necessary as in a 
busy office. The dealer who thinks that he can keep 
on selling such stuff in the future is going to wake up 
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some morning and find out just how wrong he is 
when he finds all of his good accounts gone to the 
competitor down the street.” 

There’s little, if any, effort by Cleveland office equip- 
ment and supply firms to sell the aforementioned 
“home user.’ They leave this business entirely to 
the variety and department stores and point out that 
the kind of a customer who demands 35-cent type- 
writer ribbons, for example, is never a profitable cus- 
tomer for an office supply dealer and is not worth 
catering to. We know dealers in some other cities who 
will argue the point violently, but here in Cleveland 
you'll find little argument with this point. All mer- 
chandising effort is directed straight toward business 
users, almost none toward the individual except on 
typewriter sales. Only the smaller neighborhood stores 
vary from this rule. 

The general business field covered by the trade here 
is confined almost exclusively to offices, banks, sehools, 
libraries, factories, and public buildings. Some pro- 
fessional equipment handled by office equipment and 
page 120, please) 
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CLEVELAND'S ACE FIXTURE CO., ‘EVERYTHING FOR THE OFFICE’ 
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MR. DEALER— 





Any Old Dogs on Your Shelves? 





HEN YOU SIT DOWN with your accountant to 

review the year’s business and he presents fig- 
ures to show how many times you turned your stock 
during the year, don’t feel too satisfied with yourself. 
That figure is as deceptive as the balance in your 
wife’s check book. What that figure means is that you 
turned your money invested in stock so many times 
during the year. The chances are that you haven’t 
turned your stock once during the year and it is prob- 
ably true that you won’t turn it once in five years. 

Look on almost any shelf in your store and you will 
see the plain evidence of the facts that your financial 
statement does not and can not show. The broken 
packages, dirty stock and unsalable merchandise that 
sits on your shelves year after year are the old dogs 
nibbling away at your financial resources slowly and 
remorsefully. 

In all probability, most of this unsalable merchan- 
dise eventually shows up on your financial statement 
is one form or another. But does the cost of carrying 
this unsalable inventory load show clearly anywhere? 
Can you arrive at a figure that shows the cost in extra 
sales effort or loss of good will involved in trying to 
unload these old dogs? Can you calculate how much 
brighter your inventory and turn-over picture would 
be if you could eliminate or materially reduce this 
load? 

Throughout the year you have probably harassed 
your sales force and your customers on many occasions 
in an effort to rid yourself of your old dogs. Probably 
you have used valuable display space in the store that 
might better have been used for some more construc- 
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Broken Packages, Soiled Stock and 
Slightly Damaged Items Need 
Special Promotion to Maintain 

a Profitable Stock Turn 


By GEORGE ARTILLERY 


tive sales effort. All this has cost you money over 
and above the loss you suffered on markdowns. 


Three Causes for Loss 


How did these old dogs come to be sitting so com- 
placently on your shelves? They are there from three 
main causes: careless or wild-eyed buying, poor stock- 
keeping and sleepy clerking. Errors in buying can 
never be eliminated completely, since even the most 
experienced buyers make mistakes. Their mistakes are 
the price paid for their experience. Good buyers learn 
from their errors and seldom make the same mistake 
twice; the other kind soon disappear. Only a few 
buyers are able to maintain themselves with honor 
in their own organizations. They are always con- 
sidered to have bought too much or too little, to have 
missed the boat on some new item, or to have plunged 
too heavily on some foolish gadget. Let the man who 
can with complete accuracy predict the vacillating 
buying habits and drifting tastes of the buying public 
cast the first stone. 

The buyer usually admits that his is not an exact 
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science. His most careful judgment is often in error, 
and he is continually discovering that he is as often 
lead into error by depending too heavily upon his 
experience as he is by playing his hunches. The buyer 
who attempts to reduce all of his operations to an 
exact science and never takes a calculated risk soon 
finds his competitors beating him to the punch. The 
old dogs that the sales force inherit through buying 
errors must be accepted as one of the natural hazards 
of the business. 

Poor stockkeeping and sleepy selling habits, however, 
are entirely different matters. Good management can 
extenuate or eliminate these evils, since stockkeeping 
and selling habits can be reduced to exact standards 
and these standards can be applied to keep the stock 
clean, salable and up-to-date. 

Stockkeeping begins in the receiving department and 
extends throughout the store to every individual who 
handles or sells merchandise. Unless ALL of the in- 
dividuals who handle stock are indoctrinated so that 
they handle stock properly, the old dogs appear and 
multiply in every part of the store. Where there is 
no proper training in stockkeeping, dust-spoiled, dirty, 
broken and obsolete merchandise appears on every 
shelf. Every sales effort is jeopardized by this condi- 
tion. It ruins the appearance of the store, alienates 
the customer, destroys the initiative of the salesperson 
and compromises the price structure. 


Customer Wants Good Stock 


The customer has a right to expect that he will 
receive a clean and attractive piece of merchandise 
when he trades with you. If he is offered dirty, broken 
or old merchandise, he has a natural right to expect 
a reduction in price. Failing to get this he can only 
make the mental observation that he is trading with 
a junk-shop that sells sub-standard merchandise at 
standard prices. A customer who has had to carry 
away a few of your old dogs will soon take his trade 
elsewhere. 

The three golden rules of good stockkeeping are 
these: 

1. Always sell the oldest package first. 

2. Handle merchandise as carefully as you handle 

cash, 

3. Keep it clean. 

Much damage to new merchandise results from care- 
less handling during unpacking. Cartons should never 
be opened with a knife if they can be opened with 
the hands. If cartons must be opened with a knife, 
they should be cut along the tape and never along the 
edges. To insure that merchandise is not damaged 
by cutting in unpacking, take that sharp knife out 
of the receiving department and replace it with a 
dull one. Packing cases should be opened with a nail- 
puller and never with a hammer. Heavy merchandise 
should be handled on trucks or dollies. Attempts to 
carry heavy cartons leads to damage by dropping. 
Merchandise bought in qualtity for stock should be 
repacked in the original carton immediately after 
checking and kept in cartons as long as possible. 

When merchandise is placed on the shelves, new 
merchandise should always be placed UNDER the old 
merchandise. This simple and fundamental rule is 
the most neglected of all because it necessitates a 
little extra work. Piling new merchandise on top of 
old is the principal cause of unsalable merchandise 
in your store. If EVERYONE who handled stock ob- 
served this simple rule your losses would be mate- 
rially reduced. 

Merchandise should never be stored on the floor 


unless in original cartons. Stacking merchandise too 
high places a weight on the bottom packages that 
these packages were not designed to handle. The 
result is broken seals and crushed boxes. High stacks 
have a tendency to lean and fall. There is no certain 
method of knowing how much merchandise is ruined 
by falling or crushing in your store room except by 
making certain that your stock is kept in such a man- 
ner that it cannot fall or be crushed. 

Dusting and cleaning are important functions ef 
good stockkeeping. Dust is the most expensive item 
on your shelves. Each salesperson should have a cer- 
tain section of stock to keep dusted, clean and prop- 
erly stocked. A little dusting each day is better than 
a lot of dusting once in a while. Dusting habits should 
be set up and carefully maintained. Particular atten- 
tion should be paid to the lower shelves where dust 
collects rapidly. These shelves should contain stock 
that is large and moves fast. It is axiomatic that dust 
cannot collect on an item that is sold. Maintain your 
stock of dusting materials as carefully as you maintain 
your stock of typewriter ribbons. A clerk who dusts 
with a dirty rag is wasting his energy and had better 
not dust at all. 

The operation of the rules cannot be maintained 
unless the management sets up the standards, trains 
all personnel to respect these standards and exercises 
constant vigilance to make certain that the standards 
are maintained at all times. New personnel should be 
taught the fundamentals of good stockkeeping before 
they are taught anything else and their training in 
these standards should be renewed at any time when 
old dogs begin to appear on the shelves. 

In the food industry, where good stockkeeping is of 
critical importance, the term SUSPENSE ITEMS is 
used to indicate merchandise that is still salable but 
is about to become unsalable. This term might well 
be applied to similar conditions in the office supply 
industry. By using this interesting and descriptive 
term, the various conditions of merchandise might be 
classified as follows: 

1. New or standard items. 

2. Suspense items. 

3. Substandard items. 

4. Unsalable items or old dogs. 


Should Spot Four Conditions 


Salespeople must be trained to distinguish between 
these four conditions of merchandise. It is particular- 
ly important that they be able to recognize suspense 
items, since this merchandise can still be sold with- 
out loss. An item that has just begun to look a little 
shabby should receive immediate attention. At this 
point a little effort can save it. Special effort should 
be made to sell it at once. After it has progressed 
down the scale to where it is substandard merchan- 
dise, considerable loss, both in profit and sales effort, 
must be expended to move it. 

The well-trained and wide-awake salesperson will 
always move this suspense merchandise first and 
thereby keep your shelves clear of substandard items. 
Once an item has become substandard, however, the 
salesperson on his own initiative should apply first 
aid with eraser or tape and if this fails to bring the 
merchandise into salable condition, he should bring 
it to the attention of the store manager for mark- 
down or other means of disposal. Unsalable mer- 
chandise that is stocked with salable merchandise is a 
liability to the appearance of the store and there is 
always the possibility that it will be offered for sale 


(Turn to page 116, please) 
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THE WHOLESALER— 
Vital Link in the Chain of 


Distribution 


VER SINCE the Brookings Institute report on the 

high cost of distribution, and even before that, 
discussion has run rampant on the subject of the 
wholesaler. “To be or not to be” has been the big 
question. 

The arguments against the wholesale distributor 
boil down to the fact that the addition of his cut adds 
to the dealers’ cost, and ultimately to the consumers’ 
cost. There is no gainsaying the correctness of this 
contention, but it is cancelled out if we can demon- 
strate that the quid pro quo, the value given, justifies 
the cost. 

To begin with, many consumers would never be 
reached were it not for the wholesaler. He services 
all dealers, large and small. The smaller dealer who 
buys most items in minimum quantities uses the 
wholesaler to replenish most of his stock. The larger 
dealer buys most products:in sufficient volume to war- 
rant direct purchasing from the manufacturers, but 
even he may use certain commodities in too small 
quantities to justify such direct purchasing. 


Why He Uses Distributors 


As to the smaller dealer, there are several reasons 
why he does most of his buying through the dis- 
tributor. For one thing, most factories have a stand- 
ard pattern of packaging and shipping for maximum 
efficiency. Deviations from these standards would 
prove very wasteful, and add to the cost of the item. 
They therefore ask that purchases be made in these 
standard put-ups. But the smaller dealer very often 
cannot buy in the quantity required. He then turns 
to the wholesaler, who is prepared to break down these 
larger shipments and larger packages into smaller 
units better suited to the needs of the small dealer. 

Moreover, the smail dealer uses too little of a com- 
modity to warrant direct contact by the maker. It is 
therefore left to the wholesaler to introduce and serv- 
ice many products to the dealer. Were the manufac- 
turer to attempt to reach every possible trade pur- 
chaser, his costs of selling and distribution would 
mount enormously, and again add to the cost of his 
products. Besides this, the manufacturer prefers the 
wholesalers’ coverage because he then knows his exact 
cost per unit of merchandise for that coverage. In 
contrast, he could scarcely hope to put an exact cost 
on each unit of merchandise sold were he to attempt 
100 per cent sales coverage and distribution on his own. 

The manufacturer may go further and set up exclu- 
Sive distributors. At times this is a nation-wide 
arrangement, but more often it applies to a given 
section of the country or a state. At other times it is 
confined to a given city. The factory may do this in 
order that the wholesaler may devote more attention 
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to his product, and to encourage exclusion of competi- 
tive products from his salesmen’s portfolios. 

Let the dealer ponder these factors in considering 
the role played by the wholesaler. 


Helps to Keep Stock Fluid 


The large variety of wares offered by the wholesaler 
necessitates frequent visits by his salesmen. This 
keeps his stock more fluid and prevents extremes of 
either overstocking or understocking. This is im- 
portant, since overstocking of a few dozen items can 
often embarrass a dealer financially, while stock 
shortages lead to many lost sales and profits. In gen- 
eral, then, this service helps to broaden and diversify 
the dealers’ stock without unduly burdening it in par- 
ticular spots. 

In contrast to this method of distribution, imagine, 
if you will, dozens of direct sales representatives call- 
ing frequently on all dealers. The costs in time and 
labor thus involved would be fantastic, not alone for 
the manufacturers, but for the dealers as well. An- 
other factor the dealer should keep in mind is that 
one of the wholesalers’ functions is to keep stock on 
hand for immediate delivery. This is often the differ- 
ence between making or losing sales and customers. 

Moreover, the dealer saves on shipping costs for 
several reasons. One is that the wholesaler is gen- 
erally closer to him than most manufacturers are. 
Another is that the combination of several items in 
shipments from the wholesaler reduces the shipping 
cost per unit. And again, the distributor often absorbs 
the shipping cost where the dealer is located close by. 


Credit Situation More Personal 


Another factor—and this looms large to many a 
small dealer—is the credit situation. The relationship 
being often close and personal, the wholesaler is in a 
good position to be a bit more flexible in credit re- 
quirements when things tighten up. 

Some manufacturers have found it necessary to 
reduce or eliminate cash discounts. The wholesaler 
must absorb these losses since he cannot very well 
allow cash discounts on some items and not on others. 
He grants a uniform blanket cash discount on his 
entire monthly statement. 


In many cases purchases are and should logically be 
made direct from the manufacturers. Any wholesaler 
would readily admit that all dealers cannot very well 
purchase everything from him to their best advan- 
tage. Where a dealer turns over a volume of a given 
commodity that warrants direct purchase, he should 
not hesitate to do so. But let him also bear in mind 
that the wholesaler plays a very important role in the 
over-all distribution of stationery products. 
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“GIVE CREDIT 


Where Credit is Due” 





HO AMONG US hasn’t heard countless times that 
old saying, “Give credit where credit is due?” 

The remark is, ordinarily, concerned with appraisal 
of someone’s good intention, good idea, or commend- 
able accomplishment. But, it applies quite as fittingly 
to complimenting the credit-buyer or open-account 
customer whose record for prompt and complete dis- 
charge of credit commitments is, of itself, a credit to 
the party. This is especially true in the retail sphere 
of business when the buyer has no assured capital 
structure or bank or credit-agency certification. 

In every kind of manufacturing, wholesaling and 
retailing, there are thousands who need the factors’ 
merchandise. To have a good customer, however, the 
dealer or distributor must have these three things: 
A customer who is ABLE to buy; a customer who is 
WILLING TO SPEND and a customer who WILL PAY 
PROMPTLY in accordance with the terms of the 
transaction. 

How easy it is sometimes, in the constant quest for 
new business, to almost forget the so-called “old cus- 
tomer,” with a long-standing account in the ledger 
and a perfect record for payments; or, at least, fail 
to appreciate him adequately? Even though his busi- 
ness actually is appreciated, how often does the dealer 
think of the importance of telling him so—of still 
further cementing that customer’s trading allegiance 
for the firm by frank recognition of the open-account 
buyer’s clean record? 

If it were not for customers of this quality, who 
make the operation of credit business and open- 
account service profitable, there could be no such 
thing as credit merchandising in any segment of the 
business structure, industrial or mercantile. 


Send Letters to Good Customers 


Realizing this truth, many of the large manufac- 
turing institutions and department stores send such 
grade-A accounts a letter of practical appreciation at 
least once a year, thanking the customers not only 
for the continuity of their orders, but for the fidelity 
with which the account has always been paid when 
due. Where could there be a more constructive—a 
more appropriate—application for the policy “Give 
credit where credit is due?” It is a powerful good 
will builder, attesting as it does the seller’s conscious- 
ness of the buyer’s ideal of prompt payment. 

Stationers have been supplied with. considerable 
material in the nature of model form-letters for col- 
lecting delinquent accounts, and these serve a useful 
purpose, but seldom does anyone suggest a letter of 
appreciation to the type of charge-account or open- 
account customer in dealing with whom there has 
never been any need for a collection letter all through 
the years. 

It doesn’t require much imagination to understand 
the pleasant feeling of the customer who receives a 
letter once a year, complimenting him for meeting all 
obligations promptly and thereby co-operating with 
the seller in the maintenance of credit service on such 
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Eligibility is Sometimes as Much a 
Matter of Buyer’s Character as of 
Capital 
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a high plane that there afe no bad debts to add to the 
cost of doing business. 

One thing is certain. Such a token of appreciation 
is sure to be an incentive to continue the good record 
for prompt payment of invoices. Such an acknowl- 
edgment is, in fact, the best kind of unsolicited credit 
reference that any individual or business firm can 
possibly have. 


Welds Trading Allegiance Stronger 


It is articulate proof that the stationer appreciates 
the business of such dependable, long-time customers 
—a powerful means of welding still stronger the trad- 
ing allegiance of the stationer’s most desirable cus- 
tomers. 

In too many stores, the customer who always pays 
his commitments on the dot is taken largely for granted, 
apart from routine efficiency and politeness in serv- 
ing the individual or filling the firm’s orders. That’s 
why stationers who handle open-account business 
should look through their ledger accounts so as to 
acquire a renewed consciousness of those exemplary 
open-account buyers who are continually paying their 
accounts in full and on time. 

The stationer might thereupon give contemplation 
to the thought as to whether these faithful customers 
have ever been given any unusual expression of appre- 
ciation for the good record that they have maintained 
through the years. Perhaps a personal—an original— 
letter to such accounts would be quite the proper ex- 
pedient for saying, in effect, to each of them: “Thank 
you, Friend Customer, for the good picture of your 
prompt payment record that our ledger account of 
transactions with you through the years shows. We 
like your standard and ideal of business and trust 
that our merchandise and service may always be the 
equal of it.” 

Birthday File Also Helps 


Among other devices for building good-will—with 
open-account and “charge” customers especially—an- 
other plan that comes to mind is a birthday file. On 
the customer’s birthday (this is, perhaps, more appli- 
cable to the retail phase of the trade) the stationer 
might send an appropriate card or letter, or perhaps, 
some little novelty gift having utility for desk or of- 
fice. It will go far, not only toward holding patronage, 
but also for its probable word-of-mouth advertising 
value. Christmas, too, is always an appropriate and 
impressionable occasion for such things. 

Face-to-face expression of thanks is always good, 
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COMING!!!! A NEW SECTION ESPECIALLY TO SERVE YOU 





Office Appliances will shortly 
offer to its readers a special 
section devoted entirely to the 
industry’s display problems. 
This section is prepared as a 
further service in aiding retail- 
ers with the presentation of 
their merchandise in a manner 
that will be more profitable. 

The department will be de- 
voted to the detail of decorating 
a small display window featur- 
ing two changes a month. Spe- 
cial articles will cover display 
problems as they arise. Season- 





able display ideas will be pre- 
sented in seasonable manner in 
order that they will be practi- 
cal at the right time. 

Office Appliances’ policy of 
publishing special articles on 
display, as heretofore, will not 
be abandoned—the new section 
acting as a supplement to other 
material. 


Every item offered will un- 
doubtedly present new ideas to 
someone. The articles will serve 
as a refresher course to others 
and a medium for exchange of 
ideas. 








but the idea suggested brings into play the element 
of surprise which would increase the pleasing effect 
on the minds of recipients. 

Speaking of credit business, more specifically with 
regard to the retail branch of the stationery industry, 
it is interesting to consider which occupational cate- 
gories of credit applicants seem, according to investi- 
gation and trade experience, to be the best credit risks. 

While it is undeniable that credit eligibility in re- 
tailing is sometimes as much as matter of character 
and reputation as of assured income or capital, there 
are certain factors besides personal honesty and good 
intention that count heavily, too. One of those factors 
is a man’s occupation. The influence of this factor has 
long been recognized by retail credit managers. 


Occupations Affect Credit 


Why, then, should occupation affect personal credit? 
There are several logical reasons. First, some occu- 
pations are better paid than others. The amount of 
annual income is always significant, yet it is not de- 
cisive, because we find some persons of large incomes 
wind up with their names in the dead-beat category. 

In some occupations, income comes regularly 
throughout the year; in others, there is alternation 
of feast and famine. Other factors being equal, the 
man or woman who has a steady, dependable income 
is a better retail credit risk than the person who de- 
pends upon occasional windfalls, so to speak. 

Naturally, those persons who own some real property 
are better risks than those who do not. Thus, a farmer 
who operates his own farm is likely to be a better 
risk than a farm tenant. This is so, not only because 
the property can be attached to satisfy judgments for 
indebtedness, but because the very habits of thrift 
which have made the buyer a property-owner indicate 
that he or she has been living well within their in- 
comes. 

Rated as a Good Risk 


Men employed by the large corporations realize that 
they must pay their bills in order to hold their em- 
ployment and protect their seniority rights. Such men 
are usually excellent credit risks. 

Some men are engaged in occupations in which 
there is an inducement, and even a measure of neces- 
ity, to entertain lavishly in order to influence business 
deals. It is difficult to draw a line on them, but it 
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is probable that a person engaged in such a business 
may be tempted to over-extend himself and live above 
his proper economic station. 

So, while no man should be granted or denied credit 
solely on the basis of occupation—certainly, not in the 
light of a known record for meeting his obligations— 
the stationer can not afford to forget that there is 
such a thing as occupational risk for any retailer who 
does credit merchandising. 


Survey Tells a Story 


Not long ago, the National Association of Personal 
Finance Companies completed a survey purporting to 
determine which occupational groups were the best— 
and the poorest—credit risks. The actual work was 
done by students in the Department of Business Ad- 
ministration of The University of Illinois. The result 
of their work is interesting and would seem to have 
practical value as a guide. Here’s how the risks “stack 
up,” according to the survey mentioned: 

Taking 100 per cent as a perfect record, the survey 
rated occupations as shown in the accompanying 
table: 


Office employees -.......92.2 Auto mechanics ............ 60.0 
Retail grocers ...............803:. Janitete* 3.6 i 60.0 
Chain store managers..89.2 Farmers (Tenants) ....59.2 
Other retailers ............89.0 Brickmasons ................ 59.0 
School teachers .........86.4 Firemen and police- 
Railroad trainmen ......85.8 men ....... Sibinndiabin sisted 58.2 
Railroad shopmen ..... 85.2 Railroad trackmen ....57.8 
Retail salespeople ........83.2 Coal miners .................. 57.6 
Dentists .........................82.2 College students .......... 55.6 
Doctors ...... wessessss-eeeeee--00.4 Domestic servants ...... 55.2 
| nano 2 71.2 Carpenters .................... 52.6 
Farmers (Owners) 70.8 Hotel employees .......... 48.2 
Factory workers Auto salesmen. .............. 47.0 
PRIN ooscsicthastce abs 70.0 Common laborers .......46.0 
Traveling salesmen ....68.8 Restaurant employees..44.6 
Filling station ORGS ict aa 42.8 
employees . 63.0 Truck and bus 
Factory workers GRR Lena 42.6 
(Women) ........ 61.0 Painters and 
Lawyers ............ ..60.8 Gecoreters <5. 38.2 


It is interesting to note that retailers themselves 
failed to get 90 per cent. Was it because customers 
belonging to other occupational groups did not pay 
their accounts when due and in full? 
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Filing Systems and 


Equipment Applied 


(Condensations of three addresses presented at the 
Sixteenth Annual Filing Conference Held in Chicago 
late last fall.) 


NOTE—The appended discussions are 
slanted toward users of equipment. They are 
concerned with the application of filing sys- 
tems that adequately serve the needs of busi- 


ness offices. To the alert filing system sales- 
man, the comments are replete with ideas 
that can be adapted by customers of the filing 
equipment man. 


The Heart of the Office 





HE FILING DEPARTMENT is the heart of the 
T ctace. The heart is an organ of circulation which 
pumps blood out through every section of the body. 
Then, after that blood is used, it comes back to the 
heart. Isn’t that like a filing department? You pump 
information out to every department of your business 
and then it all comes right back. 

In fact, too much stuff comes to the filing depart- 
ment. This clogged condition is almost never the 
fault of the filing department supervisor. It is the 
fault of just one fellow who shot to the filing depart- 
ment a paper without any initials, without any in- 
structions as to where to file it, how soon he will 
want it back, or under what classification he wants it 
filed. So the filing department is forced to do a high- 
class job of guessing. 

Suppose the filing department could make some 
rules. No. 1 might be: “We will not accept anything 
and everything sent to us unless you tell us where to 
file the material and how soon we can destroy or other- 
wise dispose of it.” These traffic regulations will make 
people think before they send something to file. They 
will begin to ask themselves if they’ll ever need this 
again. A lot of material which have been going to 
the files automatically will get a decent burial in the 
business graveyard—the wastebasket. 


Must Eliminate Duplication 


A few letters of the type which seem to belong to 
the wastebasket include: “Thank you ever so much 
for the clipping from your magazine which you sent 
me. I appreciate this courtesy and have placed the 
clipping in our files.” Also “We have sent you a cata- 
logue and are sending you a price list.” Some busi- 
nesses make 14 copies of every order. The credit de- 
partment gets a copy, the sales department gets a 
copy, and so on, and on, and on. Now each copy serves 
a purpose, but here is where the organization gets off 
the beam—everyone of those copies eventually lands 
in the lap of the file department. Finally someone 
had a blinding flash of genius and said, “Maintain one 
file and call it ‘Copies of orders, period.’”’ 

It is not always the duty of the filing department 
to love, cherish, and OBEY every piece of paper which 
finds its way to the filing department. Maybe some 
of them can be put out of their misery. 

A man I once knew probably was the world’s great- 
est interoffice memorandum writer. He had to write 
an interoffice memorandum to tell us where he was 
going to eat lunch; he wrote about six interoffice 
memorandums to call a meeting to decide whether the 
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Editor, American Business 


company ought to call a meeting to discuss ways and 
means of holding better meetings. Finally there was 
a four-drawer file cabinet devoted entirely to his pro- 
duction. These interoffice memorandums were alibis 
for everything. About ten years after this man’s 
death, the head of the filing department, on a hunt 
for more equipment, came across these four drawers. 
Now do you agree with me when I say some filing 
departments have a clogging of the vital arteries? 

I know there are many valuable records in any busi- 
ness which must be kept indefinitely, but these really 
valuable records are never a problem. It is the trivial, 
the duplicate records which some people want filed 
because they are mentally too lazy to stop and ask 
themselves these questions: “How long shall we keep 
this record?’’, or “Are there any other records which 
would give us the same information if we needed it?” 

Of course, we know that nearly everybody will 
play safe and say, “Oh, keep it about five years.” Well, 
there is a trick to trip him on that one, too; you obey 
instructions and keep a record as to how often he 
refers to these papers. Then, instead of waiting five 
years, you say to him, “Mr. Fileit, we have nine bat- 
teries of files in which we keep these papers. You told 
us to keep them for five years, but here it is a whole 
year since we began filing them, and no one has ever 
referred to them once. Would it be all right with you 
if we threw them out? We need file space very badly. 
Our files are already in the basement, on the first 
floor, out in the warehouse, and in one corner of the 
coal shed.” 


Microfilming Saves Space 


I am sure you know all about the wonders of micro- 
photography. You can take a whole battery of files, 
photograph all the papers therein, and the film will 
occupy about as much space as a powder puff. Bea 
booster for microfilming. It will save your company 
time and space. 

Some of the traffic rules for the business papers 
that clutter every office should include the one that 
only members of the filing department be allowed to 
extract papers from any file. Another is that no one 
can walk away with a paper without signing for it. 
The person who signs a receipt Knows that receipt 
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will bob up and haunt him, and he will be careful 
to return your papers. 

The filing department can be the biggest headache 
in a business, and it can be the greatest satisfaction. 
There is nothing more pleasing than to go to the filing 
department and say, “About three years ago, I wrote 
a letter to a man named Johnson. No, I guess it was 
Jansen, or maybe it was Johannes. Anyhow, I think 


he was with General Mills, or maybe it was General 
Foods, I am not sure, but will you find the letter?” 
And up it comes. 

A well-run filing department means that everybody 
has to put something in the files besides papers; they 
have to put in a little common sense and a little sound 
thinking. When that happens, the filing department 
is truly the heart of the office. 


CENTRAL ARCHIVES— 


One Solution to Storage Problems 





ROCEDURES FOR RETAINING, preserving and 

protecting business records have not been clearly 
defined, organized and applied. It is an understate- 
ment to say that many business executives have not 
approved the expenditures of ample funds for pre- 
serving their records. 

At the beginning of World War II, at one of our 
plants, a room originally designed for storing oil was 
found to be exposed to dangerous fire hazards, and 
records were stored there instead. At another plant, 
an abandoned ice plant in an adjoining town was used 
for storage. With wartime production greatly exceed- 
ing all previous records, you can imagine our problem 
in attempting to install a records program. 

The objectives Westinghouse established for its 
record program may be stated briefly as follows: 

1. To provide safe, orderly and economical storage 
in plants and offices for the records that must 
be retained there, and in a central archives for 
records that must be retained but need not be 
kept in local files. 

2. To retain every record as long as it is needed 
and no longer; to have every necessary record 
promptly available when needed; to destroy 
no record prematurely. 

3. To maintain a fast flow of records through the 
files, including the archives, in order to secure 
the quickest possible turnover of filing equip- 
ment and thus reduce to a minimum the recur- 
ring purchase of additional filing equipment, the 
provision of floor space to hold it and clerks to 
service the records. 

4. To provide, by microfilm or other means, a secur- 
ity file as protection for those vital records, loss of 
which would handicap the operation of the busi- 
ness. 

A custodian of records was appointed under the 
general supervision of the director of office methods 
and placed in charge of the program for the parent 
and all subsidiary companies. 


Established Central Bureau 


It was decided to establish a central records bureau 
at every plant or office where size justified it. This 
is a room located in the safest and most convenient 
place, equipped with standard shelving where records 
are placed when they are removed from the active 
departmental files. Here, records of no further value 
are culled out. Records to be retained are packed, 
labeled and indexed and eventually transferred to the 
central archives at the Archives Building in Pitts- 
burgh. 
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By R. C. NEAIDENGARD 


Director of Office Methods, 
Westinghouse Electric Corporation, 
Pittsburgh, Pa. 


This Central Archives Building is served by two 
large freight elevators, a railroad siding, and is con- 
venient to motor carriers. Large windows provide 
good illumination, supplemented by flourescent light- 
ing. Office of the custodian of records and his staff 
are located here. Steel shelving, designed to hold 
standardized cartons, has been erected. 

A retention period for each kind of record in (1) 
the active files, (2) the central records bureau de- 
scribed above and (3) the permanent archives was 
set up. This necessitated an inventory and the desig- 
nation of a proper name for each record. What one 
department calls “time cards,” another calls “yellow 
tickets,” “ditto cards,” or “payroll detail.” A code 
number is assigned to each kind of record in each 
location. The inventory shows: form number, for 
what purpose record is used, how filed, by whom 
created, who receives duplicate, the average quantity 
per month, the quantity in the active and in the non- 
current files. 

From the inventory, a records protection specialist, 
who is the headquarter’s staff assistant to the cus- 
todian of records, notes the total retention period 
established by the custodian after consulting with the 
law department and departmental executives. Two 
other retention periods are set up for each record. 
One determines the length of time the record shall 
be retained in the departmental active file, the 
other establishes how long it shall be retained in the 
central records bureau. It often requires a high de- 
gree of diplomacy to accomplish acceptance of the 
retention periods, although as plant and offices become 
acquainted with the operation of the program, they 
often voluntarily shorten the retention period of their 
own records. 

A flow schedule is also prepared from the inventory 
for each department, showing the name and loca- 
tion of the department; name of record inventory 
with form and code number; the retention period 
of this record in active file, central records bureau 
and archives; and the method by which each non- 
permanent record shall be destroyed. Each record 
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at every location moves through the files in accord- 
ance with this flow schedule. 


Use Standard Cartons 


When the time comes to move the records to the cen- 
tral records bureau or to the archives, they are packed in 
standardized cartons. A label is prepared, showing 
the name of. plant or office and department; carton 
number; name, form and code number of the record; 
persons permitted to refer to the records; and the 
shipping date to the archives. Duplicates of these 
labels are filed under the date the carton is to be 
destroyed or shipped to the archives. On labels of 
records that are to be retained permanently, the 
destruction date shows “Never.” From the flow sched- 
ule, the central records bureau, and later the archives, 
prepare a card for each kind of record to be received 
on which all information from the label is duplicated. 
The archives enters on the index cards the date each 
carton is destroyed. This index card is the finding 





medium for the records in central records bureau and 
archives. 

When the retention period expires, the Archives 
Building notifies the plant or district office to review 
their files to see if there have been new changes in 
the procedure to justify a change in the destruction 
date. 

To withdraw a record, a form is prepared. in trip- 
licate. One copy is attached to the withdrawn record; 
a charge-out card replaces the record. A second copy 
is filed under the date it should be returned, and the 
third copy is filed by code number to provide an activ- 
ity record. e 

Microfilming can be an important feature in «a 
records program, but Westinghouse uses film for its 
3,000,000 engineering drawings only. 

With a capably directed program, a central archives 
reduces the cost of record storage, produces wanted 
records promptly and places the responsibility for the 
preservation of records in the hands of specialists. 


FILES ON PARADE 
With Emphasis on Subject Filing 





HEN I WAS EMPLOYED in the Washington office 

of a United States senator, I interviewed many 
persons who had come to see the senator about posi- 
tions. Most of these applicants had college degrees 
but very little office training; but they all smiled and 
said, “I meet people well and I can file.” That was 
wonderful. However, on checking further, they had 
had neither experience nor training in filing—they 
just sort of thought anyone could file. Right then I 
decided it was about time the public was educated as 
to what filing really is, and how important a file super- 
visor is. 

It is imperative that the file clerk develop an in- 
timate knowledge of the industry in which she works 
and oftentimes this knowledge can be gained from 
the annual reports or publicity material. Much money 
is spent on good filing equipment and I feel about the 
files as the old farmer did about the schools: “Well, 
governor, the school ain’t the building—the school is 
the teacher.” So the file is the file supervisor. 

Most file supervisors in state departments are of 
the opinion that training is essential for a competent 
file clerk. 

In filing, the first objective is to know who is going 
to use the file in the future as well as now. Twenty 
years from now, will the person in charge say “I wish 
Miss Unit Head had held out for the ‘such and such’ 
system so that we would not have to be changing the 
whole system now.” 


Need Long-Range Viewpoint 


Any system of filing should take a long-range view 
and allow for expansion. In addition to expansion, 
the second objective in a good filing system is that 
it be handled without too much supervision. If it is 
so complicated that few people know how to use it, 
it defeats itself. 

The third objective is to provide a single source of 
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DIECKHAUS 


Illinois State Library, 
Springfield, Til. 


information without having to funnel some of the 
facts from another department. 

When material charged out is much in demand, 
some means of keeping reserves is necessary. Usually 
this record is in the form of an “on-call card.” When 
the file is returned, the “on-call card” reminds the file 
clerk where to send it next. 


How Headings Are Selected for Subject Files 


Subject headings. must express the topic exactly and 
concisely—a single word if possible. Titles should be 
avoided. In selecting a subject heading choose major 
categories that will not overlap. A list of the main 
headings with some subjects should be established 
which are simple, logical and comprehensive. The 
three things to remember in preparing subject head- 
ings are: be specific, be technically correct, be simple 
by using terms of common usage. 

You will be “striking oil” if you can find a printed 
list which can be adapted to your needs. If you do 
use a published list, it should be interpaged for special 
subjects. 

Who should have the final word in choosing a sub- 
ject heading? The file supervisor. 

Do not hesitate to make divisions, and then smaller 
divisions of these. In some file departments a folder 
is made up when there are five pieces of correspond- 
ence on a specific subject. 

In setting up subject headings, there is one danger 
I cannot stress enough. That is the temptation to 
have a miscellaneous file. Don’t! Better put the doubt- 
1948 
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ful item under the subject that seems closest and 
then make cross-references. 


Delays Destroy Confidence 


Delays and long searches break down confidence in 
the department’s ability to produce. Cross-references 
make possible quick reference. I do believe we all 
underestimate the value of the cross-reference, or is it 
that we just hate to make them. Duplicated cross- 
reference sheets on colored paper are time-savers. 
Compare the cost of writing and filing cross-references 
with the cost of finding without cross-references. At 
the State Library we often eliminate cross-references 
by photostatic copies. 

Another factor in maintaining a subject file is an 
index kept constantly up to date. 

Consistent weeding is necessary. The cost of space 


MERCHANDISING 


is not the only factor to be considered; the cost of 
personnel who may waste time looking through the 
file is also a factor. 

Micro-photography is an answer to the demand for 
saving space, but it is expensive overhead because the 
file must be put into perfect filing order before film- 
ing. The national archives advocates that it will not 
pay to microfilm a record where the film is not going 
to be preserved for at least five or six years. 

The best regulated homes develop on a few rules 
of discipline. So in subject filing, a few rules strictly 
adhered to will bring ‘success. 

If your firm does not have a library, I would sug- 
gest you consult your local library for help in handling 
your library material. The Secretary of State of Ili- 
nois is always glad to help those who live in the state 
with their library problems. 


hiling Systems and Equipment 








HE SALE of filing sys- 

tems and equipment is 
profitable business. The 
merchandising of these 
items is interesting work. 
Outside salesmen have an 
unusual opportunity to get 
this business because they 
frequently are permitted to 
get back into the filing de- 
partment of their potential 
customers. 

Many offices, even in this 
day and age, are using 
somewhat antiquated filing 
systems for their current 
work. It is certainly false economy for anyone to 
attempt to save on filing costs by putting too many 
papers in one general folder. Individual file folders 
for each customer or name is the most economical way 
to file papers. This is particularly true when consid- 
ering the high cost of the personnel utilized in filing. 
It is not the filing of the papers that is costly, it is the 
finding of papers quickly that justifies filing expense. 

The main reason for keeping and filing an important 
paper is to have it readily available for future use 











MR. COCKEY 


‘if and when needed. Invariably when a paper is 


needed from a file it is usually desired promptly. If 
much time is utilized in finding papers, the filing de- 
partment costs rise tremendously. This is particularly 
noticeable in large departments. After a few instances 
of time being lost in finding that important letter for 
the boss, who is probably on the telephone when he 
wants it, it is not too difficult to convince the prospect 
that he should have an up-to-date filing system. It 
is possible the customer may leave it up to the sales- 
man to recommend the type of system he should have. 
but all too frequently the customer endeavors to keep 
the initial cost down and compromises on an in- 
adequate system. 
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The salesman should realize that he is perhaps 
partly responsible for his customer’s not having a good 
filing system, particularly if he has not attempted to 
sell it to him. In many instances the customer will 
be very receptive to constructive work on the part 
of the salesman in improving office procedure. It is 
very important that the salesman be well versed in 
the system he is selling and its application to the 
particular requirements of his customer. He should 
be capable of making a complete analysis of the filing 
problems involved and make intelligent recommenda- 
tions for the installation of the best system. This is 
a moral obligation to the customer, who is not un- 
reasonable when he expects the best. Again I repeat 
that one of the most important things to remember 
in selling filling systems is the use of the individual 
folder idea. This is rather generally used today but 
the attempt is still prevalent to feel that perhaps the 
result will not justify the expenditure. It is the sales- 
man’s duty to justify the cost, if he has made the 
correct analysis and recommendation. 

The use of metal tab pressboard guides should be a 
must for most offices. The initial cost exceeds that of 
cheaper type guides, but when consideration is given 
to the possible life of this important part of the filing 
system one quickly realizes and appreciates the merit 
of buying the best for economy, speed and ease of 
operation. Cheaper type guides soon break down 
when in an active file and replacement costs are ex- 
pensive. There is also a tendency to cram too many 
papers in an individual file folder. Where much bulk 
is needed for a folder, the expanding type heavier 
grade folders should be employed. They will also assist 
materially in keeping the papers rigid and will not 
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encourage slumping, which often causes them to be 
not easily seen upon searching the files. The more 
guides that are used, the easier and quicker are you 
permitted to file and find what you have filed. 


Filing Cabinets Also Vital 


Good filing cabinets to house your files are equally 
important. Where files are used for current work they 
should be the type with good, heavy, easy-operating 
drawer suspensions. These suspensions are a must in 
securing drawer ease of operation and when the file is 
actively used the file clerk should not be expected to 
have to tug on the drawer in order to get it open, even 
when loaded to capacity. This tugging on the drawers 
is the cause of fatigue, and fatigue is one of the worst 
enemies of office efficiency and economy. 

Five-drawer filing cabinets have become quite pop- 
ular and were really coming into their own just before 
the war. Now more than ever before, with the acute 
shortage of floor space, is this type of file serving a 
wonderful purpose. Immediately you add 25 per cent 
to the filing capacity of a given amount of floor space, 
when you add that extra drawer to the four-drawer 
file. 

The important thing to keep in mind when buying 
filing equipment is the pay load. Regardless of the 


Box Letter Files are 


type of file you contemplate purchasing, always keep 
in mind, that the thing you are primarily buying is 
filing space or filing inches. You are endeavoring to 
secure the greatest number of filing inches in the 
least amount of floor space. When you use the five- 
drawer files in a battery, you have fewer top and bot- 
tom drawers to reach and stoop to use. In arriving at 
the unit cost in such cases, the actual cost of the 
filing equipment is best determined by dividing the 
number of usable filing inches into the cost of the 
filing cabinets needed for the job, thus getting the cost 
per filing inch. It is an economy to purchase the best 
type of filing equipment available, rather than at- 
tempt to use the cheaper files. When considering the 
floor space involved, filing advantages received and 
ease of operation of drawers, you will find that, per 
filing inch, the file that seems cheaper on the surface 
is often the most expensive type you can buy. 

Every salesman of filing supplies and equipment 
should be well trained in order to give his customer 
the best in job analysis. When you sell your customer 
a good filing system and the proper filing cabinets to 
house it, you have rendered to him an invaluable 
service. If you have served him well you may rest 
assured that he will, with confidence, call you in for 
his next problem in your line. 


Unusual Props 





ENSATIONAL RESULTS have been achieved in 

office supply “window merchandising” by R. P. 
Rosson, proprietor of the Murphy Stationery Company 
on Broad St., Augusta, Ga., through utilizing various 
types of stationery and related merchandise as the 
“props.” 

“There is no advertising better than the display 
window, so long as it has a good location, and is taste- 
fully arranged,” Mr. Rosson said. “In many years of 
office supply merchandising, I have attempted to re- 
main as distinctive as possible in every display—in 
other words, never duplicating a display which the 
customer is likely to see somewhere else. For that 
reason, we have added to the books many customers 
who professedly came into the store because of a par- 
ticularly interesting window display.” 

One of the most effective window displays ever de- 
veloped by this southern stationery store is the 
“honeycomb” layout pictured, which includes a huge 
variety of “everyday items which the customer most 
often forgets.” 

As shown, Mr. Rosson built his “honeycomb” which 
makes up the back of the window transversely across 
the rear, utilizing nine dozen ordinary box letter files 
to make up a three-tier bank of partitions at the rear. 
In the 40-odd sections formed by building up the box 
letter files, he shows scores of items, such as staplers, 
inks, lead pencils, gummed tape, desk bells, spindles, 
postal scales, pencil sharpeners, paste, paper clips, 
extra staples, chalk, mechanical pencils, fountain pens, 
maps, globes, glue and, in fact, almost every small 
item which is carried in the staple inventory of the 
store. 

The dull orange color of the box letter files, com- 
bined with the brilliance of small chromium and 
brightly-colored plastic items, is particularly eye- 
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MURPHY STATIONERY CO. BOX FILE DISPLAY 


appealing, according to Mr. Rosson. He adds still 
more interest to the window by covering spotlights 
above with amber cellophane, which provide a flood 
of soft amber light which “stands out” sharply in 
comparison with more brilliantly-lighted displays. The 
picture gives some idea of the soft tone of the display. 


“We use this window an average of once a year 
and have never seen anyone else duplicate it,’ Mr. 
Rosson said. “Originally, we tried to use it early in 
the spring months, when spring housecleaning and 
inventory reveal shortages of essential office supplies 
Now, however, setting up this particular style of dis- 
play has been dependent upon our stock of box letter 
files. We were not able to obtain a sufficient stock 
for 1947 until late July, but the window accomplished 
just as satisfactory results.” 

Many customers attracted by the window buy not 
only box letter files, but as many as five or six items 
such as Scotch tape, staples, paper clips and quarts 
of ink, according to Mr. Rosson.—RAL 
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PUT EASE INTO 


The Operation of Selling Typewriters 





ANY PERSONS lose a sale by not being sure of 

themselves. Also, many lose out by over-selling; 
that is, talking themselves out of sale that was al- 
ready made. Such is the opinion of P. E. Cockrill, 
proprietor of the Indianapolis Typewriter Company, 
29 E. Maryland St., Indianapolis, Ind. 

“We don’t do much talking,” says Mr. Cockrill, “but 
we do a great deal of listening.” 

Although this company employs salesmen, a lot of 
sales for the Indianapolis Typewriter Company ter- 
minate right inside the office, where Mr. Cockrill per- 
sonally sees to it that the customers are “handled” 
correctly and to their satisfaction. 

Mr. Cockrill can take care of four or five customers 
with almost as much ease as some could take care of 
one or two. This is how he does it: Everyone who 
comes into the office is made to feel at home and at 
ease. Each gets some attention when he comes in, 
then he is left to examine the machine in which he 
is interested, while another customer gets attention. 
One customer may sit down to try out the adding 
machine. Another may tap a key or two on a type- 
writer. This leaves them free to make decisions and 
to think over things without being unduly influenced 
by the person doing the selling. By the time Mr. 
Cockrill gets back to the first one, the customer may 
have made up his mind—or believes he has—without 
any aid. 

Desire to Make Own Decisions 


When it comes to buying merchandise, people like 
to think that they make their own decisions; not that 
they were “sold.” They feel that when the salesman 
leaves them for a minute or two to attend to another 





DEMONSTRATION—A typewriting class is busy in the quarters of Indianapolis Typewriter 


By KATHERINE M. HAAFF 


Correspondent 


customer, that he is not afraid of losing a sale; he 
is not worried that they will walk out; and he is not 
afraid that they will find some flaw in the merchan- 
dise. In such an atmosphere, there is room for noth- 
ing but confidence. Therefore, the sale is usually 
made with the greatest of ease—and yet, with the 
best of selling technique on the part of the salesman. 
Mr. Cockrill believes in the psychology of letting peo- 
ple “examine the merchandise” or, in this case, “try 
out the machine.” 

Having been a teacher of salesmanship and com- 
mercial subjects in high school before entering the 
typewriter business, Mr. Cockrill has one unusual ad- 
vantage. However, anyone could adopt the same 
principles. Not only has he taught salesmanship, he 
has. practiced it. While teaching these subjects, he 
spent about ten years in the field, selling typewriters, 
during the summer months. 

“Experience,” he says, “means more than theory, 
but fundamentals must be learned. From then on, 
one has to create his own selling methods to suit him- 
self.” Selling technique, he thinks, must be adapted 
to the customer in question. The same methods will 
not work with all. But nearly all customers react 
favorably to “ease of operation,” on the part of the 
salesman; that is, an easy informal style, thoroughly 
businesslike, yet friendly and helpful. 

Mr. Cockrill proves that one need not be verbose 

(Turn to page 112, please) 














Co. and provides the best kind of display as seen by passersby. 
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DISPLAY CLINIC 


(No. 3 in a Series of Three Features) 





Put Extra ‘Sellability’ into Store Fixtures 





HE TWO PREVIOUS ARTICLES of this three-part 

series of articles on better display selling have 
discussed how to install specific inexpensive gadgets to 
pack added selling wallop into store fixtures. Often 
it is possible to convert at small cost the store’s exist- 
ing fixtures instead of building new ones. Here are 
some suggestions for doing this, based upon the ex- 
perience of stores: 

In some stores, the conventional, long glass counter 
has been made into a more effective selling fixture— 
as well as a more efficient stock-keeper that lessens 
the time required to wait on each customer—by closing 
it in. This has been done by placing a shelf six inches 
to one foot below the top of the case. The shortened 
space resulting from this change packs a harder selling 
punch than did the original fixture because, bringing 
all of the merchandise nearer to the customer’s eye, 
it has more attention value and its smaller size per- 
mits better highlighting of featured sellers. 


Saving Time Saves Customer’s Temper 


The remaining two-thirds to three-quarters of the 
original case is put to good use by making it a reserve 
stock compartment. This allows the sales person to 
pick out the stock corresponding to the display imme- 
diately (if an efficient system of keeping reserve below 
displays is instituted) , thus lessening the time required 
to close each sale. Each minute that can be clipped off 
selling time saves the customer’s temper and permits 
the same number of sales people to wait on a greater 
number of customers. 

In any kind of selling fixture, it is important that 
related items be displayed together. Stores that make 
a practice of doing this have found that an appreciable 
jump in sales can be expected, thanks to the potent 
force of suggestion selling. A customer who comes into 




















the store for one thing sees it displayed with another 
for which it is the natural complement and, accord- 
ing to reports from many stores that go in for related 
merchandise displays, he very often discovers, without 
the salesman saying anything, that he needs both 
items. 

Too many aisles and “channels” between counters 
make the store interior confusing, and often drive 
away rather than invite the important customer traffic 
on which so much of the force of suggestion selling 
depends. The same amount of selling space can be 
designed into a floor for the easy-to-see and easy- 
to-shop system, as can be made by cluttering together 
tables, counters, islands and other fixtures into a maze 
of passages and displays. 


Can Lesson Number of Fixtures 


Here is an effective way to lesssen the number of 
selling fixtures, while retaining the same amount of 
display and selling space: 

One store placed its island tables and counters to- 
gether into fewer, but larger and many times more 
effective displays. Then, instead of having a great 
number of tables through which the customer literally 
had to weave his way, there was an orderly, inviting 
store interior that had sellability > and added 
through-traffic appeal. 

An important question to decide in planning store 
displays is whether or not the customer should handle 
the merchandise. On the answer to this depends the 
design of the selling fixture. 

Another point in laying display plans is the arrange- 
ment that is most important from the customer’s point 
of view. Is he primarily interested in size, color, brand, 
style or price? This question should be answered for 
each individual merchandise display, and the selling 
fixture planned accordingly. 








COMPACT—A four-table island saves space, makes more compact display possible. 
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PRESTIGE AND PROFIT 
Through Advertising 





(Mr. Pearlman is an instructor 
in advertising at Pace Institute, 
New York City, and has lec- 
tured and taught classes at New 
York University. Several of his 
accounts are in the office equip- 
ment field) 








E MENTIONED in the previous article that by 

using direct mail advertising we can control the 
list to whom we send advertising matter. In this way 
it is possible to spend money more wisely—and ulti- 
mately get better results. 

In this article we will show: 

1—How to build a mailing list of customers and pros- 

pects. 

2—The mechanical methods of mailing the advertis- 

ing material. 

3—Mailing classifications—and when to use each 

method effectively. 

Building a list is really the first and most important 
step in our direct mail campaign, because no matter 
how elaborate and effective our advertising literature 
may be, it is almost worthless if it is going to the wrong 
kind of prospects. Now let’s see how we can find the 
right names. First of all (and this method is over- 
looked by most manufacturers and retailers) is our own 
list of customers . . . people with whom we have been 
doing business. These names may be obtained from 
our ledger or by taking names of customers when they 
have made a purchase. A record should also be kept 
of the kind of equipment bought and other pertinent 
information which the dealer thinks will be of benefit 
in any future approach or contact with the customer. 
In this way we cement the relationship between store 
and customer, because the latter senses that the dealer 
is taking an interest in him. 


Inactive Accounts Furnish List 


Our next most logical list is that of the inactive ac- 
counts—people with whom we had been doing business, 
but for some reason had become inactive and had not 
bought for some time. These names should be sepa- 
rated from the regular customer list because we may 
want to send out different types of advertising than 
that sent to our regular customer list. 

Lastly, our third most logical list of names would 
be outside list sources, such as telephone directories, 
business registration lists and school registrations, as 
well as other specialized lists which may be used for 
different occasions. These can be utilized effectively 
if we concentrate upon each one and send out direct 
mail material addressed on a personal basis. In other 
words, if you acquire a business registration list and 
you want to send a mailing to the company a short 
time after its opening, your advertising should be 
keyed to that very idea, and should not be material 
which had been sent out to another list and used 
again simply because you had some folders left over 
from another mailing. It may cost a little more to 
make up different types of mailings for -each list, but 
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(Second in a Series of Four Articles) 


By M. B.. PEARLMAN 
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the results obtained will more than pay for the extra 
expenditure. 

There are two mechanical methods of making up 
lists for addressing purposes, but in many cases we 
find that the list is not used often enough to warrant 
the use of a mechanical method, which makes it 
necessary to make up a card list instead. If you use 
a list about eight times a year, it is just as economical 
to have your names on cards, for it takes several years 
before a mechanical list will pay for itself. If you 
are using a card list, it may be a good idea, when 
you are having these names typed, to run them off 
on triplicate labels which may be bought from any 
stationery store. In that way you will have addressed 
labels for three mailings instead of one. 

In using mechanical lists, there are the Addresso- 
graph and Elliott addresser methods. Each method 
has its advantages, of course. As mentioned previously, 
however, if these lists are not used more than eight 
times a year, it is more economical to keep the names 
on a card list. If you send out 12 or more mailings 
each year, the mechanical methods will pay for them- 
selves. For a smaller list, even a hand model will do 
just as well. With the Addressograph and Elliott 
methods, the entire list can be put together, either 
geographically or alphabetically, tabbed in any type 
of classification you prefer and, as the need arises, 
you use your selector to run off only the names you 
want for that particular type of list. In this case, you 
will be able to put together customers, inactive ac- 
counts and prospects, but each plate will be tabbed. 
When you send out a mailing to inactive accounts by 
the selector method, it will be possible to use only the 
plates represented by the inactive accounts. The others 
will be rejected. 


Mailing Classifications 


The most personal way to send out mail, even ad- 
vertising matter, is to send it first class. There are 
times, however, when, because there is a limited budget 
or because we send out many thousands of pieces, it 
becomes economically difficult to send out our matter 
first class. There are several ways in which we can 
send out our third-class matter. First, is the use of a 
144c stamp, and the only requirement is that we leave 

(Turn to page 114, please) 
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ORGANIZED PROGRAM OF 


Merchandising Builds Dealer Business 





ACK IN 1924 two fellows teamed up to open a retail 

office furniture business. They started in a small 
way, but they started with a dream. The two partners 
were Hy Natovich and Herman Spak ... their dream 
was some day to own the finest office furniture and 
equipment showroom in the country. 

The first Spak & Natovich outlet was a ramshackle 
little store outside of the high rent district. It might 
even be stretching it a point to call the place of 
business a store, since it was really little more than 
a store room, but it was a start. It was the founda- 
tion on which the ambitious young men were event- 
ually to build their dream. 





EXECUUTIVE OFFICE FURNITURE DISPLAY ROOM AND A 


Suggested office layouts for executives are on either side of 
the central display. The cove-lighted ceiling looks solid but 
is actually muslin stretched tight several feet lower than the 
room ceiling. Painting the cloth shrunk it to give a smooth, 
solid appearance. This treatment is considerably less expen- 
sive than making the usual false ceiling. 
President Natovich practices what he preaches. His private 
office is a model of fine furnishings and is used by the firm’s 
salesmen to show prospects what can be done to make an 
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GLIMPSE OF PRESIDENT HY NATOVICH’S PRIVATE OFFICE 


Spak & Natovich Culminate 23 
Years of Effort with a Store 
Modernization Activity Featuring 
Outstanding Display of Executive 
Office Furniture Pieces 


The partners found it rough going for a while. They 
were out in the field constantly, cultivating customers 
and prospects at every opportunity. They hammered 


office comfortable, pleasant and efficient. The walnut Chip- 
pendale desk was made by the Standard Furniture Com- 
pany, and the chairs by the Milwaukee Chair Company. 
Walls are panelled in Flexwood walnut veneer. The window 
effect on the wall at the left is an interesting part of the 
decorative scheme. The mural gives one the impression of 
looking north at Grant Park and South Michigan Avenue in 

Chicago from a high building. 
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MODEL OFFICES 
ON SPAK & NAT- 
OVICH DISPLAY 
FLOOR FOR EXEC- 
UTIVE TYPE OF- 
FICE FURNITURE 


ABOVE.—A Chippendale desk with a leather 
top is featured in walnut or mahogany. Made 
by National Cabinet Company. Chairs are 
from the Milwaukee Chair Company line. 
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ABOVE.—A modern walnut desk by W. & J. 
Sloane. Offered either in wheat or regular 
walnut finish. The swivel and arm chairs are 
by Milwaukee. 
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ABOVE.—A natural walnut finish desk with 
overhanging top. Product of the National 
Cabinet Company. The chairs were recently 
designed by the Milwaukee Chair Company. 





AT RIGHT.—Desk. bookcase and telephone 
cabinet of Chippendale design Standard Fur- 
niture Company. Chairs by Milwaukee. 
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away, always selling quality and service, never com- 
promising with either. Soon their customer list began 
to grow. They had a few dollars in the bank, and 
along with the bank account came new confidence. 
The business was moved to a new location, a shade 
more pretentious. 

One day the real opportunity came. The partners 
were offered a building at 30 S. Wells St., a desirable 
location. They bought the structure and then began 
their final drive toward the goal set many years be- 
fore, a goal attained to a high degree in January, 1948. 
During that month the last of an army of carpenters, 
plumbers and painters marched out of the building. 
After they left, Herman Spak and Hy Natovich were 
at last ready to tell the world that their hopes had 
been realized, that they now had what they believed 
to be the finest office furniture and equipment show- 
room in America. The sign that hangs over the cur- 
rent establishment still bears the two names that ap- 
peared over that first little shop, but today it stands 
for a dream come true, a dream shared and realized 
by two persistent men. 

For 24 years, the managemtnt of Spak & Natovich, 
Inc., one of Chicago’s leading office furniture and 
equipment dealers, has served outstanding business 
organizations not only locally but also in other parts 
of the country. During the nearly a quarter of a cen- 
tury of existence the firm has consistently sought to 
provide customers with every possible merchandising 
convenience. Now, with the completion of the latest 
project, the partners have attained the goal set by 
them many years ago. 


Model Private Offices Help Executives Buy 


Nine complete executive offices have been made 
available for inspection on one floor. Each office is 
different in furnishings and appointments. The en- 
tire motif of the floor was developed by Henry Glass, 
an interior designer whose work is well-known for 
its excellent combination of beauty and function. 
Under the guidance of Mr. Glass appropriate colors 


and correcting lighting fixtures were selected. Cove 
lighting provides general illumination. Spot and flood- 
lights feature and emphasize certain individual pieces. 
Period design furniture is assembled in rooms with 
appropriate light fixtures and floor and wall treat- 
ment. Modern styles are in fluorescent lighted rooms. 
Each office is decorated in its own flawless style and 
colors, yet the ensemble viewed from the center of the 
display floor reveals a perfect harmony. 


Advantages in The “Package Office” Idea 


Emphasis is given by Mr. Natovich, president of the 
company, to the advantages both to the buyer of 
executive office furniture and the seller in the com- 
plete office package idea. Each office is priced com- 
plete as it is displayed, a time-saving and economical 
method for the busy executive. 

The executive offices, while important, represent 
only part of an unusual merchandising plan. The 
multi-storied building which houses the Spak & Nato- 
vich business is divided into departments based on 
price levels and functional groupings. One floor is 
devoted to general outer-office furniture and office 
accessories. Another floor carries semi-private office 
furniture and moderately priced office suites of wood 
and steel. The executive floor shows the finest selec- 
tion of executive appointments possible. This tech- 
nique offers the potential purchaser a wider range 
of selection and a greater ease in buying than was 
ever possible under old-fashioned jumbling and crowd- 
ing. 

Spak & Natovich represent the following manu- 
facturers on an exclusive or restricted basis: Doten- 
Dunton Desk Company, Metal Office Furniture Com- 
pany, W. & J. Sloane, Standard Furniture Company, 
Milwaukee Chair Company and National Cabinet 
Company. 

In addition to these lines, they have made for them 
exclusively, a complete line of commercial and junior 
executive wood desks. 


—E 


OFFICE FURNITURE TASTES 


Conservative in Nation’s Capital 





HILE THE DEMAND for new office furniture is 

high, customer requests are invariably for con- 
servative styling, according to a recent survey of deal- 
ers in Washington, D. C. The glamorizing of desks, 
tables, lamps and smaller furniture, which has been 
reported sparking up interest elsewhere in the country, 
amounts to only a negligible portion of sales in the 
nation’s capital. 

While most stationery houses and office machine 
firms who carry office furniture are not quite caught 
up with desired inventories, deliveries are being made 
in six weeks for the most part, except for some popu- 
lar styles of steel desks and other furnishings in metal 
lines. Most dealers declare that they are operating 
with lighter inventories of a flexible nature, fearing 
to become too heavily “loaded up” at today’s price 
ranges with merchandise which may see sudden price 
drops in the future. This naturally complicates deliv- 
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By BERT MERRILL 


Staff Writer 


ery in many instances. 
Contributing to the high demand for office furniture 
is the large amount of remodeling which characterizes 
Washington office buildings. Many new firms have 
opened up, and national store organizations have set 
up headquarters or branches in the District of Colum- 
bia which must be completely outfitted. Here the de- 
mand is for plain walnut or mahogany desks and 
tables, or simple steel types, but always well matched. 
Actually, there appears to be a stronger demand 
for wooden desks than for steel, according to such 
dealers as the M. S. Ginn Company, long-established 
furniture retailers headed by Hugh Kiser. This is 
1948 
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attributed to the fact that although steel desks are 
available in limited quantities, the matching steel ac- 
cessories remain difficult to obtain. Walnut and 
mahogany on the other hand are comparatively plenti- 
ful, and more than three-fourths of the new offices 
opened up are equipped with it. The Ginn store car- 
ries little or no oak office furniture, because demand 
for this has been extremely low in recent years. 

The Ginn store has made an interesting specialty of 
fine leather office furniture, including couches, chairs 
and easy chairs, which fill up a large part of the 
second-floor office furniture department. Five colors 
of leather davenports in many price lines are shown 
at the front of the department with another variety 
of chairs. These sold excellently as Christmas gifts 
during the holiday season just past, according to the 
office furniture department. Heavy use of solid leather 
furniture in Government offices, embassies and organ- 
ization headquarters, which have a heavy traffic, have 
had much to do with establishing the demand for 
leather furniture. 


Have 18 Outside Salesmen 


The Ginn concern has rebuilt the sales staff exten- 
sively since the end of the war, with an outside sales 
crew of more than 18 men on the job at the end of 
1947. Their territory extends all the way out to Linton- 
ville, Va., an unusually complete coverage of the area, 
with Washington as its center. On the staff are 
specialists in outfitting Government bureaus and of- 
fices, as well as office machine, stationery, supply and 
furniture specialists. The store has had considerable 
success with introducing new office equipment by 


sending out samples with salesmen whenever pos- 
sible. Something new is on tap for almost every trip, 
and most office managers or purchasing agents are 
far better educated to time-saving equipment than 
before the war. For example, another stationery firm 
which supplies both Government offices and private 
industry has reported sensational demand for hanger- 
style office files, particularly legal size, which have 
moved out as rapidly as received. These, which do 
not crush or wrinkle file copies and accommodate 
much more, are being installed in literally hundreds 
of offices, resulting in smaller sales of standard-type 
files. 

The large amount of remodeling referred to above 
has necessitated that up-to-the-minute office furni- 
ture dealers offer complete office engineering and 
planning services, most of which went by the board 
during the personnel shortages of the war. Several 
stores have hired draftsmen to aid salesmen in setting 
up efficient office systems, and it has been noted 
that stationers who have made this step are getting 
more calls and sales volume than those who do not. 
“Most business houses want to get rid of their old- 
fashioned office layouts entirely, but don’t feel that 
they are able to fit all new improvements along with 


- modern furniture into present operating systems,” a 


salesman said. “The ability to sit down with the head 
of the firm, diagram his office, and fit in machines, 
furniture and systems, with plenty of illustrative ma- 
terial on each, means a lot in making sales. I per- 
sonally spend twice as much time per customer now 
on the average, but sales are now involving three and 
four times as much money.” 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE . . . CO-OPERATION 


e6 EN POINTS” is the well-cap- 
tioned format of the edi- 
torial page of an excellent house 
organ greeting us in this morn- 
ing’s mail... Let us enjoy together 
these well-timed pepper-uppers:— 
*You will encounter some very 
interesting experiences this com- 
ing year. 
* This year you’ll meet people who 
tell the truth—and people who lie. 
The diplomats will get the breaks. 
* Maybe this will be the year the 
workers will return. They haven’t 
disappeared .. . just been in hid- 
ing. 
* Since the future holds promise 
for personal happiness .. . don’t 
brood about the shortcomings of 
your friends and relatives. 
*Let them work out their own 
problems. Be sure you are right 
... proceed with caution. 
* Be not a fair weather friend... 


be competent and dependable in 
an emergency. 

*Improving regular routine will 
qualify you for advancement. 
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escnintidnaatcitiindll cicuiisans 
*A cheerful disposition will get 
you more special favors than all 
the growling in the world. 

- * * * + Lal - 

Hardly had the release of 1948 
February BUSINESS BUILDERS 
Exchange list reached stationers 
than a veritable flood of exchange 
ideas greeted us by airmail and 
three even via Western Union. Se- 
lecting three typical for timeliness, 
here they are... Order them by 
number and enclose or send under 
separate cover an idea in ex- 
change. Address, as formerly, the 
co-ordinator of this page, care of 
Shaw & Borden Company, Box 
2153, Spokane 2, Wash. 

No. 48-6: RETIREMENT: In 
these days of hectic slow deliveries 
and a thousand other problems 
many of us have figured out this 
remedy. Here is an article sent us 
that gives us a new grip on seeing 
this situation through. It is the 
case history of a business man who 
weakened and then after realiz- 
ing his mistake climbed right back 
on this “SERVICE” band wagon, 
a wiser and a happier individual. 
It is an excellent tonic for a day 
when everything goes wrong from 
railroad-damaged shipments af- 
ter two years coming, to most 
of your employees taking more 
time off for coffee hours. It is a 
different kind of article but oh so 
worth while. It will even make 
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you forget useless Government re- 
ports and reports about reports. 
... Isn’t THAT SOMETHING? Re- 
tailers, manufacturers, travelers 
... all can read it and get a real 
BOOST! 

No. 48-7: “MAKING POINT OF 
SALE DISPLAY REALLY FUNC- 
TION.” What one stationer put in 
practice from a cumulative group 
of ideas he gleaned from a three 
week’s air trip round the nation. 

No. 48-8: “A corker of a window 
idea that doubled the pulling 
power of one stationer’s windows!” 
Here is a practical plan that is 
well worth your time and idea to 
obtain! 

.. . And Nos. 48-9 to 48-36 in- 
clusive we’ve put in a list for 
checking. Space in this month’s 
BUSINESS BUILDERS doesn’t 
permit inclusion but we offer you 
this proposition: send three ideas 
for this list; and we will send it 
for your consideration, with the 
same idea-for-idea offer on those 
you select from them. They com- 
prise a wide choice of practical 
thoughts from your fellow office 
outfitters and office appliance 
manufacturers, and travelers. 


Office-efficiently yours! 
RALPH B. ORTEL 


32, St 3B 3B, 
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The State of 


the Industry 


@ THE MARSHALL PLAN, as now de- 
bated both in the halls of Congress and in 
the street-corner meetings of businessmen, 
has more than passing interest to the office 
appliance industry. Support of manufac- 
turers for the European Recovery Program 
appears strong, mainly because most of 
them envision that it will be a stimulant to 
exports needed when the war-swollen do- 
mestic demand is back to normal. 


@ EUROPE'S RECOVERY from the devas- 
tation of war and freedom from the grip of 
Communism would have several factors of 
direct effect to the sale of goods for the 
office. In the first place, there will be a 
need for office machines and appliances 
when European industries are rebuilt. Sec- 
ondly, the use of more sheet metal for ship- 
ment to Europe would reduce the supply 
available to industry on this side of the At- 
lantic. And third, the paper and pulp man- 
ufacturers would benefit to a great extent 
through the Marshall plan because they 
would be called upon to package many of 
the export items as well as furnish the quan- 
tities of paper needed for the ‘book work"’ 
involved in ERP. 


@ MEMBERS OF THE INDUSTRY may not 
condone the one-woman tax revolt threat- 
ened by Miss Vivien Kellems but, neverthe- 
less, they can hardly fail to disagree with 
the idea that the relatively painless extrac- 
tion of taxes via deductions from pay 
checks has largely nullified the principle 
that a broad tax base makes more people 
conscious of the cost of government. If 
the employee, like his employer and other 
taxpayers, had to save the amount of his 
tax out of his wages and remit this to the 
tax collector quarterly, he obviously would 
be more impressed with his share of the tax 
burden than he is. It is not only the with- 
holding tax but the other taxes being 
placed on payrolls that are threatening to 
add the backbreaking straw.—COS 











HERE AND 


ROLLIN SPRAGUE VETERAN 
MONROE SCHOOL BOARD 
MEMBER, RESIGNS POST 


Rollin H. Sprague, secretary of 
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Leveling Off, But No Bust 


@&¢ THE RECENT MARKET developments indicate 
a leveling off rather than a collapse and the editorial 
comment presented here in the February issue ap- 
parently still holds true. No industry-wide drop in 
prices appears imminent although there may be some 
saturation as has been true in the small radio and 
appliance field where the large production has been 
coupled with signs of resistance from the buying 
public. 

In the 1948 outlook one factor which must be con- 
sidered is that this is an election year when neither 
political party is anxious to do anything that would 
lose votes, such as Curbs on prices or wages. The 
restraints, therefore, will be negligible. A reduction 
in taxes, as indicated, would help, rather than ham- 


per industry. 


If there are a dozen doors, and eleven are 
closed, a determined, sanguine mind will find 
much to interest and occupy itself with in the 
chamber beyond the twelfth! Let us thoroughly 
explore our one chamber. Some of you lucky 
ones may find the ratio reversed—that for you 
there are eleven open doors and only one shut. 
One never Knows. At all events, let’s look! 

—Maurice C. Moore. 





Farmers Offer a New Market 


@&@ THE SHIP-WARD NEWS edited by James P. 
Ward makes an interesting observation that “farms 
are virgin territories for dealers located in small 
towns.” It is pointed out how an office machine 
dealer at Kewanee, Ill., had neglected to call at a 
farm, mentioned as a possible buyer for equipment. 
When the call was finally made, it was discovered 
that an up-to-date office was being established by the 
farmer’s daughter and she purchased two filing cab- 
inets, a typewriter, adding machine and a calculator. 
Mr. Ward, in setting up his premise about the new 
market among farmers says, “Before the war only 
2% per cent of the farmers paid income taxes—today 
over 55 per cent are paying these taxes. The Depart- 
ment of Agriculture estimates the gross sales of farm 
products in 1947 were thirty billion, three hundred 
million dollars, about 19 per cent above 1946, and 
that the farmers’ net profit was about eighteen billion 
dollars in 1947! Some of these farmers are paying as 
high as $20,000 in income taxes. All of them are good 
prospects for office machines and supplies.” 


THERE 


Weis Manufacturing Company 
Monroe, Mich., recently terminated 
more than 22 years of service to 
his community as a member of the 


Board of Education, declaring that 
he wished to lessen some of the 
duties he has been carrying. Elected 
in 1925 he had served successively 
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as member, secretary and president 
of the board, resigning trom the 
latter post. 

Mr. Sprague recalls that one of 
the first problems facing him as a 
member of the board related to 
financing of the high school build- 
ing. Mr. Sprague wanted the bond 
issue to be paid off in 15 years but 
lost his campaign in favor of the 
present 30-year non-callable bonds. 

"We could have saved $150,000 
in interest,’ Mr. Sprague remi- 
nisced. 


WILLIAM TONKIN RECEIVES 
PROOF FROM FRANCE OF 
FRIENDSHIP TRAIN’S HELP 


A letter from France received by 
William G. Tonkin, manufacturers’ 
representative in this industry at 
Los Angeles, Calif., should serve 
to dispel any doubt about the Drew 
Pearson Friendship Train food being 
actually distributed and helping the 
people of France. The letter, re- 
printed in the Optimist Reporter, 
was written to Mr. Tonkin by an 
American friend in France, and said 
in part: 





... In behalf of the twenty- 
odd-thousand needy kids in Toulon 
and vicinity, | want to thank you 
and Mrs. Tonkin for the 100 pounds 
of flour. You can be certain that 
every ounce of it went exactly 
where it was intended—right into 
the mouths of the poor little kids 
between the ages of 0 and |5 years, 
without distinction as to race, color, 
religion or politics. | know because 
| worked with the committee 
charged with the distribution here 
in the Toulon area. 

... The communist propagandists, 
for once, took an awful beating and 
we accomplished more in a few 
days with the Friendship Trains over 
here than the 'commies’ will be able 
to undo in years of their lying dis- 
tortions of the truth.” 





SELECT ARNOLD MAY FOR 
TOPEKA'S 'YOUNG MAN OF 
THE YEAR’ RECOGNITION 


Arnold May, vice-president. of 
Thatchers, Inc., an office appliance 
firm at Topeka, Kans., was recently 
named Topeka's "Young Man of the 
Year" at a meeting of the City 
Junior Chamber of Commerce. 

Mr. May, president of the Junior 
Chamber in 1946-47, won the award 
on the basis of outstanding service 
to the community. Bob Geoffroy, 
secretary-treasurer of the Jaycees, 
presented Mr. May with the tradi- 
tional engraved gold key before a 
near-capacity crowd at the Roof 
Garden of the Hotel Kansan in 
Topeka—GMH. 
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RED CROSS AIMS AT GOAL FOR 
PEACETIME ACTIVITY 


The American Red Cross opens 
its 1948 campaign in March, aiming 
at a goal which will enable the 


always TueRe 


when needed most! 








continuation of normal peacetime 
operations and also provide for un- 
forseen disasters. 

The disaster contingency accord- 
ing to Charles Z. Henkle, Chicago 
general chairman, is the first mis- 
sion. He says, “Let's look at last 
year's record. When the terrific 
explosion occurred at Texas City, 
Red Cross was on the job—again 
at the time of the Oklahoma tor- 
nado, the lowa floods, the Florida 
storms, the Gulf hurricane, the 
Maine forest fires. Disaster costs 
last year equalled the total cost of 
the preceding five years. In Chi- 
cago alone, Red Cross helped the 
victims in 65 disasters in 1947." 

In addition to disaster help, the 
current campaign funds will carry 
on traditional Red Cross work in 
first aid, water safety, accident pre- 
vention, nursing, nutrition and pro- 
gram for reactivation of the Na- 
tional Blood program. 





DICK BUTTON MAKES SWEEP 
OF OLYMPIC SKATE HONORS 


Dick Button of Englewood, N. J.. 
son of George Button, Underwood 
Corporation official, made a clean 
sweep of men's skating titles in the 
recent competition. Following on 
the heels of his European title cap- 
ture, as told in February issue of 
Office Appliances, he took the 
Olympic championship for Uncle 
Sam. Not finished in his conquest 
on the ice at Davos, Switzerland, he 
became the first American in his- 
tory to capture the men's title in 
the Olympic-world-European cham- 
pionship sweeps. 
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Dear Reader: 


A peanut vendor had a little 
stand in Birdland and all he did 
was sit on a limb and watch the 
flocks fly by. He put the end he 
sat on to good use, but the end 
he was given to think with was 
always out of work. One day he 
started crying the blues to a 
magpie perching near, “Business 
is terrible. I can't make both 
ends meet.” 

“If you can’t make a living 
selling peanuts,” said the mag- 
pie, “why don’t you get a job as 
business planner and help reg- 
ulate business so that busi- 
nessmen can make money? A 
bird like you is just the Johnny 
to solve our economic problems 
because you've had experience 
losing money and can stop such 
foolishness.’ 


Sure enough, this ut ven- 
dor squawked himself into a job 
as head planner of Birdland's 
“Economic Council to Help 
Feather Everybody’s Nest.” Now 
he has a big desk with his name 
on it in big letters and a bi 
swivel chair in which he sits 
day just like in his peanut days. 

Until this bird began business- 
planning, the steel mills here 
were doing well. But they quit 
firing the furnaces and began 
firing their help when this bird 
told them to put a tin whistle on 
the smelters and sell steel from 
little stands on street corners at 
ten cents a bag. When the steel 
men objected, he insisted that 
peanuts were roasted and sold 
that way, that it would be easier 
to iron out our economic prob- 
lems if all production was sim- 
plified through standardization. 

Today all business in Birdland 
is run on peanut-vending stand- 
ards, the businessmen are mak- 
ing peanuts, the government is 
collecting peanuts in taxes and 
the erstwhile peanut vendor is 
still sitting pretty. 

Too much business planning 
is done from the seat of the 
pants. 

Very wisely your, 
“OLLIE THE OWL” 








ROYAL INTRODUCES NEW PORTABLE 

A new portable typewriter, the first post-war model, 
has been introduced by the Royal Typewriter Com- 
pany, Inc., New York, N. Y. Designed by Henry Drey- 
fuss, the 1948 Royal is declared to bring a “new look” 
and new beauty to portable typewriters. Eye-appealing 
proportion of height to width to depth and a dressy 
two-tone gray and black finish are features along with 
the finger form keys, speed spacer and rapid ribbon 
changer. 

The keys are constructed scientifically to follow 
finger contours and afford greater finger clearance for 
comfort and accuracy in typing. The speed spacer is 





NEW ROYAL PORTABLE TYPEWRITER 
a space bar built right into the frame. The Rapid Rib- 
bon Changer is declared to speed up the job of placing 
a new ribbon. 

In addition, the manufacturers are introducing a 
larger and more accessible line finder, a new line space 
selector, a one-movement color-control lever, a 
straight slope paper table and gray glareproof scales. 

Other mechanical features include the Vinylite type- 
bar headrest, clatter-proof linespace lever, and skip- 
proof action. 

It was announced that the new design portable will 
be available in both the new Quiet Deluxe and new 
Arrow models. Price for the former will be $89.50 and 
for the latter $79.50. 


eI ~ 

ROSE OFFERS SPIRITCLEAN MASTER UNITS 
Rose Ribbon & Carbon Manufacturing Company, 
Inc., 701 Spring St., Elizabeth 4, N. J., has announced 
improvements in its product, introducing the new 
Spiritclean Master Units. The new departure elimi- 
nates the necessity for inserting slip sheets after print- 
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ing, because offset and bleed have been reduced to 


such an absolute minimum as to be practically neg- 
ligible. Additional features are claimed to be “cleaner 


to handle,” “long storage life,” and “no special fluids ¥ 


required.” 
Samples are available upon request to the company. 


a oe 
WELDON ROBERTS REINSTATES LINE 


In a recently issued supplement to price list No. 
126, the Weldon Roberts Rubber Company, Newark, 
N. J., announced the resumption of production, cur- 
tailed in war days, of a number of items in the line 
of erasers. Reinstated are such items as No. 121 
Elliptic, No. 2030 Master Pink, Nos. 555 and 556 Duplex, 
Nos. 3324 and 3348 India, No. 26 Alba, No. 4424 Nile, 
and Wizard Gum cleaner erasers. In addition, two 
card-mounted pencil-end items have been restored— 


No. 368C Taper Tip and No. 369C Pencil Knobs, with > 


one-half gross mounted on each card. 


———~—--o————— 
CADO OFFERS FINE, BROAD LINE MARKING PEN 
A new automatic valve-controlled pocket fountain 


pen brush has been introduced by Cushman & Denison Ff 
Manufacturing Company, 133-5-7 W. 23rd St., New 


York 11, N. Y., for marking, drawing and writing on 


any surface. The instrument produces a very fine or 


broad line by use of special adapter and four inter- 
changeable hard felt nibs. 


The new pen is declared to permit fine markings on j 


small packages and labels and is said to be excellent 





ADAPTERS AND NIBS FOR FOUNTNBRUSH 
for pricing and marking on any surface such as cello- 


phane, metal foil, wax surfaces and fabrics. A choice = 


is given of eight transparent instant-drying colored 
inks. 


The instrument can be quickly converted to make 7 


wide lines by removing the fine mark adapter and in- 
serting one of the various nibs for marking freight, 
1948 
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Take your choice from the complete line of electrically driven 


and hand- operated models. Your Mimeograph distributor's 


name is in the classified section of your phone book. 


A. B. DICK COMPANY, Chicago © THE MIMEOGRAPH COMPANY, LTD., 1 
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express and parcel post packages, including burlap and 
cotton bags. 

Present owners of Flo-Master Fountnbrushes can 
modernize them by obtaining fine mark adapters and 
fine mark nibs. 


=> 

KISCO OFFERS NEW TYPE AIR CIRCULATOR 
Kisco Company, Inc., 39th & Chouteau Aves., St. 
Louis 10, Mo., recently unveiled a new Table-Air model 
Circulair floor-type air circulator. External appear- 





KISCO’S NEW TABLE-AIR MODEL 


ance and utility of a smart cocktail table “at home” 
in the finest surroundings of a home or office, the 
new model is declared to conceal all of its cooling 
efficiency. 

The 18-inch height of the new model is designed to 
lend maximum convenience to its table top which has 
a diameter also of 18 inches. Construction is of all- 
metal with dark or light blond finishes. Modern louver- 
type grille surrounds the mechanism and is declared 


to offer complete protection for children and pets. 
SEINE cient cin 


OFFER IMPROVED USPM LETTER OPENER 
Improvement through simplification is claimed in 
changes made recently in the USPM letter opener, 
manufactured by Commercial Controls Corporation, 
Rochester 2, N. Y. The machine now has but three 
moving parts. The body of the newly-designed model 





IMPROVED USPM LETTER OPENER 


is made of one-piece aluminum alloy casting for 
dimensional stability, rigidity, quiet operation and 
long life, besides reducing the weight to 28 pounds. 

The USPM letter opener is electrically operated and 
it is claimed that the machine can open mail of vary- 
ing thicknesses as fast as an operator can feed it into 
the machine. Controiled movement of the feed belt 
toward the knives is declared to hold envelopes firmly 
in position for thin, uniform trim. 
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WEBSTER OFFERS CELLOPHANE RIBBON 
F. S. Webster Company, Cambridge 42, Mass., is now 
offering Star brand cellophane ribbons for firms doing 
a moderate to large amount of duplicating stencil 
cutting. Made from processed cellophane, these rib- 
bons are designed to keep the type clean while the 
user is cutting stencils. The ribbons are available for 


all the popular standard typewriters. 
I 


REM-RAND OFFERS NEW ELECTRIC ADDER 

A new electric adding machine, Model 93100-5, was 
recently announced by the adding-bookkeeping-cal- 
culating machines division of Remington Rand, Inc., 
315 Fourth Ave., New York 10, N. Y. The new machine 
is claimed to embody several improvements including 
cushioned construction for quieter operation, a stream- 
lined keyboard for faster action and an exclusive 
value gauge for faster figure evaluation. The new 
features permit increased speed of finger entry, mini- 
mize distracting machine clatter and permit more 
rapid checking, according to the manufacturers. 

Model 93100-5, similar to all Remington Rand adding 
machines, utilizes the ten-key keyboard for touch 





method operation. Other fetaures are the lengthened 
add-total and correction bars and electrified sub-total, 
non-add, repeat and direct subtraction keys. 

The new machine has a capacity up to 100,000,000. 
It is available with five-inch stationary carriage and 
a 13-inch movable carriage model will be in produc- 


tion shortly. 
9 


MYRTLE DESK ANNOUNCES INNOVATIONS 
The Myrtle Desk Company, High Point, N. C., has 
announced the innovation of adustable height and 
elimination of the center drawer bogey for the Pace- 
maker line to “provide new freedom for the man at 


the desk.” 
In the Pacemaker line, Myrtle Desk Company has 


introduced a simple, turn-screw adjustment on each © 
lower corner of every desk that allows a height varia- = 


tion of from 29 to 304 inches, or a total “give” of 1% 
inches. The user, thus, can custom tailor the height of 


his desk to fit his working comfort. The adjustable ~ 
height provision can be used to level out floor irreg- 


ularities. 
In addition, the center drawer has been removed to 


provide a larger area of freedom. This is matched up 


with a sliding, adjustble foot rest. 
———_- 


NEW MASTER CUT-O-GRAPH OFFERED 
American Engineered Products Company, 155 E. 26th 


St., New York 10, N. Y., has introduced the new Master ~ 
Cut-O-Graph machine designed and built for three 7 
ruling and bevelling. ” 


different operations—cutting, 
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This eliminates the need of three separate outfits for 
accountants, advertising agencies, artists, printers, 
lithographers, and general office work. 

The item is designed to cut either full across the 
sheet or at any point needed, operating in the middle 





NEW MASTER CUT-O-GRAPH 


of the platform and not at the edge of the board. The 
machine is constructed to do ruling with pen or pencil. 
Conversion into a drawing board can be quickly done 
and a tilter is provided underneath the platform. The 
beveling attachment is designed to bevel artists’ 
boards, mats and mountings. A wooden casing is pro- 
vided with a stained glass mounted frame, electrically 
illuminated, to detect very close registry in printed or 
offset lithography color combinations. 

The machine is available in 19, 25, 36 and 42-inch 
sizes. 

ee 

KRAUS OFFERS SIGNAL CARBON PAPER 


A new Signal Letter Balance carbon paper is offered 
by Kraus Ribbon & Carbon Company, 612 Investment 
Building, Pittsburgh 22, Pa., in which the signals at 
the side are not coated with carbon for clean handling. 

These signals are one-half inch wide and, according 
to the manufacturer, permit easy and quick extraction 
of all the carbons at one time. It is also claimed that 





SIGNAL LETTER BALANCE CARBON 


the signals eliminate the necessity of counting the 
number of spaces to get the same spacing at the top 
or bottom of the sheet on letters or copy of more than 
one page in length. There is no carbon coating ex- 
tending beyond the edge of forms to offset or smudge 
the rolls on the typewriter. 
———————_—=-o—__ 
A. B. DICK OFFERS NEW STENCILS 

A. B. Dick Company, 720 W. Jackson Blvd., Chicago 
6, Ill., recently announced two new stencil sheet serv- 
ices designed to speed up and simplify the composition 
and reproduction of stencil duplicated four-page fold- 
ers, bulletins, reports, programs and newspapers. 

These services consist of the regular all-purpose 
Mimeotype 960 (legal size blue) stencil sheets with 
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special guide lines for planning and typing stencils 
for four-page folders and two or three column layouts. 

The four-page folder stencil sheet is declared to be 
especially valuable to churches and schools as well 
as many business organizations as it will save consid- 
erable time in the preparation of booklets, invitations, 
church calendars, programs, announcements and other 
folders. The special form-topping (guide lines) on 
the stencil sheet includes the duplicating area as well 
as line and character scales. Instructions for using 
this special stencil sheet are printed on the lower 
portion of each stencil sheet. 


Ce ee 
AMBERG OFFERS ADAPTION OF BOX FILE 


Amberg File & Index Company, Kankakee, Ill., has 
recently designed a modern adaption, made of durable 
steel with grey Hammerloid finish, of the old-time 
box file. 

A letter-size A to Z 17-leaf red fibre index in each 
file moves up and down to allow for expansion and 





——_ ee 
AMBERG STEEL BOX FILE 


is held in place by a metal pin device. The lid is 
secured with two full piano-type hinges and a neat 
catch holds the box firmly closed. 

The files, identified as the No. 899 steel box files, 
with inside dimensions 11% x 10% x 3% inches, are 
packed 12 to a carton and retail at $2.70 each. 


—_——_—>e —____ 
INGENTO OFFERS NEW PORTABLE CUTTER 


The Ideal School Supply Company, 8318 Birkhoff 
Ave., Chicago, has introduced a heavy-duty 30 x 30- 
inch Ingento No. 8 portable cutter for shipping rooms, 
metal working shops, drafting rooms, sign card studios 
and other businesses where cutting of heavy materials 
is required. 

While a sturdy metal base supports the cutter and 
the tempered tool steel blade is designed to cut heavy 






| 
i 
i 


me ee : 


INTRODUCE INGENTO HEAVY-DUTY CUTTER 


cardboard, corrugated board, cloth, leather, rubber or 
sheet metal, the manufacturers declare that the cutter 
is light enough so that it can be easily carried about. 

Safety features include the new guard rail that runs 
down the entire length of the inside cutting edge. 
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Smith-Corona ‘‘Silent’’ Portable Typewriter 








SMITH-CORONA 


Mndlitillitp! 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 
Makers also of famous Smith-Corona Office Typewriters, Adding Machines, Vivid Duplicators and Typebar Brand Ribbons and Carbons 
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permitting the operator to hold his material firmly. 
The other feature is the safety spring-equipped handle 
which cannot drop down unexpectedly. 
ee 
SERVICE PRODUCTS OFFERS SAMPLE MAT 


Service Products Division, Woodall Industries, Inc., 
2035 S. Calumet Ave., Chicago 16, Ill., makes it pos- 
sible for dealers to visualize Service chair mats by 
making available the sample chair mat here illus- 
trated. 

This miniature chair mat is 11 inches long and 814 
inches wide. It fits the conventional brief case and 
affords the store salesmen an opportunity to show 








SERVICE PRODUCTS SAMPLE MAT 


quality and colors to prospective customers. The fifth 
color, desk gray, was recently added because of the 
increasing demand for a chair mat to harmonize with 
gray office furniture. Samples may be secured by 
Service Products dealers who write the company. 
——co—<—go—__—. 
STEEL-PARTS OFFERS NEW FILING DEVICE 


The new Convert-O, manufactured by the Steel- 
Parts Manufacturing Company, 4630 W. Harrison St., 
Chicago, Ill., is designed to solve the problems of 
offices wishing to convert their filing system to the 
use of hanging file folders. Made of heavy-gauge 
steel, the Convert-O is a sturdy frame that fits into 








NEW CONVERT-O FILING DEVICE 
any standard file drawer and equips it for hanging 


folders. Two of the features.are the slide adjustment 
which enables the Convert-O to fit any file drawer 
without the necessity of cutting to size, and the easy- 
to-assemble construction that eliminates the use of 
nuts and bolts. The device, available in gray, green 
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and walnut finishes, weighs three pounds and is packed 
four to a carton. Shipping weight is 124% pounds. 
—_———————- oe 





ELBE CLAMP—The Elbe File & Binder Co., 
Inc., Fall River, Mass., is offering a new item 
in the form of three- and six-inch nickel-plated 
steel clamps for holding loose paper on desks 
or tables. Holes in the base permit mounting 
of the clamp on walls or bulletin boards. 
—__——_e——0_—_____ 


BETTER PACKAGES OFFERS NEW DISPENSER 

A new, automatic measuring dispenser for pressure 
sensitive tape has been announced by Better Packages, 
Inc., Shelton, Conn., manufacturers of gummed tape 
sealing equipment, moisteners and labelers. 

The new dispenser, called Big Inch No. 2, has been 
designed primarily for retail store use, engineered to 
dispense two-inch strips, the length retailers usually 
prefer. 

A light stroke of the lever feeds an accurately- 
measured two-inch tape strip, which is held flat 











BIG INCH NO. 2 TAPE DISPENSER 


against prongs of the feed reel, ready for application. 
Since both ends of the exposed strip adhere to the reel 
until the strip is picked up by the operator, snarling 
end mis-sticking of the tape are declared to be pre- 
vented. Cut-off is manual. 

The machine is finished in blue-gray, hard baked 
enamel and can be operated with tapes in widths up 
to one inch. Tape rolls can be used up to four and 
three-fourths inches in diameter on three-inch cores. 


Big Inch No. 2 retails at $12.50. 
eI 


SANFORD OFFERS NEW TYPE OF BOTTLE 

A new type and size of bottle has been introduced 
by Sanford Ink Company, 2740 Washington Blvd., Bell- 
wood, Ill., to meet consumer requirements more exactly 
than standard two- or four-ounce containers do, ac- 
cording to the manufacturers. 

The new bottle, in classic hobnail glass, holds three- 
fourths ounce of ink, a quantity which will allow 
retention of freshness longer than if a larger bottle 
is opened, it is claimed. The new container will fit 
any desk drawer. 

National advertising is being used to introduce the 
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new Ink-Well bottle, the 5-C set containing five 
100,000-word Ink-Well bottles of Penit, and the new 





NEW SANFORD INK BOTTLE 


Deskette, a dip pen set offered in a combination pack- 
age with two bottles of Penit ink. The Deskette set 


will now retail at $1.50. 
——9- <> o———_—— 


HOLLYWOOD FIRM OFFERS CARD HOLDERS 

Cloister Creations, 1608 Cahuenga Blvd., Hollywood 
28, Calif., is now offering card holders of the type here 
illustrated, stressing that the product makes an ap- 
propriate gift for the professional person or business 
executive. The Cloister Creations card holder makes 
it possible to display business and professional cards 
so that they may be dispensed conveniently from a 





desk, counter or reception table. The item is manu- 
factured from durable molded plastic and is available 
in Telephone Black or Signal Red. The holder fits 
standard No. 88 cards, 2 x 3% inches in size, and sells 
at $1.00, individually boxed. 


ee ee 


NIAGARA DUPLICATOR ANNOUNCES NIABOND 

Niagara Duplicator Company, 128 Main St., San 
Francisco 5, Calif., has introduced an addition to the 
Niagara process in the form of the new Niabond im- 
pression paper, regular deliveries of which are now 
being made in white and all colors. This 100 per cent 
sulphite bond impression paper, designed especially 
for stencil duplication work, is watermarked ‘Niabond’ 


ae 


and carries the Niagara trademark. Exclusive Niagara 
dealers have the sole rights to distribution in their 
respective territories. A paper merchant neighbor of 
Niagara in San Francisco, the Carpenter Paper Com- 
pany, is handling purchase orders, it is announced. 
Se i ce 
WILHITE OFFERS FOUR-PIECE SUITE 

An attractive four-piece suite of office furniture is 
offered to the trade by Wilhite Manufacturing Com- 
pany, Inc., 737 N. Michigan Ave., Chicago, Ill. In- 





WALNUT DESK 


cluded are bookcase, table, telephone stand and desk, 
all of harmonizing appearance and produced from 
walnut veneer. 

Edges of all pieces are walnut-banded stock, impart- 
ing an attractive and modern appearance. An out- 





TABLE 


standing feature of the table is the unusual bend in 
leg connections, actually forming a post for sturdiness 
and attractiveness. The bookcase is 48 x 48 inches, of 
same quality and materials as other pieces in the suite. 
The 15-inch case may be had with either panel or 
glass door. 

The No. 210 telephone stand is 18 x 24 inches in 
size and stands 29 inches high. It is equipped with a 





|; Ge saith 


BOOKCASE 


swinging door, a cabinet compartment in the bottom 

section and an open shelf for telephone books at the 

top. The No. 200 walnut desk 29 inches high has 36 

x 69-inch dimensions. Equipped with eight drawers, 
(Turn to page 204, please) 


TELEPHONE STAND 
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Here now! Thee O@@ Royal Portable... 


with FINGER FORM KEYS 


MR. RETAILER: 
—— 


wetre telling you’ 


customers about the 


New Royal portable 


1s Like this! 





Never before in typewriter history 
has this improvement been seen... 

. . yet today, Royal brings you 
FINGER FORM KEYS... onthe most 
modern typewriter ever designed... 
the new ROYAL PORTABLE! 

Imagine . . . a typewriter key shaped 
to the very contour of your finger... 
designed to cradle your finger tips when 
they strike the keys! Result? FINGER 
FORM KEYS bring a new comfort 
to typing! Greater ease of operation, 
greater accuracy of work. 

And talk about BEAUTY! The new 
Royal Portable is far ahead of today’s 
models in style and beauty. 
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Beauty at work! 


But it has more than sheer beauty that 
is lovely to look at. Its beauty is beauty 
with a purpose . . . beauty that makes 
typing easier, quicker, more com- 
fortable! 

And . .. this truly modern portable 
typewriter brings you much more. 
There’s a space bar that’s built right 
into the frame. Only the new Royal 
Portable gives you the modern SPEED 
SPACER that saves time, and cuts down 
the margin of spacing error. With 
SPEED SPACER, nothing stands in the 
way of perfect spacing action! 

Only Royal gives you the RAPID 
RIBBON CHANGER that makes rib- 








bon changing faster, cleaner, easier 
than ever! 

And only Royal gives you “MAGIC” 
MARGIN, the device that makes all 
other portable margin setting obsolete! 

In addition . . . only Royal gives you 
the host of other new features which 
make Royal more than ever the World’s 
No. | Portable! fs 


See the new Royal today! 


By all means, see the new Royal Port- 
able at your dealer’s. You'll find it hard 
to believe that one portable typewriter 
can have so many new, outstanding 
features ...can bring such comfort and 
convenience to typing! 


mene” ROYAL PORTABLE 


The World's First Truly Modern Portable Typewriter 





“*Magic” is a registered trade-mark of Royal Typewriter Company, Inc. 
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Y, “Top Value.” Users say, “It’s a Beauty.” 





‘te 





Globe-Wernicke’s new Streamliner desk wins ac- 


claim for its sleek graceful beauty, its modern con- 


struction features, its new functional advantages 


Yes, no sooner than the new Stream- 
liner desk hit the market, it was ap- 
proved by dealers, buyers and users. 
People who sold it, people who bought 
it and people who used it agreed that 
the new Streamliner is one of the 

op greatest improvements in desk design 
and construction yet offered to the 
public. And there are definite reasons 
for this universal commendation. 
Here are a few of them— 


@ Richly finished in seal gray, a handsome shade that harmo- 
nizes with all furnishings and has a lasting metallic lustre of 
great beauty. Also available in dark green. 


@ Newly designed base harmonizes with the smart lines of the 
desk; enhances its graceful appearance and gives it extra 
sturdiness. The finish of the base which matches the linoleum 
top, brings out the streamlined contour of the desk and 
effectively resists scuffing and marring. 


@ White metal hardware, modern and plain in design, has 
softly gleaming satin finish that will not tarnish or corrode. 


@ Exceptionally sturdy top construction is braced by four 
lengthwise box channels. Top is so assembled as to provide 
facilities for concealed wiring for telephone, light and buzzer. 


@ Pedestal drawers are interchangeable. You can arrange 
drawers as desired. The large filing drawer can be inter- 
changed with two small drawers. 


@ Box drawers are equipped with one vertical partition, ad- 
justable on 1-1/32” centers for various card widths (addi- 
tional partitions supplied at nominal cost). 


THE GLOBE-WERNICKE CO. 
NORWOOD 


CINCINNATI 12, OHIO 


STREAMLINER DESKS 
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A | * 
@ Full-sweeping, patent-applied-for top 
gives flowing line of beauty and adds to 
your comfort and convenience. There are 
no corner caps to reduce working space. 
You get full use of the entire top. 





@ Floating roller suspension and live rub- 
ber cushion enable all drawers to glide in 
and out with cat-like ease and silence. At 
your touch the draver closes—swiftly, 
smoothly, without rebound. 





@ Exclusive wrap-around pedestal con- 
struction does away with all sharp corners, 
gives smooth streamline appearance and 
provides maximum strength. This same 
construction is used in Globe-Wernicke’s 
famous steel file cabinets. 


a Filing Equipment & Supplies 
a Visible Record Systems 
Office Furniture 


Bookcases 


Stationers’ Supplies 
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Dorothy M. Fargo of Tec Pencil Company signed the 


Guest Book with a Tec pencil January 22. She had 
stopped in Chicago on business, after which she left 
for New York. She has taken a line of pencils made 
originally for engineers and draftsmen, refined and 
improved it and now has a product sold by many 
hundreds of stationers for office use, as well as for 
newspaper, drafting and engineering purposes. 

Mel G. Wheeler of Bainbridge, Kimpton & Haupt, 
Inc., called at OFFICE APPLIANCES for a visit upon his 
arrival from New York on January 28. He had some 
busy days scheduled for Chicago, following which he 
traveled on to Milwaukee, St. Paul and Minneapolis, 
registering again with this journal’s office by telephone 
February 6 before leaving for New York. Mr. Wheeler's 
main interest is sales. His trip to Chicago and the 
Northwest was a sales mission. 

A. C. Grofesik of D & R Manufacturing Company, 
Inc., called February 5. His responsibilities to the 
company, of which he is vice-president, have to do 
principally with the sale of the spirit duplicator which 
D & R manufactures. Mr. Grofcsik was in Chicago 
on a sales mission. He is optimistic over the possi- 
bilities of new and larger duplicator volume in 1948. 

Mrs. Jean Macatee of Valley Typewriter Service 
Company, Aurora, was in Chicago on business Feb- 
ruary 6 and stopped in at Orrice APPLIANCEs for a bit 
of information. She finds time for accounting and 
buying while her husband Lyman directs his energies 
toward sales, his operating area covering a large group 
of counties in northern [llinois west of Cook County. 
Mr. and Mrs. Macatee find that office furniture fits in 
nicely with office machines and are active in furni- 
ture, both wood and steel. 

Louis H. Mory of Universal Business Machines Cor- 
poration, Middletown, Conn., visited us by telephone 
February 10. He was spending several days with his 
Chicago distributor after which he planned to return 
to Middletown for about a week. Then his program 
was to take him and Louis Llorens, inventor of the 
company’s product—the Llorens adding machine—to 
the NOMDA winter meeting at Springfield, Mo. 

Heinie Sengbusch, field representative of Sengbusch 
Self-Closing Inkstand Company with headquarters in 
Kansas City, Mo., signed the Guest Book February 11. 
Heinie is a big man who travels a big territory. He 
was taking a week to call upon Chicago dealers. A 
good association man, he hoped to meet with the Great 
Lakes Travelers before starting his return trip. 

a 

ERASER COMPANY ISSUES “FRANK TALKS” 

A series of “Frank Talks” has been issued by R. 
George Roesch for the Eraser Company, Inc., Syracuse 
2, N. Y., addressed to the wholesalers and sales man- 
agers. 

In his opening pamphlet, Mr. Roesch told the whole- 
saler, “You are an important part of the American 
way of distributing merchandise and as such, I want to 
talk frankly with you.” The wholesaler is advised to 
read carefully each copy of the “Rush Income Builder.” 
The wholesaler is told that he can increase his busi- 
ness from 400 to 1000 per cent if he will get the retailer 
to use leaflets and envelope stuffers consistently. 
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COMMERCIAL CONTROLS LAUNCHES CAMPAIGN 

Commercial Controls Corporation, Rochester, N. Y., 
is launching the biggest direct mail campaign in its 
history. According to the plan, direct mail is tied in 
with national advertising and a hard-hitting sales 
campaign, and the combined force of all is concen- 
trated on one product each month, selected from the 
USPM line of complete mailroom equipment. 

Direct mail letters are sent to carefully screened lists 
of prospects, supplied by salesmen from their respec- 
tive territories. Each salesman is informed when the 
letters have been mailed to his territory so that fol- 
low-up calls can be made. 

To assist CC field office managers to formulate their 
plans and get set to do a bang-up job, a portfolio is 
sent to them two weeks prior to each monthly cam- 
paign. Included in the folio are an announcement of 
the “Product of the Month,” notes to use in the con- 
duct of a local sales meeting, copy of the direct mail 
letter, preprints of national advertising currently run- 
ning in business publications, appropriate literature, 
various sales aids, a partial list of representative users 
of the product, and sufficient call report forms, 
stamped across the face with the name of the “Product 
of the Month,” for the salesmen to use in reporting 
all follow-up calls on prospects for the product. 


ee 
SAXON PAPER RESUMES OLD DISCOUNT TERMS 
Saxon Paper Products, Inc., 240 W. 18th St., New 
York 11, N. Y., in a recent announcement to the print- 
ing and stationery trade told of resumption of the 
old discount terms of two per cent, 10 days E.O.M. 


0 
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RICHARD B. VAIL— 
Civic undertakings and 
politics mix well with busi- 
ness in the career of Rich- 
ard B. Vail, secretary and 
treasurer of the Vail 
Manufacturing Company, 
steel products at 900 E. 
95th St., Chicago. Now 
serving in Congress and 
a good bet for return to that legislative group 
by the voters of his district, this leading re- 
publican is a member of the un-American activ- 
ities committee. His father and grandfather were 
pioneers in the 2nd Congressional district where 
he has lived all his life. A student in John Marshall 
Law School when World War I broke out, he en- 
listed and was promoted to lieutenant of infantry. 
Back from the war, he helped his father and 
brothers to organize the Vail Manufacturing Com- 
pany. Throughout the south side, Mr. Vail has 
been widely known as a civic leader who served on 
half 4 dozen public projects during World War II. 
He has gained the reputation of being one of the 
fastest speakers in public life. 
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The binding medium used 
in ACCOPRESS Binders is 
the ACCO Fastener of 
pliable steel. All standard 
perforations supplied in 
Loose Leaf Forms are 











ACCOPRESS Binders have no bulky 
mechanisms, always lay flat and stack 
easily on desk, storage shelf, or in 
filing drawer. ACCO fasteners are 
made with the following centers 2%", 
1", 4", SIA", 6", 7, 8", and 
8'/,"". Contents can be indexed by 
|-Line or 2-Line Make-UR-Own Index 





matched in ACCO binding 


service 





| ™ : . Tabs 





ACCOPRESS BINDERS 


For Economical Binding 


CCOPRESS BINDERS are built for low 
cost filing and storage of all office records. 

The economy of ACCOPRESS Binders 
makes it possible to organize all records after 
being transferred from active service, and to 
eliminate tied and parcelled groups which 
cause time-wasting on every occasion of refer- 


ACCOPRESS Binders do the work of 


ence, 


Binders costing four to five times more. 
Normal binding capacity of three inches for 
1,000 sheets is provided in each ACCOPRESS 


” 


Binder, but when desired, 4”, 5” or 6” capaei- 
ties can be provided by increasing prong 
lengths of the ACCO Fasteners with which the 


binders are equipped. 








Ideal Binding for These Records 


ORDERS—INVOICES—VOUCHERS—SALES SLIPS—DELIVERY SLIPS 
INVENTORIES—PRICE LISTS—ESTIMATES—SALES DATA 
STUDENTS’ NOTES—SPECIFICATIONS—ACCOUNTANTS’ FORMS 


and other sheets from 4” x 6” to 36” x 40” 








ACCO PRODUCTS, INC. 


Ogdensburg 


New York 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 803 Third National Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer idens on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





NOMDA MIDYEAR MEETING STORY AND PICTURES WILL 
APPEAR IN APRIL ISSUE 





Nick Fucci of Business Machines, Inc., New York 
City, will serve as general chairman of the Twenty- 
third Annual Convention of the National Office Ma- 


chine Dealers Association. 


Convention dates are announced as July 19, 20, 
and 21 instead of June 27, 28, and 29 as previously 


listed. 


The Hotel Pennsylvania, New York City, will serve 
as convention headquarters. Speakers with worth- 
while messages to the industry are being secured for 
the program at what is expected to be the largest 
assemblage in the Association’s history. 














NICK FUCCI 








By JOHN M. 
DANNENFELSER 





New Albany, Ind. 





VERY OFFICE MACHINE DEALER who operates a 

store with a fairly diversified line of office appli- 
ances has occasion to be in the portable typewriter 
business. To some dealers who specialize in adding 
machines, duplicating machines, or dictating machines 
this amounts to no more than occasionally getting a 
portable at a discount from some friendly dealer. 

To others the portable typewriter business is the 
principal factor in successful operation. Bigger cities 
can very well support stores that specialize in portable 
typewriters and small portable specialty stores in good 
down-town locations in big cities offer profit oppor- 
tunities that most office machine dealers will tell you 
do not exist. Almost any population area of more than 
a million people should be able to support one or more 
such stores, and the operating costs of such business 
would be confined largely to rent, advertising and sales 
personnel. Even a service department for such a busi- 
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The Petery-Hedden Company, 


Total Coverage of a Portable 
Typewriter Market 


Going All Out on Portables—The 
Market for the Dealer—Who Are 
Prospects?—Selling Them—Keep- 
ing Them Sold—Meeting and Over- 
coming Competition—‘‘Selling” the 
Manufacturer—Here’s How to Do It 


ness would not be necessary since service could be 
promptly referred to the branches of the manufac- 
turers which are invariably to be found in such com- 
munities. I don’t know whether such specialty stores 
exist. But if they don’t, their absence is due entirely to 
lack of enterprise on the part of people who could 
make money out of such an operation. Department 
stores often operate large portable departments and 
before the war they often specialized in the sale of the 
cheapest models or used them as leaders to induce 
people to buy more expensive portables or other equip- 
ment. Fortunately for the office machine dealers, the 
department stores rarely employed well-qualified sales 
personnel and many entirely inadequate stripped mod- 
els found their way into the stores of legitimate office 
machine dealers who accepted them in exchange for 
the more desirable portable models. 
(Turn to page 98, please) 
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This “M&V” Trademark Means Highest Quality 
Products and All-Out Dealer Service 

It also represents the 1005 quality products meticulously manufactured 

to produce superlative results with every type of office equipment. 


It's your assurance of reliability and your guarantee of highest quality 
products, year after year. 


This outstanding line consists of: 





Carbon Papers which meet the most exacting machine requirements. 
——— —Typewriter Carbons—Hektograph Carbons—Pencil Carbons 


Inked Ribbons for every type of office equipment. 
e —Typewriter Ribbons—Adding Machine Ribbons 
—Carbon Paper Ribbons 


Carbon Rolls to meet every business machine need. 


Special Inks for all types of ink-using office equipment. 














e 

:e Odorless Oil, Type Cleaner, and other special products. 

p= 

= It would be well to remember that an order for M&V products also 
e provides you with the most up-to-date kind of dealer service to help 

it you sell new customers and hold old customers. 

ie Call or write our nearest distributing point for full information. 

C- 

n= 

- Mittac & VoLGeER, Inc. 

o Fine Carbon Papers & Inked Ribbons 

at Park Ridge, New Jersey, U. S. A. 

id 

le . 7. J e . . 

“e — Quick Service Distribution Points — 

a CHICAGO 4, ILL. ST. LOUIS 1, MO. SAN FRANCISCO 5, CALIF. LOS ‘ANGELES 13, CALIF. 
ie 558 W. Washington Street 804 Pine Street 591 Mission Street 406 South Main Street 
os NEW YORK 7, N. Y. BOSTON 10, MASS. KANSAS CITY 6, MO. HAVANA, CUBA 

- 261 Broadway 75 High Street 1013 Grand Avenue P. O. Box 2535 

e 


r 


2 OFFICE APPLIANCES, March, 1948 51 





Uheor Sands 





Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 












London, February 1. 

The Typewriter and Allied Trades Federation is 
celebrating its silver jubilee year and a number of 
important functions are being held to mark the occa- 
sion. On February 11 a President’s Dinner is arranged 
at the Dorchester Hotel, and it is hoped to have pres- 
ent all the available founder members of the Federa 
tion. President Bernard Lowthrop is issuing special 
invitations. 

The annual meeting and election of officers is set 
for April 21, the president-designate being Mancell 
Gutteridge of Sampson Gutteridge & Company, Ltd. 
On the day previous to the annual meeting, there is 
to be a ladies’ night and both these functions will be 
held at the Dorchester. 

A national convention is arranged at Bournemouth 
for the week commencing September 19. T.A.T.F. has 
made rapid strides during the war years and its board 
of management is to be congratulated on the work 
accomplished for the typewriter industry. This or- 
ganization maintains close government contact on all 
matters affecting their trade. 


Set up Rem-Rand Factory 


Remington Rand, Ltd., is bringing a whole factory 
across the Atlantic from Bridgeport, Conn., to Glas- 
gow. Within a few months of its arrival, 1,000 Glas- 
wegians are expected to be employed in it, turning out 
goods for the export drive. With the official blessing 
of the Board of Trade, Remington Rand is transplant- 
ing two million dollars’ worth of equipment to a pre- 
pared site, so that they can make typewriters and elec- 
tric razors in the United Kingdom. 

We understand the factory will begin to come into 
production within three months and the program is 
to produce goods which formerly had to be bought 
with dollars on a substantial scale 


* * * 


The British Standards Institution is preparing a series 
of standards for folders and files to house papers for 
which sizes are laid down in other British standards, 
as well as papers received from abroad. In the case 
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of files, maximum external dimensions are arranged 

in order to insure that the files can be satisfactorily 

housed on shelving conforming to British standards. 
* * 


Plan British Fair in May 

The office machinery and equipment section of the 
British Industries Fair in May will be the largest 
exhibition of British manufactured goods of this type 
ever held in this country. The section is being or- 
ganized by a joint committee of O.A.T.A., T.A.T.F. and 
A.B.B.E.M., the members of the committee being J. A. 
Cumming, chairman, G. C. H. Chubb, E. H. Gardner, 
A. R. Jackson, L. E. Brougham, B. B. Dyer, A. C. Mc- 
Lellan and W. Wylton-Todd, A.R.I.B.A. joint exhibition 
directors, and Mrs. S. S. Elliott and D. C. Scoones, joint 


secretaries. 
ae ee 


TORONTO STATIONERS HOLD JANUARY MEET 

The Stationers’ Guild Club of Toronto, Canada, met 
in the Oak Room of the Union Station on January 14 
with Jim O’Neil acting as chairman for the session. 

A feature of the meeting was the presentation to 
the Guild by Mr. Greenwood of Warrick Bros. & Rut- 
ter, Ltd., of an oak lectern which he made himself. 
Ivan Card thanked the donor on behalf of the club. 

George Chisholme presented a wheel chair from 
club funds, out of a turkey draw, to Ken Langford, 
general secretary of the Paraplegic Association. This 
chair will go to Garth Brooks, a deserving 17-year-old 
lad from Brantford. 

Roy Keeley, Canadian sales manager for the Scotch 
tape division of Canadian Durex Abrasives, gave an 
interesting talk on the origin and uses of Scotch tape. 

aia Ral esnictsaciinns 


TOPEKA FIRM SEEKING NEW LOCATION 
The Western Stationery Company, Topeka, Kans., 
was making plans recently to expand its business from 
the present location. Roy Young, shop foreman, said 
the firm was seeking a two-story building and wants 
as much as 40,000 to 80,000 square feet of space in a 
location as near to the post office as possible-—PJP 
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735 MARKET STREET SAN FRANCISCO 


Dear Mr, Holt: 


Orintbrs ° Lithegrapher ™ Shalionens 


COUGLAS 4648 


December 30, 1947 


Mr. George C. Holt 
Vice President and General Sales Manager 
W. A. Sheaffer Pen Company 


Fort Madison, Iowa 


Having just closed one of our most sucessful pen selling 
years, I thought you would be interested in knowing some 
of its high sales points. 


The Threesome program which you so extensively advertised 
and merchandised was instrunental in helping us to have a 
very high unit of sale in our department. 
of this program which we liked was that by showing the 

Threesome first we generally ended up by selling either the 
Threesome or at least a higher unit than though we had only 
shown a set or a pen, 
be extensively enlarged to cover the entire new line, 


One of the factors 


We earnestly hope this program will 


Your plan of always first showing sets has opened the eyes 
of our pen department help as to how much more complete a 
service can be rendered our customers to say nothing of 
helping us to do a more substantial business, 


“"e are looking forward with keen anticipation to the unfolding 
of your merchandise plans for 1948, 


May the writer take this opportunity to wish you and through 
you the entire Sheaffer Pen Company personnel a very happy 
and prosperous New Year. 


Yours very truly, 








SOMPANY 





Vice” President 


 SHEAFF 


March, 1948 








WITH THE 
TESTED 
THREESOME 
PLAN! 


Schwabacher-Frey Company, eminent 
San Francisco stationers, testifies to the 
effectiveness of the tested Threesome 
Plan. Long one of the leaders among 
west coast stationers, Schwabacher- 
Frey has pressed the Threesome Pro- 
gram into profitable use, while render- 
ing its customers a more complete 
service. 

The reaction of Schwabacher-Frey, 
as reflected in the letter reproduced 
here, is typical. Every day more and 
more pen dealers are turning to the 
Threesome Plan as a means of build- 
ing sales volume through a higher unit 
of sale. The Threesome Ensemble, com- 
prised of three fine writing instruments 
stunningly matched and attractively 
packaged, offers every customer enter- 
ing your store the writing combination 
of his choice. 

Take a tip from one of the leaders 
in the stationer fleld. Read the adjoin- 
ing letter from Schwabacher-Frey. It 
contains useful hints on how to build 
sales volume in your pen department. 
Adopt the tested Threesome Plan to- 
day. Plan your sales... for better 
customer service, morehandsome profits. 


W. A. SHEAFFER PEN CO. 
FORT MADISON, IOWA 
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; Meclings -Pinnew> Conventions 





WHOLESALE STATIONERS HOLD 
THIRTY-SECOND CONVENTION 
IN CHICAGO, FEBRUARY 11-13 

School Promotion Program Launched—Herbert 


Held Named President—Manu facturers’ 
Displays Numerous 





A TTENDANCE at the thirty-second annual conven- 
- tion of the Wholesale Stationers Association, held 
in the Drake Hotel, Chicago, February 11, 12, and 13, 
ran well over 300. Registration started early Wednes- 
day morning, permitting conventionites to devote sev- 
eral hours to inspection of product displays of 82 
manufacturers in the Walton, French and Gold Coast 
rooms. 

The first general assembly of the convention was at 
luncheon on Wednesday. “Professor” Oakes’ amusing 
address, “An Inventor’s Approach to Everyday Prob- 
lems,” was well received. After he had demonstrated 
a number of his “goofy” inventions, the “Professor” 
was revealed as an executive of the Milwaukee adver- 
tising agency, Klau-Van Pieterson-Dunlap-Associates, 
Inc. 

Under the chairmanship of Lawson Long, Practical 
Drawing Company, Dallas, Tex., the convention was 
called to order in the Grand Ballroom at about two 
o’clock Wednesday afternoon. Mr. Long presented an 
interesting address titled, ““Wholesaling—Its Responsi- 
bilities and Opportunities.” Then followed reports by 
Secretary-Treasurer Harold C. Whittemore and the 
auditing committee. The rest of the afternoon was 
devoted to information about the “School Carnival,” 
an elaborate promotions program sponsored by the 
association. 

School Carnival Window Exhibited 


A full-sized sample of the window display involved 
in the program was unveiled and then F. J. Goette, 
Schwabacher-Frey Company, San Francisco, Calif., and 
L. M. Brown, Eberhard Faber Pencil Company, dis- 
cussed “Window Display Technique.” Both men, one 
as a wholesaler and one as a manufacturer recom- 
mended the promotion from the window display 
standpoint. 

“Publicity and Promotion” of the School Carnival 
was dealt with by William Rodgers of the Paper, Sta- 
tionery & Tablet Manufacturers Association. In de- 
scribing the various factors of the campaign, Mr. 
Rodgers gave an excellent outline of just how manu- 
facturers, wholesalers and retailers will participate in 
the promotion. He described the colorful window mate- 
rial (see illustration) and referred to kits of illus- 
trated material that would be supplied to 1400 daily 
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newspapers and 500 weeklies. Radio promotion mate- 
rial will go to 1000 stations and include commercials 
for the stationers to sell to local school supply retail- 
ers. Mr. Rodgers remarks developed a lot of interest 
among those in attendance. 

David Manly, editor of Modern Retailing, covered 
the subject, “Distribution of Window Material” in- 
volved in the School Carnival. The trim will be made 
available to retail customers of wholesalers through 
their wholesale sources. The cost of production and 
distribution will be shared by participating manufac- 
turers and wholesalers. 

After an extended discussion, a motion was passed 
unanimously authorizing association sponsorship of 
the School Carnival. 

The last event of the afternoon program was an 
informative motion picture, “The Gift of T’sai Lun— 
Paper,” presented through the courtesy of the Ham- 
mermill Paper Company. It traced the history of 
paper making in China to the Hammermill plant of 
today. 

From five to nine-thirty in the evening the exhibit 


SCHOOL SUPPLY 
Department 


NcHOOL CARNIVAL! 











WE'VE Gor iT / 





SPECIAL SCHOOL PROMOTION DISPLAY MATERIAL ON 
VIEW AT THE WHOLESALERS’ CONVENTION SESSION ON 
WEDNESDAY AFTERNOON, FEBRUARY 11.—Strikingly col- 
cored and attractively designed, the display evoked avid 
interest among registrants. Details concerning the manner 
in which members of the association can participate in the 
promotion program are given in the accompanying report. 
1948 
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.C.Allen Machines 


PROMPTI 
DELIVERY 





10-KEY ELECTRIC CALCULATOR 

® Does not require trained operator © All factors visible while the problem 

© Adds, subtracts, multiplies, divides is being solved oe 
© Fully automatic division © Occupies less desk space than a letterhead 
penn PSP. enny. decrence © Quiet, sealed-in mechanism — no distract 
® Simple 10-key electric operation allows ing carriage movement — the easy-to-read 
fast, accurate touch system dials do all the work S85. 


R.C.Allen Business Machines, Inc. 


680 FRONT STREET, N. W., GRAND RAPIDS 4, MICHIGAN (ee 
for authorized R. C. Allen Sales and Service, consult the ellow pages of your telephone directory 


§ The only company which offers the inde nt dealer a full line of = 
ADDING MACHINES © CALCULATORS ¢ BOOKKEE ACHINES © CASH R 


a 








SOME OF THE REGISTRANTS AT THE WHOLESALE 


. Gordon Kickels, C. L. Barkley & Co.; Mrs. and Mr. Jim Bradley. 
Higgins Ink Co. 


. Lawson Long, Practical Drawing Co.. Dallas, Tex., president, and 
Herbert Held, Blackwell-Wielandy Co., St. Louis, Mo., president- 


elect, Wholesale Stationers Association. 


. William Hausman, .Hausman Sales Co., Chicago: B. Feldstein. 
Western Book & Supply Co., Chicago; Bert Bassett, Chicago; Ben 
Powell and Ralph Maneval, both A. W. Faber-Castell Pencil Co., 


Inc. 


. CANADIAN DELEGATION—seated: J. H. Chipman, Brown Brothers. 
Toronto; E. Almond, Copp-Clark Co., Ltd., Toronto; W. A. McLeod, 
Donald McLeod, Ltd., Toronto; Robert Denver. McFarlane Son & 
Hodgson, Ltd., Montreal; Alex L. Naismith, Buntin Gillies Co., Ltd., 
Hamilton. Standing: G. H. Love, W. J. Gage & Co.; E. A. Mateer, 
Hodder & Moffitt, Toronto; J. F. Taylor, W. J. Gage & Co., Ltd.. 
Toronto; Leonard Wheatley, McFarlane Son & Hodgson, Ltd.. 
Montreal; S. K. Bennett, Brown Brothers, Ltd., Toronto; William 
Smith, Venus Pencil Co., Toronto. 


Koh-I-Noor Pencil Co., Inc.; H. B. Van Dorn. 


. William Lipner, 


rooms were open, after which everybody gathered in 
the Grand Ballroom for a cocktail party. 

At eight-thirty Thursday morning the Sales Repre- 
sentatives National Society, composed of members of 
the sales staffs of manufacturers and wholesalers, met 
at breakfast. 


General Session Thursday Morning 


Thursday morning’s general session was presided 
over by Herbert Held, Blackwell-Wielandy Company, 
St. Louis, Mo., first vice-president of the association. 
Mr. Held introduced Walter Horvath, sales and mar- 
keting consultant, who spoke on, “How to Sell Again!” 
Mr. Horvath offered the following six-point program 
to meet the challenge of the new competitive outlook: 

1. Industry must set up an overall plan to get a 
proportionate share of the consumer’s dollar. 
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RUBBER BANDS 


vi 


STATIONERS’ ASSOCIATION CONVENTION 


Joseph Dixon Crucible Co.; Ray Weissenborn. National Percil Co. 
John Henn, Joseph Dixon Crucible Co.; J. J. Mor:arty, C. Morri- 
son Paper Co., Washington, D. C 


. Joe Moore, Bob Mitchell and G. Orteza, all of Blaisdell Pencil 
Co.; A. I. Goldberg, A. I. Goldberg Co.; Frank May and Martin 
Brown, both J. L. May Co. 


. Bob Sainberg, Sainberg & Co.; Ben Josephine, Cooke & Cobb Co. 
Harry Atz, Atz Brothers, Inc.; E. B. Mason, Sainberg & Co.; J. S. 
Sherman and A. F. Klingberg. both Park Sherman Co. 


. Bob Wood, Eberhard Faber Pencil Co., 


Stationery Co., Dallas, Tex. 


. E. J. Kuch, Hotchkiss Sales Corp.; George Cormack, Wilson Jones 
Co.; Congressman Richard B. Vail, Vail Mfg. Co.; John Chipman, 
yoy Brothers, Ltd., Toronto, Canada; Robert Sainberg. Sainberg 
& Co. 


. Charles Richardson and Robert Spencer, Spencer Rubber Produc‘s 
Co. 


2. The wholesaler must design and put into practice 
a sound plan of dealer education and dealer promo- 
tional helps. 

3. Modern sales management methods must be used 
to reduce the cost of selling. 

4. Analyses must be made to determine just where 
profit is being made. 

5. Closer co-operation needed between wholesalers 
and manufacturers. 

6. Co-operative action should be initiated through 
the association. 


Panel Discussion Session Interesting 


Mr. Horvath then took over as moderator of a panel 
discussion on a number of questions submitted in writ- 
ing prior to the meeting. The panel members were 
as follows: Distribution—Lawson Long, Practical Draw- 
1948 
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WITH FOAM RUBBER UPHOLSTERY 


The new Gunlocke “Champion” 626R chair has extra comfort in 
its foam rubber upholstery. Its modern styling will step up the 
appearance of any office—and your sales figures too. 


Available in oak, walnut finish, genuine walnut and green and gray. 


Gude H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 








ing Company, Dallas, Tex.; H. C. Neill, Rexall, Los 
Angeles, Calif.; M. A. Goldstein, Rochester Stationery 
Company, Rochester, N. Y., and L. M. Jensen, The 
Brim & Jensen Company, Omaha, Nebr. Manufactur- 
ers—George Cormack, Wilson Jones Co.; Horace Van 
Dorn, Joseph Dixon Crucible Company, and A. D. Far- 
rell, Automatic Pencil Sharpener Company. 

Some of the questions presented and brief answers 
follows: 1. Do you think wholesalers should concen- 
trate on nationally advertised lines? Yes and no. 2. 
Why is a discount only on quantity purchases and not 
on function of buyer? Unanswered. 3. Is the function 
of the wholesaler to introduce new lines? No. 4. What 
kind of literature from manufacturers can be used 
most effectively by wholesalers? The kind that is in- 
formative as well as artistic. 5. Is wholesaler inter- 
ested in lower priced lines? He should not be. 6. How 
can a wholesaler streamline sales operations to reduce 
costs? Work on the idea of reducing salesmen’s writ- 
ing time when calling on customers, perhaps by mail- 
ing notices of expected arrival time. 7. What should 
wholesalers do to improve sales technique of retail 
customers? Try to arrange sales meetings of retail 
staffs and use material now available from manufac- 
turers. 8. Should packages be priced by manufactur- 
ers? Yes, as far as possible. At least provide a place 


MORE PERSONALITIES SEEN 


1. A. P. Baehr, Eugene B. Baehr & Sons, New York, N. Y.: O. Diemer, 

and Roy Pallas, Langan Paper Co., Des Moines, Iowa; L. M. Jensen. 

Brimm & Jensen Co., Omaha, Nebr.: Elmer Dalldorf, Brushmakers. 
c. 


2. Norman Pearce, Eberhard Faber Pencil Co.; Walter Hervath, sales 

consultant, New York City, special speaker and moderator of the sales 

ee at the Thursday morning session: Howard Neill. Rexall, Los 
geles, Calif. 


3. Frank Karge. 
Products Co. 


4. Fred Schaefer, Sanford Ink Co., and Ralph Maish, Dennison Mig. 
Co., busy at the banquet registration desk. 


5. Harold Blum, Eberhard Faber Pencil Co.; Herbert Hooks, Moore 
Push-Pin Co.; W. J. Carroll, Eberhard Faber Pencil Co.; Edgar Berry. 
hoses. _ and Harmon, Portland, Me.; J. J. McDonough, Plymouth 
ubber Co. 


Jim Welsh, Stan Webb and Bill McLeod, all Speed 
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on package for price to be marked by retailer. 9. How 

much have salesmen’s traveling costs increased in past 

year? 50 to 60 per cent. 
Dick Vail Is Luncheon Speaker 


For nearly an hour following the luncheon on Thurs- 
day, Richard B. Vail, Vail Manufacturing Company, — 
and representative from the second congressional dis- 
trict of Dlinois, held the interest of everyone present. 
He spoke on “Business and Politics,” outlining his ex- 
perience as a manufacturer with the National Labor 
Relations Board during the war. Without a note before 
him he moved logically from point to point, presenting 
a background that revealed difficulties of trying to 
operate as a businessman who shunned politics. Con- 
sequently he became convinced that every businessman 
should not only be interested in politics, he should be 
active in politics. He owes it to himself and his in- 
dustry to make his views heard and understood by 
politicians in office. Mr. Vail went the whole way to 
practice what he preaches by entering the political 
arena and winning elections to the United States Con- 
gress. 

Thursday afternoon was given over to visiting ex- 
hibits. 

Separate meetings were held by the manufacturers 

(Turn to page 220, please) 


AT THE WHOLESALE STATIONERS’ ASSOCIATION CONVENTION 


Farrell and Joe Rea. both Automatic Pencil Sharpener Co.; 


6. A. D. 
Continental Mig. Co.; Joe Strauss, Automatic Pencil 


Louis M. Kottle, 
Sharpener Co. 


7. R. C. Schmutzler, Reyburn Mig. Co.; John Henn, Joseph Dixon Cruci- 
ble Co.; Howard Sanders, Stationers and Publishers Board of Trade; 
Harry Epstein, Mystic Novelty Mills. 


8. Maish, Dennison Mig. Co.; M. Reich, Serv-All Loose Leaf 
—P- poi Gal Huhl, Zion's Cooperative Mercantile Institution, Salt Lake 
ity tah 


. eg are aa ag 
peciaity o.7; bL. elwang, 
Rochester. N. Y.; Harry Fenstterheim, S. & E. M. 
10. W.-W. Woboshell, Biddle Purchasing Co.: 


ll. Rex Conn, W. A. Sheaffer Pen Co.:; Mort Goldstein, Rochester 
Stationery Co.: George Holt, W. A. Sheaffer Pen Co 


Fritz, Fulton 


Noesting Pin Tickeet Co.; 
Oecel Scranton’s Book rn Riaees Co.. 
Vernon, Inc. 


Lou Farber. 
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SPEED-O-PRIVE Presents 
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Four adjustable legs tilt scope 
in every desirable position. 





UPRIGHT—4 LEGS 


—T 


FLAT—NO LEGS 





SPEED-0-CABINET 


Two 12 inch pull-out leaves gives a 50 
inch working surface to accommodate 
duplicator, impression paper and 
finisned copies. 














STEEL STENCIL FILE CABINET 


or misalignment. Keeps stencils fresh and ready for reruns. 





ECONOMY SPEED-0-SCOPE 


One-piece bakelite chassis prevents warping 


Prices Slightly Higher West Of The Rockies 


SPEED-0-PRINT CORPORATION + 161 £. GRAND AVE. + CHICAGO 11, ILLINOIS 

















NATIONAL LUGGAGE & LEATHER GOODS SHOW 

The annual convention and merchandise exhibit of 
the Luggage & Leather Goods Manufacturers of Amer- 
ica, Inc., held at the Morrison Hotel, Chicago, February 
15 to 20, was the largest ever held by that organization, 
both in attendance and number of exhibits. Registra- 
tions, according to Secretary Jack Citronbaum, totaled 
over 2,000. The 178 exhibitors occupied eight floors of 
the hotel with showings of brief cases, luggage, trunks 
and personal leather goods. Both in quality and values 
the exhibit was conceded to be the best offered to the 
trade since before the war. While costs of materials 
and labor both have risen since the last 1947 increase 
in manufactured leather goods prices, makers have 
been absorbing them and have made no appreciable 
seasonal increase in prices to dealers. “The industry 
as a whole,” stated Maurice A. Levitan, executive vice- 
president of the association, “now is definitely style 
conscious and we believe that this will be the tendency 
for years to come.” 

One of the most interesting facts revealed at the 
show was that commercial Stationers, particularly 
throughout the East and now rapidly spreading west- 
ward, have become consistent quantity buyers and 
sellers of 21- and 26-inch luggage of the traveling- 
case variety. They first began handling this type of 
leather goods about two years ago, according to Asso- 
ciation Secretary Citronbaum, and only lack of display 
space curtails larger purchases in the average com- 
mercial stationery store. Brief cases, brief bags, stu- 
dents’ bags, ring binders and a wide variety of personal 
leather goods continue in steady demand among sta- 
tioners. 

All sessions of the big gathering were held on Mon- 
day, February 16 in the Mural Room, and were pre- 
sided over by Leo Stein, Stein Bros. Mfg. Co., associa- 
tion president. Features were addresses by Maurice A. 
Levitan on “Making the Show Successful’; Albert W. 
Lewitt on “Our Case for Repeal of the Excise Tax;”’ 
{he Hon. Albert W. Hawkes, Senior Senator from New 
Jersey, on “The Power to Tax is the Power to Destroy,” 
advocatinz modification, if not complete removal of 
the present “discriminatory” 20 per cent luxury tax 
on all kinds of leather goods. J. R. Ozanne, well-known 
veteran retail business consultant, spoke on “Fifteen 
Different Ways to Get Business in 1948,” and Mr. 
Stein gave an address on “The Importance of an Asso- 
ciation to an Industry.” The annual banquet and 
dancing party was held on the evening of Wednesday, 
February 19, and was enthusiastically attended. Buy- 
ing at the show reportedly started off rather light on 
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the opening day, but picked up rapidly and most ex- 
hibitors expressed themselves as well satisfied with 
the volume of business done before the week ended. 


Officers of the Luggage & Leather Goods Manufac- 
turers of America, Inc., are: Leo Stein, of Stein Bros. 
Mfg. Co., Chicago, president; Samuel H. Lifton, of the 
New Rexbilt Leather Goods Corp., New York City, 
treasurer; Maurice A. Levitan, executive vice-presi- 
dent; and Jack Citronbaum, secretary. Headquarters 
of the organization are maintained at 220 Fifth Ave- 
nue, New York City. 


The largest and most impressive exhibit of the entire 
show was that of S. Dresner & Sons, the National Brief 
Case Mfg. Co., and affiliated Chicago concerns, which 
occupied all of Parlor “E” in the hotel. The second 
largest exhibit in point of display space occupied was 
that of Stein Bros. Mfg. Co., Chicago, on the sixth 
floor. Other exhibitors whose products are of special 
interest to commercial stationers included: 


Abel & Bach, Inc., Milwaukee, Wis., (Luggage). 

Ace Leathher Goods Company of California, Los 
Calif. (Brief cases, catalog cases, etc.) 

Atlas Company of Boston, Inc., Boston, Mass. (Brief cases) 

Baronet Leather Goods Company, New York, N. Y., (Billfolds 
and key-cases) 

Benner Leather Goods Company, Milwaukee, Wis. (Brief cases 
and personal leather goods). 

Biue Star Leather Novelty Company, New York, N. Y., (Desk 
pads and sets, wastebaskes, leatter-trays, picture frames, memo 
books, albums, phonebook covers, etc.) 

Brecher Brothers, New York, N. Y., (Personal Jeather goods). 

Brewster Leather Goods Corporation, Brewster, N. Y., (Brief 
cases and ring binders). 

Brown & Balter, Inc., New York, N. Y., (Brief cases and ring 
binders). 

Buxton, Inc., Springfield, Mass., 

Cavalier Leather Products, Inc., Brooklyn, N. Y., 
key« ases, etc.) 

Columbia Walescraft, Inc., New York, N. Y., (Billfolds, etc.) 

Consolidated Leather Manufacturing Company, New York, 
N. Y., (Personal leather goods). 

Chas. Doppeilt & Company, Chicago, IIL, 
bags, etc.) 

Enger-Kress Company, Bend, Wis., 
gocds) 

Gail Noveliy Company, New 
goods) 

Thomas H. Gibbons & Company, Chicago, IIL, 
luggage and personal leather goods). 

Globe Brief Case Company, New York, N. Y., 

Jay-Dee Leather Products Company, Redwood City, 
(Personal leather goods). 

Kaye-Meyers, Inc., New York, N. Y., (Personal leather goods) 

Leathercraft, Inc., Chicago, Ill., (Brief cases and ring bind- 
ers) 

Lexington Leather Goods Company, Chicago, Ill., (Brief cases, 
ring binders and personal leather goods). 

Liifton Manufacturing Corporation, New York, N. Y., (Brief 
ast Ss) 

Frank Mashek & Company, Chicago, IIL, 
ring binders) 

Meeker Company, Joplin, Mo., (Personal leather goods). 

Mutual Brief Case Company, Newark, N. J., (Brief cases). 

New Rexbilt Leather Goods Corporation, New York, N. Y., 
(Brief cases, ring binders and miscellaneus leather goods). 


Angeles, 


(Personal leather goods), 
(Wallets, 


(Brief cases, special 


West (Personal leather 


York, N. Y., (Personal leather 
(Brief cases, 


(Brief cases). 
Calif., 


(Brief cases and 


‘i f \ 
LUGGAGE AND LEATHER GOODS MANUFACTURERS BANQUET, MORRISON HOTEL, CHICAGO, FEBRUARY 20 
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Write for Illustrated Brochure 


S 


RECESSED 


Manufacturers of the World's Finest Office Desks and Chairs 


SELL WELLS GENERAL OFFICES 

SELL WISELY 725 $. LA SALLE ST. 

CHICAGO 5, ILLINOIS 
J 


TELEPHONE 
HARRISON 1100 





CABLE ADDRESS 
WELLOFF, CHICAGO 
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Finish 
Upholstery Colors 
Height of Back 
Seat 


Arm 


Underarm 


All edges rounded 


OFFICE 


LIST 
PRICE 
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Oak—Limed Oak—Walnut Arm Stump 
Red—Brown—Green Front Post 
15%” 
19%” No-Sag Spri 
_ Sige Bock Post 
2% x 1 
%” x 136’ Weight 
Packing 
FINISH—OAK . LIMED OAK . WALNUT 
“ TERSON* DURAN 
ode tara $48.35 ec. $52.80 ea. 


FABRIC BACKED PLASTIC—Prices FOB FACTORY 


COMPANY 
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WELLS DESK TO MATCH 


The Gentleman 
NO. 7601 


2%” x 1” 

1%” x 1%” 
Tapered 

1%" x 1” 

41 Ibs. 


Individually cartoned 


TOP GRAIN LEA. 
$80.00 ea. 


GENERAL OFFICES 
725 S$. LA SALLE ST. 
CHICAGO 5, ILLINOIS 
o 
TELEPHONE 
HARRISON 1100 


CABLE ADDRESS 
WELLOFF, CHICAGO 
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WELLS DESK TO MATCH 


The Escort 





+7600 SIDE ARM CHAIR 







Finish Oak—Limed Oak—Walnut Arm Stump 1" sh" 
, ” 
All edges rounded Double Rack Stretcher 2 
c 3 ” 13, ”” 
Height of Back 15%"—32” ront Post a" x 
Tapered 

Seat 22” x 19%” 2 os 
Back Post ae. a 
Arm 240 x 1 Weight 24 Ibs. 
Underarm %e"” x 156" Packing Individually cartoned—B.F. 

FINISH—OAK . LIMED OAK . WALNUT 

LIST + 7600 TERSON* DURAN TOP GRAIN LEA. 

_PRICE id $35.65 ea. $38.95 ea $67.00 ea. 


FABRIC BACKED PLASTIC—Prices FOB FACTORY 
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WELLS DESK TO MATCH 


=! 
The Steno “3% 


I : 
- pe 


. No. 7605 SWIVEL POSTURE CHAIR 






THE STENO 


RIGHT FROM EVERY ANGLE! 


Wood 

Upholstery Colors 
Height of Back 
Seat 


Composition of Back 


Back Post 
Weight 
FINISH—OAK 
LIST TERSON* 
PRICE # 7605 $36.95 ea. 





OFFICE FURNITURE COMPANY 
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Oak—Limed Oak—Walnut Finish 

Red — Brown — Green 

5 1442” to 17”—Adijustable 

x 15”—No-Sag Spring Seat cotton and moss filled 
Cotton and moss filled 

1%” x 1%” 


34 Ibs.—Packed 2 to carton 


LIMED OAK . WALNUT 
DURAN | TOP GRAIN LEA. 
$40.40 ea. $56.30 ea. 


* FABRIC BACKED PLASTIC 


GENERAL OFFICES 

725 S. LA SALLE ST. 

_ CHICAGO 5, ILLINOIS 
& 


TELEPHONE 
HARRISON 1100 


SELL WELLS 
SELL WISELY 


CABLE ADDRESS 
WELLOFF, CHICAGO 
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Northwest Leather Goods Company, Chicago, Ill, (Brief 
cases and ring binders). é 

Peters Bag & Novelty Corporation, New York, N. Y., (Brief 
cases, ving | binders). 

Prince Gardner Company, St. Louis, Mo., (Billfolds) 

Progress Case & Bag Company, Chicago, Ill., (Brief cases and 


luggage). 

Brogressive Leather Goods Company, West New York, N. J., 
(Personal leather goods). 

Regent Leather Goods Company, Chicago, IIl., (Brief cases) 


Rialto Leather Goods Company, Newark, N. J., (Brief cases) 

Rico Leather Specialty, Inc., Chicago, Ill., (Brief cases and 
personal leather goods). 

Robinson Reminders, Westfield, Mass., (Leather-bound memo 
books, and so forth.) 

Rolfs, Inc., West Bend, Wis., (Personal leather goods). 

Rumpp & Sons, C. F., Philadelphia, Pa., (Personal leather 


‘oods). Fes 
° & L. Seamon, Brooklyn, N. Y., (Billfolds, key and card 
eases, coin-holders). 

Simpak Luggage Company, New York, N. Y., 
and ring binders). 

Singer Brothers Company, iInc., Chicago, Ill., (Luggage). 
Springfield Leather Products Company, Springfield, 
(Personal leather goods). 

Standard Brief Case Company, Inc., New York, N. Y., 
cases and ring binders). 

Standard Leather Products Company, Chicago, IIl., 
cases and personal leather goods) 

Staniey & Stanley, Inc., New York, N. Y., 


(Brief cases 


Ohio, 
(Brief 
(Brief 
(Personal leather 


oods). a : Re: 
Thomases & Co., Jersey City, N. J., (Brief cases and ring 


binders). 
Warren Leather Goods Company, Worcester, Mass., 
cases and luggage). 


(Brief 


————e—eme 


NEW OFFICERS PRESIDE OVER N. Y. OMDA 

New officers, headed by John A. LaHiff, J. E. Al- 
bright & Company, New York, N. Y., presided over 
the January meeting of the Office Machine Dealers 
Association of New York, Inc., held January 13 at the 
new and spacious quarters in the Hotel Pennsylvania. 

A large portion of the meeting time was taken up 
with a discussion of rental rates. A schedule of rates 
proposed for the OMDA of Northern California was 
presented and their adoption for New York City was 
proposed. 

It was brought to the attention of the office machine 
dealers that the board of education is considering a 
program within the school system for training type- 
writer mechanics as part of the trade school cur- 
riculum. 

The OMDA of New York was asked to make sug- 
gestions and recommendations for its assistance in 


the industry. 
—_-——_—= > —__ 


N.E.0O.M.D.A. GREETS RITCHIE IN BLIZZARD 

The worst blizzard of the year to date failed to 
dampen the enthusiasm of more than 90 New England 
office machine dealers, who held a ladies’ night dinner 
and dance at the University Club in Boston, Mass., 
Saturday evening, January 24. Irving R. Ritchie, presi- 
dent of the National Office Machine Dealers Associa- 
tion, was the principal speaker on the subject “Unity 
of Purpose,” which was enthusiastically received. 

Charles F. Krause, Jr., the NOMDA national attor- 
ney, spoke briefly on wages and hours. N. Fucci, for- 
mer national president, also addressed the assembled 
dealers and their ladies. 

Among the guests was Herman Fink of Remington 
Rand, Inc., who ‘came from New York City to greet his 


many old friends. 
' —+— 


DINNER CLUB MEETING—Office Furni- 
tue Dealers Dinner Club of Philadel- 
Phia preliminary meeting in Locust 


Room of the Warwick Hotel. 
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NEW YORK O. E. D. HOLDS SESSION 

President Jack Schwander, Desks, Inc., New York, 
N. Y., presided over a meeting of the Office Equipment 
Dealers of New York, held February 10 at the Advertis- 
ing Club in New York City with 91 members and visit- 
ors present. 

Treasurer James M. Glen, Manhattan Desk Com- 
pany, reported a balance of $948.77 in the treasury 
after all operations in 1947. 

George B. Wray, manufacturers’ representative, re- 
ported new members were the Imperial Steel Products 
Company and Banov-Bernsley Company. Jack Banov 
of the latter firm was present and welcomed. Among 
visitors were Jack Golden of the Metalstand Company, 
Allan Murray of the Victor Safe & Equipment Com- 
pany, and Maurice Golden of the Business Furniture 
Company, Philadelphia, Pa. 

Bernard H. Nemlich, Regan Furniture Corporation, 
New York, N. Y., told of plans for the Old-Timers 
meeting on March 9 at which all office furniture sales- 
men and others in the industry in business for 35 years 
or more, will be guests of honor. He also announced 
that the National Office Furniture Association conven- 
tion would be held at the Waldorf-Astoria in New 
York City on October 27-29. In the absence of John 
Mossman, Desks, Inc., New York, N. Y., golf chairman, 
Mr. Nemlich reported that five golf dates have been 
arranged during the summer. 

Moe Turman, National Office Equipment Corpora- 
tion, New York, N. Y., reported on progress made 
around the country in Association activities. 

Seymour Nathan, Charles S. Nathan, Inc., chairman, 
of the by-laws committee, reported on the new pro- 
posed rules and by-laws, a draft of which has been 
given to the members. 

A 45-minute showing of sound movies of the 1947 
All Star baseball game and world series concluded the 
enjoyable session. 

= 2 —__— 
FORM PHILADELPHIA OFFICE FURNITURE CLUB 

The Office Furniture Dealers Dinner club of Phila- 
delphia was officially organized at a dinner held at 
Kugler’s Restaurant, Widener Building, Philadel; hia, 
on Monday evening, January 12. The 47 present elected 
the following officers: 

President—Harry C. Price, John Wanamaker’s. 

First vice-president—Harry Tubis, Dubin Company, 
Inc. 

Second vice-president—J. F. Emhardt, 
Steel Equipment Company. 

Treasurer—C. F. Thomas, Jr., A. Pomerantz Com- 
pany. 

Recording secretary—R. M. White, Dubin Company, 
Inc. 

Financial secretary—Seymour Golden, Business Fur- 
niture Company. 

Committees named are: 

Activities—Samuel Galespie, chairman, Samuel 
Galespie Company; Edward H. Lutz and Horace M. 
Laurence, operating firms under their own names. 

Membership — Frank Hughes, chairman, Frank 
Hughes Company. Other members are to be selected. 


Columbia 
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EDWARD F. DOOLEY TESTIMONIAL DINNER AT PHILADELPHIA, PA. 


HONOR “EDDIE” DOOLEY OF WILSON JONES 

Taxing the capacity of the Hotel Governor Clinton’s 
Governor’s Room, 250 friends and business associates 
of Edward F. Dooley, vice-president of Wilson Jones 
Company, honored him at a testimonial dinner on 
January 20 in New York City. The size of the crowd 
was limited only by the accommodations. 

“Eddie,” as he is affectionately called by those who 
know him, was visibly moved by the many fine compli- 
ments bestowed upon him by the friends with whom 
he has been associated for many years in the station- 
ery business in New York City. 

The following telegram received from Benjamin 
Kulp, chairman of the board of Wilson Jones Com- 
pany, best expresses the regard in which Ed is held 
throughout the eastern area: “Please accept the warm 
thanks of Eddie Dooley’s associates for tendering him 
this banquet. We realize with you that this recogni- 
tion comes to him for services and deportment already 
performed. The record represents a solid basis for 
the expectations of future accomplishments and it pro- 
vides this celebration with a lifelong of mutual re- 
gards. How refreshing it is in the lives of men when 
of their own volition they pause to honor one of their 
fellowmen.” 

Mr. Dooley was escorted to his seat of honor by 
Louis F. Caracci, Nor-Wood Company, New York, N. Y.., 
a personal and business friend of long standing. 
Brother Darby, principal of Chaminade High School, 
gave the invocation. Mortimor C. Lazarus, M. C. 
Lazarus, Inc., New York, N. Y., co-chairman of the 
dinner party, thanked all the associates who had con- 
tributed to the success of the evening. He then intro- 
duced George F. Griffiths, Noesting Pin Ticket Com- 
pany, as toastmaster. 

Toastmaster Griffiths permitted representatives of 
the various associations to address their own remarks 
to their friend and associate, Eddie Dooley. 


Libien Brings Greetings 


Mortimer Libien, Libien Press, New York, N. Y., as 
president of the Stationers Square Club of Greater 
New York City, extended the best wishes and con- 
gratulations of that organization. 

G. D. White, Acco Products, Inc., editor of the Sta- 
tioners 12:30 Club organ “Whitems,” said he was proud 
to know Eddie as a friend. 

D. N. Briggs, Sun Rubber Company, speaking in be- 
half of the Stationer’s 12:30 Club, offered the felicita- 
tions of the club. 

A. B. Abrams, Modern Stationer; Howard S. Sanders, 
Stationers and Publishers Board of Trade; George C. 
Wheeler, OFFICE APPLIANCES; Harold C. Whittemore, 
Wholesale Stationer’s Association; Fred J. Steinhilber, 
Geyers Publications; R. J. Urmston, J. S. Staedtler, 
Inc.; William Knight, Wilson Jones Company; and 
A. J. Kerin, Tower-Crossman Corporation, all spoke 
briefly and sincerely of their respect for the guest of 
honor. 
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Louis F. Caracci, as president of the Stationers 
Association of New York, presented a touching tribute 
on behalf of the association and himself. Referring 
back to his early experience in New York City, Mr. 
Caracci told how Eddie had befriended him personally. 
As tangible evidence of the deep appreciation of his 
friendship, he presented Eddie with a television set 
which he hoped would bring pleasure for many years. 
as a tribute from all those present who call him friend: 

Mr. Dooley, all but overcome with emotion, expressed 
his thanks in a few well-chosen words which “were 
from the bottom of my heart.” 

Sam Libien, as regional governor of the District No. 
13, National Stationers Association, presented felicita- 
tions as well as a beautiful guest book in which were 
the signatures of all his friends who attended. 

After the meeting was adjourned, Eddie spent hours 
shaking hands and receiving the best wishes of. his 
friends. nie 

awsitasaiualipialiaa tata 
CHICAGO STATIONERS IN JANUARY MEET 


Telephone courtesy and general club’ business ‘were 
the main topics programmed for the January 19. meet=" 
ing of the Stationers Club of Chicago, with President 
Harold D. Rossuck, Better Office Supply Company, 
presiding. 

Following the roast beef dinner served at. a Mer- 
chandise Mart restaurant, R. O. Williams and S. W. 
Ryden of Illinois Bell Telephone Company presented 
a sound movie that dramatically showed how to build 
up customer good will over the telephone. The movie 
demonstrated many worth-while tips on correct tele- 
phone usage and pointed out ways to make it serve 
a business house more efficiently. Mr. Williams of- 
fered to schedule a special showing of this film at the 
offices of any club member who requested it. This 
feature had been arranged by Whit Hansen, Chicago 
Stationers, Inc., who was unable to be present because 
of illness. 

A committee composed of Past Presidents Whit Han- 
sen; Monroe Ioas, Monroe Office Supply Company; 
and Dave Bell, Graver-Dearborn Corporation, was 
appointed to nominate a slate of new officers for elec- 
tion at the February meeting. 

After a short discussion of general policy matters, 
Art Linn, Linn Office Supply Company, chairman of 
the credit committee, reported on a plan for organiz- 
ing a special credit bureau for the club. By general 
agreement, the report was referred to the executive 
committee for further consideration. 

Secretary Edgar R. Hooper, Stuart-Hooper Company, 
called the roll. In the absence of Treasurer Saunders; 
Vice-president Peter Orofino, Arrow- Office Supply 
Company, was drafted to collect the dinner dues. 

Senator Arthur Bidwell, Chicago Stationers* Inc., 
yielding to popular pressure, told a group of dialect 
stories with hilarious success. 

President Rossuck read an exerpt from the Phila- 
delphia Stationers Association bulletin which made the 
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because on a guide the wear and tear first hits the tab 









and a guide is no better than its tab. There is where 


A protection is needed and there is where CELL-U-SEAL 
on? 
S provides it. It is protection that is not restricted to 


the tab alone but continues clear across the top of the 
guide. No wonder CELL-U-SEAL is preferred over 
AF ordinary types of indexes. You'll prefer them too, be- 


cause the profit is greater and they are easy to sell. 








What is CELL-U-SEAL? 


CELL-U-SEAL is an exclusive method developed by #2 
for treating the upper portion of printed guides to give 
them strength and toughness; The process causes pen- 
etration of cellulose right into the stock, sealing top and 
end edges as well. CELL-U-SEAL provides a glass-like ap- 


pearante, but is pliable and will not chip or peel off. 
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Your stock will go up with your customers and so will your profit when 
you show them the advantages of Cell-U-Seal. Very few go back to plain 
indexes once this modern type goes into their files. Cell-U-Seal indexes 





are clean and crisp and cost so very little more than ordinary kinds. Y. 
ne 
On your next order for stock specify Cell-U-Seal 
It 
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© O the NEW Remington Rand 


TOP light 


electric adding machine 














++. with cushioned power and streamlined action! 


Yes... now “Top Flight” dealers are offering the exciting 


new Remington Rand “Top Flight” electric adding machine. 


[ts built-in steel cushions reduce harsh machine noise to a 
low murmur. Its longer, streamlined motor bars, modernized 
keyboard design and 10-key feather-touch control bring new 


speed and ease of operation. 


With every feature key electrified, accurate figure results 
flow with new swiftness. Ask for further “dealer-details” 
about this latest addition to Remington Rand’s famous “Top 


Flight” family of adding machines. 
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point that though their sales had gone up, profits had 
gone down. In commenting further on this condition, 
which President Rossuck stated was becoming more 
general, he called for co-operation between his fellow 
competitor-members in maintaining a fair mark-up 
on all products handled. With a reminder that the 
District No. 6 meeting of the National Stationers Asso- 
ciation is scheduled to be held in Chicago, April 19 
and 20, President Rossuck urged everyone to have his 
business firm affiliate individually with NSA and sup- 
port its April meeting here. 
eS: 2k: > 


FOUNTAIN PEN, PENCIL MANUFACTURERS MEET 


The Fountain Pen & Mechanical Pencil Manufac- 
turers Association held its semi-annual meeting at the 
Hotel Pennsylvania, New York, N. Y., on January 22 
with A. H. Berwald, Eagle Pencil Company, chairman 
of the executive commiteee, presiding. 

Norman L. Pearce, Eberhard Faber Pencil Company, 
president of the association, gave the welcoming ad- 
dress in which he said, in part: 

“Certain downward pressures are existent and should 
be recognized. The demand for most goods is much 
less urgent today than it was in 1947, and new orders 
are lagging in some industries. Then, again, produc- 
tion in some industries is in short supply. Backlogs 
in some industries have all but disappeared, and in 
many others are far below last year’s levels. Inven- 
tories are relatively high, having risen faster than 
some prices, so a drop in volume could hit hard. If 
consumers and business buyers change their belief 
that prices will generally rise, postponement of 
planned purchases could follow. 

“But it should be realized that there is another side 
to the picture, and other forces may sustain inflation— 
such as foreign demand, Government spending, pos- 
sible wage increases and other contributing factors— 
all of which could, and probably would, discourage 
somewhat the deflationary spiral. 

. . Competition for the consumer dollar will be 
more evident in 1948, and will call for real promo- 
tion and selling effort.” 

James V. Carmichael, president of Scripto, Inc., 
Atlanta, Ga., gave a short talk on the subject, “What 
1948 Holds for Us.”’ Said Mr. Carmichael, “Our indus- 
try is most fortunate, with no prejudices to overcome, 
and the big job is to get more people to use our prod- 
uct.” 

S. M. Berman, department manager for R. H. Macy 
& Company, New York, N. Y., discussed the selling 
of the industry products from the large department 
store angle, and Howard Klein, president of Burrows 
Brothers Company, Cleveland, Ohio, spoke of adverse 
criticism from the sales and consumer viewpoints on 
excessive guarantees. E. L. Newcomb, executive vice- 
president of the National Wholesale Druggists Asso- 
ciation, talked of fair trading as it relates to the whole- 
saler and retailer, and M. E. Springer, department of 


stationery, American News Company, spoke of dis) 
tribution from the wholesaler angle. H. L. Moody, 
industry consultant, reported on the associationy 
activities. 

Pk ae te es 
NEW YORK STATIONERS 12:30 CLUB MEETS 


The regular monthly meetinig of the Station : 
12:30 Club of New York was held on Monday eveni 
February 16, at the Advertising Club, New York, N. ¥ 


President Jerome J. Savage, Carter’s Ink Company) 
announced that Otis Prior, eastern representative gf 
Mutual Stationers Supply Corporation, New York’ 
N. Y., who had been taken seriously ill while on a trip 


to Massachusetts, is well on the road to recovery. He 


has returned to New York and is now in his home a 
80 Parkway Road, Bronxville, Westchester County 
N. Y. He also informed his listeners that Marty Siege 
Lincoln Office Supply Corporation, New York, N. Y, 
who recently underwent an operation, is fully re. 
covered and back at work; also Louis H. Tavernier 
Consolidated Stamp Manufacturing Company, is wel 
on the road to recovery after his recent illness. 

Treasurer Dwight N. Briggs, Sun Rubber Company 
reminded members that 1948 dues for membership ip 
the Associated Hospital Service (Blue Cross Plan) ar 
payable on or before February 20 and asked member 
to send in their checks at once. 

Fred Steinhilber, Geyers Publications, urged al 
members who plan to attend the dinner in honor of 
Sam Libien, Libien Press, Inc., New York, N. Y., gov- 
ernor, National Stationers Association, District No. 1} 
to send in their reservations at once if they have not 
already done so. 

Governor Libien informed his audience that are- 
rangements are well under way for a splendid program 
to be presented at the NSA regional convention to b 
held on March 22 and 23 at the Hotel Pennsylvania, Ney 
York, N. Y. He urged that all members induce as many 
new members to join the NSA as they possibly can in 
order that the handsome cup they were awarded for 
the greatest number of new members last year maj 
remain in New York. 

President Savage presented a handsomely engraved 
certificate of life membership to Louis F. Caracci, The 
Nor-Wood Company, Inc., New York, N. Y., in recog- 
nition and appreciation for his past services. Mr. 
Caracci has the distinction of being the possessor of 
the first and only life membership certificate issued 
by the club. In accepting the token of esteem of his 
fellow club members, Mr. Caracci expressed his thanks 
and declared he would treasure it for years to come 
Suitably framed, it now occupies a prominent place 
on the wall of his office for all to see. 

Harry Lefkowitz, Guide System and Supply Com- 
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pany, proposed that a membership button be designed. 


to be worn by members in their coat lapel. Discussion 
on this subject was deferred to a future meeting. 





EATON SALES SESSION—Representa- 
tives of Eaton Paper Corp., Pittsfield. 
Mass., meet at the Hotel Biltmore, New 
York City, for a sales meeting at which 
time the spring offerings of paper were 
shown to the representatives and sales, 
advertising and promotional plans for 
the first half of 1948 were announced. 
The picture includes most of the sales 
representatives with the exception of 
those from the West Coast. 
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Impressive “Front Office” authority and conviction immediately are con- 
veyed by typing with Columbia SILK GAUZE silk Typewriter Ribbons. 


For pre-eminent beauty and clarity of type impression, no 
other ribbon fabric can equal this thin, super-strong silk and 
its scientifically controlled Columbia quality inking, a com- 
bination which gives extra long ribbon life along with mag- 


nificent writing. 














Silk Gauze Ribbons are widely demanded by discriminating 
executives and secretaries who take a pride in their typing. 
¢ 


































WRITE US FOR SAMPLE OF SILK GAUZE TYPING 
SPECIMEN, AND PRICES WHICH WILL SHOW YOU 
OUTSTANDING RIBBON PROFITS 


RIBBON & CARBON 


MANUFACTURING CO., INC. 
Main Office & Factory: Glen Cove, L.1., N. Y. 
New York Sales & Export: 58-64 West 40th St., 
Midwest Sales: Kansas City, Mo., Dwight Bldg. 
Chicago * Detroit « Milwaukee * Minneapolis 
Nashville Philadelphia ¢ Pittsburgh ¢ Portland, 
Oregon Cincinnati (Harris-Moers Co.) ¢ Atlanta 
Also: London, England ¢ Sydney, Australia. 








SCHOOL CHIEF ADDRESSES EXECUTIVES 


“Business Organizations and the Public Schools’ 
was the subject of a talk by Dr. William Jansen, super- 
intendent of schools of the City of New York, at the 
January 21 dinner meeting of the Office Executives 
Association of New York at the Belmont Plaza Hotel. 

To assist educational institutions, Dr. Jansen sug- 
gested business organizations “can inform us of trends 
in business procedures. Visit our schools and follow 
up the performance of both teacher and student. The 
aid of business groups and business organizations 
would be helpful in developing a testing program to 
measure the skills, personality traits and aptitudes 
that they themselves require of their employees.” 

Dr. Jansen further suggested the establishment of 
“a vigorous effective alliance between the schools and 
business which will bring about a sound and intelligent 
business understanding. The schools will then be able 
to turn out not merely file clerks, typists, machine 
operators, stenographers and bookkeepers, but well- 
rounded workers trained to assume full responsibility 
in the great adventure of modern business.” 

In closing, Dr. Jansen appealed to all industry for 
the greater support of education. “The position of our 
nation in the world today is not merely the result of 
our wealth of natural resources. Other nations have 
vast mineral resources, forest, water power, fertile 
plains and grazing lands. Our nation’s greatness is 
also due to the adaptability and ingenuity of our peo- 
ple. We like to believe that public education has played 
a part in this development of our people. If this be 
true, then our American business and industry should 
be solidly behind us in our efforts to build a better and 


stronger school system.” 
————- 9 o 


BOSTON STATIONERS HOLD DINNER DANCE 

More than 300 members, guests and ladies were at 
hand for the sixtieth annual dinner dance of the Bos- 
ton Stationers Association, held in the main ballroom 
of the Hotel Statler at Boston. A reception hour in 
the ballroom foyer was an important adjunct to soci- 
ability prior to the dinner itself. There, the diners 
had opportunity to dust off the old ones, swap experi- 
ences and meet the charming ladies. 

Served in Statler style, the dinner was a grand suc- 
cess. Between courses, the orchestra kept things alive 
with its popular dance numbers. 

James P. Inman, Carter’s Ink Company, Cambridge, 
Mass., as president of the New England Travelers Club, 





OFFICERS OF BOSTON STATIONERS ASSOCIATION AT- 

TENDING DINNER DANCE—Left to right: Osman F. C. Giddy, 

Eberhard Faber Pencil Co., vice-president; Walter E. Trites. 

L. E. Muran Co., Boston, retiring president: Elwin P. Johnson. 
Jas. T. Towhill Co., Boston, acting president. 


introduced the president of the Boston Stationers 
Association, Walter E. Trites, L. E. Muran Company, 
Boston, Mass. President Trites was brief but cordial in 
his welcome to the assemblage. Particularly did he 
compliment Phil H. Bird, M. T. Bird & Company, Bos- 
ton, Mass.; E. P. Johnson, James T. Towhill Company, 
Boston, Mass.; and Ray E. Fletcher, National Blank 


a 


Book Company, Holyoke, Mass., for their untiring @& 
forts for this successful evening. He closed with? 
statement of appreciation for the fine support of t) 
association 





GIFTS FOR GUESTS—American Airline stewardesses wy 
trays of souvenirs presented to guests at the Boston Sie 
tioners Association dinner dance. 


Stan MecGar, John F. Molloy Company, Meride 
Conn., Governor of District No. 1, National Stationg 
Association, announced the forthcoming regional cop 
vention to be held at the Hotel Somerset, March } 
and 16. To the ladies he extended a special invitatig 
to the dinner on March 16. 

James P. Inman was persuaded to sing an oldtim 
favorite as he had done years ago at a similar meetin 
His rendition was enthusastically received. 

A souvenior was presented to every one present } 
a group of American Airlines hostesses. They also k¢ | 
the guests supplied with Philip Morris cigarettes. ] 
both cases, these were with compliments of the map 
ufacturers. 

Several good vaudeville acts kept the diners in th 
best of humor for an hour and then the rest of th 
evening was given over to dancing. 

So came to a cloSe the sixtieth annual dinner dan 
of the Boston Stationers Association, setting a reco 
for continuity seldom matched in this industry. 


itn as oye 

ST. LOUIS OFFICE MACHINE DEALERS ELECT 

New officers for 1948 were recently elected by th 
Greater St. Louis Office Machine Dealers Associatie 
with headquarters at 308 N. 6th St., St. Louis, Mo. 

The association has elected Arthur Benassi of th 
St. Louis Typewriter Company, president; Herbé 
DeMars, Illinois Typewriter and Cash Register Com 
pany, vice-president; Mrs. Isabelle Detchmendy, Carl 
ton Business Service, 308 N. 6th St., as secretary, al 
Roy Stephens, Imperial Rebuilding Company, as trea! 
urer. The group will continue monthly meetings, a 
cording to Mrs. Detchmendy, and will be active } 
helping office managers and businessmen solve curret 
office production problems.—RAL 


seesaw epee 
N. Y. OFFICE MACHINE DEALERS MEET 
More than 75 members and guests attended the ret 
ular monthly meeting of the Office Machine Deale 
Association of New York, Inc., held on Tuesday ev 
ning, February 10, in Conference Room No. 2, the 
new meeting place at the Hotel Pennsylvania. 
President John A. La Hiff, J. E. Albright & Compam 
New York, N. Y., extended a hearty welcome and intr 
duced the following guests: Leon Weinraub, Le 
Typewriter and Adding Machine Company, Washint 
ton, D. C., president of the Washington Typewrit 
and Office Machine Dealers Association; Ben R. Wi 
lens, Peck’s Typewriter Exchange, New York, N. Y 
and Gaylord Morse and Sig Rest, both of the Speed-0 
Print Corporation. President La Hiff announced thi 


(Turn to page 126 please) 
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of th OUR secretary sits in a chair nearly 2,000 
r dane hours a year. Isn’t it good sense and good 
recor business to make sure that her chair is comfortable, 
to reduce fatigue and improve her productivity? 
pee Look at this Goodform Aluminum Chair No. 
ciatia 2123. Five adjustments permit it to be fitted to any 


individual, and thus provide good seated posture 
and practical working comfort. It is specifically 
designed for use by secretaries, stenographers, typ- 
ists and machine operators. 


Chair shown is Goodform No, 2123 






Goodform Aluminum Chairs have welded joints, 
They will not split, splinter, or develop rough 


uUrrel G OO D F O RM | ee odges to — essage and — Foam rubber 


cushioning over a shaped seat and back bring a 


J Adjustable new sense of seated comfort. The sparkling anodic 


1¢ finish of natural aluminum retains its new appear- 
Jealet on ; “ 
saaiagtc ins CHAIRS ance throughout the years. There is no paint to 

y eve £ J Pp 

, the =<Gas~ scratch, mar or chip. 

npall i No. 2123 is the finest stenographic chair on the 

intr A product of THE GENERAL ae: market. It will last a business lifetime. It is an invest- 
Leo ‘ . A 

shins FIREPROOFING COMPANY ment in good office seating. Greater working com 

write fort with Goodform means improved productivity, 
Wi 425 East Dennick Ave. 

N.Y YOUNGSTOWN 1, OHIO 

ed-0 

1 the 


GOODFORM ALUMINUM CHAIRS « METAL DESKS « METAL FILING CABINETS « STEEL SHELVING « STEEL STORAGE CABINETS 
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MASTER-CRAFT wants the dealer to make the sales and 
earn the profits. Our foremost aim is to give the dealer 
the line he needs to get business, and to support him in 


selling that line. 


Best of all, the MASTER-CRAFT Dealer has today’s 
broadest and best loose-leaf line—a double line including 


i] staple products plus profitable, fast-selling specialties. 


The MASTER-CRAFT line includes efficient post and 





thong binders; “Sight-Saver” stock forms, distinctive ring 


and catalog binders; speedy visible record equipment; 


modern mechanized accounting, ando, tailor-made forms; MA | » | RA a 
“Kopi-Spot” checks; binders and indexes. All are modern 


and attractive in appearance. MASTER-CRAFT Corporation, Kalamazoo, Mich.) [4 
Division of The Shaw-Walker Co. 


CRE AIS RIES 


Inquire today about the MASTER-CRAFT Franchise. 


Facte 
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y “Built Like a 
h Skyscraper” 


| SHAW-WALKER 


lich, Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 








_ Factories and Home Office, Muskegon, Michigan 
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The EXCLUSIVE SHAW-WALKER DEALER 
offers his customers 8,000 items matched in appearance 
and matched for results. All bear the symbol of quality 
— "Built Like a Skyscraper’ — the best-known trade- 
mark in the office equipment industry. 

The exclusive Shaw-Walker Dealer leads the field 
with products available from no other source, exclusive 
items that buyers want. 

The Shaw-Walker 436-page OFFICE GUIDE is rec- 
ognized by dealers as the greatest ‘junior salesman” 
the biggest single source of both new and repeat orders, 
in this business. 

Nowhere else can any dealer get all seven profit- 
making features. 

Until we can render prewar service we will con- 
tinue giving our entire production to the established 
Shaw-Walker exclusive dealers. — The Shaw-Walker 
8,000-item franchise is the trade’s most valuable. I?’s 
worth waiting for. 


Prorirt Evements or Exctusive SAW FRANCHISE 


® Best Known Trade-Mark 


® Simplified Selling Plan 


® A Single Source of Supply ® Exclusive Merchandise 
® 8,000 Items ® A Flow of Sales Helps © The New Low Desk 
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H. B. VAN DORN BECOMES VICE-PRESIDENT 

Horace B. Van Dorn has been appointed vice-presi- 
dent in charge of marketing, pencil department prod- 
ucts, of the Joseph Dixon-Crucible Company, Jersey 


ry 


HORACE B. VAN DORN 
City, N. J., it was announced at a meeting of the board 
of directors. 
This appointment became effective January 26. 
E. M. Cabaniss, former vice-president and director 
of the company, was appointed executive vice-presi- 


MODERN OFFICE — The newly-remod- 
elled offices of John Reid Topping, vice- 
president of Visible Index Corp., New 
York, N. Y., feature modern designing. 
Wall panels, desk, fireplace and cabi- 
nets are of bleached walnut and color 
accents are carried out in furniture of 
emerald green and white leather, gray 
rug and drapes of chartreuse and gray. 
The custom-made desk is of unusual 
quarter-circle design. Cabinets with 
hideway features include a bar with 
refrigeration, safe, heating and air con- 
ditioning unit, and a radio. 





dent and F. G. Atkinson was elected a director and 
vice-president in charge of manufacture. 

This promotion comes to Mr. Van Dorn as another 
tribute to his veteran leadership in the company. With 
Dixon Company for 40 years, Mr. Van Dorn was for- 
merly sales manager and prior to that he was a special 
representative for the company. 

Long identified with the National Stationers Asso- 
ciation, Mr. Van Dorn has been intrusted with many 
positions utilizing his experience in the industry and 
his broad acquaintanceship with manufacturers. 


emanate 

PARKER PLANS BIG ADVERTISING PROGRAM 

The most ambitious newspaper and magazine adver- 
tising program in its history is scheduled for 1948 by 
the Parker Pen Company. The campaign will involve 
an expenditure for advertising space, alone, of more 
than $2,000,000, according to David G. Watrous, adver- 
tising manager. 

The “Parker 51” Pen advertisements will closely fol- 
low the 1947 format of showing the pen in the hands 
of famous people. 

Colorful ads for Superchrome, Parker’s instant-dry- 
ing, highly brilliant permanent ink, also will include a 
heavy magazine schedule. 

J. Walter Thompson Company, Chicago, handles the 
account. 
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NUTONE STYLE COM-38 ... Choice of lustrous wal- 
nut-bronze or office grey finish. Nine-inch, easy-to- 
read, self-starting electric clock (Telechron movement) 
and chime signal—in one! Single note for one or 
more calls, double note for additional calls. Push- 
button block is “pre-wired” and has UL approved 
“plug-in” transformer for quick, easy installation. 
Clock and chime, transformer, and push-button block, 
list, $19.50 plus $1.00 Fed. Tax. 


Many of your customers are fed up with “Business Bed- 
lam’’—the distracting din of bells and buzzers. Here’s a 
wide-open market for NUTONE Office Chimes—those 
smart-looking, moderately priced, easy-to-install electric 
signal systems. They connect executive with secretary or 


general office—also signal executive's office. 


They're styled in the good taste that has put NUTONE 
Door Chimes into more than 5,000,000 American homes. 
They're so reasonable that even the man with the smallest 
office is your prospect. 

They're “‘package”’ items that the buyer quickly installs 
without involving you. For full details on the profit pos- 
sibilities of NUTONE Office Chimes, fill in and mail the 
coupon. 


NUTONE, INC., Dept. 0-38 
Merchandise Mart, Chicago 54, Ill. 


Send me full details on the profit possibilities of 
NUTONE Office Chimes. 


Name 
Firm 
Address 


City 


























EASTMAN’S OCCUPIES NEW QUARTERS 


Eastman’s, Inc., selling office supplies, stationery and 
office equipment, has new quarters at Yankton, 8S. 
Dak., recently opened in the new Christopherson 
building. Eastman’s occupies half of the first floor of 
the building located at 312 Douglas St., only a little 
way off Third St., which is the town’s main business 
thoroughfare. 

The store has a frontage of 22 feet and is 65 feet 
deep, with a 12 x 40-foot stock room at the rear. It is 
modern in design with the entire store a “show win- 
dow” through the construction of a recessed front set 
back about four feet from the sidewalk line. This 
front is all glass for the full width and height. 

Fluorescent lighting is employed in ceiling fixtures 
and incandescent floodlamps are set in the display 
niches. 

Proprietor Designed Fixtures 


All of the fixtures such as the wall cabinets, with 
the exception of the glass display cases and greeting 
card racks, were designed and built by J. M. Eastman, 
with whom woodworking has been a life-long hobby. 
The wall cabinets have large reserve-stock storage 
space underneath, concealed by sliding-panel doors. 
The lower portion projects beyond the depth of the 
shelves, forming a ledge or counter upon which boxed 
merchandise may be opened for inspection or demon- 
stration. Two large island counters also have under- 
neath storage and two-tiered display stands provide 
for school supplies and desk accessories. A special 
wrapping counter has roll-paper cutters, bags, sales- 
book supplies and wrapped cord underneath, only the 
gummed-tape dispensers being on top to reduce the 
wrapping area. 





A specialty at Eastman’s is the monogramming de- 
partment, occupying a rear corner opposite the open 
office area. This has a quarter-circular “bar” behind 
which the operators sit, and in front of which are 
tubular chrome and leather chairs used by the custo- 
mers while examining sample books of hot-stamped 
items or genuine engraved wedding and social sta- 
tionery. 

The color scheme of the new store began with a deep 
cherry red trowel-worked into the smooth concrete 
floor while the mix was still wet. The plastered walls 
are a pale green, while the fixtures are a sand beige 
on the exterior surfaces and canary yellow on the 
shelving and interiors which form a background for 
the shelf merchandise. The red of the floor was re- 
peated in the upholstery of the chairs at the mono- 
gramming bar and customer’s writing table, the bar 
top itself and the cut-out plywood letters denoting 
departments. 

Firm Organized in 1946 


The firm has been doing business under the name of 
Eastman’s, Inc., since September 1, 1946, when it suc- 
ceeded the old Hughes-Sargent Press in which J. M. 
Eastman had purchased a half interest three years 
previously and had managed since that time. The 
steady growth of business made larger quarters nec- 
essary. 

Personnel in the store includes Mr. Eastman; Mrs. 
Eastman, who has charge of the monogramming, 
party goods and social stationery departments; and 
Helen Bates, clerk. During part of last year, R. W. 
Spicer, who purchased some stock in the business, 
served as traveling representative. He, however, re- 
signed last October because of ill health. It is planned 
to add one or more outside salesmen. 





OPENING DAY VIEWS AT EASTMAN’S, INC., YANKTON, S. DAK. 


Upper left: general view of the store as seen by customers 
from front entrance. Upper right: partial view of office supply 
department where typing supplies are grouped in one sec- 
tion, bound books, loose leaf and systems in another. Lighted 
niches are devoted to special displays of systems and dratft- 


80 


ing supplies. Lower left: the party goods and social station- 
ery department also has a lighted niche for the promotion of 
seasonal items and new merchandise. Lower right: new 
furniture in the office of J. M. Eastman (pictured), president 
and manager, fills dual role of display and utility. 
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: “ MAKES SALES BECAUSE IT 






DIRECT Name System 


: = Your prospects see that the 
== = shia — "Y and E” Direct Name System 
makes filing simple, fast and eco- 
nomical—and that makes sales 


for you. For 40 years the Direct 





Name System has been the one 
that couldn't be improved. It is 
well known—accepted. We are 
featuring it in our advertising. 
Feature “Y and E” Direct Name 
System in your store to make 


extra sales. 


WRITE TODAY FOR A SUPPLY OF 
DIRECT NAME FOLDER NO. 3922R 


i, You open the drawer. Your eyes seek the center @; You find the folder you are seeking 
and there, a row of alphabetic guides stare up at under the name you have in mind. 
you. You can instantly locate the desired subdivision. It is natural, simple and effortless. 


‘3. Miscellaneous folders Individual name and miscellaneous folders are also 
contain small accounts. numbered to permit returning folders to the file by 
number. This is also a check against misfiling. Fur- 
nished in sets of 25 to 10,000 or more subdivisions. 
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FIRST SITE—The Jayhawk Press 
building for a weekly newspaper 
was the first site of the business 
which became the Hutch-Line, Inc. 























HUTCH-LINE, INC., BEGINS SEVENTY-SIXTH YEAR 

A veteran retail firm in the industry is Hutch-Line, 
Inc., Hutchinson, Kans., until 1944 known as Hutch- 
inson Office Supply & Printing Company. 

The organization recently observed its seventy-fifth 
anniversary and is now beginning year No. 76 of its 
service to the trade in office supplies and equipment, 
lithographing and printing. 

Origin of the company was in the old Jayhawk Press, 
Hutchinson weekly newspaper. Until about 1900 when 
George Hausam came to the city as a stranded road 
show fiddle player, in the words of President Lee B. 
Hausam, the Jayhawk Press did only commercial job 
printing. The senior Hausam took a job as a printer’s 
devil and soon argued the newspaper boss into stock- 
ing a few bottles of ink and a few dozen pencils. The 
stationery end of the business continued to grow rapid- 
ly and the firm name was changed to Hutchinson 
Office Supply & Printing Company. Eventually, the 
office supply and commercial printing department 
moved into separate quarters. 

About 1915 or 1916 George Hausam acquired owner- 
ship of the stationery and printing business while the 
newspaper was under the ownership of W. Y. Morgan. 
In the 1920’s, Hutchinson Office Supply & Printing 














LEE B. HAUSAM 


Company purchased the present location at 408 N. 
Main St., where 15,000 square feet of floor space is 
shared equally with the office supply and printing 
department. 

In 1938, Lee B. Hausam was elected president upon 
the death of his father, George Hausam, and V. E. 
Keller, superintendent of the printing plant, was 
named vice-president. 

Shortening of the name to Hutch-Line, Inc., came 
in 1944 for the convenience of the firm’s customers 
throughout Kansas. 

The complete stationery, office equipment and greet- 
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ing card division is designated as Department A; print- 
ing, ruling, bookbinding and lithography as Depart- 
ment B. The machine department holds exclusive 
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OFFicg SUPPLigs ; 


“=, 
PRESENT HUTCH-LINE INSIGNIA AND BUILDING 


distributorship for L. C. Smith-Corona typewriters, 
Allen-Wales adding machines, Niagara and Wolber 
duplicators, and Fridén calculators. 
RE GEE 
DALLAS FIRM CHANGES OWNERSHIP 

The Cathey Office Furniture Company, 308 N. Akard 
St., Dallas, Tex., was recently sold by S. N. Cathey to 
C. G. Ferrell of Dallas and Dave N. Reed of Galveston, 
Tex. The new firm has been incorporated under the 
name of Cathey Office Furniture & Supplies, Inc., 
with Mr. Ferrell as president, Mr. Reed as vice-presi- 
dent and Frank L. Bush as secretary. 

Mr. Ferrell was in charge of Office Accessories, Inc., 
of Dallas and Mr. Reed was formerly assistant man- 
ager of American Printing Company, Galveston. 

Complete lines of office supplies and stationery, and 
furniture service and repair will be added. 

1948 


OFFICE APPLIANCES, March, 








TE SERRE RRS oe 


5B aE 









: VARIN: Chairs 


in Litetone 


SS 
er 
2SS 





and appearance, Security gives you 







ES" Chairs in Litetone . . . covered in a wide choice of 
frllless fathbe or leatherette or in beautiful combinations. 


There are these pieces and many others to round out the per- 
fect ‘ollie’ | + @ Security CrestTuine installation. 













You can receive all the facts by writing for a Crestiine Chair folder. 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL. NEW JERSEY 
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ROYAL METAL EXPANDS TO WEST COAST 

Irving Grombacher, president of Royal Metal Manu- 
facturing Company, Chicago, recently announced that 
he has successfully negotiated the purchase of the 
business and facilities of the Hudson Beauty Shop 
Equipment Corporation, Los Angeles, Calif. 

It is explained that this move not only means better 
and quicker service close to home for Pacific and 
Rocky Mountain dealers, but also expedites shipments 
from the main Michigan City, Ind., plant. The new 
Los Angeles branch, with complete upholstery and 
assembly facilities, will very shortly be producing the 
entire Royalchrome line. Meanwhile, the old Hudson 
Corporation will continue to manufacture its entire 
line and merchandise it under the name Hudson 
Beauty Furniture Company. It is planned to have 
Hudson dealers continue to handle the Hudson line in 
the same manner as before. 

Royal dealers will distribute Royalchrome. Both 
lines, however, will be handled tr-ough the regular 
Royal Metal sales organization. All personnel of the 
old Hudson organization are being retained in similar 
capacities with the new firm. 


DACO INDEX MOVES TO LARGER QUARTERS 

Continuing an expansion program, Daco Card & 
Index Company, manufacturers of filing supplies, 
forms and guides, recently moved from 9 Federal Ct. 
to 301 Congress St., Boston, Mass., in the heart of 
the paper supply district. 

According to Edward S: Churnick, president of Daco, 
“the firm will be able to double its production capacity” 
in the new quarters. “We have increased our facilities, 
added additional employees, installed new equipment 
and a streamlined system to expedite the handling 
and delivery of orders,” he said. 

Daco has also announced that a separate depart- 
ment has been set up to handle the production and 
delivery of special forms and card requirements. 


HART NAMED NEW ROYAL FACTORY MANAGER 
Maxwell V. Miller, president of Royal Typewriter 


Pepe ar 


Company, recently announced that General Factory — 


Superintendent Henry J. Hart has been named factory 
manager to succeed C. B. Cook, Royal’s vice-president 
and factory manager and recipient of the 1947 Hart- 
ford Citizens Award. Mr. Cook has voiced his decision 
to retire. Mr. Hart will take up his new duties on 
March 1. 

Long recognized as one of the country’s foremost 
typewriter engineers, Mr. Hart, who marked his thir- 
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HENRY J. HART 


tieth anniversary with the company last fall, began 
his career at the Hartford plant as a tool designer 
in August, 1917. 

In May, 1924, he was promoted to chief assembly 
inspector and in July, 1929, was elevated to super- 
visor of all product engineering at the Royal factory. 
At the beginning of 1943, he was named assistant 
superintendent. Mr. Hart’s keen inventive mind 
brought him still higher recognition when in October, 
1945, he was selected as general superintendent. His 
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TIME 
This is the way the J. K. Gill Co., S. W. 5th Ave., at 
Stark, Portland, Ore., started an intensive campaign 
to sell office furniture and equipment at the start of 
the new year. One of the store windows was de- 
voted to the contrast between office furniture used in 
the period around 1867, when J. K.-Gill first started in 
business, with all of the newest items available in 
1948. Special emphasis was placed on the fact that 
Gill’s have been supplying office equipment for 81 
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MARCHES ON IN J. K. GILL CO. WINDOW AT PORTLAND 


FULL G We 2 
Bi years of serving 
Pevple Portion 
F-48676 194g 





years. With the help of the Oregon Historical Society, 
who furnished all of the old equipment, the window 
created considerable comment and was held directly 
responsible for greatly increasing the traffic in the 
commercial stationery and office furniture depart- 
ments. Particular items of interest were the old writ- 
ing instruments, sand blotters, inkwells and seal 
stamps. Remington Rand, Inc., furnished the latest in 
machines to contrast with the old Remington. 
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Ory. 
tant , , ' 
1ind The modern office calls for new styling and furniture with a New Look 
a that keeps pace with today’s mode of living. DIXIE CHROME PRO- 
1S ° 
DUCTS fill this demand for Comfort, Good Looks and Durability. 
Featuring heavy seasoned oak framework and heavy mechanical steel 
tubing “Udylite” chrome plated, Dixie Chrome Products are, truly built 
for years of service. Heavy duty DURAN or DUPONT plastic coverings 
are available in a wide color range to blend with or complement any 
decorative scheme. 
DIXIE CHROME PRODUCTS offers a complete line to furnish any 
office, large or small, with perfect taste and surprising economy. 
DIXIE CHROME PRODUCTS & Pm gp 
| the finest in quality 
2815-17 Main Street Dallas, Texas and workmanship. 
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latest appointment carries him to the very top posi- 
tion in Royal’s production organization. 

Mr. Cook, the retiring factory manager, represented 
a tremendous force in the precision development of 
Royal typewriters almost from the inception of the 
company and because of his many civic and charitable 
activities, he has been for many years one of Hart- 
ford’s leading citizens. 

Mr. Cook will continue to serve Royal as a director. 
= -____— 
CORRY-JAMESTOWN TO BUILD NEW PLANT 

A new million dollar plant for the Corry-Jamestown 
Manufacturing Corporation, producer of metal office 
furniture and equipment, is to be built this year. 

The company has just purchased a 250-acre site for 
the new plant, located along U. S. Route 6 and the 
Erie Railroad, at the eastern limits of Corry, where 
a modern concrete and brick structure will be erected. 

David A. Hillstrom, president of the company, which 
has grown rapidly during the past few years, said 
architects are now at work on plans for the new 
structure. 

The plant will contain the latest equipment for mak- 
ing the company’s line of steel filing cabinets, desks 
and other furniture, in order to help supply the de- 
mand for this type of equipment.. 

At the present time the company employs about 
450 persons in Corry and it is said that when the new 
plant is in full operation at ieast 1,U0U will be on the 
payroll.—GET. 

=? 
NEW FIRM ORGANIZED AT DALLAS, TEX. 

The Dorcey-Reno Company of Dallas, Tex., dealing 
in office furniture and supplies, has been formed at 
1911 Canton St., by T. R. “Ray” Dorcey and Richard 
Reno, who have purchased the office supply division 
of the Rogers Printing Company. It will be operated 
in the same building as the Rogers Company. Both 
Dorcey and Reno are former employees of the Bennett 
Printing Company in Dallas—JHR 

° ote © 
INCORPORATE ENDICOTT, N. Y. FIRM 

New York State Supply House, 3 Duane Ave., Endicott, 
N. Y., office furniture and equipment dealers, has been 
incorporated and is authorized to issue 200 shares of 
stock of no par value. Incorporators are A. Decker, 
Anthony F. Guarnieri and Louis Marconi.—CET. 











MARCHANT ANNOUNCES APPOINTMENTS ; 


Directors of Marchant Calculating Machine Com- ~ 
pany announced the appointment of William B. Tyler, ‘ 
vice-president of California and Hawaiian Sugar Re- 7 
fining Corporation, Ltd., as a director, and the elec-’ 
tion of Wallace W. Knox, a director, to the office of” 
vice-president of the company. Mr. Knox was also 7 
named general counsel. They will fill vacancies created — 
by the death of the late Harrison S. Robinson. i 

Mr. Tyler is well known among business interests : 
on the Pacific Coast for his contribution in the field i 
of industrial relations. He has had charge of indus- 7 
trial relations for California and Hawaiian Sugar Re- = 
fining Corporation for a number of years. 

In addition to serving as a director of Marchant, ~ 
Mr. Knox has also handled an important part of the 


company’s legal business. 
— >. 


PROVEEDOR DE OFICINAS IN NEW HOME 


Proveedor de Oficinas, S.A., an outstanding firm in 
Mexico dealing in office machines and supplies, recent- 
ly held formal inauguration of new and spacious quar- 
ters at Calle Edison No. 11, Mexico, D.F. 

The accompanying picture shows two floors of the 
imposing six-story structure located just in front of 
the National Lottery building off the Paseo de la 
Reforma, providing ready access to transportation to 
all parts of the city. 

The firm, of which Floyd D. Ransom is president, 
operates with approximately 140 employees at the new 
location and a building almost adjoining houses the 
service department where 50 men are employed. So 
complete is the Proveedor de Oficinas layout that the 
firm operates its own restaurant for the employees 
and has its own garage and loading facilities inside 
the building. 

From its former location at Avenida Juarez No. 14 
for nearly a quarter of a century, the firm served its 
customers and represented the suppliers whose prod- 
ucts have contributed so much to Office efficiency in 
the expanding business and industry of the Republic 
of Mexico. 

Mr. and Mrs. Ransom planned to be in Chicago 
March 9 to see their son, Floyd, Jr., who is captain of 
the polo team of Culver Military Academy and who 
will be playing in Chicago at that time. He will grad- 
uate from Culver in June. 









eRe EMO SERPS 


HOME OF PROVEEDOR DE OFICINAS, S.A. AT MEXICO, D.F. 
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Profits to the Dealer— 
Savings to the User 


The ever increasing use of machine posting 
in modern business, presents an excellent op- 
portunity for the sale of equipment used with 
the machine. Proper equipment determines 
the speed and efficiency of the machine. 


SPEEDS POSTING—Over 65% of the machine opera- 
tor’s time is spent in handling records. 

SPEEDS REFERENCE—Provides choice of reference 
positions for convenience and speed in referring to 
records, 

SECURITY—Rediref Trays give security against un- 
authorized removal of records. Sheets are held in vise- 
like grip at bottom edge at the same time permitting 
full reference to records. 

LIKE A BINDER—Rediref Trays combine compres- 
sion and security features of a binder with large 
capacity advantages of a tray. 

SWIVEL FRONT COMPRESSOR— Operating on 
a swivel, the front compressor adjusts itself to the 
wedge shape of the sheet body when “‘stuffed’’ with 
posting media. 

LOCKED FROM VIEW—When tray is closed, sheet 
body is compressed and automatically locked, pre- 
venting unauthorized view of records. 

SCIENTIFICALLY DESIGNED—Rediref Trays are 
the result of thorough study of accounting machine 
methods and their requirements. 


Available for immediate delivery. 
Ask for Circular No. D1218 
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WILSON JONES Co. 


GENERAL SALES OFFICES 


NEW YORK BOSTON CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 137 Federal Street 3300 Franklin Bivd. 816 Locust Street 500 Howard Street 


Main Plants at CHICAGO and ELIZABETH, N. J. 
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Foam Rubber on Back Rest. 
Nu-Kraft Topped with Foam 
Rubber for Seat. 


For over 25 years, Jasper Chair Co. 
has been famous for outstanding val- 
ues in office chairs. Hundreds of deal- 
ers have built their chair departments 
solidly and profitably around our line. 
In pursuance of this policy, we've re- 
cently introduced a new—exclusive 


PATENT 
PENDING 


AN EXCLUSIVE FEATURE 
BACK-REST designed to bring greater 


profits to our dealers as well as greater 
satisfaction and comfort to their cus- 
tomers. Make it your business soon to 
investigate this great comfort feature 
plus a newly styled line of office chairs. 





Let your customers try it... they'll buy it 





JASPER, 


REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. 


od 





Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 
Dallas 5, Texas 


asper Chair7 


INDIANA 


James S. Fowls, (Southern) 
327 Sunset Drive, North 


St. Petersburg, Florida Seattle, Wash, 

W. H. Brown, (Chicago-Midwest) * ‘ Freeman, (Eastern) 

6708 Glenwood Ave., Chicago 26 28° adison Ave., Room 712 
New York 17, N. Y. 


(Phone ROgers Park 3644) 





S. H. MacDonald, (West) 
‘tl Orpheum Bldg. 
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The NEW Bates MunKee Pad 
Pre-War Quality...Post-War Beauty 


Here it is and it was well worth waiting for. It's 


got everything... all models in a beautiful finish; 


Junior MunKee Pad. . . $1.10 

No. 2 MunKee Pad . . . 1.50 p ’ 

No. 2A aacal ak aoe a real rubber base, silent, won't scratch the desk; 
No. 3 MunKee Pad . . . 2.35 ; 

ee een ee a handy spring cover (Model 2A)...even a new 
8 oz. MunKee Ink . . . 2.35 : 

tae. ... #0 handsome package that will stand out on your 
No. 2 & 2A MunkKee Filler .70 

No. 3 MunKee Filler . . .90 shelf or counter like a lighthouse. 


Tell your customers about the economical, re- 
versible MunKee fillers that outwear ordinary 
tin box pads many times. When at last one side 
is worn out through long use, merely slip out 
the filler and reverse it. It's good business to 
sell the best; you save your customer money in 


the long run, and make more yourself. 


The B a t @S Manufacturing Co. 
Orange, N.J. + N.Y. Office, 30 Vesey St. 


BATES NUMBERING MACHINES, STAPLERS, 
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Bates MunXee Ink is now available again in the 
handsome metal 2 oz. spout can. Purple, blue, 
black, red and green. Bates MunKee Ink does not 
evaporate, is odorless, won't 
sweat in hot weather. No acids 
or alcohol to harm rubber 
stamps. Clean, sharp, fadeless 
impressions. 





LIST FINDERS, PERFORATORS, EYELETERS, ETC. 
89 














NAME WESTERN STATES COPY-RITE MANAGER 
Marshall A. Wiley, 200 Davis St., San Francisco 11, 
Calif., was recently appointed western states manager 
for Wolber Duplicator & Supply Company, Chicago, 








MARSHALL A. WILEY 


manufacturers of Copy-Rite liquid duplicators and 
Rite-Copy supplies for spirit type duplicators. 

In announcing this appointment, M. J. Dacy, sales 
manager of Wolber, states that Mr. Wiley is well known 
in the 11 western states, as he has traveled that 
territory for many years. Mr. Wiley has a vast experi- 
ence in the liquid duplicator field as well as highly 
specialized knowledge of supply items in connection 


with liquid machines. 
—_—_—— —e- — 


IDEAL SCHOOL SUPPLY APPOINTS ATWOOD 

The Ideal School Supply Company, 8312-46 Birkhoff 
Ave., Chicago 20, Ill.. manufacturers of the Ingento 
line of trimming boards, recently announced that it 
has secured the services of Harold O. Atwood Asso- 
ciates, 10 Thomas St., New York, N. Y., as its sales 
representative in the states of New York, Massachu- 
setts, Connecticut, Maine, Vermont, New Hampshire 
and Rhode Island. 


TR RE 
INCORPORATE FIRM AT SIKESTOWN, MO. 
Superior Stationery Company, 108 West Center St., 
Sikestown, Mo., has been incorporated with $30,000 
authorized capital stock by David E. Blanton, Polly 
H. Blanton, and H. T. Handwerker, all of Sikestown, 
Mo.—WF 


W. E. KELSEY ADDS SONS TO FIRM 


W. E. Kelsey, who has been conducting his office” 
furnishings and factory equipment business at Hart.’ 
ford, Conn., since 1932 recently added his two sons tg 
the new corporation. The name now is W. E. Kelsey & 
Sons, Inc., with main office at 344 Pearl St., Hartford’ 
Conn. g 

The firm has exclusive selling rights for four coun.” 
ties or more in Connecticut for Standard Furniture? 
Company, Herkimer, N. Y.; B. L. Marble Chair Com.) 
pany, Bedford, Ohio; Harter Corporation, Sturgis’ 
Mich.; Security Steel Equipment Corporation, Avenel’ 
N. J.; and Sight Light Corporation, Deep River, Conn? 

The officers of the corporation are W. E. Kelsey, Sr, 
president; W. E. Kelsey, Jr., vice-president; Ralph L? 
Elkins, treasurer, and Albert H. Kelsey, secretary. 

d ouitene 
MORELAND ADVANCED BY L. E. WATERMAN 


Walter T. Moreland, formerly southwestern repre-/ 
sentative, has been named regional manager of mid- 
western territory, it was recently announced by Charles 




















WALTER T. MORELAND 


S. Kernaghan, sales manager of the L. E. Waterman 
Company. Mr. Moreland’s headquarters will be at 
Chicago. 

Mr. Moreland, who succeeds L. F. Caulfield in the 
Midwest, will continue in charge of the southwestern 
territory of Texas, Louisiana, Oklahoma, Mississippi 
and Tennessee. He first joined the Waterman Com- 
pany on January 1, 1946. 





By chiming, ttipye ane | 


one tall 


window display of A. Pomerantz & Co.., 
Philadelphia. Pa., was designed to 


' 

t 
POMERANTZ WINDOW —This recent | 
carry out “Fight Office Fatigue” theme. : 
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HOW TO GET PROMPT DELIVERY FOR YOUR CUST 


s Office 
| Hart- 
sons to! 
elsey & 


irtford 

oil FURNISH THE STEEL 

rniture 

- Com-! ... if you or your customers can supply us with 

Sturgis 12 to 24 gauge sheet steel, we will buy the 

Onell steel from you and ship pound for pound with: 

ey, Sr. —Lyon standard products—any selection of 

ilph L. items in production at regular published 

ry. prices—see partial list below 

IAN —or 

repre- —your customer’s assemblies, subassemblies 

f mid- or parts, etc., for their product—to their speci- 

sharles fications—in an even wider range of gauges 
—8 to 30. 

ermal 

be al 

in the 

estern 

issippi 

Com- 


METAL PRODUCTS, 
INCORPORATED 


General Offices, 328 Monroe Ave., Aurora, Ill. 
Branches and Dealers in All Principal Cities 




















A PARTIAL LIST OF LYON PRODUCTS 


® Shelving e Kitchen Cabinets ® Filing Cabinets © Storage Cabinets © Conveyors * Tool Stands © Flat Drawer Files 

® Lockers © Display Equipment © Cabinet Benches © Bench Drawers © Shop Boxes © Service Carts © Tool Trays ¢ Tool Boxes 

® Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins © Desks ® Sorting Files 
® Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools ® Ironing Tables 
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LONG BEACH FIRM IN SPLENDID NEW HOME 


Belcher and Schacht, Long “Beach, Calif., perhaps 
the largest firm of the kind in Long Beach, is now in 
its enlarged and completely modernized new business 
home. More than 3,000 square feet of floor space has 
been added to the area previously occupied. The ad- 
dress is 247-49-51 American Ave., taking in two addi- 
tional numbers, a fact which indicates a triple width 
of street frontage. The proprietors are E. E. Belcher 
and V.C. Schacht. Practically everything that is need- 
ed for a modern office can be purchased from this 
company. 

An outstanding feature of the modernized and en- 
larged showrooms is the fact that there are no dis- 
play windows. The entire front is now of glass and the 
interior of these rooms is on display day and night. 
There are no obstacles to vision for one on the out- 
side looking in and the whole atmosphere tends to in- 
vite the sidewalk pedestrian into the store. Fluores- 
cent lighting adds clearness and brilliance to the in- 
terior. 

Displays Are Well Lighted 

Incandescent lighting has been used for effective 


Pptsced on't of various unit displays conspicuously 


placed on the sales and display floor. The colors are 


restful and harmonious. The asphalt tile floor is in 





alia 








NEW HEADQUARTERS OF BELCHER AND SCHACHT COMPANY, LONG BEACH, CALIFORNIA 


Bottom, left: Stationery and office supply department. 
Bottom, right: Typewriter and office machine department. 





Top, left: Tastefully furnished private office of Mr. Schacht. 
Top, right: Large display room for office furniture lines. 
Center: Night view of the firm’s modern store front. 
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maroon, while the walls are done in a soft green and 
the ceiling in egg-shell white. The partition separat- 
ing the offices from the show-room is entirely of glass, 
an arrangement preventing disturbances from sound, 
but not impeding vision. Exterior signs are designed to 
get the eye from any angle, the main sign being in 
script with the thought of giving both simplicity and 
dignity to the front. Glass blocks below the plate glass 
and extending down to the sidewalk level add a fur- 
ther touch of the modern in addition to aiding in nat- 
ural interior illumination. There is no crowding and 
cluttering of merchandise on display, roominess being 
a definite keynote. It should be added that the limited 
portion of the street frontage, where the marquee 
projects out over the entrance, gives space for two 
small display windows used wholly for specialized 
displays. 

The firm of Belcher and Schacht has had a rapid 
growth. It was started as an engineering and sta- 
tionery store back in 1931. In the engineering depart- 
ment it represented Keuffel and Esser of Hoboken, 
N. J. At the present time the firm also represents The 
General Fireproofing Company, manufacturers of steel 
office furniture and aluminum seating equipment; the 
Royal Typemriter Company, as well as Roytype car- 
bons and ribbons; the Barrett Adding Machine Com- | 
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-- THERE’S ONLY ONE... 


OLD TOWN Cactustwwe FRANCHISE 


An Old Town 
Exclusive Franchise Means: 


PRODUCTS: 


A complete line, simplified, grade- 
marked and trade- marked. 


PROFITS: 
Priced right to give you liberal margin 


of profit. Quicker turnover of com- 


pact stock. 


PROTECTION: 


You are the only Old Town dealer in 
your area. All orders go through YOU. 


PROMOTION: 
Hard-hitting dealer helps. Local selling 


aids, consistent advertising. 


e 


Write for FREE copy of OLD TOWN's 
comprehensive, 44 page book on prod- 
ucts, uses, markets, etc. 





One out of every four dollars’ worth of merchandise 
you sell can be on ribbons, carbons and duplicating 
supplies! Give this part of your business the kind of 
build-up it deserves with an Old Town Exclusive Fran- 
chise. This tried and tested plan blueprints every step 
of the way towards a high-profit, repeat business. Head 
and shoulders above anything of its kind ever pre- 
sented, it can be the most valuable asset you own. We 


will be glad to prove it—just write and see. 


RIBBON & CARBON CO., 


Foremost makers of Sperit Carton os én use 
750 Pacific Street * Brooklyn 17, New York, N. Y. 

















pany; Sikes wood and leather chairs; and Herring- 
Hall-Marvin safes. The extent of the service offered 
can be seen in an enumeration of the departments 
maintained. These departments include typewriter 
sales and typewriter repair, office furniture, safes, en- 
gineering and architectural supply, and a complete 
stationery department where both commercial and 
social stationery are handled. 


23 Employed by Firm 


Growth during the last six years has been most out- 
standing, according to the proprietors. This is evi- 
denced by the fact that the recent holiday trade sur- 
passed that of any previous holiday season. The com- 
pany now has 23 employees, including four outside 
salesmen for general merchandise, five inside floor 
salesmen, three shop servicemen, one Roytype sales- 
man for carbons and ribbons, and three Royal type- 
writer salesmen. Mr. Belcher heads up the general 
merchandise departments and Mr. Schacht typewriters 
and furniture. 

Encouraged by the success of the last 17 years Mr. 
Belcher and Mr. Schacht have enlarged their business 
establishment with confidence and look forward to 
continued growth. They believe they now have one of 
the outstanding establishments of the kind in south- 
ern California—JET 


— > 0 ae 
DENNISON EXHIBIT PHOTOS NOW AVAILABLE 


The Dennison Manufacturing Company, Framing- 
ham, Mass., has announced that it now has available 
a supply of photographs and detailed drawings of the 
attractive Dennison counter set up at the NSA con- 
vention in Chicago. 

The most outstanding characteristic of the new 
counter is the over-all compactness. It is circular in 





HILDRETH RETIRES FROM SELLING FIELD 


Walter Hildredth, a long-time member of the North- 
west Travelers Club recently announced his retirement 
from the active selling field after having represented? 
the Kueffel & Esser Company for some 43 years. : 

Mr. Hildreth began his career as a city salesman in 
Chicago for the K. & E. firm in 1905, which post he™ 














WALTER HILDRETH 


4 
held until 1908. He then took over the upper Midwest? 
territory as a traveling representative. He is a brother 
of Joe Hildreth, who died some years ago after a long? 
period of service with the Esterbrook Pen Company. 7 


Retiring, Mr. Hildreth plans to live in Santiago,» 


Calif., where he expects to spend his leisure time fish-7 
ing and playing golf, the latter a sport in which he is” 
quite proficient. 


NEW FIRM IS OPENED UP AT MOLINE, ILL. : 


George C. Davis and Elmer F. Newstrum are part- = 
ners in a new Davis-Newstrum retail office supply” 
store recently opened at 629 Fifteenth St., Moline, Ill. 7 
Both Mr. Davis and Mr. Newstrum were formerly with | 


Carlson Brothers of Moline and Mr. Newstrum has 
continued in the stationery industry for the past six 
years since leaving the Carlson firm. 








eS ae * 
NATIONAL BLANK BOOK APPOINTS THREE m 
Three personnel changes were recently announced of 
by National Blank Book Company, Holyoke, Mass., 
covering appointments across the nation. he 
Howard H. Brigham has been appointed New York hi 
manager of “specials” and a similar appointment in 
Chicago was made for Emery W. Patterson. Walter 
Waldvogel, former Chicago sales representative, has @ 
been named to represent National in southern Cali- 
fornia and Arizona and is now located with his family h: 
at 122 W. Forrest Ave., Arcadia, Calif. } 
DENNISON CIRCULAR COUNTER EXHIBIT Mr. Brigham was sales representative for Bastin ‘ 
Brothers Company, Rochester, N. Y., before joining 
shape and takes up a minimum of space, but, accord- National in June, 1947. Mr. Patterson, formerly asso- 
ing to its designers, it provides maximum display to ciated with American Airlines, joined National last * 
Dennison goods. June also. br 
One of the unique features of the unit is the coun- +9 
ter-top display of Dennison commercial merchandise A.LD. ISSUES “SORTINGS” PUBLICATION 
under glass. This arrangement takes advantage of Associated Industrial Designers, Sort-O-File divi- & 
valuable display space and encourages impulse buying. on Los Angeles, Calif recently published its first 
Other advanced merchandising principles are illus- lesue of “Sortings » launching the news bulletin is fu 
trated by the bin-type counter displays of stationery connection with a new advertising campaign appear- ar 
supplies along with the use of Plexiglass to transform ing in OFFICE APPLIANCES P P : 
the under-the-counter storage area into a colorful : s ; 
cabinet containing crepe paper, cellophane and tissue. It is told in the publication that a campaign for 
The photograph and plans for building the circular foreign business is under way, launched through Larry 
counter will be sent, free of charge, to any stationer Reynolds of Los Angeles, whose representative, Lal 
who wishes to have them. Included with the plans are Chand Mehra, has taken Sort-O-File to Honolulu, 
suggestions as to where and how the counter may be Hawaii, and Calcutta, India. 
used. Requests are to be addressed to the advertising “Sortings” also tells that the company will soon 
department of Dennison. start production of a new snap-on desk rack. 
94 OFFICE APPLIANCES, March, 1948 O1 
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@ Your sales come easier and 
more often when you handle Leopold 

office furniture. Since 1876, Leopold has 
been building superbly designed pieces which knowing 


buyers appreciate. 


@ Quality construction from finest materials and craftsmanship 
has become a tradition that dealers and office furniture 
buyers have learned to expect from all Leopold furniture. 


@ Durability built into every piece has meant that once sold, 


buyers ask again for Leopold quality when needs arise. 


@ Remember Leopold when you plan your office 
furniture program, for easier sales, quicker profit 


and long-lasting customer satisfaction. 





THE EqQ0/d ViMPany 


BURLINGTON, IOWA 
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NOTHING COULD BE FINER 





FINEST CUSTOM QUALITY 


IN LIGHTING PERFORMANCE 
MIDCO EXCELS ALL OTHERS 





Lighting Chart of NEW MIDCO 2-Tube Model 


Study this chart of the highly efficient light out- 
put of MIDCO’s NEW 2-Tube model Desk Lamp. 
Note the even distribution over a wide working 
area and you will better appreciate why MIDCO 
the Perfectlite Portable Desk Lamps merit the 
reputation “NOTHING COULD BE FINER.” 


MIDCO’S EXCLUSIVE DUAL REFLECTOR 
for 2-Tube models 


Diffusing Reflector of 
Low Reflecting Value 






Double Parabolic Reflector 
of High Reflecting Value 





New catalog page and price list on request. 


MIDWEST NATURLITE COMPANY 
228 WEST KINZIE STREET, CHICAGO 10, ILLINOIS 
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Calendar of 
Industry Activities 











: 

March 11-13. District No. 3, NSA, Mayflower Hote 
Washington, D. C. Joseph C. Runnels, Regional Gover. 
nor, Commercial Office Furn. Co., Washington, D. ¢ 

March 15-16. District No. 1, NSA, Somerset Hote 
Boston, Mass., S. F. McGar, Regional Governor, Ct 
J. F. Molloy, Meriden, Conn. 

March 18-19. District No. 2, NSA, Sheraton Hotel 
Rochester, N. Y. Kenneth C. Heinrich, Regional Goy. 
ernor, Heinrich-Siebold Staty. Co., Rochester, N. Y 

March 22-23. District No. 13, NSA, Pennsylvaniy 
Hotel, New York, N. Y. J. S. Libien, Regional Gover. 
nor, Libien Press, Inc., New York, N. Y. 

April 12-13. District No. 5, NSA, Book-Cadillac Hotel’ 
Detroit, Mich. Sid Glueck, Regional Governor, General 
Office Supply Company, Cleveland, Ohio. ; 

April 16-17. District No. 8, NSA, Allis Hotel, Wichita. 
Kans. Ed Shelpman, Regional Governor, Shelpman's 
Springfield, Mo. é 

April 19-20. District No. 6, NSA, Drake Hotel, Chi 
cago, Maynard Westring, Regional Governor, Mid) 
City Stationers, Inc., Rockford, Il. 

April 19-21. National Association of College Stores 
Hotel Pennsylvania, New York, N. Y. Russell Reynolds 
Exec. Secy., 189 W. Madison St., Chicago. 

April 22-23. District No. 7, NSA, Savery Hotel, De 
Moines, Iowa. Arthur G. Kenworthy, Regional Gover. 
nor, Storey-Kenworthy Company, Des Moines, Iowa 

April 29-May 1. District No. 4, NSA, Hotel Soreno 
St. Petersburg, Fla. Zac Smith, Regional Governor, 
Zac Smith Stationery Company, Birmingham, Ala. 

May 6-7. District No. 9, NSA, Robert Driscoll Hotel 
Corpus Christi, Tex. Joe Roddy, Regional Governor, 
Mayton & Roddy Office Supply, Ft. Worth, Tex. 

May 9-11. District No. 10, NSA, Broadmoor Hotel 
Colorado Springs, Colo. Charles Kendrick, Regiona 
Governor, Kendrick-Bellamy Stationery Company, 
Denver, Colo. 

May 13-14. District No. 14, NSA, Los Angeles Bilt- 
more Hotel, Los Angeles, Calif. R. A. Thomas, Regional 
Governor, Grimes-Stassforth Stationery Company, Los 
Angeles, Calif. 

May 17-18. District No. 12, NSA, St. Francis Hotel 
San Francisco, Calif. Thomas O. Taylor, Regional Gov- 
ernor, Schwabacher-Frey Company, San Francisco,” 
Calif. 

May 20-22. District No. 11, NSA, Multnomah Hotel 
Portland, Ore. Harper Jamison, Regional Governor, 
Harper Jamison, Stationer; McMinnville, Ore. 

July 19-21. National Office Machine Dealers Asso- 
ciation Twenty-Third Annual Convention and Trade 
Exhibit, Hotel Pennsylvania, New York, N. Y. Richard 
H. Koch, Executive Secretary, Third National Building, 
Dayton 2, Ohio. 

September 26-30. National Stationers Association 
Forty-second Annual Convention and Twelfth Mer- 
chandise Exhibit, Hotel Stevens, Chicago. Paul E. Bur- 
bank, General Manager, National NSA Headquarters, 
740 Investment Building, Washington, D. C. 

October 25-30. Fortieth National Business Show, 
Grand Central Palace, New York, N. Y. Frank E. Tup- 
per, president, National Business Show Company, Inc, 
30 Vesey St., New York 7, N. Y. 


0 
BURGLARS ENTER MISSISSIPPI FIRM 
The Office Supply Company, Jackson, Miss., was en- 
tered by burglars February 5 and approximately $110 
taken.—EEG 
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“Our 60th Anniversary” 





SYSTEMATIZED EQUIPMENT AND RECORDS FOR BUSINESS 











SELLING DAYS, 


ARE HERE AGAIN!! 


MARKWELL 


OFFERS YOU 
FINE PRODUCTS 
AND 


NEW SALES HELPS 
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FEATHERWEIGHT 
IT STAPLES AND TACKS 


HANDI-CLIP 
IT STAPLES AND PINS 





TACKMASTER 
ONE-HANDED LEVER TACKER 

















Please write for information on our Office 


STAPLERS and STAPLES and Office SPECIALTIES; 
also our effective SALES HELPS 


MARKWELL MFG. CO. 


Dealer Division 


200 HUDSON ST., NEW YORK 13, N. Y. 





, to do a lot more portable business than we are doing 
| and wondering how to accomplish this desire. 


| better than we do if we sold more. 


| market can be reached by getting from the schools the 


| contact is required for closing, although phone calls 


| typewriter when school begins and other heavy ex-/ 


as a sales weapon. Ninety-nine people out of a 100 can f 


TOTAL COVERAGE OF A PORTABLE MARKET 
(Continued from page 50) 
Most of us find ourselves in the position of wanting 


We 
wouldn’t starve if we never sold a portable but we'd eat 


In planning an all-out attack on the portable mar. 
ket, let us first analyze the market, find its points of 
vulnerability, and getthe easiest business first. 


Start With Easiest. Prospects for Portables 


The easiest-portable prospect is the beginning college 
student. Boys and girls going away to college realize 
the convenience of typing their papers and some of 
them are able to earn money typing for others. This 


lists, of students as they graduate, as well as their ad- 
dresses and the names and addresses of their parents, 
This graduating market can be reached by telephone, 
by letter, and in person. Direct mail is useful. Persona] 


and letters will often bring prospects into your store,” 
Here as in most phases of portable selling credit should 
be used most effectively as a sales weapon. Many people 
are not in position to make the full outlay for a 


penses are in prospect, but if payment is spread out? 
over a year or two the desire to own a portable can be-/ 
come almost irresistible. 

The next easiest portable market is that of high 
school students. Here again direct mail, direct calls, 
and telephone promotion can be used effectively. The? 
time to begin is before the student starts to take typ-_ 
ing. Many parents are anxious for their children to” 
learn typing and will actually buy them typewriters to 
coerce them into practicing typing. More often than/ 
not the pride of ownership stimulates such students to” 
learn to type. You can expect a few more kickbacks / 
from credit in this class of business than from the’ 
college student group, since the typewriter is often? 
sold by the dealer before its importance and utility can | 
be fully appreciated, and since the average income of | 


nae 





| this market is likely to be lower than the average in- 


come of the college group. 
Any time during the high-school career is a good | 
buying time for this market. A particularly good time | 
is at graduation. Personal attention to the parents of © 
high school graduates a month or two before gradua- | 
tion is a good idea here. In general, the best time to 7 
begin developing sales is when school starts in Sep-/ 
tember. Make a personal demonstration of the port | 
able to every typing class you can get into and get the’ 
names of all the students who manifest any interest. i 
Don’t take at face value the teacher’s opinion of” 
whether or not the student’s family can afford a port-} 
able. On a budget plan of a dollar or so a week the} 
very poorest family can afford a portable. If the port-/ 
able purchase cuts into father’s saloon money or’ 
mother’s picture show money we have no apologies to | 
make. Such a situation only proves that we are better 
salesmen than the people who want to take these very | 
limited budgets for other purposes. b 


Low Intome No Bar to Buying Portables 


Hundred-dollar-a-month families and even relief | 
families can buy portables. I’ve seen them do it. I’ve; 


actually helped such people revise their budgets and | 
_redistribute their incomes so they could devote al 


month’s pay to the purchase of a new portable. The | 
purchase of a new portable means as much in the lives | 
of many such people as the purchase of a house and/ 
lot, getting married, or having a baby means to theif | 
more fortunate neighbors. There is no greater pleasure | 
than to participate in such a gala event. Yes, I be- 
lieve in financing. I believe in using the payment plan | 
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Help your customers keep their records straight with 
B&P Visible Loose-Leaf Equipment. It does a better job 
for them—a more profitable job for you! Whatever the 
record keeping need, this highly efficient equipment 
gives low cost operation—maximum portability, flexi- 
bility, and compactness. 

It affords business “fingertip” control of records at all 
times, for all accounts. Saves time, saves money. That's 
why it’s conceded to be the most efficient record keeping 


equipment ever devised. 


a 
3 Sfandarg 2 


& 


Manufacturers of Visible Equipment 
Loose-Leaf Covers and Forms cf Bound Books 
Produ 


FOR EVERY RECORD—A WAY TO KEEP IT 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 


BOSTON 10: 29 OTIS ST. ¢ ST. LOUIS 2: 115 SO. 8TH ST. « CHICAGO 7: 538 S. WELLS ST. 


NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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B&P VISIBLE 
MULTIPLE UNIT RACK AND TABLE 


Quick, easy random posting! Stiff end 
binders hold records firmly in place. 
Flexible inner binders separate books. 
“ Fingertip-tab-control” facilitates quick 
reference. BINDER improved! B&P 
Exclusive! Automatic shift mechanism 
entirely eliminates confusion. Facilitates 
and speeds-up insertions and removals. 
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CARBO-WELD PENCILS 










| “General's Pencils are popular 

| office pencils. Take the Semi- 

| Hex for instance. Office work- 

| ers like them because they bear 

| up well even under heavy pres- 

| Sind cas require less sharpening 
. . « write smoothly and with 
less effort. 


“Executives particularly favor 
Kimberly Drawing Pencils with 
an eraser. And for good rea- 
son. . . . They recognize the 
value of the tipped Kimberlys 
for their own as well as exact- 
ing office use. 










sainnaconas ee aan ii Mth ines sm 


"It will pay you to check the 
list shown below for other favor- 
ite General's Pencils. Order 


them today." 
men 
~ 
= ae, 
m Ne 
- ~. 
to} ~ 
~ ¥e 
© “ 
@ | 
1 oo 
“ 
te 
» 
_ 
Ret 






SEMI-HEX OFF 
degrees No. 1.2 


SEMI-HEx 
Insoluble °c 


ICE PENCIL 
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GENERAL PENCIL COMPANY 


67-73 FLEET STREET++- JERSEY CITY 6, N. J. 
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| ,afford a portable. The reason that 95 of them dont? 
| have them is to be laid directly to our own inefficient 
| ysales efforts. 

The market No. 3 in importance is probably the boy 
or girl recently out of school who has just got a j 
‘and has saved a little money without having any ve 
‘fixed idea of how to invest it. As investment coun 
sellors, we have an obligation to offer prompt and con 
structive advice. Here again we bring out our finan 
plan and prove beyond doubt that it is cheaper to o 
a portable than it is to smoke cigarettes. We have 
quarrel with the cigarette companies if the pros 
can afford to do both, but it isn’t hard to prove that 
the creative and expanding joy of using a typewriter 
is hardly to be compared with the steadily diminishing | 
pleasures of even the mildest and least harmful — 

t 


cotics. 
No Limit to Types of Prospective Purchasers 

There are dozens of other markets. Let us mention | 
briefly only a few of them, and then we can think of © 
them in terms of their maximum exploitation. : 
|] How about the young man who wishes to give his 
|fgirl a Christmas or birthday present which is in every 
{possible respect both practical and appropriate? Every | 

time his beloved types on the machine she will think 
‘fof him. Compare this with the high mortality rate of 
candy or liquor as gifts. If she becomes enamored of 
Bsomebody else he can ask for his typewriter back and 
ith the aid of a small and not unprofitable clean-up 
‘job he can use it again in the pursuit of some other 
\likely female. Or consider the young woman who 

gets her husband a typewriter so he can learn to type. 
Typing will help him make more money and he can do 
his practicing at home where she can keep an eye on 
him while she washes the baby’s diapers and does 
other homely chores. Both of these classes often need * 
finance plans and they are easy to fit into GI school © 
|Hbudgets and other cramped incomes. 
Let us not forget the female author who is writing 
‘lia book that is sure to be a best seller and who has to | 
‘have well-typed manuscripts. A mere $100 or less out of © 
[the $10,000 she is going to get as an Atlantic Monthly 
‘prize winner is of no importance to her. She needs the © 
best and when she comes in your store to rent a type- © 





| 
| 

















oR ner 


to her is the male poet who invariably thinks better ” 
and faster at a typewriter. His credit may not be too | 
jgood, but generous and optimistic parents, an under- 
jstanding girl friend, or a job driving a garbage truck — 
{will pave the way for his life ambition—the ownership 


and family, his car or his home, but he’ll keep that 


assurance that great things will eventually find their 
jway to public recognition through its use. He may be 
dright. Far be it from us to discourage him. These are 
lithe people with whom we discuss current trends in 
‘Zcontemporary literature, marketing possibilities of 
|, various types of work, the lay-out of material designed | 
for publication, and related factors. ; 
i There’s the traveling salesman who really needs a = 
portable. He’s one of the relatively few people who 

iican’t get by with a standard size typewriter and he , 
needs a good strong carrying case and a machine that 
will take a beating. He's usually anxious to buy the 
best and he generally has the money. He often knows 
very little about typing, and the customer here de- 
serves a lot of personal instruction of which he is duly 
appreciative. Treat him right and the next time he 
comes to town he’ll buy more carbon paper and a rib- 
bon from you. Maybe he'll like his typewriter so well 
that he’ll talk some of his fellow salesmen into buy- § 
ing new portables. Don’t hesitate to make this sugges- 
tion to him. Sometimes his company can be sold on 
buying a quantity of portables for all of their sales- 
men. At least the possibility is worth investigating. 


i Even the “Sugar Daddy” Will Buy 
One of your worth—while customers is the married 
| 


gM 
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writer for a few months, a little credit planning will | | 
enable her to walk out with a new portable. Related 5 


a 


ED AMRIT EN 




















—_— 


an D 
ithout 
lly sur 
ith re 


an D 
qualiz 
us di 


e@ Ind 
tior 


> e@ Ea 


ter 


SIZE 
2 


Jiof a portable typewriter. He may part with his wife Goonies 


‘© ceiling 


typewriter as a symbol of his literary power and the FFinishes- 


Y 


| we 





OFI 


THE PROPER METHOD OF INDIRECT AIR CIRCULATION 

























































thine IN SUMMER 

ate of Wan Dyke Circlaire substitutes cool, revitalized air 

ed of Without direct draft for the hot, moist air which norm- => ‘ 
x and lly surrounds the body in hot weather. Result: comfort, ‘ 
an-up |. . . : 
otha pith reduced mental and physical fatigue. J 
Rs IN WINTER 





e. | 
an do Wan Dyke Circlaire dissolves stagnant, stuffy hot air. 
ye on a humidity and temperature. Circulates air 























<< us dissipating smoke and other odors. 
nee 
chool VAN DYKE CIRCLAIRE FEATURES 
-itin No direct drafts @ Keeps air in constant motion 
3 tc @ Indirect uniform air circulae © Desirable all year ‘round 
~ f tion for entire room @ Designed for Pa executive 
u om and general ice— 
athh @ Equalizes humidity and Reception Room—Store— 
ne temperature Institution 
S e 
a * 
iype- Model No. 20—Specifications 
will § 
lated | MODEL & SPEED R.P.M. WATTS VOLTS CYCLES NEMA NEMA 
tte i — 3 4 f-TEST 1 ft TEST 
etter 
2 too 20 1620 200 115 60 hi-5000-CFM 2900-CFM 
der- 2 «950100 M-2900-CFM 1650-CFM 
ruck 3 600 60 L-1800-CFM 1050-CFM 
hi Height of unit 30" Unit weight 27 Ibs. 
‘Ss ‘o Width of unit 22" Shipping weight 38 Ibs. 
wife 


“Complete with Canopy, hang straight swivel and hickey—easily installed 
that “%o ceiling outlet. 
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| Sensible office managers, like 
plant production managers, to- 
day are increasing productivity 
by utilizing every sound labor-saving device 
brought to their attention. 

That’s why dealers who aggressively demon- 
strate the benefits of Error-No are earning quick 
new sales and profits. 


| LINE-BY-LINE 
COPYHOLDER 


holds copy at eye level, elim- 

inates tiresome side reading, 

eyestrain, 4-o’clock fatigue 
... how it speeds transcribing of letters, reports, 
' forms ... ups copying 
efficiency as much as 
40 per cent. 





NEEDED WHEREVER 
COPYING IS DONE 





VYOC HES TER 7) 2 





ADDRESS: 40 MT. HOPE AVENUE 
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man who is getting a new portable for his girl friend 
Last year he got her a radio and next year if business 
is good he may get her a mink coat, but this year q 
portable typewriter offers that personal touch so much 
to be desired by thoughtful and errant males. These 
prospects usually have the green paper commonly ac. 
cepted in lieu of credit, and and if you let them walk 
out without selling them a desk for the machine and 
any other accessories that are unnecessarily cluttering | 
up your store, you are just giving your money away, 


| Much pleasure may be derived here, too, in going di- 


rect to the user and offering personal instruction in 
the use of the typewriter. We have found that the 
recipients of such machines often have girl friends 
who are equally in need of portables, and a friendly 
visit to the interested party will get you the name 
of the person to see about your next sale. 


Another good prospect is the preacher. He may have 
been covered or uncovered in some of our preceding 
discussions, but more often than not he needs a port- 
able. He may have a standard size machine for office 
use, but he still needs a portable for use in connection 
with the many conferences and religious gatherings 
that are a part of his profession. He needs it for notes, 
outlines, letters, and every possible use. If he doesn’t 
have the money he often has a member of his congre- 
gation who is anxious to give him an appropriate gift. 
Or his credit is usually good, and he is used to having 
things financed. He is almost always one of the easiest 
people to sell. Sometimes you can sell a machine to 
his wife and she will give it to him for Christmas and 
then both can come in after Christmas and finance it. 
Your sale to a minister helps you sell stencils, dupli- 
cators, and other such equipment, and his friendship 
and good-will are among the most desirable assets a 
business can have. 


The school teacher is a good prospect. He or she 
probably will sell more portables for you than any 
other prospect. In 1941 I sold a new portable to the 
superintendent of a small country school and within 
a year 18 of the 20 members of the school typing class 
had machines just like it. That’s a record I never ex- 
pect to equal. Friendship and support of school people 
is the greatest single factor in the sale of typewriters 
to students. : 

The newspaper reporter needs a portable. He’s mak- 
ing pretty good money now and is a very decent sort 
of person to deal with. You’ll like him and you'll get 
some leads from him if you ask for them. The adver- 
tising man and some of the help in your newspaper 
office are prospects, too. Lots of them need to do some, 
work at home and a portable is the answer to their 
problem. 

The lonely housewife whose children have grown upg 
and left her several hours a day of restless leisureg=- 
needs a portable. It will enable her to write legible 
letters to her friends and will keep her out of mischief. 
And it might inspire her to become an author. I have 
every reason to believe that many of our current best- 
sellers have been written principally because there 
happened to be a typewriter in the house. 












Almost Everybody Needs a Portable Typewriter 


Don’t forget the lonely housemaid. She’s just re- 
cently come from the country to seek her fortune in 
the metropolis. She needs a portable critically to keep 
in touch with her parents, her boy friend back home, 
the boy friend who she met on the bus coming to the 
city, and the assortment of male and female acquaint- 
ances who cannot be adequately dealt with in her 
limited leisure hours. She may or may not have studied 
typing in school, but the money she is saving up for 
fur coat can often be diverted to a portable typewriter, 
and the advantage of the typewriter over the coat 
especially obvious in the summer time. 

The grocer, the filling station operator, the farmes 
and the small business people who instinctively prefé 
new equipment but who don’t feel the need for stand 
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"Price 20% higher in Denver 























West of Rockies. 





A NEW DOUBLE-DUTY DESK 


Allows two persons to work efficiently. Each side has two 
large letter size, Air-flo filing drawers . . . operates 
smoothly and quietly. . . . Center drawer tray for pens, 
clips and pencils... heavy gauge steel construction --- 
linoleum top and streamlined aluminum edging. Green or 
Cole gray. 


No. T2-1002. 31” high, 54%” wide, 29%" deep $139* 
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STURDY CONSTRUCTION — so that Prontos will stand 
all abuse, they are built of 275-lb. test corrugated board 
and reinforced with steel not only on the shell but at the 
four corners of the drawers as well. 


SAVE FLOOR SPACE — they are constructed so that you 
can interlock them into solid units and stack them as high 
as the ceiling thereby saving valuable floor space. 


LOCATE YOUR RECORDS EASILY—no more need of 
fussing and fuming. When Pronto files are used you can 
get at all records just as easily as if they were in your regu- 
lar active files. 


BEAUTIFUL APPEARANCE — Pronto files are beautiful 
in appearance, finished in an attractive olive green. The 
steel drawer front matches your regular active office files. 


No, Suggested Uses ——- pavide imomslons Price 

Width He'ght Length Single Carton 
12101 tLetter Size 12% 10% 24 $3.85 $3.75 
1510L tLegal Size 15%, 10% 24 4.85 4.75 
109L Invoices 107/, 83/, 24 3.40 3.30 
108L *2 Rows 8x5 Forms 107/, 83, 24 3.65 3.55 
1941L Drafts or Checks 9", 4, 24 2.60 2.50 
1941M Checks 9%, 4\, 18 2.55 2.45 
1841L Deposit Slips 83, 4, 24 2.60 2.50 
1731L Tabulating Cards 7 eg 3%, 24 2.55 2.45 
19611 Record Cards 9%, 6 24 3.10 3.00 
197 1L Freight Bills 9%, 7 24 3.10 3.00 
1851L 5x8 Forms 83% 5%, 24 2.85 2.75 
1245L *4x6 Cards (2 Rows) 12%, 5 24 3.40 3.30 
1031 *3x5 Cards (2 Rows) 10%, 33% 24 3.35 3.25 
1212M +Ledger Sheets 12% 12% 18 5.80 5.70 


*These numbers have divider partitions which are removable 
'Packed 6 to a carton—all others packed 12 to a carton 


FORM 1081 


PRONTO FIL 


285 Madison Avenue 


PROF TO 









“STEEL FRONT” 
Storage Files 









FOLLOW BLOCKS 


75¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 
FILE 

























































It took 
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LEGAL SIZE! 
No. 1510L 












SANITARY BASES 
for all size files 


$3.10 






Prices 20% higher in Denver and West of the Rockie 


E CORPORATIONS 


New York 17, N. Y. 





i It took 20 years and $6,250,000 to construct the Observatory and the giant telescope atop 

§ Mount Palomar. 180,000 man-hours were spent in polishing the mirror alone. No other telescope 

can even be compared to the Palomar telescope just as no other ? duplicator is comparable to the National 

5 Postal Duplicator. Scaled to size, it.is a perfect example in miniature of equally painstaking research and brilliant 
planning. Precision design assures perfect performance every time. Imprints over 2000 perfectly centered cards an 

§ hour ranging in size from 3x5 to 4x6 inches. Best available 18-gauge steel, all chrome trim. Unique rubber cup feet 

| adhere to any smooth surface. Effortless operation —--—-——-----—~-,, 
Interchangeable drums for color reproduction. Runs on | THE HARGLEN CORPORATION, 7466 SANTA MONICA BLVD, LOS ANGELES 46, CALIF 


standard duplicator-size stencils. For superior results, | PLEASE SHIP ME: SHIPPING INSTRUCTIONS: 


ca | 


| tres. Oe CHECK ENCLOSED: (J 


s use National Postal Duplicator stencils. 6 OR MORE a diate dese OPEN Account: [_] (GIVE REFERENCES) 


12 0R MoRE [_] DISCOUNT SEND C.O0.D CJ 
(INDICATE EXACT NUMBER) HAVE SALESMAN CALL [7] 


! 

! 

! 

| 

$13.50 Complete with Supply Kit ALL PRICES INCLUDE EXCISE TAX = ADDITIONAL STENCILS, $1.05 PER Quire (J 
2-YEAR REGISTERED GUARANTEE a 
| 

| 

I 
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THE NATIONAL POSTAL DUPLICATOR 
MANUFACTURED BY 
ZONE STATE 


THE HARGLEN shierearess: PATA EAI SRR 
Geneon es) & 


[466 SANTA MONICA BGR EY ASS 


Let the National Postal Duplicator do a job for you! « National advertising 


Rockies ; : : 
in consumer publications *« Window displays (available soon) « Bill stuffers 
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QUALITY 
ALUMINUM ACCESSORIES 


FOR 


OFFICES - HOTELS - RESTAURANTS, ETC. 
HIGHLY POLISHED AND BUFFED 
UMBRELLA STAND 


Height 19". Base 12" diameter. 
Top 12" diameter. Post 2!/2" dia- 
meter. Shipping Weight !0 Lbs. 


LIST $15.00 
ASH TRAY STAND 


All aluminum, highly polished. 8" spun 
aluminum tray and 
base. 6" amber glass 
receiver. Height 
22/2". Well weight- 
ed, individually 
packed. 


LIST $9.00 


Also No. 307A with handle 
LIST $10.00 









S 


COAT TREES 


Made of 1!/2" aluminum 
tube. Height 72", Base 
12" diameter with heavy 
iron loader under spun 
aluminum base. 


SHIPPING WEIGHT 
22 LBS. 


LIST $21.00 
SAND URN 


19," high . . . Base 
10" diameter, Top 11" 
diameter . . . 2!/2" tube. 
Shipping weight 10 Ibs. 


No. 220 LIST $15.00 


All are highly polished and buffed . . 
Packed set up...one to a carton... shipped F.O.B. Factory. 


GENEROUS DEALERS DISCOUNT 


SEND FOR NEW COMPLETE 
1948 CATALOG 


GLaro MACHINE Propucts ComPANY 
MANUFACTURERS 


3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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No. 229 


. permanent finish. 








ard typewriters constitute a steady and growing mar- 
ket. They can be reached by salesmen, by advertising, 
by radio, and all the other promotional methods open 
to office machine merchandisers. 


Almost everybody is a prospect for a portable type- 
writer. We’ve sold them to mothers who teach their © 
children to type as they learn the alphabet. We know © 
families in which every growing child owned a new | 
portable before he reached high school age. Invariably | 


such families developed brilliant students with capaci- 
ties for leadership and economic prowess far beyond 
other people in the community. I can tell you the 


names of these people and how much money they | 


make. I do tell this to the people to whom I try to 
sell portables. . 


The media of portable advertising are as broad as © 


the total consumer market. Your office machine sales- 
men will sell a lot of portables to girls working in of- 
fices. The people who read the newspapers, listen to 
the radio, go to the movies, read the bill-boards and 


bus advertising will buy portables from you. All you | 


have to do is ask them to and prove they can afford it. 
You’d be surprised how many will buy from you. You'll 
never sell all of them and your sleepy competitior will 
always get a little business. Don’t let it worry you. 
When portables are plentiful you can spend five to 
eight per cent of your portable gross on advertising 
and sell many times the volume you'd sell if you just 
waited for people to come in and take them away from 
you. If your competitor does the same thing the two 
of you together will broaden the market enough to 
justify both of your outlays. Why don’t you try it and 
see if I’m right? 


Help Customers to Buy and Pay 


Generous credit terms through companies that are 
experts at the collection business offer access to mar- 
kets that you never thought existed. When one of our 
customers loses a job or has economic troubles he can 
always come back to us for help. I'll get him a job, 
help him square himself with his wife, or do anything 
else necessary to keep that portable sold. These special 
helps are appreciated by people of all different colors 
and races, and our free social service work has helped 
us keep our portable repossession rate at a figure of 
less than one in a hundred sales. 

Are you still worrying about mail order and depart- 
ment store portable competition? Do you think any 
manufacturer is going to give more typewriters to a 
department store than to a dealer who actively pur- 
sues the market that we have discussed in the pre- 
ceding paragraphs? 





VICTOR SALES MEETING—A definite program for making 
1948 an outstanding year was set up and an enthusiastic 
sales meeting held recently by Victor Safe & Equipment 
Co., Inc., at the home office in North Tonawanda, N. Y. 
Fieldmen and executives attending (left to right) are: Front 
row—G. M. Newton, C. J. Amann, A. Murray, A. W. Burkhardt, 
G. J. Stewart; second row—E. A. LaGasse, G. K. Desmond, 
H. W. Barnes, D. H. Emore, R. L. Watkins; third row—E. H. 
Knapp, F. C. Leonhard, D. F. Nigro, R. C. Strafford III; back 
row—R. C. Skibbe, A. White, J. A. McCormick, J. Cardina. 
F. Rummer, J. W. Cooper, Jr., F. A. Michels. 
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A-S-E 
STEEL 
FURNITURE 





are 
lar- 
our 
can 
job, 
1ing 
cial 
lors 
ped Two concrete reasons why you should have 


> of an A-S-E dealership. The completeness and 
flexibility of the line assures you faster 








art- 
any turnover and more profits. Years of A-S-E Plane ottilin afin Rieti, 
oa : aan . 
ot: manufacturing and engineering experience ware smartly designed 
yre- produce steel furniture that is built right. —gives this complete 
Attractively designed to offer the utmost in filing cabinet fine added 
customer appeal. 


customer satisfaction and assurance of repeat 
business on every sale. 


s 


xk 


A-S-E STEEL FURNITURE FOR MANY USES 
STEEL OFFICE FURNITURE + WARDROBE, STORAGE, AND 
COMBINATION CABINETS + CLOTHING LOCKERS + 
FROZ-N-FOOD LOCKERS + INDUSTRIAL EQUIPMENT FOR 
FASTER MATERIALS HANDLING + ELECTRICAL OUTLET AND 
SWITCH BOXES 


ALL-STEEL EQUIPMENT INC. 


ring 600 Cleveland Avenue, Aurora, Illinois 
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NOW triple ASSURANCE OF 
PROTECTION ON ALL HAM sares 


NOW every Herring-Hall-Marvin safe qualifies 
for and carries three labels . . . triple assurance 



















































of protection! 


NOW there’s a fire and burglary-resistive Herring- 7 § 
Hall-Marvin safe in every size ranging from 15” x 
11” interior to 60” x 42”. 





vstineation NOW the small safe purchaser, too, can enjoy the 
y Cl d 








advantages assured by the T-20 label . . . both 
burglary proctection and a 20% reduction in 
burglary insurance rates. To get these advantages, 
he must go to a Herring-Hall-Marvin dealer. For 
the Herring-Hall-Marvin small safe, with im- 
proved door construction, thicker plates, better 
bolt work, is the only small safe within its price 
range to earn all three labels. 





| aid — = See a The complete Herring-Hall-Marvi 
line, with its outstanding values, 


GREATER SALES OPPORTUNITIES THAN EVER / hierar vee we 
WITH HERRING+-HALL+MARVIN SMALL SAFES ! © ities than ever. : 


Unite U4- about oa | 


sive Herring - Hall - Marvi 
dealerships still open. 


age) 


BRANCH OFFICES BE The 
In New York, Chicago, Boston, Wash- 
ington, St. Louis, Atlanta, Houston, ' in ‘ 


Philadelphia, San Francisco, Los 

Angeles, Detroit, Pittsburgh, Omaha, : 
Indianapolis, Minneapolis, ~Char- the 
lotte * 
OTHER AGENCIES ALL OVER 

THE WORLD 
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The latest, dependable improvements 
in wood desk design stand behind 


the imperial trade-mark. 

















No. 3001 


Fulurva JUNIOR FILING SYSTEMS 
for Every Filing and Storage Need 


No. 3001 — Two letter size drawers, on Sanitary base. Equipped 
with plastic hardware and label holder. 16” deep — total height 
3044”. 

Ne. 3001-L — Two letter size drawers, on Sanitary base. Equip- 
ped with plastic hardware and individual lock on each drawer. 
16” deep — total height 3014”. 


No. 3001-C — Two legal size drawers, on Sanitary base. Equip- 
ped with plastic hardware. 16” deep — total height 3044”. 
No. 3001-CL — Two legal size drawers each with individual 


lock, on Sanitary base. Equipped with plastic hardware. 16” deep 
— total height 3014”. 


No. 3002 — Combination of one letter size drawer and one 
storage compartment, on Sanitary base. Equipped with plastic 
hardware. 16” deep — total height 3014” 


No. 3002-L — Combination of one letter size drawer and one 
storage compartment each with individual lock, on Sanitary 
base. — with plastic hardware. 16” deep — total height 
304,” 


wert Steel Sates Corp. 
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16 in. Deep 


300 EAST 





No. 3046 





BUILD-UP 
FEATURE 























No. 3000 — Single letter size drawer, equipped with plastg 
hardware. 16” deep (Not illustrated). f 


No. 3000-L — Single letter size drawer with lock, equippel 
with plastic hardware. 16” deep (Not illustrated). t 


No. 3006 — Two letter size drawers (3001) plus one 4x6 
(F3462) card cabinet. 16” deep — total height 3644”. 


No. 3006-L — Two letter size drawers (3001L), plus one 4x0 
(F3462) card cabinet. Equipped with locks. 16” deep — tot 
height 3614”. 

No. 3008 — Two legal size drawers (3001C), plus one 5x! 
(F3582) card cabinet on top. 16” deep, (Not illustrated). 


No. 3008-L — Two legal size drawers (3001C), plus one 5xf 
(F3582) card cabinet on top. Equipped with locks. 16” deer 
(Not illustrated). 


No. 1600 — Two door storage cabinet, equipped with lock! 
24” wide — 16” deep — 3614” high. r 


MADE IN FUTURA GREY LUSTRE-LITE 


145TH STREET NEW YORK 51. N 
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No. 4F3692 











No. 4F3582 


BUILD-UP 
FEATURE 





No. 5F3462L 


16 in. Deep 
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No. 6F3352 


Futura CARD CABINET SYSTEMS 


No. 6F3352 — Six 3x5 double drawer card cabinets on base. 


Capacity 19200 cards. 16” deep — total height 3614”. 


6F3352L — Six 3 x 5 double drawer ecard cabinets each with 
lock on base. Capacity 19200 cards. 16” deep. Total height 3614” 
F3352 — Double drawer 3 x 5 card cabinet. Houses app. 3200 
cards. 16” deep. 


SF3462 — Five 4 x 6 double drawer card cabinets on base. 
Capacity 16100 cards. 16” deep. Total height 3614” 


5F3462L — Five 4 x 6 double drawer card cabinets on base. 
Capacity 16100 cards. 16” deep. Total height 361” 


F3462 — Double drawer 4 x 6 card cabinet. Capacity app. 3200 
card. 16” deep. 


for Every Filing Need 


4F3582 — Four 5 x 8 double drawer card cabinets on base. 
Capacity 12800 cards. 16” deep. Total height 3644” 


4F3582L — Four 5 x 8 double drawer card cabinets with locks 
on base. Capacity 12800 cards. 16” deep. Total height 3614”. 


F3582 — Double drawer 5x 8 card cabinet. Capacity app. 3200 
cards. 16” deep. 


4F3692 — Four 6 x 9 double drawer card cabinets on base. 
Capacity 12800 cards. 16” deep. Total height 3614". 


4F3692L — Four 6 x 9 double drawer card cabinets with lock. 
Capacity 12800 cards. 16” deep. Total height 3644” 


F3692 — Double drawer 6 x 9 card cabinet. Capacity app. 3200 
cards. 16” deep. 
ALSO AVAILABLE IN STANDARD OLIVE GREEN 


sent Szreel Sales Corp. 300 EAST 145TH STREET + NEW YORK S].N.Y. 
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PAPERS 


CARBON 








to more PROFITS 


Take the WRITE way to volume sales . . . 
put your customers on the WRITE road to 
satisfaction . . . offer them WRITE quality 
products. 














WRITE Carbon Paper is guaranteed to 
give more carbons and cleaner copies. 
WRITE Typewriter Ribbons turn out sharp, 
crisp originals. 












WRITE'S long experience and technical 
skill assure outstanding results and uni- 
formity in unexcelled performance. 






Satisfied steady customers will return time 
after time for superior WRITE products. 


Stock WRITE Products—Sell WRITE Products 






Volume Production permits lowest prices. 


Send for samples and discounts today. 






Deliveries made promptly 








420 Lexington Ave., 


WRITE. @ 


I tele) Lite) Raa" New York 17, N. Y. 
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PUT EASE INTO SELLING TYPEWRITERS 


(Continued from page 27) 


to be a salesman, but he believes in trying to please 
and to keep everyone happy. By not doing so much 
talking, he believes that one can concentrate better 
on the desires and reactions of the customers. There- 
fore, he is better equipped to know how to please 
them. However, he is not averse to showing a per- 
sonal interest in the customer and to talking, if the 
customer wants to talk, but he seldom gets into long 
discussions that lead nowhere and take up a lot of 
valuable time. 

One might think that in an office where four or 
five customers are waiting to be waited on; where 
stenographers are pounding the keys of typewriters 
and a couple of company salesmen dropping in for a 
few minutes, that there would be noise and confusion. 
But this is not true. In this office, there is an atmos- 
phere of calm. The customers may be in a hurry, but 
they are not impatient. All of which proves that the 
mental attitude of the persons in charge has a decided 
influence on those around them. Worry and hurry 
may get things done but it wears everyone out in the 
process. It is not always easy to remain calm in 
the face of the everyday business routine of duties, 
but experience of those who do, indicates that it pays 
to try. 

Aside from the psychology of getting along with 
the customer, there are specific points to observe in 
selling technique. Mr. Cockrill points out one instance 
in selling typewriter tables. “The idea,” he says, “is 
to sell the typewriter first. Do not mention tables or 
ask the customer if he wants to buy one, but ask 
him where he intends to place the typewriter when he 
gets home; then, casually call his attention to a type- 
writer table and, nine times out of ten, he will buy 
it if he needs one.” 


Firm Gives Complete Service 


The Indianapolis Typewriter Company sells Wood- 
stock typewriters, adding machines, and all makes of 
portable and rebuilt typewriters. Also, they have a 


complete maintenance and repair service. They refer 
to themselves as “Typewriter Specialists.” Their 
slogan is: “Typewriter Specialists Can Serve You 
Better.” 


Mr. Cockrill summarizes briefly some of the impor- 
tant points to observe in selling typewriters and add- 
ing machines: 


1. Know your products. 
2. Be able to study and analyze the person with 
whom you are talking. 
3. Be courteous and remain calm if possible. 
4. Be able to make the customer feel at ease by 
being at ease yourself. 
5. Allow the customer to examine the machines. 
6. Refrain from overselling. Be able to stop when 
you've said enough. 
7. Be free with information when the customer de- 
sires it. 
8. To win confidence, have confidence in yourself 
and your products. 
ee ee 
VICTOR ADDING MACHINE OPENS AKRON OFFICE 
An Akron, Ohio, branch office of the Victor Adding 
Machine Company has been opened at 486 N. Main 
St. Lou F. Bonface has been named manager of the 
office, which includes a service department. Mr. Bon- 
face, a former Akronite, was transferred from the add- 
ing machine company’s Cleveland office—AK 
1948 
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BROWNE-MORSE 


STEEL FILES 


writers | Better-than-ever Browne-Morse quality, mass produced with 
n for aj modern facilities. This new Browne-Morse file is designed 
fusion. | to fit the spirit with which American business faces the de- 
atmos- | velopment of today’s markets. Sturdy, rigid, long lived and 
be t a dependable, with a smooth, easy draw action that simply 
leciaal breezes open and shut. Its quality surpasses the expectation 
hurry | of users and dealers— for office equipment designed and 
in the | built to meet the demand of the forward looking business 
ulm in| man. Check the features of construction and operation listed 
duties, | below which make this Browne-Morse file the best engi- 
it pays | neered in its price range today. 
‘ 

> wil Write for complete data on Browne-Morse engineering 
rve mj service . . . helps you build efficiency into your office 
stance | operations. 

ys, “is | 

ales or} 

t ask 

en he 

type- 

ll buy 





Reinforced, heavy-duty, one-piece ex- Patented extension arms and channels Jam-proof, sure-grip, positive 
tension arms with five hardened rollers, permit inserts to be made in a few follower block helps keep fil: 
roller bearing equipped for a positive minutes. All-welded steel frame creates at attention at all times. A | 
free-floating action. Extension arm is a solid, rigid unit. Positive ‘action on the spring lock releases 
ribbed, providing a minimum bearing drawer stops, drawers easily taken out 

surface for frictionless opening and or put back. Automatic locks can be drawer contents 
installed in field. 


for quick, easy adjustment 


closing. 


ARCHITECTS OF EFFICIENCY FOR AMERICA'S OFFICE 


ding | 


the MUSKEGON Browne-Mlorse MICHIGAN 


3on- § 
add- = 
MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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(There’s Booming Business 


in these 2 NEW 
Oftice Lighting Specialties! 











ae Es a ane 


oa SENSATIONAL 
_ FLUORESCENT 


TYPEWRITER LAMP 







MODEL NO. 
1012 





FITS ALL TYPEWRITERS 

AND CALCULATING MACHINES 
Boosts Working Efficiency, Speed, Accuracy .. . 
ONLY 


10% 


Retail 
COMPLETE 
with bulb . 


Step up your sales volume and profits with the new 
fluorescent lamp that every modern office needs— 
and wants! Brings perfect light over any typewriter 
or calculating machine. Durable, attractive steel 
and aluminum construction. Shade swivels and tilts 
to any desired position for easy-on-the-eyes light. 
Base fits under any machine—no slip or tip. Fias 
built-in switch, plug-in ballast. Uses 8 watt Fluores- 
cent lamp (ecpiaied). For 110-125 v. A. C. current. 
Order a stock today for immediate, profitable 
volume sales. 


MITCHELL 


POLAROID 


FLUORESCENT 


Desk Illuminator! 


WIPES OUT GLARE! 
100% USEFUL LIGHT! 


Dramatic Demonstration 
for Big Profit Sales! 







*T. M. Reg. 


The amazing new desk lightingthatsellsonSIGHT! oper 
Everyone who reads or works at a desk isa “hot” wo, 1919 
buying prospect. Dramatic 2-minute demonstra- “ 

tion, right before your customers’ eyes, shows how ONLY 
glare is wiped out entirely by the concealed Polar- 

oid filter. Magnificently styled; all-metal construc- § 95 
tion; luxurious bronze finish; shatter-proof Polaroid 

filter. Uses two 15-watt fluorescent lamps. For A. C. 

operation only. The most dramatic “selling pack- Retail 


age” in lighting history. Order now! Demonstrate 
it! Sell it! 


-— WRITE FOR FULL PROFIT DETAILS TODAY ~— 


MITCHELL MFG. CO. 


2525 N. Clybourn Ave., Chicago 14, Illinois 
“First Choice in Office Lighting” y 
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PRESTIGE AND PROFIT THROUGH ADVERTIS 


(Continued from page 29) 


one-end of the envelope open for postal inspection. Ng 
permit is necessary for such mailing—no minimumi = 
number Of pieces need be sent out. The second is bye 
using the penny pre-cancelled stamp under Classificg 
tion 562, P.L. &R, in which case we must send out 
minimum of 200 pieces of similar matter. For thi 
it is necessary to obtain a permit from your local pogt 
office. Another third-class method is the permit mail. 
ing whereby, for a fee of $10, you receive a perm 
from the post office to mail, by printing the indic 
in the right hand corner of the envelope or self-maile 
There must be at least 200 pieces of similar matter @ 
29 pounds. It is sometimes more economical to sen 
out this kind of mailing according to weight—whi¢ 
is 12 cents per pound. In this way, if each pie¢ 
weighs only one ounce, we can send out 16 pieces fo 
12 cents instead of 16 pieces for 16 cents. In sendin 
the mailing out under piece weight, there is an allow. 
ance of one and one-third ounces for one penny. Th 
amount, under this classification, is paid for at th 
post office either by certified check or in cash. 

It is important to keep the mailing list up to date 
so that we can take advantage of every piece of mail 
that goes out, and not waste any of our advertising 
matter. The post office helps to do this by checking 
each name for you, for which there is a charge of one 
cent per name. However, you can also check by using 
Postal Regulation 3547, placed at the bottom left cor- 
ner of your envelope, which indicates that “if ad- 
dressee has removed, notify sender on Form 3547, post- 
age for which is guaranteed.” When you obtain the 
correct address you pay two cents for each card which 
comes back to you. By using either of these methods 
you are sure to keep your mailing list in such an up-to- 
date condition that very few pieces will go astray. 

29 —te 9 


JACK KERN FIRM HOLDS SALES CONFAB 


The Jack C. Kern Company, manufacturers’ repre- 
sentatives and distributors of office supplies and equip- 
ment to the trade only, have just completed a three- 
day sales conference at their general offices at Dallas, 
Tex. 

Subjects under discussion were: Customers Needs, | 
Credit and Collections, Product Analysis, Training of 
New Salesmen in the Wholesale Trade, and “How to 
Better Relations Between Our Manufacturers and Our 
Customers.” 

Among those attending were Joseph H. Shanks, sales 

manager for the southeastern sales division, having he 
headquarters at Knoxville, Tenn., and Larry A. Roark, 
assistant sales manager for the southwestern and 
midwestern sales divisions, whose headquarters are 
at Dallas and Kansas City, Mo. 
The Jack C. Kern Company has just taken on the 
Elbe file and binder line for the Southwest, and will 
be calling on their old friends with these additional 
items. 


—~ 














2 — fj 
BLADE FIRM OBSERVES PRINTING WEEK 


Blade Printing and Paper Company, Toledo, Ohio, 
recently co-operated with the Toledo Club of Print- P 
ing House Craftsmen in the observance of Interna- 
tional Printing Week by displaying the work of local 
printing firms in their window. The display included } 
a citation and trophy presented to the Toledo Crafts- 
mens’ Club as first place award for 1946-1947 club 
publications by the International Craftsmen organ- 
ization. Dean W. Sage, of the Blade Printing and 
Paper Company, served as president of the Crafts- 
mens’ Club last year, when the trophy was earned.— 


— . 
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, sales The finish is gray . . . SIKESTONE Gray... a blended, 
Roar harmonious tone that associates perfectly with any gray metal 
1 and? furniture. And being made of WOOD these new chairs are 
7 warm to the touch, free from static .. . and they take a more 


m the} lasting finish. 
d will 


tional . 
—_ Upholstered in washable, long-wearing, beautiful Bolta- 





flex all-plastic material, non-cracking and non-scuffing. Choice 


2 of Red, Tan, Brown and Green. Harmonizing plastic scuff 


Ohio, | 
Print- | Plates are standard equipment on the swivel chair. 
erna- | 


local | See how they "spark-up" your floor display . . . open the SALES REPRESENTATIVES 


luded | OEMPOT H. W. KOEHN, Jr. 
rafts- | Way to new sales and profits. Prompt delivery! < +> ral 122 pipe vant ay? ; 
club | New York, N. Y. Williamsville, N. Y. 


rgan- WALTER H. GERWIG H. WRIGHT 


x. 5 K 3 ‘ . ©. Box gn ST24A sear 
arkersburg, W. Va. Chicago, Il. r 
ied—| THE 4 i CoO., INC. R. T. MALONE ROSS R. WEST 


Route |, Box 596 115 Front Street 
Dallas 8, Texas San Francisco, Calif. 


Please address all inquiries to Buffalo. Bae 











20 CHURCHILL ST. BUFFALO 7, N. Y. 
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It's Nen! 
It's Different! 
It’s Sensational! 
It’s Patented! 
It’s Exclusive! 


EALERS who have been fortunate enough to 

get the exclusive Flagship Franchise in their 
localities are amazed at the big increase in their 
business, because Flagship sells itself and cannot 
be matched by competitors. Trial orders result in 
permanent, faithful customers who also tell their 
friends about Flagship. 
The dealer who carries the Flagship line is recog- 
nized in his community as “The Progressive 
Dealer” and orders for Echo Ribbons, Spirit 
Hectograph carbon and Master Sets, and other 
items naturally follow. 
Exclusive dealerships are still available in many 
cities. You are invited to write us today — Address 
Dept. A. 


OTHER FINE 


ALLIED 
PRODUCTS 


* Carbon Papers 


* Inked Typewriter 
Ribbons 


* Spirit Hectograph 
Carbon and Master Sets 
* Hand Cleaner 
* Spirit Duplicator Fluid 
* Carbon Paper Ribbons 
* Non-Smudge, Non-Curl 


Pencil Carbon ee ie 
Allied Building 

* Addressograph and Home of 

Tabulating Ribbons Flagship. 


ALLIED CARBON AND RIBBON 
MANUFACTURING CORPORATION 


ALLIE 





CARBONS & RIBBONS 

EXECUTIVE OFFICES & FACTORY—165 DUANE ST., NEW YORK 13, W. Y. 

WEST COAST OFFICES & WAREHOUSE — 1629 SOUTH BROADWAY 
LOS ANGELES 15, CAL. 
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ANY OLD DOGS ON YOUR SHELVES? 
(Continued from page 18) 


is such a way as to hurt your customer relations. 

The old dogs should be concentrated in one place 
where they will not detract from the appearance of 
the store and where there is no chance that they wil] 
be offered for sale as standard items. Concentration 
of these old dogs in one place facilitates salvage and 
disposal. 

Odd items often sit on the shelves for years for want 
of proper identification. For instance, if you handle 
a certain line of blank books but have a few stray 
duplicate items from another line on your shelves 
that are not numbered the same as your stock, re- 
label these items with your number that most nearly 
classifies it and stock it in the proper place with cor- 
responding items. When the sales force recognizes it 
for what it is they will move it. 

Mark Down Before Sale 


Substandard merchandise should be marked down 
only after all efforts to repair and rehabilitate it have 
failed. But it should be marked down before it is 
offered for sale. The salesperson who negotiates with 
the store manager for a markdown while the cus- 
tomer waits is unconsciously destroying your price 
structure. The customer who sees you in the unbe- 
coming process of marking down your merchandise 
easily persuades himself that every price in the store 
is flexible. If the price on your merchandise is firm, 
the haggling customer is soon dissuaded. 

Once merchandise is clearly recognizable as sub- 
standard there is nothing to be gained by putting off 
the evil day when it must be marked down to a price 
at which it will sell. It should never have reached 
that stage in the first place, but once it does, mark 
it down at once, take your loss and get the thing off 
your shelves. Substandard merchandise is like a bad 
conscience—it’s a continual reproach and a hard thing 
to live with. 

Right now the times are favorable for getting rid 
of old stock. Customers who cannot find exactly the 
items they desire are often glad to accept a reasonable 
substitute even if it can no longer be classified as new 
merchandise. This opportune occasion may not last 
much longer. This may be your last good chance to 
unload in many a year. A list of suspense items pre- 
pared weekly for all salesmen will draw attention to 
these items and help get them off your shelves. Now 
is the time to dig out suspense and substandard items 
and get them off your shelves. Vigorous action taken 
right now will insure that you will emerge into the 
coming buyer’s market with a clean stock. 


Needs Confidence in Stock 


No salesperson sells well unless he has confidence 
in his stock. He can have no confidence in an item 
that comes out onto the counter in a cloud of dust, 
broken, battered and hoary with age. The sales- 
person who has been trained to handle merchandise 
with care and to keep it fresh and clean learns to 
have respect for it. Respect leads to confidence and 
confidence is the essential element in good salesman- 
ship. 

If your salespeople are going around with dusty 
hands and if the old dogs are multiplying on your 
shelves, it is certain that these old dogs are nibbling 
away at your resources. Since you cannot exactly 
determine the extent of their depredations by studying 
your financial statement, the best solution is to set 
about the business of keeping these old dogs from 
multiplying. 
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NO SERVICE PROBLEM 





Cony - rile 
Electric EL-47 
illustrated 





oLBEr 


C 








LIQUID 
franchise means DU PLICATORS 


Write — Wire unlimited opportunity. 


WOLBER surticator « suppty co. eweseeusnn sitet 
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Your Copy-rie dealer 
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Office Equipment 
| designed by STEEL-PARTS 
|. § to simplify every office operation 


kei! © 


DeLUXE EXECUTIVE FILE 
CABINET for hanging file 


folders. Easily moved on silent 
rubber casters for convenient 
availability. A useful and attrac- 
tive office unit with hammerloid 
finish in extra heavy gauge steel 
for permanency. 


2 


“HI-VERT” SORTING 
FILES of extra heavy 
gauge steel with exclusive 
attachment feature for use 
of 2 or more units. Spa- 
cious but compact. Rubber 
feet for protection; durable 


enamel finish. 
&) DeLUXE “EXECUTIVE” 
WASTE BASKET with 
permanent rubber corners 
and feet. Styled for beauty 
in extra heavy gauge steel 
with welded panel con- 
struction and gleaming 
baked enamel finish. 








4) EXECUTIVE DESK TRAY 
with exclusive ‘‘add a 
tray” feature. Can be tiered to 
suit your requirements with 
simple attachment. No wires or 
screws. Rubber grommets pre- 
vent marring. Heavy gauge 
steel, baked-on enamel finish. 


These and other STEEL-PARTS 
equipment will satisfy your cus- 
tomers demand for efficient, modern 
office devices. Stock them for profit. 





| DIVISION OF BLACKSTONE MANUFACTURING CO. 


STEEL-PARTS MANUFACTURING CO. 


(NEW ADDRESS) 4630 WEST HARRISON STREET 
CHICAGO 44, ILLINOIS 
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POTLATCHING WITH OREGON TRAIL TRAVELERS 





Wilson G. Turner, Correspondent 





It is hard to start my first column because I have 
sad news to import. On February 1, Roy Denny 
of John W. Graham Company, Spokane, Wash., passed 
on. Mr. Denny had been with the firm for around 40 
years and had a host of friends. 

* * 7. 

I hear that Bob Church has the old urge again and 
intends opening a new store in Wenatchee, Wash., in 
three or four months. 

- * * 

Tacoma Office Supply of Tacoma, Wash., has ac- 
quired a new buyer, Bob Sheets. 
* * + 

Speaking of Charlie Nunn, whom I met recently in 
Spokane, Wash., did you know that he has taken on 
a new line, the Blasco, and has those of us in the 
pencil industry worried. And he doesn’t whittle them 
out by hand in his basement. 

* - * 

Our friend, Bill Overstreet, has left the road and is 
now manager of Architects and Engineers firm in 
Seattle, Wash. 

* * . 

Kenneth Brown of the Book Nook in Walla Walla, 
Wash., dropped a note to Bob McColloch the other 
day saying that he would like to acquire another out- 
side salesman. Here’s an excellent chance for some- 
one. Which brings to mind that if there are can- 
didates for jobs in the stationery industry of the Pacific 
Northwest, they might let me know. I know of sev- 
eral dandy openings, both inside and outside. 

Which all goes to show that “Out where the hand- 
clasp’s a little stronger’ business is great. 

cieenniicetgelllliiadiy 


SMITH FIRM TO REPRESENT BERGER 


The James L. Smith Company, 1118 Mulberry St., 
Des Moines, Iowa, has been named factory represen- 
tatives for the Berger Manufacturing Company, Can- 
ton, Ohio, a division of the Republic Steel Corporation, 
to distribute Berger steel lockers and storage cabinets 
in Iowa. 

The Smith Company specializes in all types of busi- 


| ness system equipment and modern business tools.— 


| AL 


ee ae 
PRECISE MOVES CHICAGO FACTORY 


The Precise Developments Company, Chicago manu- 
facturers of adding machines, has moved the factory 
from 1100 W. Washington Blvd. to 2518 W. Montrose 
Ave., where more commodious quarters are available. 





WEDDING S 


The marriage of Richard Gaffaney and Marguerite 
Uleberg was an event of January 30. The bride is the 
daughter of Mr. and Mrs. C. T. Uleberg of Minot, 
N. Dak., and the bridegroom is the son of James E. 
Gaffaney, owner of the Gaffaney Office Specialties 
Company in Fargo, Grand Forks and Bemidji and the 





| Gaffaneys Minot Stationery Company of Minot. Rich- 
| ard is well known as a salesman and Secretary-treas- 


'urer of the Minot store. 


The newlyweds will make 
their home in Williston, N. Dak. 

Melvin Schooley, assistant manager of Moore’s Book 
Store, Topeka, Kans., was married recently to Miss 
Joan Middleton, daughter of Mr. and Mrs. Harry J. 
Middleton of Topeka. The double ring ceremony took 
place at the Holy Name Church in Topeka, and was 
read by the Rev. John O’Connor. The bride is a secre- 
tary for the DeKalb Agriculture Association. The groom 
served three years in the Army. Mr. Schooley and his 


| bride are at home at 1268 Washburn, Topeka.—GMH 
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; PARE) ] 
sin RES F | VERSATILE AND SMART-LOOKING-—Distinctive colors, 
17 handsome grains—a new note in style and 





















comfort on every type of furniture for the 


business or professional office. 


DURABLE AND EASY TO CLEAN—DURAN is all plastic 
—will not chip or peel—resists wear, scuffing 
and damage by grease, oil, perspiration— 


readily cleaned with soap and water. 


Look for the DURAN tag when you buy. It is today’s guide 
to DURAN, the superbly different, business-like covering 
on leading makes of office furniture. DURAN all plastic is 


an exclusive Masland creation. 


THE MASLAND DURALEATHER COMPANY 
3264-90 AMBER STREET, PHILADELPHIA 34, PA. 



































Photograph courtesy of Murphy - Miller, Inc. 
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TYPEWRITER 


STEMCIL SHEETS 





Satisfied Customers insure increased sales and 


profit! If you are looking for a complete line 
of Quality Duplicating Supplies which are 


unconditionally guaranteed—Write today for 


further information and dealer discounts. ... 


Prompt Deliveries 


The SHALLCROSS COMPANY 


Mancfacturers of 


Inks-Ribbons-Stencils-Papers 
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FORTY EIGHTM and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA 























“OA” SURVEYS CLEVELAND 
(Continued from page 16) 


supply stores in other cities was merchandised through 
the trade outlets here in the past but most of this 
has been left entirely to the field of specialists in 
those professions. The firms changing found many 
years ago that they could operate more profitably by 
serving in less varied fields. 


Office Furniture Is Competitive 


The office furniture field here is more competitive 
than is true for either supplies or appliances. Many 
furniture stores, particularly those in suburban areas, 
are stocking and selling desks, chairs, files and book- 
cases. Lines handled are chiefly unknown lines and 
many are of limited manufacture. Price is gen- 
erally the main merchandising factor used in these 
stores. Today they are not too great a factor in the 
Cleveland competitive picture but one of these days 
soon, when price will have become of greater and 
greater importance, these firms will probably count 
heavily in such competition. 


The trade roster in Cleveland: 


Office Equipment Manufacturers 
Addressograph-Multigraph Corporation, 1200 Babbitt Rd. 
Bushman-Moore, Inc., 2034 E. 71st St. 

Produc-Tro] Cleveland Company, Hipp Building. 


Office Furniture & Equipment 

Ace Desk Company, 715 St. Clair Ave., W. 

Acme Office Fixture Company, 2265 Ontario Ave. 

Acme Visible Records Inc., Hanna Building. 

Addressing & Duplicating Machines Co., 1397 E. 9th St. 

Art Metal Construction Company, 10030 Euclid Ave. 

Barker’s Sons Company, 729 Prospect Ave. 

Berger Manufacturing Division, Republic Steel Corporation, 
Buckeye Building. 

Better Equipment Company, 1291 E. 9th St. 

Brooks Company, 1241 Superior Ave., N.E. 

Burrows, 10030 Euclid Ave. 

Business Equipment Co., 1397 E. 9th St. 

City Desk Company, 1100 Prospect Ave. 

Cleveland Desk Company, 2424 Euclid Ave. 

Consolidated Office Equipment Company, 1722 Euclid Ave. 

R. S. Deener Systems Company, Schofield Building. 

Diebold, Inc., 1144 Prospect Ave. 

Discount Desk Company, 1291 E. 9th St. 

J. S. Stout Associates, 850 Euclid Ave. 

Duplicator Sales and Service, 1512 Prospect Ave. 

Evans & Hoag Office and Shop Equipment, Buckeye Building. 

General Fireproofing Co., 1501 “Euclid Ave. 

Gehring Office Supply Co., Swetland Building. 

Globe-Wernicke Company, 1241 Superior Ave., N.E. 

W. A. Helms, Inc., Union Commerce Building 

Huron Office Equipment, Inc., 518 Huron Rd. 

Interior Steel Equipment Co., 2352 E. 69th St. 

International Business Machines Corporation, 2045 Euclid Ave. 

Irvin & Co., Inc., 13104 Shaker Square. 

Kentucky Office Equipment Company, Schofield Building. 

Krestans Office Equipment Company, 14020 Lake Shore Blvd. 

Link Equipment Company, 1935 Euclid Ave. 

B. L. Marble Chair Company, 69 Willis Ave 

Wagner Henzy Fisher Company, 1852 Euclid «Ave. 

Marshall-Smith, Inc., 1114 Walnut St. 

Nungesser Desk Company, 2424 Euclid Ave. 

Office Equipment Bureau, 1740 E. 12th St. 

Ohio Desk Company, 1122 Prospect Ave. 

Peoples Desk Exchange, 2511 E. 9th St. 

Perma-Bilt Equipment Company, Hanna Building. 

Peter Paul Mechanical Service Company, 518 Huron Rd. 

Plant Wood Products Company, 3142 West 33rd St. 

Postindex Visible Equipment Company, 1114 Walnut St. 

Randolph Desk Company, 1859 Prospect Ave. 

Remington Rand, Inc., 1240 Huron Rd. 

Rorimer Brooks, Inc., 2232 Euclid Ave. 

Rose’s, Inc., 1213 Prospect Ave. 

Steel Age Business Furniture. Inc., 1935 Euclid Ave. 

H. R. Stephenson Company, 1110 Euclid Ave. 

Sterling & Welch Company, 1225 Euclid Ave. 

J. C. Stout Associates, 850 Euclid Ave. 

Van Kirk Desk Company, 1462 W. 9th St 

Wirtshafter’s, Inc., 900 Prospect Ave 

Yawman and Erbe Manufacturing Company, 1907 Euclid Ave 


Office Furniture & Equipment—Used 

Ace Desk Company 

Acme Office Fixture Company 

Cliff's Furniture & Office Equipment, 6100 Lorain Ave 
M. & R. Furniture Company, 1770 E. 55th St 
Al Moritz, 3047 Lorain Ave 

Office Equipment Bureau 

Ohio Desk Company 

People’s Desk Exchange 

Randolph Desk Company 

Rose's, Inc 

Van Kirk Desk Company 


Office Furniture Repairing 
Bilt-Rite Upholstering Company, 14206 Euclid Ave 
Gill's Furniture Service, 3781 Monticello Blvd 
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INTO THE OFFICE! 


§ 


| Gone are the days when offices were furnished 
in drab and lifeless monotones. Today's office 
has COLOR—and Harter has played a leading 


role in popularizing this new look. Harter advertisements appear 







; every month in Business 
Harter was the first steel office chair manu- 


facturer to offer Koroseal, the flexible upholstery 
material of B. F. Goodrich Co. Koroseal (shown 
above in Maroon) comes in a wide range of 


Week, Fortune, Newsweek, 
and U.S. News-World Report. 


sHARTER 


rich masculine shades and lovely pastels. 

In mohair fabric upholsteries, Harter offers Goodall 
Gros Point, luxurious and long-wearing, in such beautiful 
soft hues as Windsor Rose, Dawn Grey, Imperial Blue, 
jand many others. Deep buff and top grain leathers, both 
available in striking deep-tones, round out the rainbow 

f upholstery colors which Harter carries in stock. 


Oe ee oe m1 CM. OAM 
POSTURE CHAIRS + STEEL CHAIRS 
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NN RESULTS IN 


DEALER 
PROTECTION 
or PROFITS! 








It's an even exchange Customer protection for dealer profit! 








You are selling your customer the peace of mind that comes from 




















knowing that his papers, documents, jewelry, keepsakes and other : 

valuables are protected from fire in a Treasure Chest. Remember, Boe 

each such sale results in a satisfied potential customer and future St 

profit, so do ‘not recommend inferior protection units that have been Se 

untried and untested. ' uc 

ite 

The Victor Treasure Chest is certified by the S$. M.N.A., to protect eS 

paper contents from damage by heat or smoke for one hour in er 
temperatures up to 1700 degrees F. D 

G 

in 

PROTECT BEFORE FIRE STARTS ... ¥\* 
“Ot 

SEND YOUR ORDER (NWN TODAY! ie 
_ | 4 

THE VICTOR SAFE & EQUIPMENT CO., INC. : 








NORTH TONAWANDA NEW YORK 





—— 
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‘Customer Reaction 


Important; say Dealers 
The trade today hailed the Good 


Housekeeping Seal as an important 
_ new sales feature of the Mercury 
Stapler. ‘Customers recognize this 
| | Seal as the mark of a quality prod- 
uct. They know it appears only on 
items that carry a money-back guar- 
antee," say dealers. ‘It's sure to in- 
crease Mercury sales!" 


| | Dealers intend to emphasize the 

| Good Housekeeping Guaranty Seal 
i | in selling Mercury Staplers. They say 
it ranks in importance with other 
outstanding features such as: Mer- 
cury’s patented jam-free open-end’ 
channel. .:..removable head for 
stapling, pinning and tacking .. . 
and precision-tooled parts. 





: 
t 





Shown Above is Mercury Sr. Stapler in Chrome Finish 
jand box of Mercury Staples which also earned the seal. 


Good Housekeeping 
Seal to appear on 
all MERCURY 
STAPLER and 
STAPLE BOXES 


pean ~_ OF 
© Guaranteed by @ 
Good Housekeeping 
Py ~ 


\ 
OF AS apyenristy HS 






Courting additional customer ac- 
ceptance for its product, Mercury 
Staplers plan to feature the Good 
Housekeeping Seal on every box. A 
big factor ineclosing sales, it will-as- 
sure buyers of Mercury's superior 
design and workmanship. 
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TO WIN MAR 
OF MERIT 












cury Staplers and Staples. Mi 
cury's qualification for the Seal, 






came only after every working part 
of this outstanding stapler had be 
thoroughly examined and te: 












The Good Housekeeping laborate 


























reported that Mercury Stapl 
passed every test with flying cole 


Particularly newsworthy is the fa a 
that no other stapler has ever w 
or displayed this famous Go 
Housekeeping Guaranty. 


This is the same familiar Seal that 
has won customer acceptance fi 
leading products in other fields as 
recognized mark of quality, 


workmanship and performance, 


Mercury Staplers and Staples a 
manufactured by the Consolidated 
Wire Products Company, 1/4 
Spring Street, New York 12, N. 
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Modern Upholstery & Manufacturing Company, 1787 Cove. 


4 try " 
" al : Van Kirk Company 
PROMINEN T File Meley-k Vass Furniture Repairing, 1935 E. 75th St. 
d la yo a ig d Office Supply C The Arcad 

> - ce Rubber Stamp an ce Sup ompany, e Arcade. 
‘ee nN Be Ma © W it Amberg File & Index Company, iss. Euclid Ave. 
Auditors Supply Company, 11010 St. Clair Ave. 
Barker Printing Company, 1825 E. 18th St. 


; 

' Barker Sons Company 

Brooks Company. ' 

} Buckeye Office Supply Company, 1351 Ontario Ave. 


Burrows (ten stores). 

Central Publishing House, 2969 W. 25th St. will 

Century Office Supply Company, 2227 W. 33rd St. 

Certified Specialty Sales Company, Fidelity Building. 

City-Wide Office Supplies, Inc., Old Arcade. 

Cleveland Stationery Supply Company, 1260 W. 4th St. i 
_ Crown Printing & Office Supply Company, 2015 E. 100th ¢ 

Eriksen's, Inc., 226 High Ave. 

Error-No Cleveland Sales Company, The Arcade. 

Fidelity Sales Co., Fidelity Building. 

Garber Office Supply & Book Company, 5519 Woodlawn Ave, 

Gehring Office supply Company. 

Genera) Office Supply Company, 1104 Prospect Ave. 

Glotz, Inc., Old Arcade. 

Sid Glueck, 1104 Prospect Ave. 

Greenfield Printing & Stationery Company, 5925 Euclid Ay 

Highland Book Shop, 11731 Detroit Ave. 

Irving Office Supply & Printing Company, 634 Huron Rd. 

Marshall-Smith, Inc. 

Morton's Office Supply Company, 2016 E. 55th St. 

Office ore & Printing Company, 408 Frankfort. 

Ohio Legal Blank Company, 1280 Ontario. 

Paymaster Checkwriters Company, 6007 Euclid Ave. 

Remington Rand, Inc., 1240 uron Rd 

Ritters Gift Shoppe, 3337 Broadview Ave. - 

F. W. Roberts Company, 642 Superior Ave., N.W. SS 

Standard-Lobby Press, Standard Building. a 

Stationery Supply Co., 1260 W. 4th St. “ 


Wirtshafter’s. 
(Next: Indianapolis, Ind.) 
re 





ALL-STEEL EQUIPMENT PLAN AIDS WORKERS 

Security through the years and financial independ- 
ence in old age are the objects of the profit-sharing 
plan for employees instituted by All-Steel Equipment 
Inc., Aurora, Ill., a plan by which a fund of approxi 
mately $500,000 was accumulated by last December | 
Every cent of this amount belongs to the employes 

The All-Steel plan was instituted during 1944, a 
which time the company contributed $120,000 to th 
plan to get it started. Provisions include that th 
eligible employee may deposit his savings in the fund 
from two to five per cent, as he may elect, and receiv 
from the company $1.50 for each $1.00 he deposits 
The company agrees to contribute up to 25 per cen 
of its profit to the plan. The Northern Trust Com- 
pany of Chicago is trustee under the plan and has 
sole responsibility of investing the deposits. All m 
paid in the fund, both by employees and the com 
pany, must be paid only to the employee participant 
or their beneficiaries. 

Retirement at the age of 60 years is contemplate 
in the provisions, with optional pension payment 
during succeeding years. Death benefits for heirs ani 
dependents are provided. 

All money deposited by individual employees & 
available should the person leave the company employ, 
plus a share of the company’s contributions, th 
amount being dependent upon the period of time the 
employee has participated in the plan. If the em- 
; ployee should leave company’s employ after ten yeal 
In a few seconds, anyone can set up and print file of plan participation, he will receive not only the 
folder titles that “stand out.” SUPERIOR offers wide | 2™ount of his deposits over the years, but the com 

plete company contribution as well, plus accruals ané 


choice of suitable sizes and faces of grooved, change- remainders. 
























EET cinco ER 
able rubber type for this purpose. It provides an 
DONALD L. BIEBER OPENS FORT WAYNE FIRM 
Sline system Donald L. Bieber, who conducted a printing ané 
atiy ‘ stationery business for 11 years prior to entering 
the Army, opened his own business, the Indiana Stamp 
and Seal Company, 224% East Main St., Fort Wayne, 
SUPERIOR MARKING EQUIPMENT co. Ind., in mid-February. The newly-formed compat) 
1800 LARCHMONT, CHICAGO 13 + 533 MISSION ST., SAN FRANCISCO 5 will manufacture rubber stamps, special marking de- 
vices and corporation seals. Following his a 
from the Army, Mr. Bieber was associated with 
R. A. STEWART & COMPANY, INC. American Stamp & Stationery Company, Allentow?, 
Pen We Sew VERE 7, 0. V. Pa., leaving the firm to establish his own business 
Fort Wayne,—AK 


inexpensive and easy way to obtain a custom-made 
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a Message for 
Stationers who 
believe in Advertising... 


ail — 

ee —_ 

—_——_ ~ — 
-_- 

— 





a 
a 
a 
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vaqeag 


Turn on your radio, leaf through your maga- 
zine or newspaper — and all the giants of 
commerce boom their messages at you. 

You, Mr. Average Stationer, can’t compete 
in volume, but you can certainly get your fair 
share of attention by ordering from 

















And it’s top-quality carbon, clear, sharp and long-lasting. 
Carbon that makes an instant hit with the Typist. Every time 
she inserts a sheet in her machine she sees your name, your 
address, your trademark. Naturally you wonder if you can 
afford it. Until recently this service was available only to the 
big companies. Today, thanks to PEERLESS-IMPERIAL it is 


within the scope of average dealers. Write today for details. 


FREE—to help you get a quick and favorable reaction to this 
superb carbon, we will furnish you with free samples for distri- 
bution to your customers. 


While you are writing, check your inventory of PEERLESS 
TUCHTYPE and RUBBER TYPEWRITER KEYS—IMPERIAL 
SPIRITCARB for spirit or gelatin duplicating reproduction— 
WRITEMASTER Typewriter Ribbons and PEERLESS Rubber 


Typewriter Pads. 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory 


28 PEERLESS PLACE, NEWARK 5, NEW JERSEY 


NEW YORK OFFICE. 7, 321 BROADWAY @ CHICAGO 2, 179 W. WASHINGTON STREET 
DETROIT 18, 37 LINDEN ST. RIVER ROUGE, MICH 
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EXECUTIVE 
KReclin ing Chair 


Invites 
NEEDED 


Relaxation 


for Executives 
Doctors 
Lawyers 












Only Barcalo gives 
Scientific Relaxation 





A swimmer, when floating, at- 
tains completely relaxed posi- 
tion. Barcalo design matches 


this “floating support. More 
| Pr 


Sous tific Ae fion 
Fills « Truly Vital Need 


® More relaxation, doctors say, is the greatest need of 
many business and professional men. Diseases of the 
heart and blood cause three times as many deaths as 
cancer, ten times as many as tuberculosis. 





By making relaxing more inviting and convenient, the 
Barcalo Reclining Chair can prolong life. 


Here’s something worth pushing 


Call Barcalo Reclining Chair to the attention of your local executive 
and professional men and cash in. Write for full infomation. 


Executive Chair Division 


BARCALO MANUFACTURING COMPANY 


166 Chandler St., Buffalo 7, N. Y. 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 74) 


Walter E. Bret, president of International Office 4 
pliances, Inc., New York, N. Y., had died on Feb 
10 after a long illness. Mr. Bret, who had been in 
industry for more than 25 years, had made a hg 
of friends both at home and abroad. All present stog 
in silent tribute to his memory. 
Jessie I. Taylor, Globe Typewriter and Adding Ma. 
chine Company, Inc., New York, N. Y., chairman @ 
the membership committee, who is well on the 
to recovery after her recent mishap, made a stirring 
appeal for new members. 


Wants Trade Ethics Meeting 


Nicholas H. Fucci, Business Machines, Inc., New York 
N. Y., chairman of the advisory and grievance com. 
mittee, asked that the board of directors hold a meet 
ing together with the advisory and grievance com- 
mittee to discuss trade ethics and problems of immedi- 
ate importance to the industry. 

Reuben Jaskow, Batlin & Horowitz, New York, N. Y, 
proposed that the publicity committtee prepare ap 
advertising and publicity campaign to urge the public 
to buy from association dealers featuring the emblem 
of the National Office Machine Dealers Association, 
and submit it for approval. He stressed the point 
that portable typewriters in particular are sold 
through various outlets, all of which are final sales 
whereas the office machine dealer is in a position to 
give service as well and if that angle is forcibly brought 
to the attention of the public, all association dealers 
would materially benefit. Irving R. Ritchie, Type- 
writer Distributors, Inc., New York, N. Y., president, 
National Office Machine Dealers Association, informed 
his listeners that NOMDA is working on such a plan 
and to the best of his knowledge it would be presented 
at the midwinter meeting in Springfield, Mo. “Another 
way for dealers to promote confidence,” he advised, “is 
for them to brighten up their stores, display thei 
machines prominently and to the best advantage.” He 
also suggested attractive window displays to encourage 
prospective customers to enter their stores with the 
result that more sales will be made. 


Chester Krause Answers Queries 


A number of other problems of interest and im- 
portance to the industry were discussed for the bal 
ance of the evening with Counselor Charles Krause 
on hand to supply information on Federal Trade Com- 
mission rulings and give other important counsel. 

Gaylord Morse, Speed-O-Print Corporation, gave his 
listeners a brief outline of what his firm is doing ané 
the progress they are making in developing new dup- 
licating equipment. He called attention to the machine 
on display, their new Speed-O-Print Model “L” dupli- 
cator, and asked for suggestions for improving the 
machine, if there were any, so that he could take them 
back to the factory with him. The meeting was thet 
adjourned and demonstrations on the duplicator wer 
given by Sig Rest. Considerable interest was shown 
and a profusion of questions asked during the demon- 
stration. 

sistitaienalinatltac iad 
SHEAFFER SALESMEN MEET AT FORT MADISON 

Fort Madison, Iowa, was the scene of the W. A 
Sheaffer Pen Company’s annual sales convention, 
January 4-8. 

Sheaffer representatives from every nook and cranny 
of the nation and a contingent from Canada poured 
into Fort Madison to be on hand for the opening 
remarks of their president, C. R. Sheaffer, on Sunday 
afternoon, January 4. 

A round of serious business meetings filled the con- 
vention program which was highlighted by the intro- 
duction of new plastics and raw colors in the line 
Sample Threesomes made of Radite II in Persian Blue 


OFFICE APPLIANCES, March, 194 











OPE 


Pres 
bet. 
and 





For. 
3") 
und 


OF 


SINGLE-ACTION KEY 
OPENS INDEX QUICKLY, SMOOTHLY 


Press A, B, C, or any letter in the alpha- 
bet. With smooth, quick action, cover 
and sections flip back to the corre- 
sponding letter—the Index is ready. 


=. nee | 


100 EXTRA MEMO SHEETS 


For quick memo writing, 100 loose sheets 
3” x 5” are included in a compartment 
under metal plate, providing memo- 
pad service with alphabetical filing. 


Nee & : a 
VITAL INFORMATION 
AT YOUR FINGER TIPS 


Now you can keep vital information 
feady for instant use—in the proper 
place under the correct alphabetical 
listing. And you press just one key. 


egy 


SIMPLE INDEX CARD REMOVAL 
TAKES JUST SECONDS 

No complicated mechanism. If you want 

to revise information, all pages can be 

removed and inserted again in seconds. 


Dpens Quickly, Smoothly 
2ress One Key Only 


Ceeps Vital Information 


in One Place 


The “Autopoint” Index is an amazing inde 
with features that make it a sure-fire seller, a 
dependable profit-maker, a number that can be 
counted on to build steady year ’round volume, 
for you. 


Keeping vital information handy, and in one 
place, “Autopoint” Index works with easy finger- 
tip control. Just press one key and it flips back 
smoothly, ready to jot down names, addresses, 
telephone numbers and other information in the 
right alphabetical place. 

Index cards are 4” x 5”, with ample writing 
room—can be easily removed and reinserted. One 
hundred loose memo sheets are included in a 
compartment under metal plate, combining the 
advantages of a writing pad with the conven- 
ience of an orderly information file. 

Handsomely finished in walnut, this Index 
retails at $4.00, allowing you a liberal profit 
margin. Backed by the “Autopoint” name and 
“Autopoint” national advertising, it is presold 
for you. Write for facts and dealer prices, 


Preciston-Built by the Makers of “Autopoint” Pencils © AUTOPOINT COMPANY, Dept, 0A-3, 1801 Foster Ave., Chicago 40, IN; 
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Something fine about... 




































EVERY Pacemaker Chair 


ee Chairs are in full har- 
mony with the modern mood of thor- 
oughbred beauty and efficiency set by 
Pacemaker Desks. In finish and in styl- 
ing they perfectly supplement the 
desks they have been designed to 
match. But each one is a featured per- 
former in its own right and is the final 
result of the high skill developed by 
High Point Bending & Chair Company 
in nearly a half century of producing 
fine office chairs. 





Pacemaker Chairs completely fulfill 
the promise of the name “Pacemaker.” 
They are perfectly proportioned and 
graceful in line. They are never large 
or bulky but are solidly constructed 
with a built-in ruggedness that insures 
a happy and long life. And above all 

. every Pacemaker Chair guarantees 
to its user... thorough and substantial 
comfort over extended and arduous 
working hours, 


3 Pacemaker Chairs and a diversified 
. selection of other styles from the High 

Point Bending & Chair Company line 
me insures the office furniture dealer of 
a eee being able to fully meet the most exact- 
ing of office chair requirements. 


HIGH POINT BENDING & CHAIR CO. 
Siler City, North Carolina 





MEMBER 


_ 
oe 








: Something new in EVERY desk... 


(@ @e 


air for EVERY user 





ADJUSTABLE HEIGHT 





har- Clothing manufacturers make scores of 
hor- sizes for the obvious reason that one 
bh standard size wont fit all people. Neither 
y will one standard height of desk provide 
styl- the working ease and efficiency needs of all 
th office workers. That's one reason for Pace- 
e maker's ADJUSTABLE Height. 
to The height of every Pacemaker Desk can 
be adjusted by the user to suit his indi- 
per- vidual bulld and height. A simple adjust- 
mal ing device on each corner permits a height 
b variation of 14/2”. 
y Furthermore, Pacemaker's elimination of 
any the troublesome center drawer allows full 
. leg comfort and removes the pincer that 
ing has always existed between desk and chair 
edge. Getting rid of this center drawer 
bogey aiso permits full and free utilization 
fill of the silding, adjustable foot rest and the 
realization of a truly tamper-proof locking 
r.” system. And, the height adjustment device 
1 may also be used to level your desk on 
inc an uneven floor. 
rge 
ted 
res 
all 
Pes Ever on the quest for the New .. . the 
ial e : 
Better . . . the Original . . . buyers are irre- 
us 
sistibly drawn to the products and the show- 
ALSO: 
, rooms that allow them to savor the thrill of 
ed Cigarette Burn-proof Tops, Finger-Tip 
gh discovery. 
7 Drawer Control, Adjustable Height : 
ne In the Pacemaker Series . . . Myrtle has 
of Typewriter Platforms—and many other 
set an all-time high in combined sales fea- 
ct- desirable features. ¥ 
tures. . . . There’s something new in every 
desk for every user. Nearly every feature is 
MYRTLE a FIRST with Myrtle. Each offers new effi- 


ciency, new comfort or new convenience to 
every questing buyer. Each is completely in 


tempo with the times. 


a MYRTLE DESK COMPANY 
HIGH POINT . NORTH CAROLINA 


CO. 





OFFICE APPLIANCES, March, 1948 129 











Uodovie 


YOU INCREASED 
SALES AND PROFITS 


VT Ay Wk 
MiOW You how 


CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


nLITY 
gpnul® Qu, 


a” 








Codlo-mec. ore) 1 2 


529 So. Franklin St 401 Wood St 270 Latayette St 
Chicago 7, lll 


Factory: Loraopolis, Pa. 


Pittsburgh 22, Pa. New York 12, N. Y. 


and Burnt Umber were distributed to the men by pro- 
fessional models clad in ravishing dinner dresses of ' 
the same colors. 

H. E. Waldron, vice-president and director of sales 
and merchandising, presented annual awards to top 
salesmen of the organization. 

Busy as usual indoctrinating the men in the habits 
of better salesmanship was G. C. Holt, vice-president 


National Stationers Association — 
Presents this Certheate of Award to 


WA. Sheaffer Pen Gs, 
the Fember Ahn ctnrer with the Most Acceptable Pohcies 
ctributers Thvision 


ex 1947 














SEEN AT SHEAFFER SALES MEETING 


Top—Dominating the scene of W. A. Sheaffer Pen Co. annual sales 
convention was this blow-up of the NSA award for the most accept- 
able policies in the industry. 
Center—Inspection group during factory tour includes (left to right) 
Harvey Tyndall, salesman, California: George Leckey, manager, San 
Francisco office; Bill Merschmann, manager; Chicago office: Charlie 
West, salesman, Oklahoma-Texas; Russ Westfall, salesman, Pennsyl- 
vania; Tommy Tompkins, salesman, South Carolina, Georgia: Lyle 
Turner, salesman, Missouri-Kansas; Vas Vasbinder, salesman, Texas. 
Bottom—Another factory tour group: Sherman Harmer, salesman, 
Kansas-Missouri; Otis Garner, salesman, Texas-Louisiana; Fred Grant. 
salesman; Charlie Savers, control manager, Fineline division; Jack 
Hunsucker, salesman, Texas; Bill Goodwin, salesman, South Dakota- 
Ilowa-Minnesota; Scott Hendon, salesman, Tennessee-Georgia: Tom 
Jones, district manager: Thor Gardner, salesman, Illinois. 


and general sales manager. “No other company in 
the industry offers the consumer’ so much value in 
such a wide range of points, styling and price as does 
Sheaffer,” said Mr. Holt. 

“The White Dot Threesome line” (Triumph pens 
retailing at $10.00 up, Stratowriters at $10.00 up and 
pencils $5.00 up), continued Mr. Holt, “has been de- 
signed and packaged to return Sheaffer to the dom- 
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ee No. 890 LETTER BOX FILE 


An Amfile adaptation of an old-timer. Stands upright or lays 
flat. Has dozens of uses on desk or work table. Equipped with 
alphabetical index. Pull tab at back. Strong suit-case catch 
keeps out dirt. Finished with marble paper, orange back. 


Packed 12 to carton. 


No. 890—Letter Size, A-Z, 


16 division 


. 89i—tLetter Size, 1-31, 31 division 
. 892—Cap Size, A-Z, 16 division 
. 893—Letter Size, A-Z, double thick 


(Jumbo) 25 division 


No.894—Cap Size, A-Z, double thick 


(Jumbo) 25 division 


Per doz. 


$17.00 
$19.50 
$19.75 


$25.50 


$29.75 


No. 899—Similar to No. 890 but made of steel 


OFFICE APPLIANCES, 


March, 


1948 


Gross lots 


$15.50 per doz. 
$18.75 per doz. 
$19.00 per doz. 


doz. 


$24.50 per 


doz. 


$28.50 per 
$ 2.70 


each 


No. 420 
PERSONAL FILE 


A roomy file for everyday 
use in office, store or home. 
A place for receipts, bonds, 
income tax data, ete. Comes 
with letter size alphabetical 
and monthly folders, a 3-year 
budget and expense record, 
place for phone numbers, 
addresses. Maroon, black, 
blue, brown, green, ivory. 
Size 10144x12%,x6”. Packed 
3 of a color to carton. 


Nationally advertised at $2.25 


QM io. 710-A TRANSFER FILE 


Heavy construction with cloth hinge. Genu- 
ine leather pull. Covered in marble paper. 
Letter size. Outside size 10144” high 744” 
wide, 1314” deep. Packed 12 to carton. 

Retails at $1.55. $15.35 per doz. $175.20 per gross. 


No. 12105 TRANSFER FILE 
Similar to above but medium construction 
with webbing pull. Outside size 10144” high, 
54,” wide, 1214” deep. Packed 12 to carton. 
Retails at $1.35. $13.50 per doz. $145.80 per gross. 


All prices higher west of Rockies and in Canada 


AMBERG FILE & INDEX CO. 
Kankakee, Ill: 





























inant position in the industry which we enjoyed before 
the war.” 

The main convention hall in the Sheaffer Athletic 
Club House was decorated in a shadow box window 
motif. Black velvet side walls were accentuated by 
gold leaf framing to produce the maximum dramatic 
background for merchandise display. Theme of the 
convention was built around a gigantic photographic 
blow-up of the National Stationer’s award for best 
dealer policies in the industry. This photo enlarge- 
ment was used as a back drop behind the speaker rost- 
rum. Showcases displaying Threesomes, ensembles, 
single pens, and desk sets lined the rear of the walls 
adjacent to the main entrance. 


ANNUAL SEMINAR AND OFFICE EQUIPMENT 
DISPLAYS IS CONDUCTED AT CHICAGO 


New ideas and improvements both in office proced- 
ures and in equipment and device for the officer were 
in evidence at the Sixth Annual Seminar and Ninth 
Annual Office Equipment Display sponsored by the 
Office Management Association of Chicago and North- 
western University at the Stevens Hotel, February 2, 
3 and 4. The seminar sessions were so scheduled that 
those in attendance had plenty of opportunity to visit 
the exhibits presented in the large hall for that pur- 
pose on the lower level of the hotel. Following are 

5 topics discussed and the names of speakers: “What 

MICROFINE LEAD Be Top Management Expects of the Office Manager,” by 
< _| George H. Williamson, president, General Candy Cor- 
makes these the smoothest "| poration; “What the Office Manager Expects of Top 
PSA OS SEN a) aaa oe tl '~} Management,” by James W. Rees, assistant vice-presi- 
a a posi | dent and personnel director, The Pure Oil Company; 
“Your Future in Office Management,” by Dr. W. R. 
; Spriegel, chairman, Department of Management, 
amazingly economical. ‘| School of Commerce, Northwestern University; “Office 
Layout and Equipment,” by Harold C. Pennicke, man- 

»ady-shs : x agement consultant, Greenwich, Conn.; “Improving 
Ready-aharpened, in 5 popu _| Office Procedures,” by Leslie M. Mannasmith, assistant 
lar grades . . . a marvel of | to the vice-president and director of research, Mont- 
= ’ ' | gomery Ward and Company; “Crisis in Management,” 
writing efficiency, preferred - | by Robert W. Jackson, president, Aldens, Inc.; “Job 

| | Satisfaction,’ by Dwayne Orton, director of education, 

| | International Business Machines Corporation; “Public 

folk . . . because they con- - | Relations—How to Deal with People Both the Customer 
‘i 3 . and Employee,” by Lewis F. Gordon, vice-president, 
sistently give more for the ' | The Citizens and Southern National Bank, Atlanta, Ga. 


money! MORE, that is. . Of the 76 exhibitors to participate in the office equip- 
: ment display, 11 were commercial stationers or office 
furniture dealers. Most of the displays were presented 
pe Ge _j by the branch offices or direct agencies of manufac- 

a | turers in this industry. 





fingers, uniform forever and 

































by business and scholastic 


Exhibits Draw Huge, Enthusiastic Crowd 


QO. hello . Attendance recorded in the exhibit hall reached the 
Ai; 20,000 figure before the final day of the show. Exhibi- 

: . aR 7) tors found the visitors interested and eager to obtain 
ee oe Color Pencils 48 6 | information as to ways in which equipment and sys- 
ndeliple Copying Penc ils tems could be applied in their business offices. They 
Drawing Pencils were given opportunity to learn something of the 
science of brightness engineering, which governs the 
selection of color tones for furniture and walls. They 
were told that light shades and neutral colors, par- 
“ ~ : | ticularly grays and green-grays, are used to eliminate 
| Hexagon . . . Green with striped ; dark contrasting colors which cause eye fatigue. The 


Se Sees office furniture displayed at the show revealed rounded 
edges characteristic of OTHELLO . runt 





corners and general streamlining. Manufacturers fea- 
tured plastic splinter-proof center legs to help reduce 

nylon replacement. 
A new calculating machine, described as “the world’s 
fastest,” was shown. It has a trigger touch, electrically 
controlled key board designed to reduce fatigue and 

(A : increase speed. 
hv a n t a nh Cc | [ Ci re; ] nl c An office printing press that can print by either the 
. . letter press or lithhographic process was displayed by 
771 99C 2 , ‘ a one exhibitor. 

221-225 4th Ave “9 New Y ork City 3 A clear plastic model of a duplicator, with a speed 
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Let these 


Silent Salesmen 
work for YOU 


Your Name, Address and Phone Number 


GO HERE 








Every dealer wants more of the prestige 
created through advertising. Here is one 
practical way in which to achieve it— 
WITHOUT COST. Sell the MONARCH 
BRAND Quality Paper Fastening Devices 
in YOUR OWN Special IMPRINT BOXES. 


Reorders flow in to you naturally. 
You can have your Own Imprint Package 


WITHOUT CHARGE by merely ordering 
a minimum quantity of staples, clips or pins. 
The minimum quantity is: STAPLES—200 
boxes; CLIPS—100,000 of a single size; 
PINS—100 pounds of one type. Stock 
your shelves with quality products in eye- 
compelling packages, imprinted with your ~ & Cx 
NAME, ADDRESS and PHONE NUMBER. Dacind Office Suppye 
Boxes for staples and pins available in a variety of SS 
colors. Remember—you can sell your firm name 
WITHOUT ANY EXTRA CHARGE if you buy a 
minimum quantity of STANDARD Staples, Clips 
and Pins. Your requirements of brass fasteners, 
thumb tacks and industrial type staples can also be 
supplied. 
Write for samples and price list 


VAIL MANUFACTURING COMPAN 


900 EAST 95th ST., CHICAGO 19, ILL. 
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TYPEWRITER 


PLATENS 


PARTS—TOOLS 
and Accessories 


For better impressions use 


the AMES cf oR Meark platen. 


¢ 


For parts of quality 


with less delay. 


e 


For a better job 


use our quality tools. 


° 


FOR ALL MAKES 
OF TYPEWRITERS 
Contact your nearest office 


machine dealer. 


AMES SUPPLY CO. 


564 West Randolph Street 
Chicago 6, Illinois 


37 Murray St., New York 7, N. Y. 


191 Cain St. 191317, Commerce St. 

Atlanta 3, Ga. Dallas 1, Texas 

417 Wall St. 583 Market St. 
Les Angeles 13, Calif. San Francisco 5S, Calif. 


Agents In The Principal Cities 
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of 7500 copies per hour, was internally illuminated, 
enabling the visitor to follow the travel of copy paper 
and to see the function of all moving parts. 

Electric typewriters that can automatically space the 
letters to provide columns of copy of uniform width 


AMONG THE EXHIBITORS AT THE COMA SHOW 


1. Marshall-Jackson Company, Chicago, showing Globe- 
Wernicke steel equipment, Harter steel office chairs, 
Sikes wood office chairs, Commercial Furniture Company 
wood desks, and so forth. 


2. Office Equipment Company of Chicago, showing Stow- 


Davis wood office furniture, W. H. Gunlocke wood and 
upholstered chairs, Gunn wood desks, All-Steel metal 
furniture and so forth. . 


3. International Business Machines Corporation, showing 


electric accounting machines, time recording machines, 
indicating and signaling devices, and electric typewriters. 


4. Wheeldex Chicago Company, showing Wheeldex card 


record systems in 35 models, ranging in size and ca- 
pacity from the little “Cub” up to four-section reference 
and posting desks. 
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NEVA-CLOG PRO, ine: 
Bridgeport T; ‘ 


OOo © OO CO B22 @©2O2eeF 
Neva-Clog Products, Inc. ‘ 
506 Logan Street, Bridgeport 1, Conn. i 
Sirs: I’m interested in your plan for selling NEVA-CLOG ‘ 
for me to business concerns in my area. Please give me § 


full particulars. a 

‘ 

NAME. ..ccccccccccccccccccccssccteccesccccsceepecoes  € 
STREET... ..cccccccccccccscccccsasvccsccvcssoosasecese 

‘ 

CBE occ ccswcccccccccccccccscescssnbs STATE. ...--.00 i 

Zone No. ’ 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design... 


buy Collier-Keyworth! 
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had a prominent place in the show. 

Also on parade were wire and tape recorders, the 
latest developments for recording and transcribing 
dictation, conferences and telephone calls. 

Many other innovations for the office were shown— 
a filing system which has a chair on rollers that 
carries the operator the full length of long open top 
file cabinets, and a portable kitchen unit containing 
a stove, sink and refrigerator conveniently arranged 
so that the secretary can whip up a snack for the boss 
on a moment’s notice. 


Descriptions of Exhibits 


Following are the names of exhibitors and the prod- 
ucts they displayed: 


ACME VISIBLE RECORDS, INC.—Visible record systems 
for pecacnen, payroll, production, purchase, inventory, sales, 
machine posted orms and many other record requirements. 

ADDRESSOGRAPH SALES AGENCY—Fast and accurate 
method of transcribing descriptive and figure data on busi- 
ness forms 

ALLEN WALES ADDING MACHINE AGENCY—Totally 
owned subsidiary of the National Cash Register Company. 
Adding, subtracting, statement, duplex, bookkeeping, com- 
bineee adding machines. Hand or electrically operated. 

ALL-STEEL EQUIPMENT, INC.—Office furniture, includ- 
ing filing cabinets, storage cabinets, steel desks, tables, blue- 
peret plan files, dead storage files, clothing lockers, and shop 
equipment. 

AMERICAN AUTOMATIC TYPEWRITER COMPANY—The 
Autotypist, a pneumatic mechanism which automatically 
Sucenees any make or model typewriter including the elec- 
trics 

AUTOMATIC PENCIL ne ee COMPANY—Pencil 
sharpeners, Bull Dog cli 

THE BIRCHER CO) PANY, INC.—Letter openers and 
sealers and service and sales. 

BURROUGHS ADDING MACHINE COMPANY—Commercial 
teller’s machine, commercial accounts receivable, original 
ledger and statement machine, accounts payable typewriter 
accounting machine, typewriter billing machine, calculators, 
cash registers, adding machines, pay roll imachines, cost 
accounting machines, chairs 

CLARY MULTIPLIER CORPORATION—Clary Speed-o-lec- 
tric, fast and easy to use adding machine. 

COMMERCIAL STATIONERY COMPANY, Chicago—Coin 
counting and coin packaging machines, electric sorters, coin 
changers, bank trays, bank name plates, posting equipment, 
steel office furniture, and a complete maonery line. 

COMPTOMETER DIVISION, FELT & TARRANT ‘MANU- 
FACTURING COMPANY—Adding and calculating machines. 

DAVIDSON MANUFACTURING CORPORATION—Dual du- 
plicators for both offset and relief printing. 

. DICK COMPANY—Mimeograph brand duplicator, 
Mimeograph brand supplies and accessories. 

DICTAPHONE CORPORATION—Electronic dictating ma- 
chines and other sound-recording and reproducing equip- 
ment bearing | the trademark Dictaphone. 

DITTO, INC.—Ditto duplicating machines and business 
systems. 

: DOMORE CHAIR COMPANY, INC.—Posture seating serv- 
1cé 


DU PLICOPY COMPANY—Liquid duplicating machines and 


euppiies. 

FILE HOUSE, INC.—Filing cabinets, stock all gises 
special built-to- order cabinets. Spin-Dex rotary card fi 

FRIDEN CALCULATING MACHINE AGENCY—Full ine ‘ot 
modern electric automatic calculators. 

GENERAL FIREPROOFING COMPANY—Metal business 
equipment, aluminum chairs, steel desks, tables, filing equip- 
ment, supplies, steel shelving 

GLOBE FURNITURE AND- STATIONERY COMPANY, Chi- 
cago—Office furniture, stationer stems. 

GRAVER-DEARBORN CORPO A" ION, Chicago—Complete 
office outfitters, office furniture in steel, wood, chromium, 
filing equipment, visible equipment, water coolers, room 
coolers. executive kitchens. 

HORDER’S, INC., Chicago—Office supplies, furniture, forms 
and systems. 

HUSH-A-PHONE CORPORATION—Hush-A-Phone, a phone 
silencer providing privacy of port _ conversation, office 
quiet, and better hearing in noisy p 

INTERNATIONAL BUSINESS MACHINES CORPORATION 

-Electrical accounting machines, internatoinal time record- 
ing, indicating and signaling devices and electric typewrit- 
ers. 
KRILOFFICE, INC., Chicago—Office furniture, equipment 
and supplies. 

LE FEBURE CORPORATION—Steel office equipment, 
bookkeeping and accountin oer rs and supplies 

MARR DUPLICATOR CO NC.—Marr duplicating 
machines, Vellam stencils, Marr duplicator supplies. 

MARSHALL-JACKSON COMPAN Chicago—Office furni- 
ture, wood and steel, filing equipment, vertical and visible, 
commercial stationery. 

THE McCASKEY REGISTER COMPANY—Visible filing 
equipment for production control, scheduling of machines 
and products, machine load, work in process control, stock 
records, cost and payroll records, factory and office forms. 

MEAD & WHEELER COMPANY, Chicago—Office furniture, 
as Squlpment and supplies. 

E MOSLER SAFE COMPANY—Firé and burglary re- 
sistive safes, insulated ——. containers, money chests, 
vault doors and bank coum 

MULTISTAMP CHICAG COMPANY—Multistamp stencil 
duplicators, Copy Right copyholders, Polychrome stencils, 
Atlas stencil files. 

THE NATIONAL CASH REGISTER COMPANY—Complete 
simplified cost accounting system adaptabe to every busi- 
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| PAY YOURSELF #5500 per drawer! 


wn— 
that 


nto} For that’s your normal profit on the 
wea | sale of each drawer of Pendaflex 


It’s a nice profit, especially when you multiply it by 10, 20, 50—or 
whatever the number of filing drawers in the filing department. Nicer yet 


prod- , 
— it’s a protected profit. Pendaflex is sold under fair trade laws. 

t at ; pa: ‘ 
‘sales, Compare this big profit wich your small margin, if you sell conventional 
curate folders for the same files — perhaps against cut-rate competition. It just 

busi : é 

ps doesn’t make sense (or dollars) to sell anything but Pendaflex hanging 
‘otail ; 
npany. folders for filing. 

; 
ed. 

"blue: But go a little deeper, and make this comparison, too: 
shop 


‘ When you sell Pendaflex, you take the fumble out of filing for the custo- 
"alene mer. You save his time and money. You help him to reduce misfiling. 
Pencil You win his confidence by serving him with equipment that will smooth 
: and away his filing troubles. 


ercial ‘ 
iginal Wouldn’t you rather do that, and profit in dollars, than sell the same 
writer ‘ » ° e 
ators, quantity of conventional folders, and profit in pennies? 
, cos 


0-lec- 


con | Pendaflex is easy to sell! 


, coin 
ment, 


ANU- It's easy to demonstrate and sell Pendaflex in four simple steps: 


hines., 1 


1 du- . Carry the demonstrator kit. 





Cates, 2. Put the Pendaflex demonstrator frame and folders in the prospect's file drawer. 


quip: 3. Dramatize the difference between conventional filing and Pendaflex filing. 


siness 4. Offer to install a trial drawer, with a money-back-if-dissatisfied guarantee 


serv- 





Hundreds of dealers are selling millions of Pendaflex hanging folders 


s and : : 
this easy way. You and your salesmen can do it too. 


inese | @ few of many thousand installations 


hone 
office 


TION 
sord- 
writ- 





ment 


se Dealer's profit on this Dealer's profit on this Dealer's profit on this instal- Dealer's profit on this 


ting installation. . $300.00 installation. . .$80.00 OS ee $4,000.00 installation. . $100.00 


urni- 
sible, 


lling 


=a Oxford i i ia D A e L é X : Some territories open 


al ee A few territories are still open 


sts, d ° ° 
ae OXFORD FILING SUPPLY COMPANY, Inc. for esieae Write for cone. 


icils, Pendaflex is sold on franchise 


ete ee MORGAN AVE., BROOKLYN, N. Y 25 5. Ooh Se, ST. LORE, MO, only, and under fair trade laws. 
eg. U.S. Pat. Off 
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AtEG GRIP 


the preferred index tabbing 
...@ favorite with customers | 
for years 





Your customers prefer AICO-Grip, for they 
have used this quality index tabbing...know | 
how it is more durable in action ...more con- | 
venient to use and apply. They will buy AICO- 
Grip, the popular, attractively packaged index | 
tabbing. 

Through blotters, mail enclosures and cata- 
log sections, we have helped dealers sell 
AICO-Grip. Now, we have another potent 
sales help. 


FREE AlCO-Grip 


Counter Merchandiser 








To 


Stimulate 


CASH 


Sales 





Now your customers can pick out just the AICO-Grip 
Tabbing they want with this attractive new AICO- 
Grip Counter Merchandiser. This unit was pre-tested, 
and received wide dealer approval. 


This new AICO unit is: 


Self-serving ... Self Selling 
A real profit maker 
Neat, compact (1414” long, 6144” wide) 


Saves both customers’ and salesmen’s time 


Illustrates uses and colors of the tabbing by 


a colorful lucite display. 
This profit producing display is FREE with the pur- 
chase of the contents of the Merchandiser—12 car- 


tons AICO-Grip Tabbing, 12 packages Shield Tabs. 


~ . Pe 
See our salesman, or write for details! 


AICO GRIP TABBING 
, LOOSE LEAF INDEXES 
DESK PADS 
e CELLULOSE SPECIALTIES 
Jf Aigner Company PROTECTIVE HOLDERS 
503 S. JEFFERSON ST., CHICAGO 7, ILLINOIS 


ADING MANUFACTURERS OF INDEXES AND INDEX TABBING 























WORLD'S LE 
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nelss, large and small.Class 2000 payroll and distribution 
machine and Class 3000 typewriter—bookkeeping machine, 
other accounting machines and Allen-Wales figuring ma- 
chines. 

NIAGARA DUPLICATOR SALES & SERVICE—Stencil du- 
plicating machines and supplies. 

OFFICE EQUIPMENT COMPANY OF CHICAGO—Execu- 
tive and general office furniture, steel and wood, planned 
office layouts 

PITNEY-BOWES, INC Complete line of mailing ma- 
chines, postal scales, letter openers, mail-room equipment, 

REMINGTON RAND INC.—Noiseless, standard and port- 
able typewriters, Remtico typewriter supplies, Line-A-Time, 
plastic offset duplicating plates, Procel tailored stencils and 
duplicating inks, accounting machines, printing calculators, 
electric and hand-operated adding machines, visible equip- 
ment, fire protective equipment, photographic equipment, 
steel furniture and filing equipment, systems, loose leaf 
equipment, punched card accounting machines, universal 
automatic carriage, multi-stage selector, interfiling repro- 
ducing punch, auxiliary machines. 

RITE-LINE SALES COMPANY, INC.—Rite-Line copyholder 
that guides the typist’s eye, may be placed in position to 
suit vision, portable ,weighing 3 lbs., handles narrow or 
wide forms, with adjustable space bar advance. 

ROBOTYPER CHICAGO COMPANY—ER Model Robotyper, 
auxiliary unit and perforator for the rapid production of 
repetitive typewritten material, in quantities at low cost. 

ROL-DEX DIVISION, Watson Manufacturing Company, 
Inc.—Rol-Dex record housing equipment—records roll to 
operator while operator remains comfortably seated. 

SPAK & NATOVICH, INC., Chicago—Distinctive office 
furniture and appointments. 

SPITZERS OFFICE FURNITURE HOUSE, INC., Chicago— 
Executive desks with matching tables, chairs, etc. 

STACK TYPEWRITER & SUPPLY COMPANY, Chicago— 
Distributor of Hall-Walter checkwriter, check signer and 
copyholder. Woodstock typewriter, all makes of used ma- 
chines, office furniture, upholstering work, overhauling and 
repairing of typewriters and adding machines. 

STANDARD BUSINESS MACHINES COMPANY—Tru-Lite 
office lights and Sound-On-Wire dictating machines. 

STANDARD DUPLICATING MACHINES CORPORATION— 
Standard fluid process duplicating machines for systems 
and miscellaneous duplicating. 

STURGIS POSTURE CHAIR COMPANY—Sturgis posture 
chairs, steel, for executives and their assistants, stenog- 
raphers, clerical workers and office guests. 

TRINER SALES COMPANY, INC.—Triner scales for post 
offices, mail and parcel post mailing and shipping rooms, 
ratio counting scales, general industrial scales. 

UNDERWOOD CORPORATION—Adding and accounting 
machines, typewriters and typewriter supplies, maintenance 
and repairs. 

VICTOR ADDING MACHINE COMPANY—Direct factory 
branch, sales and service 

VISIRECORD—Visirecord, visible vertical filing equipment, 
business control forms and systems. 

WEBER ADDRESSING MACHINE COMPANY—tTag and 
label addressing machines. 

WHEELDEX CHICAGO COMPANY—Wheeldex motion 
economy card record systems, for direct posting and refer- 
ence in more than 35 models. 

WORKMAN SERVICE, INC.—Business service—calculat- 
ing, typing, tabulating, transcribing and Auto-typing. 

Sass Se 





PRESENT NEW ROYAL AT SALES MEETING 

Presentation of the new model of Royal portable 
typewriter was made by W. H. Beckwith, portable sales 
manager, to his district portable managers and to a 
group of Royal executives at a sales session in New 
York. Cortez Peters, claiming to be the world’s fastest 





PRESENT NEW PORTABLE—Arthur E. Davis, vice-president 

and treasurer; Allan A. Ryan, chairman of board of directors; 

Wesley H. Beckwith, Royal portable sales manager, and 

Fortune Peter Ryan, assistant to the president, addressed the 

Royal portable sales conference and presented the new 

portable typewriter at a meeting held at the Monte Carlo 
New York, N. Y. 


portable typist, gave a speed demonstration and took 
several speed tests. 

At the afternoon session, the advertising and pro- 
motional campaign that will back the new portable 
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SUPERIOR DESIGN—SUPERIOR CONSTRUCTION : 
J 
New, DeLuce Hi-Lo Typewriter Stands 


“THE STAND FOR EVERY USE AT THE RIGHT PRICE” 










Continuous 
piano hinges 


Spring drop-leaf 
supports j 






FINISHES 
Genuine Walnut 

Natural 

Solid Green 

Solid Gray 










Handsome 3" 








lywood to 
Double cross-braces to BASES for extra Siniks 
Se complete psa and to 
rigidity Sreen deaden sound 
Gray 





Modern, J-angle 
construction ensures 
complete harmony with 


Heavy-gauge 
steel—all electric 


the new straight-line welded 
look of present-day \ 
office furniture 
ALL STANDS SHIPPED Skilfull y 
designed and 
proportioned 


SET UP 


READY FOR USE 


to fit in with the 
finest office or 
home furniture 


Hi-Lo STAND 





: . TOP SIZE 16x18” 
When ordering, please specify LEAF SIZE._16"x 9” S$ 00 
clea.ly the finish desired for cach EXTENDED _ 16x36” e 
style stand. HEIGHT ; 27" LIST 


Dependable, easy-to-operate lever device permits castors to be lowered when stand 
must be rolled about—raised out of way when in position for working. When leaves are 
raised, presents flat, absolutely level working surface. 


TYPEWRITER TABLE 


NO. 103 


@ Dome glides for easy moving or smooth 
rolling castors. 


TOP 16" x 30" HEIGHT 27" 
ALSO 30” HEIGHT, LIST $15.00 


TELEPHONE STAND 


NO. 104 


@ Special lower shelf for directory. 
Dome glides. 


TOP 16" x 18" HEIGHT 30" 





USUAL DEALER DISCOUNT 
WRITE FOR ILLUSTRATED FOLDER SHOWING COMPLETE LINE 


METALSTAND COMPANY 


1615 to 1625 MELON STREET PHILADELPHIA 30, PA. 








WE OFFER THE MOST COMPLETE LINE OF STANDS ON THE MARKET © A STAND FOR EVERY USE 
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AN OLD FAVORITE! 
SATISFACTION 


The COLONIAL needs no introduction to Jasper Desk 
dealers. It's beerva favorite for many years... it has won 
the wholesome respect of office furniture dealers every- 
where. In featuring this executive COLONIAL, we're 
stressing a traditional style with added modern functional 
features. The new size 69" x 36" will especially appeal to 
your customers. They'll admire the genuine walnut con- 
struction throughout and welcome the smooth perform- 
ance of the deep drawer with ball bearing suspension. 
Yes... here's a desk that any executive would be proud 


to own. 


JASPER DESK Company 


SPER, INDIANA 
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was outlined. On and after March 1, it was announced 
that advertising will break in publications throughout 
the country. 

One of the most important sales promotion pieces 
will be a complete demonstration brochure. Another, 
a consumer folder, will tell the entire story of “the 
portable of the future, here today.” A flashing, seven- 
piece window display will consist of a vivid, large cen- 
terpiece, sidecards that tell of the new features, a 
window streamer and a counter card. Letterheads and 
radio spot announcements will aid retailers. The new 
machines will be sent out with attractive finger form 
key-shaped machine tags and instruction books. 


After the opening day presentation meeting, Sales 
Manager Beckwith conducted sales meetings through- 
out the full week. Royal department heads were heard 
and the climax of the conference was a trip to the 
Hartford factory where the group saw the new port- 
ables coming off the assembly line at top speed. 

ERE EPI” ise Allon 


KANSAS BOOK DEALERS CONVENE 


An optimistic trend to improved supply and such 
extra services as complete catalogs for the dealer and 
illustrated folders for customers, showed up at the 
Thirty-first Annual Kansas Book Dealers Association 
convention. This was held jointly with a school supply 
and gift exhibit on Hotel Kansan roof at Topeka, 
Kans., February 16-17, under the direction of Presi- 
dent Phil M. Anderson, re-elected on the final day for 
the twenty-ninth consecutive time to lead the 200 
member stores for another year’s activity. 

As salesmen were introduced from the convention 
floor, it was not unusual to hear, for the first time 
since before the war, “can ship any quantity,” “costs 
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¢@ 


, a 
me 
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BOOK DEALERS CONVENE—An informal scene at the con- 
vention of the Kansas Book Dealers Association in Topeka. 


are not coming down but we are stabilizing our mar- 
kets and prices,” and “the paper situation shows a 
slight and gradual improvement.” New products shown 
were brought out to serve a definite function. Art 
teachers may tearfully disclaim the “art” of certain 
commercial ste.cils, one manufacturer’s representative 
explained; but with the public becoming art con- 
scious, and parents wanting to express even tardily 
some decorative instincts, it’s the manufacturer’s job 
to bring out helps to home arts and crafts. Stencils 
help the dealer to sell many more transactions in ten- 
sile colors, and render women even more design-con- 
scious. One dealer testified that a notebook cover pre- 
decorated with allegedly collegiate designs, did NOT 
sell, because as a teen-ager protested, “We wanna 
decorate our own book-covers.” 


Highlights in Quetes 
The program can best be highlighted by quotes and 
punch-lines from invited speakers and from the floor, 
in this most democratic and informal of all conven- 
tion programs: 
L. A. Hatfield, Valley Falls, sundries: “In our town 
Of 1200, we sold last year $100 worth (retail) staplers, 
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“dhe Trade 
The Mark » >» y [Be Shy” 
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STALTLEA 





MOON 
LUNA 
GLOBE TROTTER 
PRECISION 
TRADITION 
TRIBUNE 


etc. 


Known For Quality Since 1662 


J.S.StmeeewrcerRm,Ine. 


53-55 WORTH STREET 


hy Ae On ee ee) ee 
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NO. 115 
“UTILITY” 


Without spring 
back and back tilt 
features found on 
No. 125. Other- 
wise the same 
frame, large size 
cushion, equal 
quality upholste- 
ry. Seat adjusts 
161/."x21" by easy 
hand control. Back 
Rest adjusts 21/2’. 





CHEERS! 


From Coast to Coast 
Enthusiastically 
Received 





ts 


MR. DEALER. If you've not yet seen these 
Newer, Finer Chairs, order a few. EVERY 
CHAIR GUARANTEED. Write today .... 
for New Catalogue and FREE DEALER 
ADVERTISING. 











—, 


BETTER OFFICES ACCLAIM THESE NEW 
1948 MODELS ... PACEMAKER suttoes 


BUILDERS & 
These outstanding values .. . offer advanced 
designs in finest posture seating . . . assuring 
complete satisfaction . . . increased office eff. 
ciency at small cost. Sit rite with a RITEFORM 
... today’s finest fastest growing chair line for 


better offices. 


15SUA 
“MASTER EXECUTIVE” 
Luxuriously distinctive . . with 
famous RITEFORM posture. No 
Sag-Spring, deeply padded cush- 
ion and back . . . with uniquely 








styled padded side arms ...da 
leader in Executive chair popu- 
larity. 

NO. 225 


“ALUMINUM DE LUXE” 
“5” Star Secretarial 
Better posture chairs at only a 
slightly higher cost than usually 
paid for steel tubular styles. Nu- 
Kraft Foam Rubber Cushions, Du- 
ran-Koroseal, or Imperial, Fine 
Quality Plastic Leathers. 
Color, hard 
Alumna Grey 


235A JR. EXEC. (below) 
The Sensation of the Industry 


Frames: baked 


enamel 


NO OTHER POSTURE CHAIR 
GIVES AS MUCH 
NO. 125 SPRINGBACK SECRETARIAL 
RITEFORM’'S ‘'S’’ star features, with the 
important posture aids built into its sc- 
entific design, the result of 22 years ex 
erience building better posture chairs. 


rame: 1’ o.d. steel tubular welded. 
Cushion: 16!/.” x 131/.” x 3” NuKraft latez 


har. 
gg Rest: 13” x 7” padded. Adjusts 
va 
Seat adjusts 17’ x 21" 


above floor. 


if & 
i 


OeStST ON ALL FrvE 
Compare SRITEFORM” POSTURE FEATUR 


FOR FATIGUE RELIEVING COM 


I 





We do not distribute tiru or 
make chairs for others. All 
RITEFORM parts are made in 
our own modern plant, at low- 
est possible cost—which make 
possible RITEFORM’S “Lower 


than average price. 
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43 S. OXFORD - 


DEALERS: Write today —con- 
RITEFORM 


; franchise, which offers a chair 
CHAIR ZO., Ic for every need — building 


ST.PAUL 5, MINN 


cerning valuable 


amazing sales results. 
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by window display, inside demonstration, and promo- 
tion, and not all for business, either.” 

Whitaker Typewriter Exchange, Leavenworth: “We 
have inventoried tools along with our office machines, 
and do a good job, and our books include some how- 
to-do-it titles.” 

C. M. States, Dodge City: “Sporting goods are a good 
traffic builder in our drug-book store.” 

Mrs. Nettie Wuethrich, Junction City stationers: 
“Office supplies are big with us, and make good traf- 
fic.” 

Kenneth McFarland, superintendent Topeka schools: 
“when management moves in first and gives labor 
what it is surely going to ask, good-will results.” 

President Anderson: “By a measure passed last legis- 
lature in Kansas, book dealers are now entitled legally 
to charge 20 per cent above cost and freight on school 
pooks, formerly sold at 15 per cent for required texts, 
and 16 per cent for electives.” 


Patience Pays Dividends 


J. W. Flaming, Wellington book dealer: “If a dealer 
can be patient and find the hard-to-get items for a 
particular customer, he may in time sign up with 
an easy and profitable order.” 

Olga House, secretary of the Kansas State Book 
Commission: “We place $100,000 worth of books in the 
hands of 180 bonded K.B.D.A. dealers, but prefer to 
send medium and small orders, and keep our stock 
fluid instead of stored in dealers’ stockrooms and fac- 
ing obsolescence if not turned during the life of the 
books. Runs on certain books occur because of a 
change of emphasis due to the unit plan of the school 
curriculum.” 

A. S. Case, Independence: “Our glass front and glass 
door, being the first in our community, have paid for 
themselves in advertising. Another remodeling suc- 
cess was Our dropped ceiling, which gives a modern 
look and an air-conditioning effect with the dead space 
above.” 

Robert Markwell, Hays: “Cook books are selling well. 
In buying, if any item appeals to a merchant, he can 
sell that item. A big field is the infant and child care 
books, because today’s mothers are following guidance.” 

C. V. Miller, Wichita: “Kay Allen stores specialize in 
display, with a rule to build it big and pretty; then 
take a few items out so the customer will not be afraid 
to disturb a too-perfect line-up.” 

John A. Brown, Washington: “We learn at conven- 
tions how to do all things better.” 

George Geiger, Leavenworth: “School book business 
brings in children, who grow up knowing your store, 
oa looking to you for adult goods when they need 
them.” 

R. J. Herhold, White City: “The smaller the town, 
the wider the variety a retailer must show, and few 
of a kind.” 

F. A. Vonek, Ellsworth: “The public likes to walk 
up to merchandise. You sell 75 per cent more when 





they don’t have to ask for items, but can see, feel, | 


price, and buy, merchandise from reachable displays.” 


New Officers Are Listed 


Other officers elected included Vice-President Robert 
Markwell, Hays, and Secretary-Treasurer Mary Ander- 
son, Newton. Irene Held Cook, Clay Center, was the 
firs: woman ever to be placed on the K.B.D.A. letter- 
head, and will serve on the membership committee 
With Mason McCarty, Emporia; John Kaiser, Ottawa; 


and George Geiger, Leavenworth. Directors are John | 


Crow (Halls) Topeka; Harry Tibbs, Kansas City; Wil- 
lard Topping, Overbrook; C. M. States, Dodge City; 
N. M. Ruddick, Council Grove, and Mason McCarty 
Emporia. 


— 


A. S. Case, Independence, heads trade relations, with | 
Kay Allen, Wichita; Zerne Vaning, Emporia; and How- | 


ard Holt, Hutchinson. 
Will C. King, Marysville, the legislative committee in- 
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Hered Your Anwwer 


EASIER, FASTER DISTRIBUTION 
OF INCOMING MAIL 











ITH a USPM Letter Opener to open envelopes in a 

matter of minutes and USPM Sorting Racks for quick 
distribution, you have a complete system for the handling 
of incoming mail. 

The Opener is a heavy duty, motor-driven unit built to 
meet rush-hour requirements. Automatic feed. Positive 
conveying principle and accurately ground knives assure 
thin, uniform trim. USPM Sorting Racks and Mailroom 
Tables provide systematic and convenient facilities for 


sorting incoming and outgoing mail. Rack shelves are adjust- 
able. These units like all USPM mailroom equipment, are 
the result of years of research devoted to the task of mech- 
anizing and systemizing mailroom operations. Let your 


USPM specialist show you these essential units. 


USPM Machines and Equipment 
Meet Every Mailroom Need 


USPM offers complete mail- 
room service. Expert planning 






and equipment to meet your 
particular needs. Write Dept, 
USPM OA-38 for free “Blueprint” 





Sorting Racks folder. 


and Table 





Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs . . . Ticketograph Systems 


(COMMERCIAL 
\ONTROLS 


CORPORATION 


Sales and Service Offices 
in Principal Cities 


U.S. POSTAL METER 
DIVISION 


Rochester 2, New York 






Commercial Controls Canada Ltd., Toronto 1, Ontario 
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. Slide Rules 7. Ellipses 
5. French Curves 8. Spee-dotter 
6. Adjustable T-Squares 9. Adjustable Triangle 


1. Rulers 
2. Protractors 
3. Triangles 


Send for your complete C-Thru Catalog 


tl $* ~~ * OTHER DEVICES 
VLA LE 


c OWN N S.A 


RULERS + TRIANGLES NAVIGATIONAL INSTRUMERTS 


eos FO R D 





| cludes T. L. Pattison and Kelsey Petro, Topeka, ang 


H. M. Van Doren, Deerfield. 

Passed on the final day was this resolution: 
“Resolved that Kansas Book Dealers in thirty-f 
annual convention assembled, go on record in com 

plete support of the Fair Trade law, agree to exp. 


| this law to asking and key customers, and be it furthe 
| resolved that each member become acquainted wit 


his legislators and give them the true facts on F 


| Trade.” 


Topeka will be the 1949 convention city for K.B.D A 


| with specific-arrangements in the hands of the Ass 
| ciation’s directors. Attendance included 49, represent 
| ing 36 stores, plus a salesman list around 30, and 4% 
| number of unregistered guests. 


ale iii haifa 
CONNECTICUT VALLEY STATIONERS CONVENE © 
Although the weather was bitter cold and the roag 


| all but impassable, 45 members and friends were @ 


hand at Ceriani’s Cafe Mellone in New Haven, Conn) 
on January 28 for the regular meeting of the Conneg 
ticut Valley Stationers Association. 
President William S. Blech, Gustave Fischer Com: 
pany, Hartford, Conn., called the meeting to order. ~ 
Chick Burt, Burt & Dell, Hartford, Conn., auctione 


| off cigars for the benefit of the March of Dimes dri 


which was at its height at that time. A total of $107.4 

was collected and an amount voted from the treas 

made the figure $160.00. 
Stan McGar, John F. Molloy Company, Meriden, 


| Conn., in his capacity of Governor of District No. 


National Stationers Association, urged all to come }§ 
the regional meeting, Hotel Somerset, Boston, Mass) 
March 15 and 16. 

The president then introduced George C. Wheeler, ¢ 


OFFICE APPLIANCES, who spoke on “Fuzzy Pictures.” 
| said in part: 


“As we go into 1948 I believe we will be very s 
if we keep alert to changing market conditions an 
markets demands. 
“I would like to enumerate for you a number ¢ 
things which for the lack of attention might ca 


| some fuzzy pictures to show up in this peaceful valle 


Keep Watch on Inventory 


1.—For five or six years our main worry has bee 
merchandise—for awhile it was any kind of merchan 
dise. From observations I have made, I conclude 
most of you sold war goods about as quickly as yo 
got them in. However, if there is any of that mer 
chandise still being carried in your inventory, I sug 


| gest you unload it at the very first opportunity. 


2.—If, in spite of all the warnings which have been 
voiced, there are many dealers here who have not scruts 
inized all their outstanding orders with their supplie 
I suggest they lose no time in checking up to ma 


| sure such orders if delivered will not create an un- 


balanced inventory situation. That is hard to avoid 


| at the best for certainly many manufacturers 


catching up. 

3—The hunger for merchandise during the ex- 
treme shortage period of the war developed over-" 
ordering habits. One dealer whose inventory was 58 
per cent of sales in 1946, ended the first nine months 
of 1947 with a ratio of inventory as 97 per cent of 
sales. When inventory gets that close to sales, turn- 
over is practically nil. 

4—Remember if you will that during the war period, 
merchandise turned over about as fast as you coul@ 
acquire it. Your turnover was very fast. Thus, thé 
working capital required to operate was less than nor 
mal. You were paid promptly—you paid promptly. 
a matter of fact, it was possible to do a large business 
on small capital. 

Today there is much evidence to indicate collections 
are slowing down. You will need more operating capl 


tal to carry you. 
5—With your merchandise going out as fast as it 
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READS LIKE A BOOK 
LEFT T0 RIGHT 
GROWS AS NEEDED 
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| ORIGINATED BY SMEAD’S CRAFTSMEN | | 
THE SMEAD MANUFACTURING CO., INC., HASTINGS, MINNESOTA 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
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Smead’s TELL-f-VISION Filing Index 


REG, U. S. PAT. OFF. 





SMEAD’S TELL-I-VISION FILING INDEX is equally 
adaptable to small, medium or large installa- 
tions. The basic principle is sound. It reads like 
a book—from left to right. 


You first locate the notation or subdivision of the 
alphabet, on the guide, nearest the name you 
wish to find. You then tip the guide forward, 
making a working space, in which to find the 
desired individual folder. If the individual folder 
with the name desired cannot be found you follow 
through to the green miscellaneous folder, which 
is at the end of the individual folders and pre- 
ceding the next guide. The miscellaneous folders 
hold the papers of the occasional correspondent. 
If the desired correspondence is not there you 
know this is a new correspondent and the material 
should be filed in the miscellaneous folder up to 
such time as it contains 6 or 8 papers, at which 
time it will warrant an individual name folder. 
Approximately 80% of your reference will be 
made to the individual folders. Should any one 
individual folder contain more than 40 papers 
you should prepare another individual folder, 
dividing that correspondence into monthly or 
quarterly periods. 


The same number found on the guide, behind 
which they will be filed, should be placed on all 
individual name folders. The purpose of this 
number is to save time in refiling by matching 
numbers. It simplifies reference because all odd 
numbers are on blue tabs and all even numbers 
are on orange tabs. 


You Look Alphabetically and Put Back Numerically 
The double purpose of the miscellaneous folder 


is to become the guide in the transfer cabinet 
when correspondence is moved at transfer time. 


SMEAD MANUFACTURING COMPANY, INC. 


The last step in centralizing the filing system is by 
using the OUT GUIDE. This OUT GUIDE replaces 
a folder which has been removed from the filing 
cabinet. A 3” x 5” REQUISITION card is signed 
and inserted in the OUT GUIDE pocket. This tells 
who has the correspondence. Should the same 
folder be desired by some other party, while it 
is still out of the file, a small WANTED card is 
placed in the pocket of the OUT GUIDE. This will 
designate to whom this folder should next go. 
When the folder is finally returned to the file the 
REQUISITION card and the OUT GUIDE are re- 
moved. The REQUISITION cards are then filed 
in the card cabinet, indicating that the corre- 
spondence has been returned to the file. 


No Lost Files...No Lost Time...No Arguments.. 
No Confusion 


We recommend that our heavy, 20 point Smead- 
fibre folders, with green celluloid angled tabs in 
the center position, be used for the miscellaneous 
folders. These are the de luxe folders which 
better withstand hard, constant use. Aft the 
end of the year, when the files are transferred, 
they are moved ahead of the individual folders 
and serve as the index to the transferred ma- 
terial. The guides remain in the file and a new 
set of miscellaneous folders are placed in the file 
for the coming year. New individual folders are 
then prepared for those names which you know 
will continue to be active. When material ex- 
pands to such a point that a larger break-down 
of an index is required, you merely add the 
necessary number of guides and miscellaneous 
folders, remove the old inserts and insert the 
new and larger set of sub-divisions in both the 
guides and miscellaneous folders. IT GROWS 


AS NEEDED. 


HASTINGS, MINNESOTA 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
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HERCULES 


HOME VAULT 





Certified 
HALF-HOUR 
SMNA LABEL 


List Price 


$1250 





Furnace-Tested 


ERCULE 


SAFE-T-VAULT 


Furnace-Tested 
Certified 
ONE HOUR 
SMNA LABEL 

















List Price 


$9400 











HERCULES 





WRITE 


VAL-U-VAULT 





Furnace-Tested 
Certified 
ONE HOUR 
SMNA LABEL 


List Price 


$4300 








DEPT. G-2 FOR DETAILS 


HERCULES 
WALL VAULT 


$3350 


Furnace- 
Tested 
Certified 
ONE HOUR SMNA LABEL 








MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 
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P Top Choice 
Of Top Men in 
[ndustry 









@ Whether your custom- 
ers' employees use tilting, 
swivel or posture-type 
office chairs, it's the chair 
controls that carry the 
load. And this load must 
be measured in terms of peak worker efficiency, not 
merely pounds. 

SENG Chair Controls produce efficiency . . . through 
fatigue-free posture, easy tilting, smooth turning, de- 
pendable no-wobble action. They're easy to adjust and 
last as long as the chairs they control. 

Top men in industry have learned the relationship 
of correct seating to top efficiency. That's why they look 
for the name SENG on the mechanism of every chair 
they buy. SENG is the mark of built-in quality. 

For lasting customer satisfaction, make a note now 
to look for the name yourself. 


1450 N. DAYTON AVE 


CHICAGO 22, ILLINOIS 


el 
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xame in, the need for space to stock merchandise was 


it an alltime low. Your business has expanded and | 
you will need more warehouse, shelf space and display ~ 
space to maintain the same amount of business. Many 7 
orders placed during the immediate post war period 


are in some cases beginning to flood retail stores. 
Buyers Are More Discriminating 


6—Buyers today are much more discriminating | 
than they have been. They want the quality and © 


brand they want. Substitution of other merchandise 
becomes more difficult to put over. Result—you shal] 


nave to carry stock to please them. That again could | 


and probably will require higher inventories. 


These then are some of the physical factors over | 


which close control can and must be exercised. Things 
are not always what they seem to be, either. 


To keep all fuzzy pictures out of the valley, there | 


is a more serious factor needing our attention. Sell- 


P 


ing, gentlemen, selling. It’s time, gentlemen, for every- ~ 


one, from you at the top to the errand boy at the bot- 
tom, to get up off your fannies and begin to see again.” 
ee 


STATIONERS CLUB OF CHICAGO ELECTS 


Elmer E. Long, Stevens, Maloney & Company, was 
elected as new president of the Stationers Club of Chi- 
cago at the annual meeting held February 16 at the 
Merchants and Manufacturers Club in the Merchan- 











ELMER E. LONG 


dise Mart. Other new officers named are: 

Clarence E. Reynolds, Globe Furniture & Stationery 
Company, vice-president. 

Edgar R. Hooper, Stuart-Hooper Company, secretary. 

Chester A. Morse, Marshall Jackson & Company, 
treasurer. 

Harold Rossuck, Better Office Supply Company, and 
Pete Orofino, Arrow Office Supply Company, were 
named directors for three years. 

Dave Bell, Graver-Dearborn Company, honorary 
chairman, spoke about the activities of the club and 
its future and mentioned the fine work that the Phil- 
adelphia Stationers Association had been doing in its 
42 years of existence. 

Secretary Edgar R. Hooper gave his annual report 
and in the absence of the treasurer provided the extra 
report showing that the club is in a sound financial 
position. Retiring President Harold Rossuck reviewed 
the activities of the club and thanked officers and 
members for their support. The new president, Elmer 
E. Long, was called upon for a brief address. 

I 
TORONTO STATIONERS HOLD SESSION 

The Stationers’ Guild Club, Toronto Division, held 

a varied program at the February 11 meeting with 


'George Wilson serving as chairman. 


Douglas C. Brace, vice-president of James Fisher 
Company, Ltd., was the guest speaker, presenting valu- 


able facts on today’s way of doing business. He de- 


clared that dealers should realize that a new normal 
is being established in prices and the old pre-war 
normal will never be attained again. 

“Face in the Mirror” was the title of a movie pre- 


‘sented. This portrayed a businessman on his day off 
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sTEELLASE 


Business Equipn aan 


FOUND WHERE 
BUSINESS SUCCEEDS 




























































































































































































Pat. Pending 


Guide Ofobtor 


THE HANGING FOLDER WITH ADJUSTABLE 

METAL TAB 
One demonstration proves how quick, easy 
and effortless it is to file and find with Guide- 
O-folders. Because they hang, they are always 
in a vertical position. No sagging, no pushing 
and hauling to find a piece of correspondence, 
Guide-O-folders simply glide along on the 
metal frame. 

The metal stfips at the top are securely an- 
chored to Guide-O-folders, hence they are 
always in position, in the file or out. The ad- 
justable metal tabs make it easy to set up any 
system and easy to make changes if and as 








ADJUSTABLE METAL TABS on Guide-O- 
folders make it easy to set up or add to 


any filing system. The tabs, slanting at a . 7 : 
Mdiaien causa for better visibility, fasten required. Of high grade folder stock, Guide- 
into place quickly. Once fastened, they O-folders make a permanent installation. At 
are locked in place, but can be easily transfer time the contents of each folder is 
unlocked and shifted to any position. transferred to an inexpensive folder. 


Feature Guide-O-folders in your sales work. 
standard file drawer — adjustable for a Equip all your outside men with a demonstra- 
snug fit. No cutting of frames is necessary. tion unit. If you demonstrate, you'll sell—at a 
Made of steel, they will last a lifetime. handsome profit. Write for a sample today. 


SLID-O-MATIC % 0 / 
=> DISAPPEARING TOP sagas . 


A personal file, desk high, where information may be kept instantly 
available. The Slid-O-Matic top completely disappears at .a slight 
push of the finger. It slides back into place with equal ease. Gray 
finish. Sturdy all steel construction. Mounted on rollers, the Guide-O- 
file can be moved about as required. 

The Guide-O-file is equipped with 25 Guide-O-folders complete 
with adjustable metal tabs and an assortment of inserts for tab head- 
ings. Guide-O-file is also available without the stand. 


Guide O.tiay 


STEEL DESK DRAWER UNIT 

Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital 
data at the finger tips—always in an up- 
right position. Instantly available and in- 
stantly replaced. The unit consists of a 
metal tray and 25 Guide-O-folders com- 
plete with adjustable metal tabs and an 
assortment of inserts for tab headings. 


GUIDE SYSTEM & SUPPLY CO. 


GUIDE-O-FRAMES set right into any 





335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. —’GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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going out to buy a new hat and various items for his 
home. A lesson was taught by the portrayal of the 


various salesmen whom he met. 
ce ee 


A FINE GLTC PARTY, BY GEORGE! 


The Great Lakes Travelers Club, 100 couples strong, 
turned out for a gala party at the Congress Hotel’s 
Florentine Room on Saturday evening, February 21. 
This was a double-barreled occasion, marking both 
the anniversary of the club’s founding in 1935 and the 
birthday of the Father of Our Country, George Wash- 
ington. 

It was a night for fine food, dancing and good fel- 
lowship. A. M. “Benny” Allen, American Pencil Com- 
pany, served &s chairman and master of ceremonies 
for the party arrangements for which were made with 
Bill Lipner, Koh-I-Noor Pencil Company; working with 
Jim Lynch, Browne Morse Company, co-chairman, Hy 
Linden, Ace Fastener Corporation; and Ralph Maish, 
Dennison Manufacturing Company. 

J. Brown Hardison, Modern Stationer, had a busy 
evening handling ticket details. 

A turkey dinner and other specialties on the Con- 
gress Hotel menu opened the iestivities. From then 
on, dancing was the main event of the program, the 
couples enjoying the music of Benny Sharp and his 
novelty orchestra. The two Bennies, Sharp and Allen, 
kept the assemblage in good humor and “mixer” 
dances left no wallflowers. 

The GLTC members were happy to have the presence 
of Maynard Westring, Mid-City Stationers, Rockford, 
Ill., governor of NSA District No. 6, and Mrs. Westring 
at the party. 

Enjoyable impromptu entertainment was given by 
Carl L. Kaufman, Speed Products Company, who can 
rattle dinner spoons like nobody’s business: and by 
Mrs. Helen Cormack, wife of George Cormack, Wilson 
Jones Company, who delightfully sang several num- 


bers. 
——————_—= 0 —__ 


CHICAGO OMDA HOLDS PRE-CONVENTION MEET 


Meeting at the Hotel Maryland on the evening of 
February 10, the Chicago Office Machine Dealers As- 
sociation found the forthcoming mid-winter meeting 
at Springfield, Mo., a principal topic of discussion. 
Jack Weiner, Belmont Typewriter Sales & Service, re- 
ported that 650 reservations had been made for the 
session at the Office Mechanical Institute at Spring- 
field and Robert Goldblatt, Star Typewriter Company, 
stated that only four more reservations were needed 
from the Chicago delegation to bring the total to 40. 

James P. Ward, Shipman-Ward Manufacturing Com- 
pany, who has been in business since 1915, gave some 
excellent pointers on business as well as suggestions 
about advertising. 

It was reported that the next meeting of the Chi- 
cago OMDA would be conducted by the downstate 
dealers but held in Chicago. 

Joseph Zegiel of Thompson-Zegiel Company re- 
ceived a mechanic’s tool kit, presented by Jim P. Ward 
as a special offering for the meeting. 

9 — ir 
PHILADELPHIA STATIONERS ELECT 

The Philadelphia Stationers Association, in annual 
meeting held January 15, elected L. B. Herr of L. B. 
Herr Sons, Lancaster, Pa., as president. Other officers 
named are Joseph A. Snitzer, Automatic Printing Cor- 
poration, Philadelphia, Pa., vice-president; Irving 
Roth, Roth Brothers, Philadelphia, treasurer: and 
Joseph J. Dunn, Wm. F. Murphy’s Sons Company, 509 
Chestnut St., Philadelphia 6, Pa., secretary. Com- 
munications are to be sent to the secretary. 

Ot 
ELECT OFFICERS OF SYRACUSE GROUP 

Members of the newly-formed Stationery and Office 
Equipment Dealers Association of Syracuse, N. Y., met 
January 20 in Hotel Onondaga, Syracuse, for the first 
annual dinner meeting and election. 

Elected to office were Harry H. Hartman, president; 
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no matter where you look... 
check up and see the difference when you look at TIFFANY’S 
“Ten Points of Superiority” 


No matter what your need... 


For IBM Billing Equipment . . . TIFFANY offers the new 
model “FW."' Do not trust your IBM equipment to inferior 
stands . . . buy TIFFANY .. . the basis of all modern busi- 
ness machine operation . . . designed better . . . built better. 
Shipped knocked down, shipping weight 42 Ibs. 


Ii—PATENTED ADJUSTABLE TOP—5 x 5 to {41-4 x 161-4 
prevides solid foundation for most any size or type of 
equipment... 

2—WELDED CORNER BRACES assures solid rigidity and 
eliminates vibration 

3—SURE HOLD TIFFANY KNEE BRACKET—no possible 
Gropping of equipment or supplies left on drop leaf... 

4—CAST METAL WNON-CREEP FOOT prevents creeping of 
stand and holds electrically operated machines securely in 
place ... 

5—RETRACTABLE CASTERS 2-inch Bassick quiet wall swivel 
retractable casters provide easy mobility .. . 

6—ROLL-FORMED CONSTRUCTION. Roll-formed ‘‘de-burred’’ 
edge an €&th in. thick, steel angle construction ... 


7—PRECISION TOLERANCE, rigid construction, guaranteed 
by precision machining tolerances ... 

8—~ADJUSTABLE FOOT for uneven floor surfaces . . . stabi- 
lizes stand and machine 

S—DROP LEAF INTERCHANGE- 


ABLE to either side in high 
or low postion . 


10—ALMOST 40 POUNDS OF 
STEEL .. . your security for 
a rigid machine foundation. 





NRRANY 
CLAN 





POPLAR BLUFF, MISSOURI 
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George Schmieg, secretary; and Ives Jacobs, 
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FILING CABINET | VETERANS OF PACIFIC DESK COMPANY HONORED AT 
WHICH EXPANDS | DINNER—Two views of a dinner party given by the Pacific 
WITH FILING | Desk Company, Los Angeles, California, to celebrate the 
| long years of service of several of their employees. A more 
REQUIREMENTS detailed story appeared in February on page 185. 
—_—————2—_—_ 


| NEW FIRM OPENS AT JACKSON, MICH. 

Ball, Marsh Office Supply, Inc., is a new office supply 
store recently opened at Jackson, Mich. The company, 
authorized Underwood typewriter dealers, handles of- 
. . fice supplies, wood and steel office furniture and other 

sie ee perm et er oe strength when | kinds of office equipment. 

a a vee SRS OF THO Ws. | _ Robert T. Ball of Ann Arbor, Mich., is president, 
Thorwald Marsh of Ypsilanti, Mich., is vice-president 
and treasurer, Alice J. Brooks is secretary and store 
manager and Bert Tolley, vice-president, is manager 


Corners acetylene welded and ground smooth for 
greater rigidity and beauty. 


se 
os 


Rolled drawer edge gives strength and beauty | 


» when d 
when drawer is extended. | of office supplies and equipment sales. Henry Mottin 
| is manager of the service department. 
: pei Sea 


J. D. ABEL OPENS AUSTIN FIRM 


- in each drawer. | 
The Abel Stationers, distributors in Central Texas 


4 Positive center locking follower block and guide rod | 


| for Shaw-Walker products, opened at Austin on Feb- * | 
Cabinet outside is a full 20" deep giving more| ruary 9 at 113 East Seventh St. The owner is J. D. 
. filing capacity per drawer. | Abel, and W. B. Britt will be associated with him in 
| operating the business. { 
For illustrative circulars and dealers price list write Mr. Abel was previously with a national office equip- 
ment firm. The firm will carry office supplies and 
WESTERN MFG. C7, “Wy equipment, filing systems, accounting machinery and | 
Mastercraft loose leaf products —HORN ( 
ieee ap 





CRAIN RETIRES AS FIRM’S PRESIDENT 
C. F. Crain has announced his retirement as presi- 
WESTERN MANUFACTURING COMPANY dent of the A. L. Garber Publishing Company, Ash- 
= On eho See) ONE MG land, Ohio, calendar and printing firm. Ben F. 


Zercher, vice-president, was named to succeed him. 
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Have you heard the rumor here and there 





That among chairs, we’re the hottest pair? 


pply Since our debut at the Stationers Show 
ps We've been invited everywhere. They were enthused about our *features, 
ther : ‘ Liked our prices even more, 

First the dealers twirled our swivels, dial o aes Bai aad 

igned on the line for shipments 
ent, Then they poked and punched our seats, . , P 
lent Of our numbers, Nine twenty—Nine twenty four. 
tore Sat on our laps.and flexed our backrests, 
ger Adjusted to size—plus other feats. Now that we’re in production 
— They are even more enthused, we're told; 
For as soon as a customer sees us 

al We’re decorated with a tag marked SOLD. 
"eb- * (1) Both chairs have four (yes 4) form 
: rs fitting adjustments. 


(2) The new Firmflex Backrest provides a 


llp- support which follows the body 
and through every seated movement. 
and rae F THE 
(3) All metal parts have been Bonderized 
to protect the finish for years and 


years. 
esi- 
sh- 
F. , 
3 Prices shown are for 
im. 





VERSILAN upholstery 
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IDEX CARDS 


ALL SIZES, | 
WEIGHTS : 
AND COLORS | 






Single Vertical Ruling 











Journal 


Cregj 
edi# and Sales Recorg ‘ 
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PUSH OFFICE SUPPLIES FOR EASTER 


Easter is rapidly becoming known as “Little Christ- 
mas,” and adults, as well as children, now look for- 
ward both to giving and receiving gifts at this season. 
The student would appreciate a typewriter, the mature 
man desk supplies for his office or den, and milady 
any one of many convenient little items in leather. 
These are all articles of real worth—‘“gifts that last” 
—and as such should be pushed by all dealers in office 
appliances. The best way to get them before the 
public is through an attractive window display, since 
the old Chinese proverb is just as applicable today as 
it was a hundred years ago, “One look is worth a 
hundred tells.” 

Schwabacher-Frey, Los Angeles, arranged an inter- 
esting display of supplies and novelties. On the wall 
were a pair of electric clocks, and on stepped-up fix- 
tures a number of mantel clocks. On the top step, ash 


es we > Wa - # 
“ = ‘ - P| 
- , 
— eT inn - 


if i = ipo 





es — 


EASTER WINDOWS—These windows offer ideas for 

featuring office supplies for Eastern. Top—Belcher 

& Schact window at Long Beach, Calif.; bottom— 
Schwabacher-Frey’s at Los Angeles, Calif. 


tray stands were shown, while on others were scrap 
books, humidors and desk sets. Down front were 
desk pads, date stamps, and Easter greeting cards. A 
card in the midst suggested, “Easter Gifts for the 
Home and Office.” 

Belcher & Schact, Long Beach, Calif., set out an 
array of items to tempt the Easter givers. On the gray 
wall was a pastel-tinted, egg-shaped card on which 
was printed “Complete line of office filing cabinets, 
Cases, and indexing accessories.” In metal fixtures at 
either side were leather portfolios, loose leaf binders 
and scrap books, while on a mound draped with purple 
velvet were stamp machines, commercial stationery, 
pen and pencil sets. A case filled with desk sets, pen 
and pencil sets, and small leather goods, with white 
a rabbits at either end, stood near the entrance. 
—WBS. 
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Me desk set line 


is VISA you need 


a 





...the Sengbusch HP-6 Handi-pen has 
the utility and appearance that please 
both hard-boiled office managers and 
demanding executives 


It appeals to busy executives and professional people 
-Smart and dignified HP-6 Handi-pens make a big im- 
pression on all who see them. In addition to good looks, 
they offer smooth, efficient, instantaneous writing service. 


Ideal for the entire office force—These efficient desk 
sets, with their effortless writing, save time and eliminate 
disturbing annoyances such as constant refilling, clogging, 
flooding. They are reasonably priced and find a sizeable 
market among quantity buyers. 
Has famous “Capillary Action” inking principle—The 
HP-6 holds 6-months supply of ink. Thanks to the scientific 
Sengbusch method of inking, there is no ink deterioration 
or waste; the last drop of ink in the container is as fresh 
as the first. 

For a sound inventory investment that turns over fast, 
and keeps on turning, concentrate on Sengbusch Handi-pen 

the writing champion. Place your stock orders now. 
Write for circular P-47. 


Sengbusch Self-Closing Inkstand Co. 
338 Sengbusch Building Milwaukee 3, Wisconsin 
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KEEP YOUR EYE 
ON ALMA 


a 
Coming in April 


THE ALMA 
STANDARDIZER 


A new desk line 


e New design from top to floor. 


Modern appearance. 


Brand new finishes. 


The last word in desk efficiency. 








Be sure to keep your eye on the 
ALMA STANDARDIZER, 
a line of desks destined to go places. 


ALMA DESK company 


HIGH POINT, N. C. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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VISIRECORD PURCHASES TRI-POSTER 
The Tri-Poster, a multiple posting machine, wil] 
shortly be added to the line of VISIrecord visible busj- 
ness systems with the recent purchase of all rights, 
title and interest from Cummins Business Machines 





Corporation of Chicago, according to an announce- 
ment by Herbert Weston, president of Visible Index 
Corporation of New York City. 

“The acquisition of Tri-Poster” Mr. Weston stated, 
“enables Visible Index Corporation to present to 
industry additional time-saving efficiency in the multi- 
ple posting and visualization of important business 
records.” 

Tri-Poster is the mechanical means of hand-posting 
three or more records simultaneously whether the post- 
ing be random or co-ordinated, or the records of equal 
or different sizes. 

World-wide distribution is planned for Tri-Poster 
through the sales offices of VISIrecord, Inc., which 
includes over 60 offices in the principal cities of the 
United States. Foreign distribution will be handled 
through VISIrecord of Canada, Ltd., VISIrecords de 
Mexico, S.A., VISIrecord Export Corporation, which 
covers North, Central and South America, West Indies 
and Newfoundland; and VISIrecord Overseas Corpora- 
tion, which handles distribution outside the Western 
Hemisphere. 

a 
TOPEKA FIRM APPOINTED BY A. B. DICK 

The Peterson Company, 501 Jackson, Topeka, Kans., 
opened February 9 as the exclusive representative of 
the A. B. Dick Company, manufacturers of Mimeo- 
graph duplicators and supplies. The new company 
will cover 18 counties in eastern Kansas, it was an- 
nounced. 

Head of the company is Edward A. Peterson, Jr., 
who served 15 years in various capacities with the 
A. B. Dick Company. He was manager of the Kansas 
City branch in 1935-37. He served in the Navy as a 
communications officer during World War II, spend- 
ing 40 months in the Caribbean and South Pacific 


ee ee 


DEPENDABLE PURCHASES WAR HEMP PLANT 
The Dependable Manufacturing Company of Omaha, 


| Nebraska, has purchased the war hemp plant, located 


a mile east of Traer, Iowa, from the War Assets Ad- 
ministration for $32,000. They expect to move in their 
equipment by March l. 

This plant, which has eight buildings and 40 acres of 


| land, cost $140,000 to build. 


The Dependable Company makes metal chairs and 


' other office furniture tor office and home use—AL 
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You can SEE the advantages 
in a CORRY-JAMESTOWN desk 














"tine of desks Ar 
(the CORRY-JAMESTOWN "S tech Age 
See 
advantage tion 
n ositive ait 
offers ma y P ¢ Smooth, no-giare Corroleum * Feat prouressi¥ ball bear- 
height. Can be top. _ ing sus 
* New, low Ae on new ad- Be a iol 
raised Mpliders. One- ‘ace nalage ons _ + oe ical fle drawer. 
, scion. ly on 
* Cleanly, atin orn. projections: ‘< Box drawers operate saad 
ré 
| + caida pontoon base gives # Attractive hardware. 
: m. 
, more foot roo 





The Steel Age 3000 Executive Line desk— 





modern as tomorrow—a desk your customer 

is proud to own. 
Everything about a Steel Age Executive Desk touch, the file compressors are positive locking, 
spells ‘‘Quality’’. The smooth, rounded contours, and there’s plenty of knee and foot room. Every 
the pontoon bases, the new low height and the Corry-Jamestown Stee! Age desk is built with 
finished, work-of-a-craftsman look all add up to strength to spare. When your customer calls for 
real pride in ownership. The quality’s there in quality, you have the right answer when you 
construction too. The drawers move at a feather carry the Steel Age line! 





This label is on every = 


genuine Steel Age desk E ~— i 


CORRY- MT MANUFACTURING CORP. 


res 
i 





CORRY, PENNA. 
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PRONTO 




















“FIBRE BOARD FILES 





LETTER SIZE LEGAL SIZE 
No. 1210L No. 1510L 
$3.75 $4.75 





STEEL DRAWER FRONTS 
are back again! 


For the first time in five years, you can now buy PRONTO 
FILES with the beautiful, practical, long lasting all steel 
drawer front in letter and legal sizes. They are the same 
PRONTO FILES which proved so popular before the war. 


Remember your customers like PRONTO FILES because: 
(1) drawers operate easily; (2) sturdy and durable construc- 
tion; (3) space saving, safe, stacking feature; (4) low cost and 
(5) fine appearance. 


Your all steel drawer front PRONTO FILES are waiting for 
you. Order today. 


PRONTO FILE CORPORATION 


285 MADISON AVE. NEW YORK 17, N. Y. 
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VIRGINIA NEWS NOTES 


J. F. Howison, Correspondent 


The Association for Preservation of Virginia Anti- 
quities is busy restoring old homes such as those known 
as the Craig and Glasgow properties. Articles possess- 
ing a tangible link to the past are also being preserved 
and it was a pleasure for the writer to see the beau- 
tiful, inlaid typewriter that he once presented to Miss 
Glasgow now purchased and restored by the A-P.V.A. 

* * * 

A large delegation from Richmond will attende 
the District No. 3 meeting of the National Stationers 
Association at Washington, D. C. 

* 


* * 





Officers of the Richmond Stationers were re-elected 
at the January meeting, namely Samuel S. Rosendorf, 
Jr., Southern Stamp & Stationery, president; Woodson 
Pp. Waddy, Everett Waddey Company, treasurer; and 
Joe Kempton, secretary. The officers are interested 
in forming a stationers’ association at Norfolk, Va. 

* ” * 

Earl A. Robins of the Newport News Typewriter & 
Equipment Company has just taken over all of the 
country territory outside of the city of Newport News, 
Va. He will deal exclusively in Remington Rand type- 
writers and adding machines. 

- - - 

Francis J. Armstrong, young and ambitious sales- 
man of office supplies, has just completed his training 
at Newport News, Va., for the Newport News Type- 
writer & Equipment Company. 


GLOBE-WERNICKE APPOINTS BLACKBURN 


Appointment of Ralph P. Blackburn as the Globe- 
Wernicke Co. district representative in Nebraska, Kan- 
sas, Iowa and Missouri was recently announced by 
Howard L. Pfau, vice-president in charge of sales. 

The new midwestern representative began his ca- 
reer with Coe Brothers, office supply and equipment 














RALPH P. BLACKBURN 


dealers of Springfield, Ill. After ten years, he became 
associated with Horder’s, Inc., at Chicago, and subse- 
quently represented Sanford Ink Company in the New 
England states and New York. 

Mr. Blackburn has established his headquarters in 
Peoria, Ill., where he will live with his wife and small 
daughter. 

si lst ack 
ATTEMPT TO STEAL SAFE FAILS 


An early-morning attempt to steal the safe from 
the office of the National Cash Register Company, 811 
Main Ave., San Antonio, Tex., met with failure. Not 
Only did the thieves fail in their attempt to get the 
Safe out of the building, dragging it only about ten 
feet toward the rear door, but they also abandoned a 
truck in which they were planning to haul it away. 
Police believed the truck, too, had been Stolen. The 
Safe was not opened.—_JHR 
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while V.P.D. plays the sweet music 
of quality business for you through 
satisfied customers and steady sales. 


For range and saleability V.P.D. Transparent Plastic 
Displayers have no reliable equal. 
They are the products of the longest experienced 
house in the business. 
Standardize on them and join the ranks of the dealers 
everywhere who are enjoying such time proved 
repeat sales on Meier's V.P.D. Transparent Plastic 
Displayers. 


The ever expanding V.P.D. line offers all these advantages: 


! © Widest range of trans- 
parent plastic products 
offered in the industry. 


© Finest quality materials 


One of thenewV.P.D. De Luxe Presen- and workmanship... smart 


tation Books. Handsome Florentine 


gold embossed heavy padded fabricoid styling eee durability. 
covers. 22 ring metal binder. 20 trans- 


os dae Prompt, courteous reli- 
parent plastic windows. |1x8'2. Room 
for more. : able service... with every 
accommodation. 


© Many years of supplying 
PROVED SELLERS to the 
trade. 


© V.P.D. is nationally ad- 

vertised for you in Sales 
Management, Advertising 
Age, Printers’ ink and 
Advertising & Selling. 

V.P.D. Transparent Envelope. Thermo- 

Welded closed three sides. In 17 sizes 

from 51.” x 3% to 14” x 842". 

For range, saleability and profit, 

WORK WITH V.P.D. 


For ideas that create more sales and 
profit, consult and use Catalog #48. > 
Write for it. 


JOSHUA MEIER CO., Inc. 


36 EAST 10th STREET, NEW YORK 3,N 
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The new copy holder that is being acclaimed by 
enthusiastic dealers and users everywhere. 


THESE SPECIAL FEATURES TELL WHY 


Typewriter keys and copy within same scope of vision. 
Paper feeds into Pres-to-Line same as in typewriter. 
Fully adustable—up and down, forward and backward. 
Copy always at eye level. 

Spacing adjustment from 1 to 4 lines, or any interme- 
diate spacing. 

Pres-to-Line becomes integral part of typewriter. 

Five models; 14°, 24, 28", 32” for any typewriter. 





Folds into desk with typewriter. 


DEALERS MAIL COUPON TODAY 


(A few territories open for exclusive distributors) 


HERWALL PRODUCTS CO. 


427 S. Western Ave. Los Angeles 5, Calif. 








— 


mo 


] Send literature and prices. 


(] Ship a Pres-to-Line on dealers terms. 


(enclose firm letter head please) 


| 

| 

| 

| 

| 

| 

| 

| 
SIGNED ; 
| 
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NEW ENGLAND TRAVELERS CLUB NOTES 

The New England Travelers Club will complete 29 
years of continued club activities on April 30. Plans 
are being made for an anniversary party, under direc- 
tion of President James P. Inman, Greenwood, Mass. 
and his committee. 

* * * 

The Quality Stationery Company, formerly of Lynn, 
Mass., has opened up an attractive store at 447 Massa- 
chusetts Ave., Cambridge, Mass., managed by Robert 
M. Roberts and William Szathmary. 

* *« * 

Congratulations are issued to Cortland J. Worth, 
past president of the NET organization, upon his 
completion of 27 years with Esterbrook Pen Company. 

a «* * 


F. S. Brightman Company, New Bedford, Mass., re- 
cently suffered a total loss of general merchandise 
through a fire in the warehouse. Fortunately, the 
office and furniture departments suffered only smoke 
and water damage. 

*” a * 

Robert E. Johnson, representative of the Parker Pen 
Company, and Mrs. Johnson have the sympathy of the 
club in their recent loss of a son. 

> * * 

Charles G. Russell, 80, one time partner of H. §. 
Hutchinson & Company, New Bedford, Mass., died re- 
cently. He had been associated with the Hutchinson 
firm for 53 years and became a partner in 1933. 

* * * 

Dave Howarth, long associated with Industrial Tape 
Corporation, will confine his activities to the industrial 
field in the future working through dealers out of his 
Boston office at 1105 Park Square Building. 

* * * 


These items are taken from the February number of 
the New England Travelers Club News, edited by John 
F. Nackley, 63 Franklin St., Boston 10, Mass. 

i 





FRIENDS PRESENT GIFT TO HOST BRUNING 

Following a western fishing and golfing expedition 
in Oregon and California, a group of Chicago business- 
men who are close friends recently presented their 
host, Herbert Bruning, executive vice-president of the 





DESK SET PRESENTED HERBERT BRUNING 


Charles Bruning Company, Chicago, with a distinc- 
tive custom-made Sheaffer desk set depicting the high 
spots of the expedition. 

The set was designed with an elevated pedestal atop 
a black onyx base featuring a casting fisherman and 
golfer, both in 14-kKarat gold. At the base of the fig- 
ures on a gold inscription plate was inscribed: “To 
Herb, our host, a token of our affection and apprecia- 
tion for memories of the Rouge River and Del Monte 
Lodge.” 

W. E. L. Bunn, who designed and developed the set, 
is a nationally-known designer and artist. 


OFFICE APPLIANCES, March, 1948 





« 
c 
+ 
€ 
E 





ete 20 

Plans 
direc- 
Mass,, 


Lynn 


tobert 


Vorth, 
n his 
Pany. 


s., Te- 
ndise 
, the 
moke 


r Pen 
if the 


H. S. 
d re- 
inson 


Tape 
strial 
f his 


er of 
John 


ition 
1\eSs- 
heir 
the 





nc- 
igh 


top 
ind 
ig- 
'To 
ia- 
ite 


et, 




















Setting higher standards of typing performance 


The Remington Typewriter with Keyboard Margin Control* and its time and energy saving features 
is the delight of the typist. It allows her to turn out more work, better work, 
with a smaller expenditure of work-effort and time. With Keyboard Margin Control, 
the latest exclusive Remington Rand feature, the typist sets margins with on-the-dot accuracy — 
with the merest flick of her fingers. And the swift, easy action of the Remington KMC 
invites her flying fingers to flow smoothly over the keyboard, The letters 
you sign and the executive reports you see are produced with effortless ease 
and perfection. There’s no reason to be satisfied with anything but 
the best .. . work done on a Remington KMC typewriter. 
Call your nearby Remington Rand representative. 
Let him show you 


all the Remington KMC Plus Values . . 










the Plus Values that set higher standards 






) of typing performance 


—at the lewest net cost. 


” 













the Remington KMC gives you all 8 of these p 


only 





~e 
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“YOU'LL FIND 
A PLEASANT SURPRISE 
| on YOUR DESK" 
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FACTORIES: 
BROOKLYN, N. Y. 
626 S. FEDERAL ST., CHICAGO, ILL. 
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ROCHESTER NEWS NOTES 

During the period of the war the Empire State 
Travelers’ Club was allowed to remain inactive. With 
the return of many members to civilian life and their 
old occupation there was a demand for its revival. 
This demand resulted in a meeting of interested repre- 
sentatives of the traveling forces of many Empire 
State stationers and office supply houses. The gather- 
ing was held at the Hotel Rochester in Rochester, 
N. Y. on Monday, January 19. 

Scott Purvis, Utica. was elected president, the posi- 
tion he had previously held. George Anderson, Syra- 
cuse, Was named vice-president and member of the 
committee on bylaws. Larry Fitzpatric, Rochester, 
was chosen secretary and Sidney Croak was appointed 
to serve with Mr. Anderson on the bylaws committee. 
The club planned to take an active part in the Dis- 
trict No. 2 convention of the National Stationers As- 
sociation to be held at Hotel Sheraton, Rochester, on 
March 18 and 19. 

Dan W. Fox is in charge of hotel reservations and 
reports that while many reservations are already re- 
ceived, there will be ample accommodations for all 
members who wish to attend the convention. 

* * + 

Governor Kenneth G. Heinrich of Heinrich-Siebold, 

Inc., returned from Cuba on Friday, January 23. 


* * . 


Scrantom’s, one of Rochester’s oldest and best-known 
stationers and office supply houses, put on what in 
many ways was its most successful annual January 
Thrift Sale. Each department was given a sales quota. 
The pen department took the lead from the first. 
H. A. Holmlund, Scrantom’s manager, explained that 
the sale was advertised by special broadsides mailed 
to regular and prospective customers and in large 
newspaper spreads. 

On Monday evening, February 9, a “Scrantom Din- 
ner” was held at the Hotel Seneca and prizes were pre- 
sented. A program of entertainment was given by 
talent which is very plentiful among the employees. 


eR a ee 


MAVERICK-CLARKE USES NEW SLOGAN 
“Keep Up-to-Date. in ’48” is the clever slogan of 
the Maverick-Clarke Company, San Antonio, Tex., fea- 
tured in window displays of modern office equipment 
and in the firm’s advertising—JHR 
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THEY SELL FOR REMINGTON RAND—Personnel of the White 
Office Supply Co., Winston Salem, N. C., direct representa- 
tives of Remington Rand, Inc., and also conducting a sub- 
olfice at Salisbury. N. C. The owner, E. C. White, formerly 
was district manager of the Rem-Rand office at Charlotte, 
N. C., and has been with the typewriter company organiza- 
tion for approximately 10 years. Left to right are: seated. 
E. C. White, Mrs. Jettie S. Fix, H. A. Whitaker: standing, 
E. T. Mitchell, Paul Snider, R. L. Bailey. Jr.. M. B. Townsend 
and C. M. Harris, all of the White firm. 





OFFICE APPLIANCES, March, 1948 


COLUMBIA 


THE 

TRADE MARK 
of 

QUALITY 


QUALITY 


Establishes Business Friendships 


QUALITY 


Gives Customer Satisfaction 


QUALITY 


Assures Repeat Business 


QUALITY 


Appeals to Discriminating Buyers 








COLUMBIA 
STEEL EQUIPMENT COMPANY 


Manufacturers of 
Steel Office Equipment 


Lincoln-Liberty Building 
PHILADELPHIA 7, PA. 
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HICTAPHONES 
EDIPHONES 


RECONDITIONED 
OR REBUILT 


Available Immediately 
To The DEALER! 


Largest stocks of late 








model machines- 

made available from 
} war plants, govern- 
ment agencies and 
other large organi- 


zations. 





Ediphone Dictator—Miracle Model 


For the first time in our thirty-year history we have a 
sufficient quantity of LATE MODEL Ediphones and 
Dictaphones to offer an adequate supply of machines 
cf late enough manufacture so that even the oldest 
machines have all essential features of instruments of 
most modern manufacture. Opportunity for larger 
users to replace older equipment. 
Many of our several thousand machines have come 
direct from the user and needed only minor recondi- 
tioning for perfect operation. These reconditioned 
machines are naturally a small proportion of our 
stock. WRITE AT ONCE FOR THESE BARGAINS! 
EDIPHONES—Miracle, Streamline Miracle, 
Protechnic and Hood Models. Also Electronic 
Models. 
DICTAPHONES—Cameo, Model 12, and 
Streamlined Model 12. Also Electronic 
Models. 


Complete stock of replacement parts. 


Dictaphone Cameo Transcriber 


Paramount and its asso- 
ciated companies, 
International Office Ap- 
pliances Inc. and Ad- 
dressing Machine & 
Equipment Co., cover 
the office appliance in- 
dustry completely. We 
occupy our own 12 story 
building. Visit our 
showrooms. 


PARAMUUNT 


DICTATING MACHINE CORP. 


31 EAST 22 ST., NEW YORK 10, N. Y.| 
OREGON 4-6400 

















CINCINNATI NEWS NOTES 





W. A. Moers, Correspondent 








Erwin A. Kueper has opened an office and stock 
room in the Hagen Building at Cincinnati under the’ 
name of Modern Carbon & Ribbon Company, handling 
the Phillips Tab-Edged line exclusively. For 12 years 
Mr. Kueper was connected with the Royal Typewriter 
Company, Inc., in the Cincinnati branch typewriter 
division. 

. o * q 

Ray Slusser of Covington, Ky., has been appointed 
store manager for Royal in the northern Kentucky ~ 
district. He formerly operated the Woodstock branch 
office at Cincinnati. 

: . . * 

Bob Kindle, sole owner of R. E. Kindle Company, 
Cincinnati, was in the city recently from his fine farm 
near Connersville, Ind., breaking his semi-retiremenht. 
Bob wants to be remembered to his many friends. ” 


* * * 


The Armstrong Stationery Company, 817 Main St._ 
Cincinnati, has taken over the Codo Manufacturing ~ 
Company Cincinnati franchise for carbons and rib- 
bons. 

* * * he 

The Royal Typewriter Company, Inc., Roytype divi- 7 
sion, has appointed a Mr. Young of Columbus, Ohio, i 
as manager of Roytype in the Greater Cincinnati field, © 
which takes in Fort Wayne, Dayton, Columbus, Ports- 
mouth and Indianapolis. ids 

Walt Jones of Cincinnati has connected with the 
Columbia Carbon Company of Dayton and will operate 
in the Cincinnati district, selling the Dayton products. 
Columbia Carbon has also appointed Arthur Dickens 
to sell its products under M. A. Moers, the Cincinnati 
district manager. j 

CLEMEN ADVANCED BY G. J. AIGNER FIRM 


Clarence W. Clemen, who during the past year served 
as assistant sales manager of G. J. Aigner Company, 
Chicago, manufacturers of loose leaf devices, ring 
binders and filing systems, has been placed in charge © 
of the firm’s advertising in addition to his other duties ~ 
of sales correspondence, sales promotion and training, ~ 

Mr. Clemen has been associated with the Aigner ~ 
organization since 1935. He spent the period from 


1941-1946 in Army service. 
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NEW CATALOG—A new 16- = rah: We 

page catalog for the trade has 

been issued by Codo Mig. 
Corp., Coraopolis, Pa. 


(Story on page 10.) 
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THE BIG NAME IN FILING EQUIPMENT 


@ EXCLUSIVE 


Concealed Safe Unit is a patented fea- 
ture available only to Invincible users 
because only the INVINCIBLE line of 
metal filing cabinets has it! It offers 
security for your valuables and confiden- 
tial papers in your home or office. 
Concealed Safe Units are available in 
the 2, 3 and 4-drawer filing cabinets. 





























Invincible Filing Cabinets 


You have a choice of four beautiful finishes: olive 


green, grained walnut, grained mahegany and the 
new Modernaire gray. 


All filing cabinets available in either letter or cap 
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drawer size. All fittings are metal, Cradle-type 
drawer suspension gives you super-strength for max- 
imum drawer load. See your Invincible dealer or 
write invincible Metal Furniture Co., Manitowoc, Wis. 
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GOOD ADVICE IN 1948--- 


Ask 


THE MEN 
WHO MAKE 


We think that the craftsmen whose skills are an 
intrinsic part of every JACKSON DESK turned 
out, have the greatest ability to judge their 
merits. If the product is ‘tops’; the workers 
know it; if improvements need to be made, 
they don't hesitate to make their ideas known. 
At least that's the way we work at Jasper Of- 
fice Furniture Company, and maybe that's the 


JASPER, INDIANA 





—JASPER UFFILE FURNITURE LU 







reason JACKSON DESKS are enjoying such 
widespread popularity. We are indeed proud 
to stress the fact that every JACKSON DESK 


carries an unwritten endorsement from every 


worker in our factory. With this type of team- 
work, our dealers may rest assured that they 
will continue to sell the foremost desk line in 


America. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio al 














wood . 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
Rolph A. Bender, 813 Bona Allen Bidg., Ationta, Ga. 
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NEWS NOTES FROM NSA DISTRICT NO. 5 





By Bill Wintrich, Correspondent 





Ralph Henriques, Bates Manufacturing Company, is 
pack on the job after a serious auto accident which 
hospitalized him, his wife and mother. 

+ a . 

Wirtshafter’s, Inc., Cleveland, Ohio, will hold the 
grand opening of their completely renovated store 
sometime in April. 

* * * 

Don Peterson, formerly of Office Outfitters, Middle- 
town, Ohio, is now with Miami Stationers, Dayton, 
Ohio. 

* * * 

Herold Ruch, for many years associated with Sta- 
tioners, Inc., Indianapolis, Ind., and recently with the 
Kautz Stationery Company, Indianapolis, Ind., died 
suddenly December 26 of a heart attack. 

* a * 

A new member of District No. 5 Travelers Club is 
William Herkes, Eagle Pencil Company’s new repre- 
sentative. “Bill” will make his headquarters in In- 
dianapolis and cover the states of Kentucky, Indiana 
and Illinois except Chicago. 

* * - 

Bill Smith, Herb Walsh, Harry Nichols, Tom Riendl, 
Ralph Henriques and Lou Weingert, were all in Cleve- 
land recently. 

* * * 

Elmer Kral, Buckeye Office Supply Company, Cleve- 
land, Ohio, accompanied his wife and children to Lake 
Worth, Fla., where they will vacation for a few months. 
Mr. and Mrs. Joseph Kral were to leave for Florida on 
February 11. 

* e . 

The Commercial Supply Company, 4th and Market 
Sts., is at a new location in Zanesville, Ohio. In ad- 
dition to their regular printing business they will 
handle various lines of office supplies. 

* + - 


The Deihl Office Equipment Company of Columbus, 
Ohio, held a dinner dance at the Columbus Athletic 
Club on January 23. Approximately 45 guests attended. 
In addition to the employees several manufacturers’ 
representatives were present including Mr. and Mrs. 





-- 


THE DIEHLS—Seen at the Diehl Office Seca Co. dinner 


dance are (left to right): Mr. and Mrs. William Diehl, Jr., 
and Mr. and Mrs. William Diehl, Sr. Bill, Sr., cuts the cake. 


Harry Nichols, Weis Manufacturing Company; Mr. 
and Mrs. Ray Schumacher, National Blank Book Com- 
pany; and Mr. and Mrs. William Wintrich, Acco Prod- 
ucts Company. As a climax to the dinner a large cake 
was presented to William R. Diehl, president, com- 
memorating the beginning of the company’s fortieth 


year in business. 
—— 2 


NORTHWEST TRAVELERS ISSUE ROSTER 
A 1947-1948 roster of the Northwest Travelers Club 
has been issued, giving detailed information about the 
members who travel in Minnesota, Iowa, North Dakota, 
South Dakota and Wisconsin. 


OFFICE APPLIANCES, March, 1948 








for Huw SALES: 
and Hs PROFITS 














a 
, ¥ tA 
¥ on MAGNIFIED VISIBILITY 
~ BARKLEY Plate TAB 


Where there’s a need for card guides, wise stationers recommend 
Barkley TAB CARD GUIDES in sets. That's because the Barkley 


Plastic Tab gives extra value and efficiency. Yes .. . 
TAB Card Guides actually save filing inches and that means dollar: 


Barkley 


saved in office equipment. Try suggesting sets of Barkley Plastic 
Tab Card Guides wherever—whenever you get the chance and 
watch your filing supply sales mount. Available in all standard 


sizes 3x5, 4x6, 5x8. 


Write for Illustrated Literature 





Patent No, 2248355—D128118 


Established 1921 


[. L. BARBLEY & CU. 


Supplies 
Chicago 7, lil 


Manufacturers of Filine 


1220 W. Van Buren St. 
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| TABLES 


| Steel office tables, dictionary 
| or reference book stands, type- 
writer and utility tables. 





: _ 
THREE POPULAR SIZES 
' 7" 7 34” 60” x 34” 42” x 30” 





Steel office tablos with linoleum tops, satin fin’sh 
aluminum binding, finished in gray, geen, oak, 
walnut, or mahogany. 


Referonce book 
stands made just 
right for a distion- 
ary, Dun & Orad- 
street, Thomas Ragis- 
ter, catalogs, Sturdy 
construction. Tubular 
legs. Finishod in 
brown. Shipped 
knocked down in 
cartons. 









No. 300 
Top 1234"x24". 
Height: back 3212“; 
front 283,” 





Utility and typewriter 
table useful for many pur- 
poses. Sells 
rapidly. Light, 
durable, and 
rigid construc- 
tion. Finished 
in brown, 








green or gray. 
Shipped 
knocked down 
in cartons. 


All three num- 


No. 200 bers have ex- 
Size 32”x16)2” cellent sales 
—26," high. appeol. 


Write for prices. 





Cardinal ~ 


LY 5631 WEST MADISON STREET 
CHICAGO 44, ILLINOIS 
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A.1.D EXPANSION PLANNED FOR 1948 
Associated Industrial Designers (The Sort-O-File 
Company), 3726 Effingham PIl., Los Angeles 27, Calif. 
during 1948 will open up business in South America 
and south of the border, with continued concentration 
on the United States. This policy is announced by 





RAY B. LARTER 


Ray B. Larter, president, who points out that to date 
the business has been mainly concerned with desk 
models of sorters and desk racks. 

Under the new policy, the company will get into 
the manufacture of their new shuttle carriage, loose 
leaf type of sorter for handling of large accounts. 

President Laiter reports a very successful year dur- 
ing 1947 with production far beyond expectations. His 
organization now covers nearly the entire country, 
with a few fore:gn distributors. 

Prior to and during th2 war, President Larter left 
the office specialty business temporarily and worked 
with the Navy department in conjunction with Com- 
mander Burke, designing the fog nozzle which helped 
to save the lives of thousands of sailors. 

Sannin cate cE 


GEORGIA-HANKS FIRM PROMOTES PURVIS 

Charles Purvis was recently appointed treasurer and 
general manager of the Georgia-Hanks Company, sta- 
tioners and office outfitters of Binghamton, N. Y. He 
joined the firm in February, 1945, as manager and 
buyer. A native of Utica, N. Y., Mr. Purvis was a 
production engineer with the Savage Arms Company 
before joining the U. S. Marine Corps, in which he 
served for three years during World War II.—RCS. 

————9— 9 


H. M. KORNER JOINS ST. PETERSBURG FIRM 

Henry M. Korner, Providence, R. I., recently joined 
the service department of the Quality Typewriter 
Company, St. Petersburg, Fla. 

In his new affiliation, Mr. Korner is employed as 
production manager. He is a specialist on the Royal 
typewriter, with nine years’ factory experience and 
30 years’ experience with office equipment. For eight 
years he was service manager of the Royal Typewriter 
Company, Springfield, Mass., and for four years was 
in charge of sales and service at Pittsfield, Mass. Dur- 
ing the war he did precision work as one of the gun 
directors in the Navy plant, Pittsfield, Mass —JL 

9 


NEW BOOKLET PUBLISHED ON FILING TIPS 

Beryl Batten, Box 114, Chicago 90, Ill., is the author 
of a new booklet entitled “Filing Tips,” which sells 
for 50 cents. The author has copyrighted her publica- 
tion, which contains 23 pages of material helpful to 
the manager of a filing department and those con- 
nected with it. Miss Batten states that the booklet 
brings to the reader some of the “experiences gained 
over a number of years of filing and finding records.” 
Valuable tips are given on proper classifications, fol- 
low-ups, charge-outs, neatness, and so forth. 
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The Clary adding machine is basically new. It is the 
world’s fastest adding machine and easiest to use. It 
sets a new standard for an old industry by doing 
more work with less effort. These sound values are 
responsible for Clary’s long list of satisfied users 
... for its phenomenal post-war growth, which has 
made Clary one of the nation’s leading producers 
of adding machines. 


The Clary machine means time saved, lower over- 
head costs, and better efficiencies wherever it is 
used?*A Clary nation-wide network of factory- 


of course. 


OA 3-48 
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CLARY MULTIPLIER CORPORATION, 1572 N. Main Street, Los Angeles 12, California 


PLEASE SEND me your latest 
folder telling more about the 
new Clary. No obligation, 


SALES AND SERVICE OFFICES 


supervised sales and service offices is expanding in 
step with increasing production ... organized for 
prompt delivery, better service, and greater con- 
venience to you. So before you buy, be sure to 
try the #tew Clary. 


ELAR 


SALES AND SERVICE OFFICES 


The list of Clary Factory Branch Offices and Dealers is 
expanding rapidly. If our representative is not listed in 
your phone book, write or wire us for his address. 
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NAME 





FIRM. —_— 





ADDRESS. 





CITY ZONE STATE. 
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Northeastern 
Albany, N. Y¥. 
» Maine 
Boston, Mass. 
Martford, Conn. 
—_) Pa. 
Newar _ 4. 
New Yor k City 
Philadeiphia, Pa. 
J Mears » Pa. 
Piattsburg, N. Y¥. 
Scranton, Pa. 
Springfield, Mass. 
acuse, N. Y¥. 


N. Y¥. 
Wilmington, Delaware 


South Atlantic 
Asheville, N. C. 
Atianta, Ga. 
Aug 





Salisbury, N. 
Tampa, Fila. 
Washington, D. ¢. 
w ung, Ww. Va. 
Wilson, 


yne, Ind. 


nd, 
Springfield, Lil. 
Toledo, to 







Ala. 


est North 
Aberdeen, 8. D. 
Alliance, tag ap 
Bismarck, N. 


Wichita ansas 
Worthington, Mina. 


West South 
Alexandria, La. 
Amarillo, Texas 
Austin, Texas 
Batesville, Ark. 
Baton Rouge, La. 
Biytheville, Ark. 
Corpus Christi 





Oklahoma City, Okla. 
San Antonio, Texas 
San Benito, Texas 
Shreveport, 
Mountain 
Albuquerque, N. M. 
Billings, — 
Boise, Idah 

Clovis, N 

Denver, Colo. 

Grand Junctiar. a . 
Ogden, Uta 


Phoenix, Arh. 
Pocatelfo, Idano 
Reno, Neva 

Salt Lake ity, Utah 
Tucson, Ariz. 
Twin Falls, Idaho 
cones 

Baker, Ore. 
Chico, Calif.“ ~ 
Eugene, Ore 
Fresno, Calif, 
Highiand, Gaus. 


Portiand, Ore 
Sacramento, cour. 
Salem, Oregon 

San Diego, Calif. 
San Francisco, Calif. 
San Jose, Calif. 

San Luis Obispo, Calif. 
Santa Ana, Calif. 
Santa Barbara, Calif. 
Seattle, Wash. 
Spokane, Wash. 
Stockton, Calif. oe 
Tacoma, Wash, 
Ventura, Calif. 
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Here they are—Berger Steel Filing Cabinets in a full range of 
sizes. Whether it’s the two-drawer, or the three, four or five- 
drawer size, each Berger Filing Cabinet has features that sell 
it—and keep it sold . . . that make profits for you. 


Berger Filing Cabinets are sturdily constructed of high quality 
furniture steel . . . efficiently designed for utmost utility and 
appearance . . . built for long, trouble-free service. They are 
backed by the skill of Berger craftsmen and the experience of 
more than sixty years of sheet steel fabrication. 


Production of the full line of Berger Steel Filing Cabinets is 
mounting rapidly . . . soon they will be available in greater 
quantity. So. . . tell us what you need—NOW! 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 


, 
STEEL 
© office EQUIPMENT 





+ Steel Storage Cabinets + Steel Transfer Cases «+ Steel Book Shelf Units + Steel Lockers + Steel Shelving + Special Steel Product 
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TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





Attention Travelers! The next quarterly meeting of 
the Texas Travelers Club will be held March 9 in Room 
205 of the White Plaza Hotel, Dallas. This luncheon 
meeting is called for 12:15, at which time plans will 
be made for the regional NSA convention to be held 
in Corpus Christi, May 6 and 7. 

. 7” * 


Cathey Office Furniture Company, 308 N. Akard 
St., Dallas, has been sold to Charles G. Ferrell, Dave 
N. Reed, Frank L. Buch, and associates, and the 
firm name will be Cathey Office Furniture & Supplies, 
Inc. Charles Ferrell, one of the owners of Office 
Accessories Company, Dallas, is president of the new 
organization. Dave Reed, for many years assistant 
manager for American Printing Company, Galveston, 
is vice-president and Frank Bush, formerly with Office 
Accessories, Dallas, is secretary. The Office Acces- 
sories Company will discontinue retail sales and will 
act as southwest distributors for Wolcott Steel Prod- 
ucts Company of New York, N. Y. The firm will re- 
main at the 308 N. Akard Street address. 

* * * 


Cigars are being passed by Dick Lowe, manufactur- 
ers’ representative, in celebration of the birth of a 
daughter, Barbara Lee, on January 3. 

” - - 


Paul M. Fulks, publisher of the Wolfe City, Tex., 
Sun and owner of the Texas Tag & Specialty Company, 
has announced the purchase of a tag manufacturing 
plant from A. C. Baldwin & Sons of Austin. Mr. Fulks 
will move the plant to Wolfe City and will operate it 
in connection with the Texas Tag & Specialty Com- 


pany. 
7 + — 

The A’Mell Office Supply Company, 1201 Elm, Dallas, 
has recently acquired an immense warehouse which 
will also house one of the most up-to-date and com- 
plete office furniture repairing and refinishing plants 
in the state. This now gives the A’Mell organization 
37,000 square feet of floor space. The store, first floor 
on the Pacific Street side, has been completely re- 
modeled for a more adequate display of office furniture. 

* * * 

James C. Brown, formerly of Omaha, Nebr., is the 
new representative for Automatic Pencil Sharpener 
Company, covering Oklahoma and Texas. 

* ~ 

The Capitol Printing Company at Jackson, Miss., 
has been purchased by Fred T. Kimbrell and Robert 
E. Womack from Tom Ketchings of Natchez, Miss. 

+ = * 

Business must have been good at the Dorsey Com- 
pany, Dallas, last year, for they closed from December 
24 until Monday, December 29. 

os * * 


W. R. (Bill) Schween, sales manager for American 
Carbon Paper Manufacturing Company, Ennis, Tex., is 
recovering nicely from a broken arm and leg received 
when his car overturned near Benbrook, Tex., in 
December. 

Xe + x 

Service Printing & Office Supply Company, formerly 
at 924 W. Jefferson, Oak Cliff (Dallas), has moved into 
a new building at 512 W. Jefferson, offering twice the 
space of the former location and enabling the firm 
to give much better service to their customers. 


* * * 


Amos Grimsinger, Maverick-Clarke, San Antonio, 
entered the hospital December 16 for surgery. He 
is again able to be back at his desk and hard at work 
as usual. 

: 2“ ~ 

John Ford, Apex Company, Dallas, is now in his 

new home at 6334 Ellsworth Ave., Dallas. John says 
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in LEATHER 
GOODS 








The name DOPP-BILT is your guarantee of the 
finest in leather goods. It means superb workman- 


ship . . . fashioned from the highest quality leathers 
. . . designed for utility. There is a Dopp-Bilt case 
to fit every need, including portfolios, brief bags, 
ring binders and business cases of all kinds. 











Write for Illustrated Catalog and Prices 


CHARLES DOPPELT & CO. 


2024-2026 S. Wabash Ave., Chicago 16, IIL 
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TIME PROVEN 
OFFICE CHAIRS 


Comfortable — Durable — Adjustab!e 


No. 9606-17 Chair 








No. 8500-17 
Chair 






Send for Catalog and Price List 


The Toledo Metal 
Furniture Co. 


1102 HASTINGS ST. TOLEDO 7, OHIO 
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any Traveler who has too much time on his hands 
can help with the grading and cleaning up required 
after building. 
* * oa 
From newspaper reports, it appears that Art Carrow 
of Speed Products Company, has become even more 
eir-minded. Says the press, “ ‘Private flying for all 
is now available as low as $15.00 monthly,” said A. M. 
Carrow, owner of the Houston Flight Agency in the 
State National Building. This firm is the local branch 
of the National Flight Agency of which film star Dick 
Powell is president.” Happy landings, Art. 
+ - = 
Movers are busy this month getting Pillot’s of Hous- 
ton settled in their new location at Rusk and Fannin. 


. = * 

The industry will be glad to learn that L. E. Grebb 
of Cargill Company, Houston, who has been seriously 
ill for several months, was able to pay a visit to the 
store the middle of January. 

* * + 

James Parker, who was buying for Lawrence Print- 
ing Company at Greenwood, Miss., is now store man- 
ager for Standard Stationery and will eventually take 
over the buying, relieving S. K. Jones and Howard 
Dear of that responsibility. 

* - * 

H. F. “Pop” Yeargan, Yeargan Stationery Company, 
Dallas, is back at his office after pneumonia had laid 
him low for four weeks. His illness forced him to miss 
attendance at Rotary Club for the first time in more 
than 35 years 

As of January 1, T. R. Dorcey, Richard Reno and 
Elaine Dennehy were associated together in the sta- 
tionery business at 1911 Canton St., Dallas, where they 
have purchased the stationery department of The 
Rogers Company. Mr. Dorcey has been associated with 
Bennett Printing Company as manager of the station- 
ery department for 2% years with Mr. Reno and Miss 
Dennehy assisting him. They will carry a comolete 
line of office supplies and furniture. 


aa * * 


Don Abel, formerly with The McBee Company, 
Dallas, has opened his own office supply and equip- 
ment business, The Don Abel Company, at .113 East 
Seventh St., Austin, Tex. This will be in the Driskill 
Hotel Building. Mr. Abel has had 14 years’ experience 
in the stationery business and is well qualified to 
launch out for himself. 

* o - 

C. M. Bond, New Orleans representative for the 
Ennis (Texas) Tag & Salesbook Company, died Jan- 
uary 2 at Ennis following a heart attack suffered 
Christmas morning. 

~ ~ * 

The Apex Company moved January 24 to the new 

warehouse at 2115 Griffin St., Dallas, where John Ford 


will have his office. The 1409 S. Ervay address, as 


listed in the November issue, didn’t materialize. 
+ . ” 

Miss Grace Arlene Fenne, daughter of Mrs. Fred 0. 
Fenne and the late Fred Fenne (Associated Stationers 
representative in this territory), became the bride of 
John L. Vaughan of Dallas on January 11. Mr. and 
Mrs. Vaughan are at home at 2121 N. Henderson, 
Dallas. 

+. . . 

And still another switch in our stores. R. W. (Bob) 
Marshall and W. QO. (Hans) Renfroe, both formerly 
with the Houston branch of Carpenter Paper Com- 
pany, have purchased the office supply department of 
Lone Star Printing Company at 315 E. Commerce St., 
in San Antonio, taking over on February 1. Bob went 
with Carpenter’s as assistant buyer two years ago 
on his return from the Army. Hans has been with 
Carpenter’s for eight years, coming to them from 
Clarence Page Company, Oklahoma City. He was pur- 
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la New WELLS Desks 
a 
Designed to Sell 


ANE ee | © Quality Construction 
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e Greater profits 











quip- e Factory inspected 


East : 
“iskill Wells “Streamliner”’ 66”x36”, 29” high 


jence adjustable to 30!/.” through individual G ff d 
xd to casters Note recessed center panel in * uaran ee 
back of desk. This model also available 

in-sizes 54”x32”, 60”x34”, and 60”x34” 


- the Secretarial desks, in white oak and gen- The beautiful new, easy-selling, profit-making Wells 
Jan- uine walnut. Full commercial grades mi : sd gy 

ea Streamliner” desks are designed for sales and satisfied 
nail ALL SALES customers. Quality construction by skilled craftsmen, 

a DIRECT TO DEALERS fine design, seasoned wood, full dovetailed drawers, resin 

S, 


Ni Mili Ales ett. an glue ... all the selling features that mean sales and 


od “0. Other Sales Office 


oners 
de of 

and 
rson, 


profits for you. Write today for complete 





details about the new prestige-building, 
profit-making Wells “Streamliner.” 
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"WELLS-MADE MEANS WELL-MADE” 
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EVERY OFFICE CAN INCREASE EFFICIENCY 








Save Time... 
— Save Steps... 


EXECUTIVE 
MASTER STATION 


Executive decisions and production problems 
swiftly, clearly carried to the key men in your organization 
to be executed and solved immediately. FLEXIFONE 

is quality engineered and built...modern and 
functional in design to meet your demand for a 
lightning-fast method of intercommunication. 
Choice of several models 
with capacities up to 


twenty connections. 


eee eek a oPERADIo 
FLEAIF ONE 





Gate cowe SPEAKER 
STATION 







7 
OPERADIO MFG. CO. 
Dept. OA-38, St. Charles, Illinois 
Please send free literature as checked: oobeneubooece 


(] FLEXIFONE Intercommunication DD Plant Broadcasting 
(J Make appointment to discuss our needs 


Address. oe aoe : 
City < : State. j 
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chasing agent at Carpenter’s. The boys will continue 
to operate their new business under the Lone Star 


name. 
en 


A recent addition to the Campbell Duplicating Com- 
pany, Dallas, is Barney Lester, formerly with Reming- 
ton Rand, Inc., Knoxville, Tenn., and Dallas. He will 
be in charge of standard machine sales and service 
in Dallas. 


. * * 


Texas Office Supply Company, 111 So. Main, Hous- 
ton, badly in need of additional space, has secured 
a warehouse at 325 N. Main, with approximately 15,000 
square feet. Louis Axelrod, who does the buying for 
this organization, is in charge of the new ware- 
house and is doing the buying from that address. A 
complete and up-to-date furniture refinishing shop 
is being installed in the warehouse. The sales offices 
and show rooms will continue to be at the 111 S. Main 
location. 

* - x 

Dave S. Reed, who started in as office manager when 
Stationers Distributing Company of Ft. Worth was 
organized in May, 1946, is now traveling parts of west- 
ern and eastern Texas for that organization, with 
headquarters in Ft. Worth. 

n 7 . 

Conway Wallace, salesman for Wilson Printing & 
Stationery Company, Houston, is all smiles these days. 
His bride is the former Miss Jane McCutchen, who was 
with Chicago & Southern Airlines. 

7” * * 


Houston Photo Print & Supply Company has moved 
to the Millie Esperson Building in Houston. 
oe * 7 


T. H. (Tom) Eskridge, Dallas stationer, died Decem- 
ber 23 from burns and shock caused by falling over 
the stove in his room following a heart attack. 


* * . 

Henry Smith, Clarke & Courts, Dallas, is leaving the 

stationery business to enter another industry. 
* ” * 

Fritz Gregg is another traveler who has become a 
gentleman farmer. Fritz has bought a chicken farm 
east of Dallas, but will continue to travel. 

+. 7 - 

The Penland Printing & Stationery Company, 814-16 
McKinney, Houston, is again expanding and the print- 
ing department has been moved from the McKinney 
address to 1407 S. Main, thus allowing much additional] 
floor space in the store for office supplies and the 
gift department. 


® x * 


Louis Mach resigned from Apex Company, Dallas, 
on January 1 and is going over to Bennett Printing 
Company, Dallas. 

* * 2 

After a two years’ absence, J. O. Williams has re- 
turned to The American Printing Company, Galveston 
as store manager. 


+ * * 


D. N. Magruger has bought out the Sentinel Print- 
ing Company at Razzo City, Miss., and has changed the 
name to Razzo Printing & Publishing Company. 

* - - 

Al Stacey, formerly with the Ft. Worth branch of 
Carpenter Paper Company, has been transferred to 
Houston to replace Bob Marshall, who recently re- 
signed. 


. > * 


Caddo Business Machines Company of Shreveport, | 
La., is putting in a full line of office supplies. Bob | 


Terry does the buying at Caddo. 


“ » * 


Joe Cockrell recently resigned as manager of Von 


Boechmann-Jones at Austin and has opened his own | 


furniture and office supply store at 1616 Lavaca in 
Austin. 
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1894 





NATIONAL 
The Ever Popular All-Purpose Scale 


Capacity, 4 pounds by ounces. Handsome 
and sturdy for office, store and home 
use. Shows clearly and exactly the post- 
age required for all classes of mail, 
including parcel post by zones. 


Hairline Accuracy 
for Air Mail 
Use 


As the name implies, for more than half a century, this model 
has been the acknowledged “standard” by which all fine postal 
scales are judged. Now, completely modern in design, extremely 
sensitive and of precision accuracy, yet sturdily built to with- 
stand many years of severe service. Made in two sizes. Capa- 
cities 2 pounds by % ounce and 4 pounds by 2 ounce. 
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PELOUZE MANUFACTURING co. 


1208 Chicago Avenue . 


Evanston, Illinois, U 
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that Speed 
Production 
THE FAMOUS TEMPO FILM STENCIL 












—the ORIGINAL Film 
Stencil, pioneered by 
the Milo Harding Com- 
pany since 1938. Still 
the outstanding stencil 
. .. Operators prefer it 
because it produces the 
kind of copy they want. 


TEMPO 500 INK 


Dries immediately on 
impression paper. No 
offset... No waiting. 
Gives that “press 
printed finish.” 


TEMPO INTERLEAVING TRAY 


Slipsheets up to 200 
copies per minute. 


Nothing like it on the 
. One demon- © 
stration will sell any du- f 


market. . 


plicator user. 


Write for catalog show- © 
ing full line of Tempo} 


duplicating supplies. 


432 West Pico Boulevard 
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MILO HARDING CO. 


Established 1904 


@ Los Angeles 15, Calif. 


317 Third Avenue @ Pittsburgh 22, Pennsylvania 
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With 20 years’ experience in the stationery business | 
in Dallas, H. D. (Dag) Darwood has started in busi-7 
yess for himself at 226 Fidelity Building, Dallas. The 
ew company will be known as Darwood Office Supply. 
Mr. Darwood has been associated with A’Mell Office 
Supply Company for a number of years. 


. * ” 


Henry Dorsey, Jr. of Dorsey Company, Dallas, and: 
‘everal members of his organization visited Eastern] 
suppliers during February. : 


* * * 


Royal Dean Hogan, owner of Ft. Worth Office Supply — 
Company, is mighty proud of his 64%-pound namesake, 
who arrived on January 19. Junior will be giving dad - 
ome competition on the golf links before too many 
years. 


+ * x 





Luther Bailey is now doing the buying at Bennett ™ 
Printing Company, Dallas, with Mrs. Mary White and 
Louis Mach to assist him. 

ee 


STEWART NAMED UNDERWOOD RICHMOND 
MANAGER 


H. W. Stewart was recently appointed manager of” 
the Richmond, Va., regional office of Underwood Cor- ~ 
poration, according to an announcement made by W. ~ 
F. Arnold, vice-president and general sales manager. 

Mr. Stewart, who first joined Underwood in 1923 as ~ 
a student in the company’s general service school, will | 

















H. W. STEWART 


supervise sales and service activities throughout the 
state of Virginia. Branches of his Richmond regional 
office are located in Charlottesville, Lynchburg, Nor- 
folk and Roanoke. 


Following his graduation from the general service 
school in 1923, Mr. Stewart first served in Philadelphia, 
Pa., and in the following year transferred to Allen- 
town, Pa. Transferring to sales, he moved to Rich- 
mond in 1926 and remained there until he was 
appointed manager of the Trenton, N. J., office in Feb- 
ruary, 1928. Serving later at Baltimore and Washing- 
ton, he advanced to divisional manager prior to his 
present promotion. 

sieges sae 


GUNLOCKE EMPLOYEES’ FAMILIES NOW INSURED 


At a pre-Christmas meeting of employees of the 
W. H. Gunlocke Chair Company, Wayland, N. Y., an- 
1ouncement was made that the employees’ families, 
s well as the workers themselves, are now protected 
»y hospitalization insurance covering both payment 
xr hospital rooms as well as surgical expenses. For- 
terly, only the employee himself was covered. In 
:ddition to hospitalization insurance, employees’ life 
nsurance also comes under the group insurance 
lan. The meeting was also the occasion for the 
semi-annual distribution of profit-sharing checks. 
“his is a continuation of the company’s sharing of 
rofits, inaugurated some years ago. 
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The sensational new, extra-sharp 


Swingline SPEEUPOINT staples 


The biggest news in staples; it's the extra 


7 ‘ sharpness of Swingline’s SPEEDPOINT 


var RIGHT IN THE GROOVE FOR 100% round wire staples that make for 
Db EXTRA-SALES! : . 
easier, faster stapling. They do the job 


%| _ 
i 


o New chrome and grey Swingline 
me Stapler. Hardened steel parts. . 
ei Saoisi: sheet Gnas quicker, penetrate further, prevent buck- 


f , quicker, work slicker. ° . ° 
 -& Stack up-with Ganstanesiiiel ling. Swingline SPEEDPOINT staples mean 


taplers today! 
peemenibes- higher unit sales... better profit...Order 
your supply now and cash in on the 


swing to Swingline. 


ad , y 4 a 
— <4 , win 
° STAPLERS STAPLES 


SPEED PRODUCTS COMPANY, INC., 37-18 NORTHERN BLVD., LONG ISLAND CITY 1, N.Y. 
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CHICAGO 10 
362 W. Chicago Ave. 
Tel. Sup. 1811 





LOS ANGELES 14 
124 W. Sixth Sr. 
Tel. Tucker 1569 


SAN FRANCISCO 3 
783 Mission St 
Tel. Garfield 1-1398 


waitiiaAz &. 3 
714 WN. St. Paul St 
Tel. Riverside 1300 


DETROIT 26 
243 W. Congress St. 
Tel. Cadillac 2239 


NEW YORK 7 
39 Cortlandt St 
Tel. Rector 2-9535 
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We're Missing You Closer 


Though we may not, as yet, have a branch in 
your Own City we are always trying to get as close to you 
as possible. This is the basic reason for the continual 
expansion of the Justrite branch system. 
We want to put Justrite rubber bands, erasers, 
index tabbing, stamp pads, daters, numberers, 
stamping and stenciling inks, sheet protectors, and other 


quality Justrite products, practically at your elbow. 


LOUIS MELIND COMPANY 
ware 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 





The first week of February found several Midwest 
Travelers plying their trade among the Oklahoma 
City dealers, among whom was Vice-president Bill 
Pickering, the Davis, Okla., rancher and, incidentally, 
Eberhard Faber pencil ambassador. He was stuck with 
a lunch check for a repast enjoyed by several travel- 
ers and a few dealers. 

Others among the hard workers were Art Pfister, 
Smead Manufacturing Company’s “Red Roping” cow- 
boy; Jimmie O’Brien, Boorum & Pease loose leaf dis- 
penser; Walter Kane, the National Blank Book’s ener- 
getic representative; and Dan MacDougall, Stationers 
Loose Leaf’s Canada-to-Gulf ambassador and NSA 
vice-president. Some of the boys report that J. L. 
Wren of the House of Wren and lieutenant governor 
of this region plans to have his glasses checked and 
to take bridge lessons from a noted local expert, fol- 
lowing a recent game with a few visiting travelers. 

a . * 


Mike Bryan of Mike Bryan Office Supplies, Okla- 
homa City, has fully recovered from a recent appen- 
dectomy. 

. 7. ~ 

Gertrude Slaton, Western Bank & Office Supply 
Company, spent a February week end visiting friends 
in Little Rock, Ark. 

* om ao 

Mrs. Ted Warkentin and her husband of the Law- 
ton, Okla., store of Southwestern Stationery & Bank 
Supply, made a recent trip to a Temple, Tex., hospital 
for a complete physical check-up. Winfield White and 
Bob Scott, other Southwestern Stationery & Bank 
Supply executives, made a recent business visit to 
Kansas City, Mo. 

* * * 

Demaree Stationery Company, of Kansas City, Mo., 
whose store was completely wrecked New Year’s Day, 
has established temporary quarters at 8th and Dela- 
ware Sts., Kansas City, and is taking good care of 
business, although under quite a handicap. 


* * * 


Mrs. Clifford W. Talty, wife of the head of Gallup 
Map & Stationery Company, Kansas City, spent a 
week or so going through a physical check-up in a 
Kansas City hospital in February. The final report 
was good news. 

x + od 

Hollis J. Stephens of Associated Stationers Supply 
Company, Chicago, has finally located a home for his 
wife and family in Alton, Ill., at 1503 Henry St., and 
will make his headquarters there. Hollis, or “Big Steve,” 
as he is better known, travels Missouri, Kansas, Okla- 
homa and Texas. Alton, Ill., was their home before 
Steve joined this traveling fraternity. 

. * * 

The Rt. Hon. George Ohland of Metal Office Furni- 
ture Co., Grand Rapids, Mich., will do anything for 
publicity. In his earlier days on the road he hunted 
up trains which were going to be wrecked and rode 
them to be sure he would be among the seriously in- 
jured ... and he was, on several occasions. In Feb- 
ruary he and his main asset, Mil, hied themselves 
off to Florida because of George’s recent illness. Upon 
arrival at their Miami Beach hotel, the door man 
slammed the car door on George’s hand and very 
Seriously injured it. While hospitalized for this he 
was discovered suffering from a chronic ailment that 
kept him on the shelf for a week or more. 

* x * 

One of our good friends from the far north, M. W. 
“Knobby” Knoblauch, vice-president of Farnham Sta- 
tionery & School Supply Company, Minneapolis, re- 
cently honored Kansas City with a short four-hour 
visit while enroute to Texas on business. He was 
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*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 











Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 













*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Fieps 
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Carrency Gife 
Envelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Desigas 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Ste- 
tionery Stores 






















Write for Prices and Samples 





Open End Piling 
Envelopes 
DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


AULLELLS 




















Passe Sook Covers 


MADE TO STAND LONG, 
HARD USE 









*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 
*An Excellent Advertising Me- 


dia for donation to Schools. 
Write for Prices and Samples 
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A Best Seller 
YEAR AFTER YEAR! 


There's only one answer when your cus- 
| tomers are dies for a stamp pad that's 
| tops in quality and right in price. Yes, 
‘ "Speed-Mo" Sponge Rubber Stamp Pads 
have satisfied thousands of users—your 
guarantee of a good seller. 


Here’s Why You Should Sell Speed-Mo Pads! 


1. MORE PROFITS —A fast selling line—a key to new 
profits. Sell Speed-Mo for greater sales—bigger 
profits. 


2. PAD NEVER BUCKLES— Speed-Mo's Sponge Rub- 
ber Pad always stays flat—never bulges in middle, 
causing poor uneven impressions. 


: 3. RE-INKING SIMPLE —Here's one stamp pad that 
requires no complicated re-inking devices — just 
4 brush the ink on! 


4. NO INK SEEPAGE — Dirty fingers are unknown to 
users of Speed-Mo. Ink doesn't flow onto cover, 
edges or onto valuable papers. Cleanest pad ever 
produced. 





There’s a Speed-Mo for every purpose—special pads 
{ made to order. 








To help you sell, we'll send 
you free display material 
and advertising literature 
with your first order. 
Write for Complete Profit 
Details Now! 








MANUFACTURING CO 


701 Main Street Orange, Massachusetts, U. S. A. 
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entertained at lunch, between planes, by Dan Mac. 
Dougall, Paul Baird, Cliff Talty and Roy Moreland. 


* * x 


Foster White, store manager at Western Lithograph 
Company, Wichita, Kans., for the past couple of years, 
resigned in February to accept a similar position with 
an Albuquerque, N. Mex., stationer. 

- * * 

Seen at lunch in Wichita recently were Windy White 
and Cuba White, both of Southwestern Stationery & 
Bank Supply; Barrett Mitchell, manufacturers’ repre- 
sentative, and Dan MacDougall, Stationers Loose Leaf 
Company. 

+ * * 

Roy “Esterbrook” Wood and Hollis “Associated” 
Stephens spent several days in Wichita recently work- 
ing on their committee’s plans with the convention 
chairman, Earl Scott of Bauman Office Equipment 
Company. 

a * ” 

Word has just reached us of the recent death in 
Chicago of a sister of Leonard B. Wilcox of Roberts 
Printing & Stationery Company, Hutchinson, Kans. 

* cd * 

We hear that several of the boys have been carry- 
ing ice skates in their cars, particularly Art Pfister of 
Smead’s, who was brought up on them on the St, 
Croix River near his Hudson, Wis., home. He is giving 
the travelers skating lessons so they will have no 
excuse for not continuing to travel, regardless of the 
condition of the highways. 

* + * 

All good wishes to our old friend and co-traveler, 
Ed Manning, formerly with Frank Mashek Company, 
and Stein Bros. Mfg. Co., Chicago, who recently be- 
came an executive with S. Dresner & Sons and asso- 
ciated companies, in the luggage and leather goods 
field. Ed has earned a lot of popularity in our indus- 
try these past years and holds the confidence and 
friendship of all with whom he has dealt and asso- 
ciated. 

om * * 

Gene King, formerly with Inland Printing Company, 
Springfield, Mo., has been appointed store manager 
and buyer at Midland Stationery & Supply Company, 
Jefferson City, Mo. 

* * * 

Clark-Peeper Company, St. Louis office furniture 
dealer, recently purchased the building they have 
occupied the past several years at 1112 Olive St., for 
a reported sum of $55,000.00. Though only about 
20 feet wide, it has good depth, is five stories high. It 
contains an excellent sales and display room on the 
first floor, warehouse and refinishing departments on 
the upper floors. Charlie Peeper is president of the 
firm. 

+ * +e 

Courtney Wall, for many years Texas and Oklahoma 
representative for Boorum & Pease Company, is now 
permanently located in St. Louis as active manager 
of the local manufacturing plant and supervisor of the 
midwestern sales territory. He and Mrs. Wall will spend 
their time between their St. Louis and Branscom, Mo., 
homes. The former manager, Ralph Pina, resigned to 
accept a South American position. 

* * * 

Recent visitors to St. Louis include Stratton Ter- 
stegge, Binney & Smith Company; George Witte, 
White & Wycoff; Leon Jaffe, Artistic Desk Pad & 
Novelty Company; David McGilway, president, and 
Ernie Sharp, sales representative of Hotchkiss Sales 
Company; John D. MacMorris, Hunt Pen Company; 
Lionel Colomb, Weis Manufacturing Company; Bill 
Boyd, Acco Products, Inc., and Art Steel Sales Corpora- 
tion; Fred Christensen, Murray Vernon and Harry 
Shieloh, S. E. & M. Vernon, Inc., Elmer Krumweide of 
the firm of that name; Harry Short, Oakville Com- 
pany; Ed Rohrs, Eaton Paper Company; Carl Kauf- 
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; = PAPER DRILLS have a greater single operation 
paper capacity. A fingertip twirl of the handles of a Twirlit Paper 





Drill will cut through a 14 inch thickness of paper. Clean, accurate 


npany, wrinkleless holes through up to 300 pages of paper, in a single effort- 
unager 


npany, less operation. The larger throat of the drill and the hollow bore 








cutters make Twirlit superior in efficiency to other drills. 


TWIRLIT PAPER DRILLS 


Made in two models, Twirlit Sr. (multiple drill) and Twirlit Jr. 
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(single drill). Either model makes a light, compact and efficient 
.homa office tool. Both are streamlined in design, finished in durable crackle 
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enamel with heavily nickeled fittings for long wear. The hollow 
cutters are made of special steel, induction heat treated to withstand 


long service. 
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105 MATTHEWS AVE. - HAGERSTOWN, MD. 
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with Lhomas Furniture 


covered with Li Wife: 


ALL- PLASTIC UPHOLSTERING MATERIAL 







You get a double return on your investment when you order these sleek sectionals . . 
styled and built by THOMAS FURNITURE COMPANY .. . covered with BOLTAFLEX 
All-Plastic Upholstering Material. 

FIRST ... you get beauty ... and only BOLTAFLEX offers the warm, luxuriant type of 
beauty that echoes comfort ... brings to your office the lush luxury of tomorrow ... today! 

SECONDLY ... you get duty ... washable, durable BOLTAFLEX stays bright and new 

. + resists the oontiaubes punishment of office and commercial use practically forever... 
aod: THOMAS FURNITURE CO. design offers versatility of arrangement that will keep your 
office always looking “distinctively different’’. 

It’s good business to want a double return on any investment .. . it’s good business to 
choose BOLTAFLEX-covered THOMAS FURNITURE . .. and get it! 


The new 1948 Thomas Furniture Company Catalog is ready and will be 
forwarded to you upon request. Send for your copy at once. 


AS FURNITURE CO. BOLTA PRODUCTS SALES, Inc. 
INT, NORTH CAROLINA LAWRENCE, MASSACHUSETTS 
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man and Frank Karge, Speed Products Company, and 
Irving Mackey, Cooke & Cobb Company. 


* * * 


The Stationers Association of Greater St. Louis held 
a large sales meeting in late January which was at- 
tended by almost all of the local stationers and their 
sales organizations. Held at the Melbourne Hotel, the 
meeting was addressed by A. C. Van Horn, district sales 
manager of Eberhard Faber Pencil Company, and his 
representative, Bill Bohart. Following a serving of 
cocktails and an excellent dinner, the hosts for the 
evening showed a fine talking picture illustrating how 
the stationers’ salesmen can increase their over-all 
business through the sale of pencils, Eberhard Faber’s 
pencils in particular. A very interesting and edu- 
cational program, well presented. There were 65 per- 
sons present including 55 from about 
organizations, the largest representation from S. G. 





ten dealers’ | 


Adams Comnrany. The meeting was presided over by | 


Alex J. Bartens, president of the association and man- 
eger of Shallcross Printing & Stationery Company. 


* * * 


Southwestern Stationery & Bank Supply held a 
general sales meeting in Oklahoma City the last week 
of January. In attendance were all the salesmen and 
department heads from their stores at Ponca City, 


Ted Warkentin, who heads the Southwestern firm, 
states that business has been very good both in sta- 
tionery and oil. 
t 


* * * 


} Dick Waite of the Waite-Jones Company, St. Louis, 
will open a retail commercial stationery store in Clay- 
ton, Mo., a very busy suburb of St. Louis, early in 
March. Space has been obtained, furnishing under 
way and orders being placed for stock. Clayton is the 
county seat of St. Louis County and, like many subur- 
ban areas, has grown fast these past few years. It is 
becoming a large retail shopping center. 


+ * * 


Dealers of District No. 8 inform us that many, many 
dollars of merchandise changed hands among them, 
following the recent mailing of the latest surplus 
inventory list, indicating the idea met with great 
success. Those dealers not participating or not 
familiar with the plan may learn all details by ad- 
dressing Leonard B. Wilcox, Roberts Printing & Sta- 
tionery Company, Hutchinson, Kans. There may be 
another mailing during the summer. 

* * a 

William Schmiederer of Buxton & Skinner Printing 
& Stationery Company, St. Louis, the dean of mid- 
western stationers and the only dealer holding mem- 
bership in the Midwest Travelers Club, joined with 
Peter F. McLaughlin, now representing Allied Carbon 
& Ribbon Company, and the late Jack Grey at one 
of the very early regional meetings to inaugurate a 
travelers club. Pete was elected president, Jack secre- 
tary and Billie custodian of funds, which position 
Billie held for many years until the office of secretary 
and treasurer was combined, and a traveler elected 
to the position. Bill then was elected to honorary 
membership for life, and there is not a better Midwest 
Travelers Club booster in the whole organization. 


¥ * + 


The Midwest Travelers secretary-treasurer reports 
a very nice response to the appeal for advance pay- 
ment of the $10.00 fee for 1948 dues and convention 
assessment. However, anyone who intends to make 
this remittance and has not done so, please mail it 
at once, to D. A. MacDougall, 7316 Main St., Kansas 
City, so your committees may gain some idea of travel- 
er funds available for this convention. Your prompt 
attention to this will aid all of your convention com- 
mittees in their -work toward making this a most 
entertaining and successful convention. 

1948 
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| interlocking side to side and top 
| to bottom—electrically welded 
| with brazed corners. Completely 


Wichita, Joplin, Amarillo, Lawton and Oklahoma City. | encioes—speratey: eneeiay. ox 





| steel slides. 
CABINET High Wide Deep 
SIZE 474," 10¥," 24," 
INSIDE 
DRAWER 4y," 94%" 244%," 











TRANSFER FILES 


STURDY 
ATTRACTIVE EFFICIENT 


10 DRAWER 
STEEL STORAGE 
CABINET 


Made of heavy gauge steel— 





10 DRAWER CHECK SIZE 
CABINET 


HEAVY GAUGE 
STEEL TRANSFER 
CASES 


All are electrically welded with re- 
inforcing brackets in the corners— 
brazed corners for additional 
strength. Can be stacked ceiling 
high simply and easily. Four rollers 
make for easy operation of drawers 
—drawer stop to prevent accidental 
pulling out of drawer. 

Most of the popular sizes now in 
production, 


SPECIAL SIZES 
MADE TO YOUR SPECIFICA- 
TIONS 


F.O.B. FACTORY BROOKLYN, 
mY. 


. 
Write for illustrated folder giving 
complete information and prices on 


these and other items. 


DOLIN 


Metal Products, Inc. 
187 VARET STREET 





STACK OF SIX NO. 500A 
LETTER SIZE TRANSFER BROOKLYN 6, N. Y. 


CASES. EVERGREEN 7-9280-1 





183 





























AND UTILITY 


beautiful 
Hammered SILVER-CRAY Finish 


Nos. 923 and 1923 are now 


available with flat key locks, 
or 


CORBIN-Sesamee 
COMBINATION LOCKS 


Cash and utility boxes with Corbin Sesamee Combina- 
tion locks are now available for those who seek the extra 
measure of privacy the combination lock affords. The 
lock can be set to any three digit combination desired. 


Nos. 923 and 1923 are now made with flat lock or with 
combination lock. Otherwise, no change. The same 
fine features, the same high standards of construction 
which made these national favorites, remain. 





The combination lock box opens new profit avenues to you... 
gives you additional sales opportunities. A window display of 
these units will quickly reveal the potential sales appeal of this box. 


SOLD BY LEADING JOBBERS ... or write us direct 
PACKED 12 of a style to carton. 





LIST PRICES (Slightly Higher West of the Rockies) 

WITHOUT TRAY WITH 6 COMP. TRAY 
No. 923 Fiat Lock No. 1923 Fiat Lock $3.70 
No. 923 CL Corbin Lock No. 1923 CL Corbin Lock 4.50 


$2.30 
3.10 











(Size 1142 x 6 x 4%) 







No. 1923 
With Tray 


No. 923 
Without Tray 





ENTRAL CAN COMPANY 


LE Te Ua GF 2 1 Orel @) 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New York 
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ENGLISH FIRM REACHES CENTENARY 


D. Matthews & Son, Ltd., 14-16 Manchester St., 
Liverpool, England, a firm of shop, store, hotel and 
office fitters in furniture and business equipment, 
recently observed its centenary, spanning a period of 
100 years from 1848 to 1948. This business has passed 
since 1848 from father to son and the two sons of the 
present director, Louis Matthews, now represent the 
fifth generation in the business. 

Marking the century in business, the firm has issued 
a catalog of prices, illustrations and description of the 
products. 

Due to severe shortages of timber and steel, the 
desks of the firm are now “on the austerity side,” de- 
clares Mr. Matthews. With the more conservative 
articles however, the furniture has reached into the 
modern designs. 

a 


ELLIOTT ADDRESSING MOVES AT COLUMBUS 


Elliott Addressing Machine Company’s district of- 
fices in Columbus, Ohio, formerly located at 72 South 
Fourth St., were recently moved across the street to 
77 South Fourth St., announced Williams H. Hammons, 
district manager. The Columbus district offices serve 
37 counties in Ohio and the state of West Virginia. 
Serving with the Columbus branch are 31 dealers and 
two distributors —AK 











NEW STURGIS PLANT—Views of the new Sturgis Posture 
Chair Company plant located in the Stark Industrial Park 
area at Charleston, S. C., as told in story appearing on page 
80 of February issue, Office Appliances. Top picture is an 
aerial view of the buildings. A close-up view appears in 





the center and an interior of one of the structures at bottom. 
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WOODSTOCK’S NEW 
PROMOTIONAL PLAN 


attention getting 






advertising .... 


; Keachiieg yout math / 


NATIONAL ADVERTISING 


A series of ads starting in the 
Saturday Evening Post and following 
through in other publications. 


NEWSPAPER MATS 
Available to all in convenient form 
and size for release to local 
newspapers. 


ENVELOPE STUFFERS 


Planned for your imprinting and 
mailing direct to customers and 
prospects, telling all about the new 
deluxe Woodstock. 


BOOKLETS 


With full information and instruc- 
tions on all the top features of the 
new deluxe Woodstock Typewriter. 


COUNTER DISPLAYS 
A series of attractive counter size 
displays printed in two colors. 


WINDOW BANNERS 


Attention getting, colorful, 
announc'ng sales and service by 
you as a Woodstock dealer. 





* ’ 
* el ass lac iD ct ment 


Woodstock is now doing much more than 
providing you with a new deluxe typewriter that is 
designed and priced to sell. Through planned 
advertising in a new National Campaign starting in 
the Saturday Evening Post and following through 
in other publications, Woodstock is actually going 
into the millions of homes of your best customers 

to pre-sell the new deluxe typewriter for you. 


--~WOODSTOL 


WOODSTOCK TYPEWRITER COMPANY ¢ 75 E. WACKER DRIVE « CHICAGO 1, ILLINOIS 
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PASSING THE 
$$$$$$$$$ 
2 BUCK 3 
$$$$$$3$$$ 


Hillside passes the buck saved on to you by 
reducing prices on regular and jumbo size dust- 
proof files as well as the 10 drawer plan file 



































(all 4 sizes). Write today for the new SPECIAL 
prices that allow 100% mark-up. Prices of our 
regular filing cabinets have not been changed. 
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Without With 
No. Lock Lock Weight 
1101 4 drawer letter LIST $46.10 $55.87 100 
1102 4 drawer legal 55.87 65.65 110 
1103 3 letter drawers and 2 
drawers 3x5 or 4x6 cards $9.62 69.38 125 
1106 8 drawers 3x5 or 4x6 cards 100.17 109.94 150 
“1107 8 drawer check file 100.17. 109.94 150 
1151 3 drawer letter 42.98 $2.75 75 
1152 3 drawer legal 46.88 56.65 85 
1181 2 drawer letter 33.60 43.37 60 
1182 2 drawer legal 35.55 45.32 70 
USUAL DEALER DISCOUNTS . SHIPPED F.O.B. FACTORY 


HILLSIDE METAL PRODUCTS, we. 


RICHMOND HILLS 18, N. Y. 


129-02 HILLSIDE AVENUE - 
VIRGINIA 9-8755, 7-2524 


*“#1107—A NEW ADDITION TO OUR 
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“ame Non-Suspension file 
e Ball Bearing Rollers (not ordinary rollers) 
@ 262" deep 
@ Closed vermin proof bottom 
e Sturdy Construction 


e Immediate delivery 














e@ 10 drawer unit—in 2 sections 

e For maps, blue prints, art work, etc. 
e Compressor prevents curling 

e Drawer stops 

@ Sturdy Construction 

e Prices FOB Factory 
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FAMILY—8 DRAWER CHECK FILE 
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FREDERICK HART APPOINTS MANAGER 


Raymond W. Ayers has been appointed manager of 
the newly-created Washington, D. C., office of 
Frederick Hart & Company, Inc., of Poughkeepsie, 
N. Y. The office is located in the Shoreham Building, 
806 Fifteenth St., N.W., Washington, D. C. 

Mr. Ayers graduated from the University of Illinois 
in 1926 with a Bachelor of Science degree in indus- 








RAYMOND W. AYERS 


trial engineering. He has had wide experience in 
industria] engineering and office procedure. In the 
early years of his business experience he was asso- 
ciated with the Ralston Purina Company and the 
Monsanto Chemical Company of St. Louis, Mo. His 
position at both companies was to establish modern 
office procedures and to install modern office equip- 
ment to meet the requirements. 

He entered the sales field in 1938 when he joined 
Moore Business Forms, Inc., of Niagara Falls as sales 
representative in Washington, D. C. He later became 
associated with the Addressograph-Multigraph Cor- 
poration in their Washington office. 

oe Gite 
G-F NOW USING PART OF NEW ADDITION 


General Fireproofing Company, Youngstown, Ohio, 
has begun using part of its new million-dollar plant 
addition, although construction will not be entirely 
completed until April. The new four-story addition 
is costing more than $1,000,000. Elevators and some 
other equipment still must be installed. 

General Fireproofing plans to add a new line of 
products, but has been withholding an announcement 
of the new products temporarily due to the acute steel 
shortage, officials said —AK 


VISIBLE 
cae oorme 





VICTOR VISIBLE DISPLAY—This interesting window display 


featuring Victor Visible equipment was recently installed by | 


the J. S. Mathews Co., Bridgeport, Conn. 
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Look Beyond 
the Price Tag... 


WHEN ORDERING 
OFFICE ACCESSORIES 


Look to Bandes for time-tested products that 
build sales volume through rapid turnover and 
repeat business. On your next office accessory 
order compare the price and then remember that 
it's been "Best to Buy Bandes" for 44 years. 
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JULIUS BANDES & CO., Inc. 


126 West 22nd Street, New York 11, New York 
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8G. U.S PAT. OFF. 


STORAGE BOXES 





*The all-business circulation of American 
Business, Burroughs Clearing House, Dun's Review, 


and Office will now sell extra Liberty Storage 





Boxes for you every month with ads like this. 
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SPECIAL OFFER: 


‘ 


< ° 
Practice.” 





There's storage box business for you every | 
month of the year. Ask for our complete dealer pro- 
gram of sales helps, all free, so that you can cash in 
on the rapid every-day growth of America's Standard | 
filing box, Liberty. 


BANKERS BOX COMPANY 
CHICAGO 5 


720 SO. DEARBORN ST 


PLL. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Due to the fact that it was quite impossible to fill 
orders for office machines and furniture during the 
war years in Los Angeles, a city that has added more 
than a half million people to its population since 1940, 
there is still a tremendous backlog of orders in business 
establishments in this area. All of which means no 
doubt that the recent slump in the stock market and 
slump in commodity prices has had much less effect 
here than it would have in the average run-of-the- 
mill city where growth has been less pronounced. 


New business firms are still starting in considerable 
number, a fact which makes the demand for office 
equipment of all kinds reasonably brisk. During the 
trip about the area this month we found that there 
was little, if any, complaint about general business 
conditions heard from anyone. Modernization of exist- 
ing office furniture stores is going ahead with con- 
siderable momentum, modernization always being a 
big word in the vocabulary of the average southern 
California businessman. 


od » x 


Fred B. Fisher, 65, an employee of the Stockwell and 
Binney Company of San Bernardino for the last ten 
years and a resident of San Bernardino for the last 
40 years, died recently at a hospital in his home city. 
Mr. Fisher was born in Salem, Ill., and had been asso- 
ciated with various stationery firms in San Bernardino 
since 1908. He is survived by a daughter, Mrs. Howard 
Scott of Glendale, by two sisters and by three grand- 
children. So well known and well liked was Mr. Fisher 
that not only did the Stockwell and Binney stores 
close for the funeral but various other establishments 
in the city also. 


* * . 


New quarters for the branch office of the Under- 
wood Corporation at Phoenix, Ariz., 116 S. First Ave., 





LON 


ip 


BRENDERWOOD CORPOK 


COUNTING 


WIE EbdNG waciines : 
PONG 





UNDERWOOD OFFICES—New Phoenix, Ariz., offices of Un- 

derwood Corporation at 116 S. First Ave. During recent visit 

of J. A. Johnson (right), regional manager, Los Angeles, 
he was greeted by A. L.. Abram, Phoenix manager. 


were opened recently after three months of business 
in temporary quarters. A. L. Abram is the manager 
and he has a staff of ten sales and service people under 
his direction. The new business home offers consid- 
erable more floor space for all departments than did 
1948 
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PRESENTS 


America’s Most Wanted Office Chairs 








NEW DELUXE BROCHURE... 


an impressive ‘‘showroom in print’—to help you sell 
the finest line of Office Chairs in MILWAUKEE 
history. If yours is a discriminating trade, 


you will want a copy of this effective presentation. 
.. SEND FOR IT 


THE MILWAUKEE CHAIR COMPANY ..... MILWAUKEE, WISCONSIN 
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the old quarters. Shop and office facilities have like- 
wise been improved. 


* * a 


The Long Beach, Calif., branch of Underwood re- 
cently employed Donald C. Schubert as supply super- 
visor. Mr. Schubert comes from San Francisco, where 
he was employed by Waters and Waters. He has had 
a very thorough experience in selling supplies. the 
management reports. Recently added to the sales force 
in Los Angeles as a typewriter salesman is Carleton 
H. Peters. Mr. Peters comes from Iowa but has been 
in southern California for the past year. 

* * + 

Earle P. Hambly, head of the firm of Earle P. Ham- 
bly and Associates, Santa Monica, is a very proud sort 
of a fellow these days due to the fact that he recently 
became a grandfather. Norris Etienne Hambly was 
born to Mr. Hambly’s son and wife. 

- * * 

The Hygrade Office Machine Company, 1634 N. 
Cahuenga Blvd., according to Don Rosen, one of the 
proprietors, has experienced a fine increase in business 
since taking on a line of furniture. One outside sales- 
man has recently been added. 

Lester F. Hatch is the new proprietor of the Holly- 
wood Stationery Company, 5538 Hollywood Blvd., Los 
Angeles, succeeding John H. Blackwell. Mr. Hatch 
formerly conducted his own business at Lynn, Mass., 
a rubber stamp business, and he came to California 
only recently. His plan is to add a rubber stamp 
department to his business here. Mr. Blackwell is 
entering another line of business. 

+ oe * 

The Southern California Office Furniture Associa- 
tion, which was recently organized, held its second 
regular meeting at the Roger Young Auditorium, Los 
Angeles, February 2. Thirty firms were represented 
and 60 people were present at the meeting, a dinner 
session at 7 p.m. 

The speaker of the evening was Erwin H. Klaus, 
economist and market analyst, head of E. H. Klaus and 
Company, marketing research experts, and publishers 
of “Western Market” and “Pacific Trade Winds.” Mr. 
Klaus’s theme was, “Potential Markets and New Busi- 
ness in a Growing Area.” 

Ben Tufeld, president, submitted by-laws for com- 
ment and approval. The secretary, Floyd A. Fenn, re- 
ported the following selections for the membership 
committee: A. Segal, General Office Furniture; Sam 
Yocum, Sam Yocum Office Furniture; Louis Gold, 
Gold Desk and Safe Company; E. C. (“Curly”) Roberts, 
Hunting-Roberts Company; Ralph Gouge, L. C. 
Flewelling Company; and Ed Hergenrather, factory 
representative. 

e * * 

Floyd A. Fenn, proprietor of the California Desk 
Company, 542 S. Los Angeles St., announces the ap- 
pointment of Charlie Henderson as a member of the 
sales force. At the present writing Mr. Henderson is 
going through the regular course of shop training. 

* * * 

H. A. Jonas, manager of the National Office Furni- 
ture Company, 218 S. Spring St., Los Angeles, reports 
that Carl Firmin, formerly with Firmin and Shields, 
has joined the company and will be in charge of steel 
equipment. Mr. Firmin has been in office furniture 
business for 35 years. 

The National Office Furniture Company has com- 
pleted a modernization job which includes redecorat- 
ing, new window backgrounds, laying of new carpeting, 
the addition of light walnut movable partitions and 
other improvements. The movable partitions will per- 
mit the setting up of model offices of any size needed 
when designing an office furniture set-up for a pros- 
pective customer. Incidentally, the customer now has 
a wide variety of colors and materials from which 
to select inasmuch as leathers in all colors and furni- 
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Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 
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FOR NEW 192 PAGE 
DARNELL MANUAL 
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SCHOOL EQUIPMENT SALES 


It's Volume Business with Plenty of 
Repeat Orders 


Profits — BIG profits — come easy when you're 

by getting your share of the rich, fast growing 
a school market. Increased enrollments mean a 
need for more and more equipment. You can 

get this business — EASILY — with Rowles 

School Equipment, a line preferred by school 

a buyers for more than half a century. Now is 
ig the time to start! Rowles can show you how! 


Let these Favorites Build Big Profits for You 


























i HK eee ee § E 
i" BULLETIN BOARDS 
yj 
4 BLACKBOARDS are in big BULLETIN BOARDS that can 
if demand. Every new class be put to a score of uses 
: needs one. Floor stand, wall style and size to fit every 
or easel type to select from. need. 





ture of various styles are now available. This fact of 
course makes the use of the movable partitions all 
the more effective. 

a ” + 


T. L. Seeburger, until recently foreman of the me- 


| chanical department of L. C. Smith and Corona Type- 
| writers, Inc., 533 S. Spring St., Los Angeles, has been 
| promoted to the position of wholesale representative 








WINDOW SHADES 

















BLACKBOARD ERASERS that WINDOW SHADES for perfect 
; erase thoroughly, clean light control, and darkening 
: quickly and give longer shades for visual education 
wear. programs. | 


LEARN THE FULL DETAILS, NOW 


/ As the local distributor for Rowles School Equipment you can 
; profit from the rich benefits of Rowles leadership . . . quality 
} ... and popularity. Write today for Catalog No. 256. 


ELS. AROULES CO. 


ARLIARGTOR WEIGHTS. VLLIBROVS 
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for the Los Angeles branch, the territory of which 
covers all of Southern California and Arizona. This 
promotion was in keeping with the long-established 
policy of the company to make its promotions from 
the ranks. Mr. Seeburger has been with the company 
practically all of his active life. The promotion was 
made by C. J. Harris, manager of the Los Angeles 
branch, who says the promotion is well deserved. 
” ” + 


Leimert Park Stationers, a firm which carries an 
exceptionally large stock of stationery for a suburban 
business district store, has enlarged its office supply 
department space 50 per cent to take care of greatly 
increased business, according to Mrs. Dorothy Frances 
Hubbell, who with her husband operates the business. 
Mr. Hubbell is also West Coast manager for, “News 
of the Day,” a moving picture news release by Metro- 
Goldwyn-Mayer Studios. 


* * + 


The Wilshire Office Equipment Company moved on 
February 1 to 129 S. Western Ave., from its old loca- 
tion, 206 S. Western Ave. The Wilshire Typewriter 
Company and the Wilshire Office Equipment Company 
have consolidated under the name of Wilshire Type- 
writer and Office Equipment Company because of the 
increased activity in the typewriter field. David 
Hendler, proprietor, states that emphasis is placed on 
typewriter sales, service, and rentals. Additional ware- 
house space has also been acquired for office equip- 
ment. Only samples are Kept on the sales floor, all 
additional merchandise being kept in the warehouses. 
The new location is on the west side of the street, a 
fact which should increase business from pedestrians, 
according to Mr. Hendler. The new building is mod- 
ern and offers greater display facilities. The per- 
sonnel has been increased by two new employees. 


* * * 


Mr. and Mrs. Tom Challis have opened a new print- 
ing and stationery store at 446 N. A St., Oxnard, Calif. 
They formerly were proprietors of the store now known 
as The Lautzenhiser Printing and Stationery Com- 
pany, 446 B St. 

* * . 

The Park Gift Studio, 604 S. Alvarado St., Los 
Angeles, has added a new commercial stationery and 
office supply department. M. C. Herman, proprietor, 
announces the appointment of Fred Schaffer as out- 
side salesman. 

H. L. Pettit of the California Typewriter Exchange, 
543 S. Spring St., Los Angeles, states that he feels one 
of the most beneficial moves on the part of office ma- 
chine dealers in southern California in a long time 
has been the successful launching of The Southern 
California Office Machine Dealers Association. He 
reports that comments and congratulations have been 
received from all parts of the United States. 


* * x 


The Stenotype Company of California, now occupy- 
ing temporary quarters at 621 S. Flower St., since 
moving from the Chamber of Commerce Building early 
in December, expects to move into its new permanent 
home, Olympic Blvd., near Vermont Ave., in April. 

The new home wiil be a two-story building, the 
firm occupying the entire building. The lower floor 
will house the offices, while the school will occupy the 
upper floor. 

A complete reporting course has been added to the 
night school, according to Mrs. Lillian Larrimore. The 
demand, due to the number of servicemen and service- 
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“C” label safe, aoe 
Underwriters’ Laboratories, Inc. 
label at low cost, for volume sales. 
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—every business a prospect. Armored money chest with 


Underwriters’ Laboratories, Inc. 
approved relocking device. 
Various sizes, with or without 
locking inner door. 


can still obtain an 
Exclusive Franchise insuring 
future profits the MOSLER 








Flat Sill Vault Door. No grout is 
necessary and installation is 
quicker, more economical—typi- 
cal exclusive Mosler advantages 


that make selling easier. “A” label safe with money 


chest for dual protection against 
fire and burglary. The finest 
protection available. 


with the finest line 
of products backed by the . 


cooperation and sales 


help of the greatest name Sle Mo sler 

in. safes and safety. Your 

territory may still be open a ae te 

— write today for full — gree ets Pile ¢ 
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LARGEST BUILDERS OF SAFES AND VAULTS IN THE WORLD 
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No. 7013 Arm Chair 
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Seat 23" x 22”. Back 192” high. peath active w KG 
atT® 
No. 458 Desk THE 
Size 58” x 32”. Yl 
No. 7014 Revolving Arm Chair Me 





Seat 23” x 22”. Back 191% high. 


Oak or Walnut Finish a4 


Chairs to Match—and good chairs, too—attractively styled, superbly comfortable— 
well made and upholstered in genuine leather. Michigan's new line of office desks 
with "Chairs to Match" is the combination package which helps promote sales and 
makes buyers happy in their purchase. Choice of Red—Green—Brown—or Blue gen- 
uine leathers—with wood finished either Oak or Walnut. Send for complete specifica- 
tions and prices on Michigan's Brand New—All-New Desk Line with Chairs to Match. 
Plastic Covers are available if desired. 


MICHIGAN DESK COMPANY 


GRAND RAPIDS “ (BOX 392) 1, ° MICHIGAN 
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women, for the reporting course has been so great 
recently that this has been necessary. Likewise the 
demand for Stenotype operators has increased. 

An interesting sidelight is the fact that a great 
many Stenotype -machines are now being leased for 
office scenes in the moving picture industry. 

The Stenotype Company occupied space in the 
Chamber of Commerce Building for eleven years, but 
this building was recently sold to the Occidental In- 
surance Company. 

x * x 

R. C. Anderson, proprietor of Business Appliance 
Company, 509 S. Spring St., reports that his son, Ray- 
mond E. Anderson, a young man who served in the 
Air Forces during the war and who has visited various 
countries in different parts of the world, is now a | 
student at La Sorbonne University in Paris. He is 
studying French and psychology preparatory to a 
teaching career. Young Mr. Anderson writes that the 
devaluation of the franc has been an advantage to the 
students. Prior to the devaluation, practically all 
purchases had to be made in a bartering manner in 
the black market. 

* oe * 

C. F. Sanders, proprietor of the Western Typewriter 
Company, 2516 Gage Ave., Huntington Park, returned 
February 10 from Los Vegas. The trip was a com- | 
bined business and pleasure trip. A. E. Lacey, man- 
ager of the company, states that deliveries of the new 
L. C. Smith typewriters are now very satisfactory. 

nO 

A. B. DICK OFFERS ASSOCIATION NOTEBOOK 

A. B. Dick Company, 720 W. Jackson Blvd., Chicago 
6, Ill., manufacturers of Mimeograph, recently an- | 
nounced the publication of the “Association Notebook,” | 
a portfolio of illustrations designed especially for use 
in Mimeograph bulletins, newsletters, announcements 
and programs produced by associations, clubs, civic and 
fraternal organizations and other non-profit groups. 

More than 400 illustrations cover such activities as 
drives and campaigns, team contests, tag days and 
solicitations for raising funds, campaigns and team ' 
contests to increase membership, outings, dances, en- 
tertainment, athletic events and conventions, meet- 
ings and conferences. 

This portfolio is said to be helpful to even very 
small organizations as no art experience or ability is 
required to use the illustrations. They can be easily 
traced on a stencil sheet by anyone. 

The ‘Association Notebook” is sold by all A. B. Dick 
Company branch sales offices and all distributors of 


A. B. Dick Company products. 
———————— a — 


TRAVELERS APPOINT VODA, PICKERING 

Upon the resignation of Peter Masterson, Acco 
Products, Inc., as vice-president of the Midwest Travel- 
ers Club, Izzy Voda, Wallace Pencil Company, moves 
into the vacated position. Bill Pickering, Eberhar 
Faber Pencil Company, moves up into the second vice- 
presidency. 

President of the club, William Bohart, is also 
representative of Eberhard Faber. 
SQUIRES INKWELL INSTALLS NEW MACHINER 

N. K. Squires, president of Squires Inkwell Company, 
Pittsburgh 15, Pa., recently announced the acquisition 
and installation of the finest machinery in their new 
plant. “This new machinery,” says Mr. Squires, “will 
enable us to increase both the quantity and the quality 
of Squires Perfection self-closing inkwells and insure 
our customers of even better service.” The executive 
offices have been moved to the plant but the address 
remains the same. 






























—>-——— 
LEE MEEK BUYS CHILLICOTHE FIRM 
Lee Meek of Chillicothe, Mo., recently purchased the 


, 


Beardsley stationery and school supply store from? 
Henry S. Beardsley, who owned the firm for 17 years. 
—PJP 
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SUPPLY THE DEMAND 
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a soft voice that shouts 








Stationers prefer to Sell 
KIL-KLATTER 


e IT'S NATIONALLY ADVERTISED 
e IT SELLS FASTER 
eo IT SATISFIES BUYERS 


IT ABSORBS SHOCK @ IT DEADENS NOISE 
IT DOESN'T SLIDE 


Office Managers specify L.... 


IT INCREASES EFFICIENCY 
IT LASTS LONGER @ IT COSTS LESS 


for free illustration of avilable mats and catalog cuts write to 


AMERICAN HAIR & FELT COMPANY 
DEPT. B 83 MERCHANDISE MART CHICAGO 54, ILLINOIS 


Rit RUATIER 


THE SCIENTIFIC TYPEWRITER PAD 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Al J. Nordstrom, Correspondent 

Our good friend Merrill Hasty has asked yours truly 
to take over this column for a spell owing to the pres- 
sure of other duties. Merrill has done a swell job and 
deserves the plaudits of his fellow travelers and dealers 
in the area served by the Northwest Travelers Club. 

I shall start the ball rolling with some clippings 
from the trade publications of 20 years ago: 


January, 1928—Garrett, Weygant and Goodspeed 
have opened an office supply store at 24 North Ave. 
W., Duluth, Minn. All of the partners were formerly 
identified with commercial stationery and office supply 
concerns of the Arrowhead country. 


February, 1928—On January 28, Governor Sterley 
Jerue met with Al Skibbe and Fred Schaefer to arrange 
a session in Des Moines, where they will get together 
with the Des Moines stationers and arrange dates for 
the district No. 7 meeting. The date of the regional 
meeting is not definitely decided, but it will very 
likely be held in May or June. In his address at the 
Twin City Stationers banquet (memories) Governor 
Jerue extended a cordial invitation to all present to 
attend the Des Moines regional meeting. 


March, 1928—Frank Koch of Koch Brothers, Des 
Moines stationers, has deferred his trip to Europe for 
a few months to devote his entire time to arrange- 
ments for the regional convention at Des Moines in 
June. Mr. Koch had planned an extensive tour of 
England and the Continent. 


The above news was taken from Fred “Inky” 
Schaefer’s scrapbook and each month we shall en- 
deavor to print excerpts from the Northwest Travel- 
ers Club notes of 20 years ago. 


The first item of present day news: 


Mr. Read of St. Paul Book & Stationery Company 
tells us that on January 3 and again on January 17 
the store’s fountain pen department was robbed of 
fine pens and desk sets. The burglars damaged the 
fountain pen case quite badly. St. Paul’s efficient 
police caught several alleged robbers and a fence, who 
are now up for trial. 


Ed Erickson, the big stationer of Hibbing, Minn., 
has announced the opening of his new store at 404 
Howard St. 


George Bergstrom of Spencer, Iowa, has announced 
that a new store will be opened soon under his owner- 
ship at Cherokee, Iowa. 


Arthur Bergstrom, George’s kid brother (Art will 
like that) gets younger with the passing years. Thanks 
for the heater, Art. 


Joe Roller of Grand Forks has been on the sick list. 
Here’s hoping this grand guy is feeling better. 


Art Grayston, Ed Hanson (the Great Dane), Bob 
Davies, and Matt Dillon (A for Ambitious) are likely 
to meet with a few select friends during Matt’s so- 
journ in Minneapolis. And this meeting will not be 
for the purpose of discussing the political situation. 


Mel Sowell of Sioux City, Iowa, was a January visi- 
tor in Minneapolis. He is Dick Gingland’s right bower 
in the District No. 7 area. 


Bob Brown of Koch Brothers was a great booster 
for the Drake basketball team until “little Hamline” 
took the Bulldogs into camp. Don’t feel too bad about 
it, Bob, since this same Hamline has beaten some 
pretty big fish and might do well with Big Nine teams. 


Arthur Kenworthy, governor of District No. 7, an- 
nounced that his committees are functioning smoothly 
and the April meeting in Des Moines should be one 
of the finest of its kind ever held in the area. Those 
desiring reservations should get in touch with Art, 
care of the Storey-Kenworthy Company, Des Moines. 
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1 Inexorahle Time 





April, May, June . . . the months slip by. July, 
August, September . . . and, before you realize it, 


National Business Show Week is here again. 


The time to think about your exhibit, to plan it 
and plan for it, is NOW. Then, as the months flow 
along, you are prepared to make the most of the 
opportunities offered by America's Efficiency Ex- 
position, October 25-30 at Grand Central Palace. 


NATIONAL BUSINESS SHOW COMPANY, INC. 
30 Vesey Street - New York 7, N. Y. 
Worth 4-8150 


FRANK E. TUPPER, President 
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there are profits in ey 


Because of the extra quality in 
these accessories, the percentage 
of purchasers who repeat is 
enormous. Therefore, each time 
you sell another customer Mercury- 
Lith or Mercury-Graph products, 
you not only make a good profit 
on your first sale, but also plant 
a seed from which many future 
profits will grow. Inquire today 
about this good-will building, fast- 
moving merchandise. 




















RAPID ROLLER COMPANY 


D. M. RAPPORT, Pres Federal at 26th Street CHICAGO 
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The ladies’ committee has arranged a very fine pro- 


gram. 
* . - 


Bob Brown of Koch Brothers was a great booster 
for the Drake basketball team until “little Hamline” 
took the Bulldogs into camp. Don’t feel too bad about 
it, Bob, since this same Hamline has beaten some 
pretty big fish and might do well with Big Nine teams. 


Ed Safford is to be congratulated upon the grand 
opening of his new store at Superior, Wis. Travelers 
who were present at the opening also extend Ed a 
vote of thanks for the fine entertainment. Fred 
Schaefer wishes to add his special thanks for the dona- 
tions made at the after-hours party which was appar- 
ently staged for his special benefit. 

Stan Griebel and Harry Berquist entertained the 
visiting delegations with talks on looseleaf and filing 
supplies. 


* * ” 


Marlin Letner and Elmer Swan hope to have their 
new store on St. Joe St., Rapid City, S. Dak., com- 
pleted in time for a grand opening about July. 


* * * 


Wilbur Goode has purchased the Independent Bind- 
ery of Rapid City. He was with Johnston and Borde- 
wyck for several years before completing the trans- 
action. 

- - * 

And do you remember when O. J. Bertelson was the 
star salesman for the Munson Stationery Company 
of Minneapolis? ... When John A. Schlener and also 
Miller Davis were located on Nicollet? .. . When Wil- 
liams Stationery was located on Fourth St.? ... and 
later on Hennepin? .. . when S. M. Williams was sta- 
tioned on Hennepin between Third and Fourth Sts.? 
.. . When the Todd Stationery was on Third St. and 
Smith and Ewing in the Chamber of Commerce Build- 
ing? ... and Jeffrey Macpherson Company was located 
on Third Ave. across from the Courthouse? 

en i 


MILTON STONE ASSOCIATES NAMED AGENTS 

The firm of Milton Stone Associates, 320 Broadway, 
New York 7, N. Y., recently was appointed as sales 
agents for two new products. One appointment is by 
Norta Distributing Company, 1123 Broadway, New 
York City, manufacturers of the original plastic type 
cleaner. The other item represented is the Headliner, 
a new mechanical pencil which is a product of Kovacs 
Products, Inc., 353 Canal St., New York City. 


TREASURE COMPANY OPENS CHICAGO OFFICE 

The Treasure Company, 1726 N. First St., Milwaukee, 
Wis., manufacturers of Buccaneer leather-covered ad- 
dress, engagement, note and memo books, has just 
opened a Chicago office in Suite 900 at 36 S. State St., 
where Ray Stockslager will act as manager. Mr. Stock- 
slager for the past 11 years has been associated with 
the sales division of the Whiting Paper Company. The 
firm is assisting dealers in selling their line by offering 
dozen lots attractively boxed in the Displa-O-Pak 
container for counter display. 

em 


TRAVELERS HONOR F. B. ROBINSON 
The Rocky Mountain Travelers Club recently held 
a cocktail party for Denver, Colo., stationers at the 
Albany Hotel in Denver. At that time it was announced 
that F. B. Robinson, recently retired from the Robin- 
son Book & Stationery Store, Golden, Colo., had been 
made an honorary life member of the organization. 
, sialic 


OFFICE SUPPLY FIRM DAMAGED BY FIRE 
Extensive fire, smoke and water damage was caused 
to the office supplies store of Walter S. Purvis, 84 
Genesee St., Utica, N. Y., in a $400,000 fire which swept 
the downtown business section January 31—GET 
1948 
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* CATALOG 


Pl Bigger ... Better... 
| New lines added... 
| Showing the most com- 
lete line of MARK- 
NG DEVICES and 

SUPPLIES we have 

ever offered. 


SEND FOR 
YOUR COPY 





















Line Daters Numberers, Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Rubber Type Sets, Sign Markers, 
Brass and Fibre Checks, Corrugated Box 


Dies, Badges, ete. 


CONSOLIDATED STAMP M6. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 


15 DEY STREET, NEW YORK 7, N. Y. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Capitalized at $50,000, the Allstrum Stationery and 
Printing Company has been duly formed and incor- 
porated at Tacoma, Wash., for a combined commercial 
stationery and printing business. Davis N. Allstrum 
of that Puget Sound community is the incorporator. 

* 7 * 

While owning a firm in Seattle and heading a busi- 
ness that supplies whole bookkeeping systems to the 
business community, C. H. McCain, 94 Spring St., is 
reaching out for further civic usefulness. Consequently 
Mr. McCain has filed for the city council, with a pro- 
gram of parks and playfields, of civic interest to every- 
one, old and young. 


* * * 


Welcomed to Seattle this January was Edward J, 
Wormley, who conferred with a retail outlet, Fred- 
erick & Nelson, the Seattle unit of Marshall Field & 
Compeny, and other smaller dealers handling the 
Drexel and Dunbar desk lines which he designs. One 
of his axioms expressed while he was in Seattle was 
that the less work a man does, the larger should be 
his desk. 





* * * 


Efficient merchandising of many stationery and 
allied lines through the University Book Store of 
University Way, Seattle, is seen in the recent figures 
released by E. Lyle Goss, manager. Such figures show 
that during the month of December, for instance, 
there was an increase of 17% per cent in sales and 
a decrease of 3.2 per cent in operating expenses, as 
compared with sales and expenses for the same period C 
a year ago. 


* * * 


stationery store, is now sponsoring its first venture in 
the publications field, a new book termed “Horse 
Breaker” by Ed Bateman, Texas rancher. Mr. Wilson 
heads a chain of stationery and book outlets through- 
out the country. A horseman himself, he decided to | | 


The Carl K. Wilson Company in Seattle, a book and ha 


make the new manuscript available to others. 


* * * 


K. R. Vest, proprietor of the K. R. Vest Company, 
typewriter sales and repairing, at 816 Second Ave., 
Seattle, is sharing space with the Prompt Stationers 
& Printers, to which address he returned after serving 
with the military forces during the war. He was re- 
cently elected to membership in the Seattle Chamber 
of Commerce. 

* * co 

Owen-Hampson Inc., from the offices at 1008 S.W. 
6th St., Portland, Ore., have recently announced com- 
plete facilities in Portland for the handling of both 
sales and service of the Peirce dictation wire recorder. 

* co * 

The Pacific manifolding book division of Moore 
Business Forms, Inc., 810 Second St., Spokane, Wash., 
informed its employees recently that the company had 
set up a retirement plan of a mutual nature, with 
contributions by both the company and employee. 
W. L. Eggert, general manager, stated that the entire 
cost of service previous to effective date of the plan, 
as well as costs of administering the plan, will be 
borne by the company. 

* * * 

Alert to the needs of the business community of 
the Capitol Hill district of Seattle, the D. & I. Office 
Supply, newly established on Broadway, in that city, 








has been making available for the first time many No. | 
: new office lines such as rubber stamps and bookkeep- Telep 
‘MODERN LOOSE LEAF / ing materials, and has taken over as local branch for Cab 
se ict a well-known line of monogrammed articles. 
eo * o* 


Bringing to a focus new light on latest stationery 
lines of every sort was the Northwest Gift & Art Show, 
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BACK VIEW 


NATIONAL SERIES No. 18 





No. 18TC 
Telephone 
Cabinet 


Modified Georgian Style designed 
to meet the requirements of present 
day executive offices. The suite is 
complete with desk, table, secretarial 
desk, bookcase and telephone cab- 
inet. Beautiful figure and matched 


American Walnut veneers. The dou- 
No. 6618T 







ble drawer of the desk is equipped 


ON DISPLAY AT with complete set of legal size hang- 
FURNITURE MART, 
Chicago, Ill. ing folders. 


NATIONAL DESK COMPANY 


HERKIMER, N. Y. 
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Designed for the executive who seeks comfort at 
his desk. Made of genuine Top Grain leather with 
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WRITE FOR OUR COMPLETE CATALOGUE 
OF OFFICE FURNITURE 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 
NEW YORK 19, N. Y- 











Lay 


Y c the Finest 
| Quality Le 
ath 
a complete selection of sv r 
rs. 


° QUALITY 
° APPEARANCE 


° VALUE 
BY THE MAKERS OF fi | 


e 


\ 
\ 


4 


| 


P 
at. No. D144,677, ether Patents Pend 
Ing 





- La IMPERIAL LEATHER FURNITURE CO. 


T 
HE ADJUSTABLE HEADREST 
y 315 WEST 47th STREET 





NEW YORK 19, N. Y 





202 


OFFIC 
E APPLIANCES, March, 1948 











sibili 


Allen 
natio1 
him o 
throu; 
Mr. 
machi 
years 
ence. 
States 
ities ( 
make 
home 


OFFI¢ 














spread over three focal points in Seattle, from Feb- 
ruary 29 to March 3. Sample rooms and lobby space 
at the New Washington and Olympic Hotels of Seattle, 
as well as offices of manufacturers’ agents and sales 
representatives of some of the largest companies, were 
used for the stationery and gift, as well as allied fields. 
Kay Leber, show manager, had charge of this spring 
show at the three downtown Seattle spots, where the 
new stationery items were featured for the oncoming 
season. 
XK * * 

The E. R. Carlson Company, headed by E. R. Carlson, 
having the Royal Typewriter agency at 510 South 11th 
St., Tacoma, Wash., was recently elected to member- 
ship in the Tacoma Chamber of Commerce. 

* * * 

Millions for new college buildings but not a nickel 
for pencil sharpeners is the collegians’ lament at the 
University of Washington in Seattle, where scarcity 
of the devices for the large influx of students this 
this year has been decried. Yet it’s that ill wind 
again—for pencils have been shelved, and the col- 
legians and co-eds have resorted to fountain pens for 
class work and studies. 

aS x * 

Talent from store employees furnished the delight- 
ful entertainment this winter when the members of 
the John W. Graham & Company, employees’ credit 
union held their annual banquet at the Desert Round- 
up Room in Spokane, Wash. With an attendance of 
200 there were many friends of the employes in the 
banqueting group. 

President Lee S. Libby complimented the officers of 
the credit union and the faithful and loyal members. 
Reports indicated that some 22 members of the Gra- 
ham staff obtain loans for various personal purposes 
during the year. A total of $7685 was loaned to them 
during the year—with the loans somewhat higher, 
perhaps due to inflation and higher prices, than dur- 
ing the year 1946. 

——_?—=>>-2__—— 
RICHARD KETT APPOINTED BY R. C. ALLEN 

Recently appointed to head the newly-created field 
service department of the bookkeeping division of 
R. C. Allen Business Machines, Inc., Grand Rapids, 
Mich., is Richard Kett. Mr. Kett’s primary respon- 
sibility and initial aim will be to co-ordinate R. C 








RICHARD KETT 


Allen bookkeeping machine sales and service on a 
nation-wide basis, work which will constantly keep 
him on the road visiting company dealers and branches 
throughout the United States. 

Mr. Kett is by no means a novice in the business 
machine field, for he brings to R. C. Allen over 25 
years of business machine sales and service experi- 
ence. Originally from England, he came to the United 
States when he was 17 years old, saw the potential- 
ities of the business machine field and decided to 
make it his life’s work. Mr. Kett will work out of the 
home office in Grand Rapids, Mich. 

1948 
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“Rightdown thealley” 


OF EVERY SMART OFFICE MANAGER! 











THESE INGENIOUS ‘‘REMINDERS” 
MAKE FACTS INSTANTLY AVAILABLE 


Attached to file cards or ledger sheets, these 
signals segregate important groups of facts for 
instant reference—saving hours of valuable time 
in busy offices. Made of spring steel in 12 non- 
chipping colors. Types for all filing systems. Will 
remain clean and bright under all conditions of 
dampness. Easy to attach, relocate, remove—yet 
they always stay put. Samples on request. 


“BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to- 
gether, enclosures to let- 
ters, etc. Special patented 
“tongue” prevents side- 
slip. Easy to attach or re- 
move. The smart clip for 
the modern office! 





“Burro” INDEX TABS 


“Bull Dog’ LETTER CLIPS 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
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and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 

tion really helps the dealer 

to obtain a_ satisfactory 

share of the best customer 
- requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY YEARS constant 
adherence to the above 
policy has created confi- 
dence and good will which ee 
means much more to our *33" 


dealers than price and 3%" 


selling promises. : 


? 


Write for details and samples. 


wid, -AITTLE. 


Inc. 


MANUFACTURERS 





“QUALITY EXCLUSIVELY SINCE 1888° 
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NEW EQUIPMENT, DEVICES AND SUPPLIES 
(Continued from page 44) 


the desk stands on island bases. Metal runners are 
provided for the drawers and three slides. 

The Wilhite Manufacturing Company has been mak- 
ing fine quality office furtniure for the past seven 
years. H. S. Wilhite is president and general manager 
and John A. Wilhite is vice-president. 

irs Pace ict atl 


NORTHWEST LEATHER OFFERS NEW ITEM 


The No. 625 brief bag was one of the new feature 
items shown by the Northwest Leather Goods Com- 
pany, 711 W. Lake St., Chicago, Ill., at the National 
Leather Goods Show in Chicago during the week of 





NORTHWEST NO. 625 BRIEF BAG 


February 16. This bag is made in 16-, 17- and 18-inch 
sizes in black, Royal brown, russet and tan colors. Pro- 
duced from smooth-grain split cowhide the bag, 
equipped with a post handle and drop bottom, has a 
three-extension lock and two dividers forming three 
pockets. The interior is skiver-grain lined. Northwest 
Leather Goods Company for the past ten years has 
made a complete line of brief cases, brief bags, zipper 
ring binders, zipper portfolios and students’ bags. 
heehee 
OFFER NEW MAIL DISTRIBUTOR 

Wood Processors, Inc., 120 N. Green St., Chicago, 
have added a new envelope and mail distributor to 
their line, retailing at $7.00 and available for immedi- 
ate delivery. The product is made of strong, durable 





WOOD PROCESSORS MAIL DISTRIBUTOR 
leather walrus-grained Masonite, with 20 alphabetical- 
ly-marked compartments. Each of these partitions is 
43, inches high, 34ths of an inch wide and 67%, inches 
deep, equipped with cutouts for the easy inspection and 
removal of envelopes. Dividers are made of Tekwood. 
A statement-size distributor is offered in dimensions 
of 8 inches high, 225g inches wide and 84 inches deep. 
Shipment is made individually for each distributor in 


a corrugated cardboard carton. 
—<—e 


MOLDMASTER PRESENTS GLIDO CABINET 


Moldmaster, Inc., 899 E. 149th St., New York 55, N. Y., 
has introduced the Glido executive stationery cabinet 
known as M-150 for the busy executive who wants his 
stationery to be immediately available and in a holder 
harmonizing with his other desk accessories. 

The cabinet is made of phenolic sides with metal 
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thew WILTITE -£. 
EXECUTIVE FURNITURE 






Exceptional quality in generosity of materials, 


rigidity of construction, and beautiful finish. 


DESK measures 36 inches by 69 inches. Also made with a 44 
by 87-in. top to fit same desk. TABLE measures 30 by 69 inches, 
and 36 by 69 inches. TELEPHONE CABINET measures 18 by 
24 inches. A matched suite that commands admiration from 


everyone who sees it. 


Complete line includes Desk. Table. Bookcase. Telephone 


Cabinet. and Hutch. 


All articles made of Select Walnut. 


—IMMEDIATE DELIVERY — 


WILHITE MANURACTURING COMPANY 


Office 737 North Michigan Avenue Chicago I1, Hinois 
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The all-purpose couch with unlimited headrest positions. 

















Jor the Kest that Kefreshes” 


SPECIFICATIONS 
e 


Custombilt 

Covers: Duran, Boltaflex. 

Colors: Red, Green & 
Brown. 

Frame: All hardwood with 
8/4 legs. 

Filling: 50% Hair, 50%, 
Cotton. 

Leg Finishes: Natural, 
Walnut or Mahogany 
on Birch or Maple. 

Price: Net $57.50. 

F.O.B. Gardner, Mass. 

Weight: 115 Ibs. 

Terms: 2% 10 Days Net 
15 Days. 

















FEATURES 
* 


Adjustable headrest couch 
with the "“MAGIC-LIFT" 


mechanism. 


Fingertip control, to any 


desired position. 


PATENT NUMBERS: 


1576881-2010290-2010292 
2013006-2364191 -240501 3 


Other patents pending 


ESSKAY PRODUCTS 


445 CHESTNUT ST. 


TELEPHONE 
GARDNER 40 


GARDNER, MASS. 
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housing and interior arrangement, and comes equipped 
with either aluminum or polystyrene slide mechanism. 
Five compartments are available, three for letter- 





GLIDO STATIONERY CABINET 


heads or private letters, two for envelopes, one for 
short envelopes and one for standard-size envelopes. 
The approximate size of the cabinet is 104% x 1415/16 


x 614 inches. 
—_——e—= > 0—____ 


MASO OFFERS IMPROVED UTILITY STAND 
Maso Steel Produucts, 500 S. Throop St., Chicago 7, 
Ill., for the first time since the war is now able to in- 
corporate into the No. 1618 Champion line of utility 
stands some of the popular features formerly included. 
Hardwood rails are being installed as braces and all 





MASO CHAMPION UTILITY STAND 


models will include the elbow type of drop-leaf arms. 
The one-half inch tempered Masonite tops are in the 
new grained walnut finish with the metal understruc- 
ture of baked enamel walnut. Casters are 15g-inch 
black composition. One inch tubular steel legs are 
curved for extra leg room of the user. Hinges are the 
continuous piano type. 

The stands, which measure 16 x 36 inches, including 
two 9-inch drop leaves, have a height of 27 inches. 


Two styles are available, either knocked down or set up. 
iecaitliipicidindlio 


IBM COMPLETES GIANT NEW CALCULATOR 

The IBM selective sequence electronic calculator 
was dedicated recently to the use of science through- 
out the world by Thomas J. Watson, president of the 
International Business Machines Corporation at the 
company’s world headquarters building, 590 Madison 
Ave., New York City. 

This new development of IBM’s research and en- 
gineering laboratories combines the speed of electronic 
circuits with a memory capacity of 400,000 digits and 
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BLACKBOURN’S 


ISAS 
CaTALoc 


now available! 


—THE MOST COM- 
PLETE CATALOG — 
and THE LARGEST 
SELLING LINE IN THE 
INDUSTRY. 


over 


60 


and Record Systems for businesses and profes- 











Tailor-made Bookkeeping 





sions in your town—the national leader for 


close to a quarter century. 


NEW, ATTRAC- 
TIVE DEALER 
SALES HELPS— 
AND NEW ODIS- 
COUNTS. 


Have us tell you about 
our Trial Assortment of 


Best Sellers. 








BLACKBOURN SYSTEMS PAY BIG PROFIT 
IN LITTLE SPACE. 


MAIL THIS COUPON TODAY 








The Blachbourn Systems, Inc. 


222 So. Cedar Lake Road, Minneapolis 5, Minn. 


Rush a copy of your NEW 1948 Illustrated catalog of over 60 
Tailor-made Bookkeeping and Record Systems. . . . Also, give us 


details of your Assortment of Best Sellers 
Store 
Address 


Dept. Buyer 
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It’s a fast selling, 
big profit item! Over 


200,000 NOW IN US 


It sells — and we do mean sells 


ill for only | 2 
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IT’S THE 


PO _Dightning MACHINE 


You'll find thet your customers just can't leave it 
alone. Thot's why we're so often told that the Light- 


Cv 











Special New 


DISPLAYS ning “sells itself.” This Desk Model Portable adds 
They're free . and subtracts as easily as dicling a telephone. It's 
the most colorful, * f 
customer - stopping simple to use and easy to demonstrate. Built to take 
disploys you've constant use, it's every inch a man's machine . . . and 
ever seen. Write for . - 
these ladividvel fully guaranteed for one year. Write for details, and 
Disploys for your life-size color photo of the Lightning Adding Machine. 


windows or counters 


IMMEDIATE DELIVERY 


LIGHTNING ADDING MACHINE CO., INC. 
543 So. Spring St., Los Angeles 13, California 
















ARD 
PRICES| 
REMAIN 





In spite of spiralling prices and costs, 
Ard is holding its price lines on office 
costumers, wall coat and hat racks, 
chrome and leatherette chairs, luxury 
lounges, settees and all other office 
accessories in its line of over 70 | 


chrome specialties. 


NO. 14CB REVOLVING CHROME PEDESTAL COS- 
TUMER SHOWN ABOVE AT LOW LIST PRICE OF $1 7.90 


Write for Color Catalog Today 









13 VINE ST. | 
BOX 442 | 
. ny INC. evansvite s, no. | 


| 
j 
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the necessary control to utilize this speed and capacity 

on the most complete problems of science in institu- 

tions of learning, in Government and industry. 
The high speed of calculation in the new machine 


NEW IBM MACHINE—The 
new IBM seletive sequence 
electronic calculator 
(above) is declared to com- 
bine for the first time elec- 
tronic speed, vast mem- 
ery capacity, and highly 
flexible and convenient pro- 
gramming or sequencing 
facilities. 

Shown at right is an index 
of the calculator floor plan: 
l. Card reading tubes; 2. 
Sequence tubes; 3. Se- 
quence relays; 4. Table 
look-up; 5. Relay memory; 
6. Meters; 7. Control relays; 
8. Power distribution; 9. 
Tape memory: 10. Arith- 
metical unit: 11. Pulse gen- 
erator; 12. Sequence inter- 
locks; 13. Electronic mem- 
ory: 14. Console; 15. Print- 
ers; 16, Card punches; 17. 

Card readers. 








| 
| 








is attained by the use of electronic circuits for com- 
puting and control. All of the fundamental arith- 
metical operations that may be called for in the proc- 
ess of higher mathematics are performed electronical- 





IBM ELECTRONIC SEQUENCE CALCULATOR 


ly. Results are recorded either in the form of printed 
records or punched holes in IBM cards for automatic 
use at a later time either by the calculator itself or 
by other devices. 

> —____—. 


MODERN METHOD OF INDIRECT AIR CIRCULATION 

Van Dyke Industries, 21st and Rockwell Sts., Chicago, 
Ill., a firm identified with the office equipment industry 
for many years as a manufacturer of Van Dyke fluores- 
cent lamps, is adding a new division to the business. 
The company has announced’ the Van Dyke Circlaire, 
illustrated herewith, and describes it as “the modern 
method of indirect air circulation.” Model No. 20, the 
first unit in the new line, is a ceiling unit which may 
be easily and quickly installed in any electrical outlet. 

According to the manufacturers, the Circlaire is de- 
signed for year-around use. In summer, they declare, 
the device substitutes cool, revitalized air without direct 
draft for the hot moist air which normally surrounds 
the body in hot weather and causes reduced mental 
and physical fatigue. In winter, it is claimed that 
the unit will dissolve stagnant, stuffy hot air, circulat- 
ing it to dissipate smoke and other odors. 

The manufacturers recommend Van Dyke Circlaire 
for executive use as well as for clerical and professional 
offices and reception rooms, also for stores, institutions 
and industrial plants. 
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FASTENS TO DESK SECURELY 
YET INSTANTLY ADJUSTABLE! 


Ask Your 
Typewriter Dealer 





—— ae 
Cilort Sorta 


Typewriter Base 


“Silent Sentry” Typewriter 
Base doing its remarkable job. Attached to the base, 
your typewriter is held securely in place . . . but the 
patenied lock-bar permits moving the machine to and 
from you for individual typing convenience. 


¢ It's not magic—it’s the 


* Even though the typewriter is fastened securely in 
place, it can be removed from the desk (base and all!) 
for use elsewhere in the office in 2 seconds without touch- 
Other exclusive features include: “cut-out” 
repairing inside the typewriter without 
double-thick felt pads to deaden typing 
Write for full descriptive 


ing a screw! 
center for cleaning, 
removing the base 
clatter—many other advantages. 
literature today. 


BUSINESS MACHINE PRODUCTS, Inc 
96 Liberty St., New York 6, N. Y. 














All sizes, shapes and colors. 
Plain, lettered 
and special markings. Over 
3,000 different combinations. 
Sturdily made with sharp 
steel points. Firmly anchored 
Nationally advertised. 


numbered, 


Use Moore Mark- 
ing Tacks for price 
boords, bin marke 
ers, counter and 
window displays. 


heads. 
Map companies sell the 
Moore line EXCLUSIVELY. 
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Makers of famous Moore Push-Pins and Pushless Picture Hangers 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST. 


PHILADELPHIA 44, PA 
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“Yes Sir! Ji sure pays a 
dealer to feature these 
‘YW. S.' Ribbons and Cartons” 


. 
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The “Profit Line’ For Dealers . . . Since 1895 | 


FOR DOMESTIC & EXPORT TRADE 


Carbon Papers and Inked Ribbons 
For All Requirements 














General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO.- 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 


Combined Operations 


e etl- CO. 
with ly PRECISION 








PRECISION 





mMOISt3au4 








On the job, in many different businesses, 
Bonnar-Vawter engineers have given proof of 
greater efficiency after installation of Bonnar- 
Vawter especially devised, Multi-Copy Precision 
forms and systems. Thousands of firms all 
over the nation use the “Bonnar-Vawter Way” 
to keep record making costs low. 


Send for BONNAR-VAWTER Dealer Proposition 


We work closely with dealers and 
will be glad to tell you how we will 





There is no charge. ..no obligation to 
learn how Bonnar-Vawter precision 
systems and form service will help deal- work with you. 

ers serve their customers. Consultation Free...Write Today 


CLIP THIS COUPON... MAIL IT NOW . 


BONNAR-VAWTER, INC., 1717 East 30th St., Cleveland 14, Ohio 
a Please send us full information on your dealer proposition. 
CO We are interested in the enclosed job ot the present time. 





ITY ; ZONE STATE 


BONNAR.- VAWTER business forms are continuous or cut in single sets, 
with or without one-time carbon, for use in all business writing machines. 


= 
~» 
= 
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another DACO OE 
waco BRUSH-IN-CAP 
' PAPERCEMENT 
roll labels = HALF PINT AReal Adhes 
New! Improved! Comparison will con- = ,, 
vince vont thie Ral tnhele ore deadp Outstanding Features 
tional. Evenly gummed, properly per- = “ae 
forated they are the easiest, cleanest = SS 
Rol Labels ae ued for felder, peo ore tee aenes ae: . Du- 
envelopes, mailing lists, packages and =—=mme, plex uic pening esealing Cap. 
dozens of other offi dh hold = . 
penne dg Gos dian te. daltt oes : * Sturdy Brush. * Package is well bal- 
shades, white, oy manila, blue, cherry, = anced—not easily upset. * Excellent refill 
green, canary and orange. i» © ad it 
Priced to sell, Daco Roll Labels are ~~ Se etane pacmenye. Contents PREWAR quality 
attractively boxed and packed, twelve Dy. r— BEST-TEST” —Preferred for every paper 
toe oom aonetate delivery. Order nue joining need. Other sizes from tube to 
tang Ee oy E 5 gal. drum. At your distributor or write 
DACO CARD & INI EX : uct, 
UNION RuBBER E AsBeSTOS Co. Yrenton.N. «/ es 
301 Congress Street Boston 10, Mass. 0. YWCNLON.N. cS. 
I 
Tl 
cent 
DRAWING > & = 
...Apsco Premier-2N Is 
and 


with all-metal nickel- 
plated receptacle 
and automatic feed. 


MATERIALS 


















ture 

Enjoy fast turn- teri 

over, too, with wal 

siihettinnnasiatienetat Apsco Dexter, con 

Giant, and other profit-making models. wit] 

har 

new 

WRITE FOR 4 illu: 
CATALOG be 
CARDINEL i AUTOMATIC PENCIL SHARPENER CO. LI 
halal ahs si nin World’s Largest Producer of Pencil Sharpeners vi 
ROCKFORD, ILL. * LOS ANGELES * TORONTO ture 


MONTCLAIR, NEW JERSEY 
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All possible co-operation will be extended to the 
office equipment dealer in the marketing of the prod- 





VAN DYKE CIRCLAIRE MODEL NO. 20 


uct, it is announced, and complete details will be given 
to those writing the Chicago address. 
enieiiantbnnnins 

NEW DESK SUITE OFFERED BY NATIONAL 

The National Desk Company, Herkimer, N. Y., re- 
cently announced a new executive suite in modified 
Georgian style, known as series No. 18. This new series 
is complete with desk, table, bookcase, secretarial desk 
and telephone cabinet. A cabinet-made suite, it fea- 





NEW NATIONAL EXECUTIVE DESK 


tures beautifully figured, selected veneers for all ex- 
teriors. The drawers have genuine walnut veneers with 
walnut plywood bottoms. The desk has a rear slide for 
convenience. The file drawer of the desk is equipped 
with a complete set of legal-size hanging folders. The 
hardware is in antique bronze finish throughout. This 
new suite, with the complete National Desk line, is 
illustrated and described in a new catalog which will 


be sent to dealers on request. 
—————= 2 


LINK OFFERS NEW GUMMED TAPE DISPENSER 
The L. Link & Company, Inc., through manufac- 
turers’ national representatives, N. M. Marsand & Com- 
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THE MIRACLE PAPER 
THAT ERASES 
WITHOUT A TRACE 


EATON’S CORRASABLE BOND 


Thousands of new customers for this amaz- 
ing paper will be created by Eaton’s Na- 
tional Advertising appearing in SATUR- 
DAY EVENING POST e LOOK e AT- 
LANTIC MONTHLY e THE WRITER 
e WRITERS’ DIGEST. 


Get your share of this new business—plan 
now to promote CoRRASABLE Bonp. Write 


us for displays, advertising mats. 


¢ ATON 2 


*TyPEWRITER 
* PAPERS 


“rxsn\* 


* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 





fastener made! 


Back again.. ‘ACME 


The paper fastener thial 
> ’ 
Saves ftrme—and lempers. 


Available 


] Capacity ar 


th 
Witt 


Vou avatlable for tit 


mediate delivery Packed 50 teat 
Write for prices and Features Prong Lock Compre 


sample < of the finest for permanent fastening 


Eliminates broken finger r 


ACME Fastenct (¢., 512 FIFTH AVE., N.Y. 18 
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HIA 


PO TYPEWRITER PAPERS 


* MANIFOLD PAPERS 
Are Recognized “+ sonps 
Standard for ame 

+ AIR MAIL PAPER 
over 30 years | 





ra 


“3 


...Up-to-the-minute packag- 


Consistently high quality . covers” 


ing...a profit-and-prestige : 
* MIMEOGRAPH PAPERS 


* 


line you'll sell with pride. 


Inquire about our Franchise ze ENVELOPES 


‘ 


Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 











Suspend-O-Folder 
PERSONAL DESK FILE 
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— = &= ae, 
7 fey = 2 Sey 
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El | 


Complete with 
THE SUSPENSION FOLDER 
and OF MANY 
legal Sizes EXCLUSIVE FEATURES 


letter 


Write for Illustrated Price List $4 
ADVANCO PRODUCTS 


wire A RiF® } a * 


A DNA 2) 
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pany, 92 Liberty St., New York 6, N. Y., is now making 
immediate deliveries of its new junior automatic 
gummed tape dispenser which is unconditionally guar- 
anteed for three years against mechanical defects. 

By a turn of the wheel, the device is declared to 
deliver instantly any predetermined length of tape, 
moistened and cut at one stroke. The construction of 





LINK TAPE DISPENSER 


the rotating wheel is such that without making any 
adjustment the operation can get one length re- 
peatedly or any other length, also. The figures on the 
frame, graduated in inches, assist the operator to de- 
termine where to grip the wheel to obtain the desired 
length. The mechanically-operated self-sharpening 
precision shear is made of crucible steel, hardened and 
ground. The list price is $22.00. Complete information 


can be secured from N. M. Marsand & Company. 
; odie 


NUTONE OFFERS NEW UNIT IN CHIMES LINE 

NuTone, Inc.,,-Merchandise Mart, Chicago 54, IIl., has 
offered another unit in the line of office chimes recom- 
mended for commercial installations, this termed the 





NUTONE, INC. LEADER CHIMES 


NuTone Leader. Finished in walnut brown, the unit 
lists for $14.50. It sounds a single note for one call 
and a double note for the other. All of the NuTone 
office chimes are declared to be “package” units which 
the buyers can quickly install. Additional details may 
be secured by writing the company. 

= ana 


NEW CHAIR SERIES OFFERED BY WELLS 

A new series of chairs in limed oak and walnut 
finish is offered by Wells Office Furniture Company, 
725 S. LaSalle St., Chicago 5, Ill. The executive swivei 
arm chair, No. 7601, with no-sag spring seat, 22x 19! 
inches, and, adjustable back 1534 inches high, is il- 
lustrated herewith. In addition, a companion pull-up 
chair is available, as well as a swivel posture chair. 
1948 
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SQUIRES 
Perfection 


SELF CLOSING 
INKWELLS 


For the first time—a dependable self- 
closing inkwell at an attractive low price 
for offices, hotels, institutions, classrooms 
and homes. It is simple yet so positive, 
consists of only 3 parts built to serve a 
lifetime. Attractive, modern design har- 
monizes with all styles of furniture. Easy 
to keep clean. Easy to refill. 

Usual trade discounts. Write for sample today. 


ASSOCIATED STATIONERS 


SUPPLY CO. 
CHICAGO 6, ILL. 


E. RUSSELL WHITE 
Portiand 13, Ore. 


A. J. MeCRAE 


Toronto, Ont., Canada 


OR 
SQUIRES 
_INKWELL COMPANY 


Pittsburgh 15, Pa. 




















TYPEWRITERS 
7 Ne es Se We -e  - 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR- DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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PartNo. 1005 
Immediate Delivery 
Shipped Knocked Down 
individual Cartons 
Shipping Weight 14 Lbs. 
Work Area 34x 15” 
Height 26%" 


ALL METAL 


OFFICE 
TABLE 








@ MODERN DESIGN 


@ UNUSUAL 
STRENGTH 


@ CHANNEL LEGS 
@ RIGID BRACING 
@ ROUNDED EDGES 
@ SELF LOCKING 


Nothing was spared in the construction of this streamline table. New 
production tools and methods make this table more compact, stronger 
and lighter. The wings have a new type bracket that eliminates the 
danger of accidental falling when in use. GUILD craftsmanship assures 
safety, comfort and beauty of style. 


TOLEDO GUILD 


PRODUCTS, INC. 


515 MADISOM ewe, POLEDO 4, OHIO 
666 LAKE SHORE DRIVE, CHICAGO 11, ILL. 








70 Varieties 


FOR EVERY TYPE OF RECORD 





Loose leaf—metal rings—high grade paper and 
indexes — covers of quality flexible imitation 
leather—paper ruled or plain—in small or large 
sizes. 


A Record Book For Everybody 


Salesmen—Real Estate—Inventory—Clergymen and many 
other purposes—All priced to attract buyers and allow 
you a good profit. 





Recordplate display cabinet with attractive self service 
tabbing for stock is available free with minimum stock 
order. Send for list and get one of these counter display 
cabinets for high profits. 











SEND FOR COMPLETE PRICE LISTS OF THE 
MOST COMPLETE LINE OF RECORD BOOKS. 


THE RECORDPLATE CO. 


16. E. HOLLY ST. PASADENA 1, CALIF. 
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arrangements 
for Dealers. 





AMERICAN MAP COMPANY INC. 
16 East 42 St. New York 17, N. Y. 


A 
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DIXON POUNTER NO.15 


A TRIUMPH 
IN MODERN 
DESIGN 


GOOD TO 
LOOK AT! 





It sparkles in four fresh modern color combinations: 
Gray and clear transparent plastic. 
Gray and clear green plastic. 
Gray and bright red plastic. 
Gray and clouded green translucent plastic. 


IT IS EASY TO USE: 


Positive Point-Stop, precision ground Cutters, ac- 
curately cut smooth operating gears and Easy-grip 
Handle. Simple to adjust for mounting on horizon- 
tal or vertical surfaces. 





Rite-Rite Mfg. Co. Downers Grove, IIl. 
Subsidiary Joseph Dixon Crucible Co., Jersey City, N. J. 











HANG-A-FILE FOLDER 








2 Major Advantages 


m= NO TAB BREAKAGE 
@ NO DISCONNECTED HANGERS 


Louis H. Farber 


31 E. Congress St., WEB. 3217, Chicago 5, Illinois 
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iP-TiPPeR 


Patent Pending Trade Mark Registered 


THE PER CIL POINTER 





ZIP-TIPPER, the pencil pointer, does a perfect job of point- 
ing the lead. It is clean, fast, and convenient. 


For a round point, draw the pencil toward you, rotating it 
a complete revolution. For a chisel point the pencil is not 
rotated and is held more vertically. 


The abrasive used in making Zip-Tippers is of the highest 
quality, and it will last a long time. 


Sells for 25¢ each 
Comes 3 dozen to a box, each ZIP-TIPPER individually 


enveloped. IMMEDIATE DELIVERY 


CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
Telephone—RANdolph 3341 
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Wells desks to match this series of chairs are also 
available. 

The No. 7601 is priced at $52.80 in Duran, at $80.00 
in top grain leather. The No. 7600 companion pull-up 





WELLS NO. 7601 SWIVEL ARM CHAIR 


chair is priced at $38.95 in Duran, at $67.00 in top 
grain leather. Both chairs are also available in 
Terson, a fabric-backed plastic, the No. 7601 at $48.35, 
the No. 7600 at $35.65. 
Sakae TS 
OLD TOWN ANNOUNCES APPOINTMENTS 

Old Town Ribbon & Carbon Company, Inc., Brook- 
lyn, N. Y., recently announced the appointment of 
Alvin A. Reitman as northwestern sales manager with 
headquarters in the Seattle, Wash., area. 

Mr. Reitman will assist distributors of Old Town 
products in the training of their salesmen. Sales meet- 
ings will be conducted in the designing and installa- 
tion of Dupliforms, pre-printed master units. 

Otis G. Hobbs has joined Old Town’s sales force in 
the Middle West. The company also announces the 
appointment of Theodor T. Brush, James D. Michelson 
and Allen Topping as sales representatives in the 


Metropolitan New York sales division. 
EI 








APPOINTED DEALERS—The Picayune Item and Ken Kyte 

at Picayune, Miss., announced recently that they had been 

appointed as exclusive franchised dealers for Royal type- 
writers in Pearl River County of Mississippi. 
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SOME EXCLUSIVE 
DEALERSHIPS 
STILL AVAILABLE 

8 


Yncrease your sales with 


INDICATOR 
CARBON 


PATENT APPLIED FOR 


“Os New....Its Difforent” 


e INDICATES END OF LETTER 
e CLEAN TO HANDLE 
e CARBONS REMOVED QUICKLY 


@ EVERY OFFICE NEEDS IT 





SALESMEN: 
SOME TERRITORIES OPEN 


ALLEN & COMPANY 


Manufacturers 


CARBON PAPERS INKED RIBBONS 











11-15 Vandewater St., Dept. M, New York 7, N. Y. 

















BACK AGAIN—Better than Ever' 


The New Automatic 
ROTOSPEED DUPLICATOR 


Model "C” 








COMPARE THESE FEATURES 


@ ECONOMICAL—For over 35 years, the least ex- 
pensive method of beautifully reproducing typewrit- 
ing, handwriting, drawings or ruled forms. @ EASY 
TO USE—Automatically feeds post cards or paper 
up to 9x 16 in. Automatic roll release. @ FAST—Each 
turn of handle produces a perfect copy. @ SMART 
DESIGN—Chrome and wrinkle enamel finish, all 
metal construction, and long-wearing brass bearings. 


ATTENTION DEALERS—A few profitable territories are still 
open for ROTOSPEED. Write for full information today. 






THE DAYTON TYPEWRITER COMPANY 
516 Wayne Ave. Dayton 10, Ohio 









Also a Complete Line of Tags made by The Horstman Printing Co 
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DEALERSHIPS OPEN 
CHOICE TERRITORIES 
AVAILABLE . .. 


THE NEW 


FANDEX 


UNIQUE . . . REVOLUTIONARY 


FANDEX 
VISIBLE RECORDS 
FOR SPEEDY 
REFERENCE 





a glance. 

Eliminates card mis- 

placement. 

Rapid insertion and 

removal of cards. 

Use own cards—no re- 

writing necessary— 

simply transfer to 

FANDEX. 

5. FANDEX UNIT FITS 
standard file cabinet. 


USES STANDARD INDEX CARDS 
SIZE3x5—4x6—5x 8 


DEALERS WRITE FOR COMPLETE INFORMA- 
TION AND ILLUSTRATED FOLDER 


FANDEX, INC. 


15 SPRUCE ST. NEW YORK 7, N. Y. 
Beekman 3-6893 


» ww 








Your e € e * e 
MANAGERIAL FILE 





The Managerial 
File, desk height 
and for use at 
desk side, is a logi- 
cal unit to sell with 
desk installations. 
Valuable papers are 
accessible instantly. 
It provides the 
added advantage of 
privacy. 


Note the conveni- 
ent sliding fall-a- 
way top and the 
front expansion of 
the upper compartment. Be- 
cause papers sometimes are to be kept upright even when 
file is open, expansion is not automatic but manual. Lower 
drawer operated on ballbearings. Letter and legal sizes. 
S:andard finishes are olive green, gray, walnut, mahogany 
grained. Special finishes at extra cost. Satin bronze hard- 
ware. Large rubber casters. Built of steel electrically 
welded. 


Investigate. 


NORTHWEST METAL /20ductsCo. 


1337 E. Mason Street Green Bay, Wisconsin 
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1. Continuous visibility at | 














PASSED AWAY. 


M. S. EYLAR 


Matthew Semple Eylar, 78, former vice-president in 
charge of sales of the Underwood Elliott Fisher Com- 
pany, now the Underwood Corporation, died February 
5 at his home in St. Petersburg, Fla. 

Mr. Eylar, who had lived in Scarsdale, N. Y., for 
many years before moving to Florida, retired in 1940 
as vice-president of the Underwood organization after 











THE LATE M. S. EYLAR 


51 years in the office equipment business. At his 
death he was an honorary vice-president of the Under- 


| wood Corporation. 


He was born on a farm in Kansas and in 1889 went 
to work as a salesman for the Caligraph Typewriter 
Company in Kansas City, Mo. In 1896 he became 
manager of the New York office of the Union Type- 
writer Company, four years later joining the Elliott 
Hatch Book Typewriter Company. In 1908 he went 
to London to organize the world sales staff of the 
L. C. Smith Typewriter Company. 

Mr. Eylar returned to this country in 1911 and was 
made general sales manager of L. C. Smith, with head- 
quarters in Syracuse, N. Y. In 192) he joined the 
Elliott Fisher Company as vice-president in charge 
of sales and continued in that position after the com- 
pany was merged in 1927 with the Underwood Type- 
writer Company to become Underwood Elliott Fisher 
Company. 

On December 31, 1938, Mr. Eylar rounded out his 
fiftieth year in the field of the typewriter and book- 
keeping machine. Looking back over those 50 years 
afforded him recollection of experiences ranging from 
his first venture with the heavy Caligraph in hand to 
trips around the world calling upon Underwood Elliott 
Fisher agents. His crossings of the Atlantic totalled 
over 100. 

Mr. Eylar’s interests were primarily business ma- 


| chines and agriculture. As a Kansas farmer his hold- 


ings grew from 160 to 1,390 acres where he had great 
pride in his Aberdeen Angus cattle and other stock 
and his success in growing corn, basic food for these 
same cattle. 

It was from this same Kansas, scene of much satis- 


| faction in later years, that the young M. S. Eylar 
| started as a country boy selling the Caligraph, the 


only competitor of the Remington at that time. That 


was a start up the ladder for an illustrious career in 


| the typewriter industry. 


His widow, Mrs. Alice Johanna Archer Eylar; a 


| daughter, Dr. Elizabeth E. Meek of New York, and 


three brothers survive. 
+; + + 
WALTER E. BRET 
Walter E. Bret, 57, president of International Office 
Appliances, Inc., 29 E. Twenty-second St., New York, 
1948 
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Bainbridge New Dandy Sealer 
SEALS UP TO 200 ENVELOPES A MINUTE 
$36.00 Each List 


Pays for Itself Quickly—Anyone Can Operate 


BAINBRIDGE, KIMPTON & HAUPT, Inc. 


Office Equipment Distributors 


WHOLESALE STATIONERS 
218 Greenwich St. New York 8, N. Y. 











RITE-LINE 
COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $qR75 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 


Extra for 15” extension eye guide $1.10 
Extra for 20” extension eye guide $1.25 
Write for Full Particulars 


RITE-LINE CORPORATION 


1129 Vermont Ave., N.W., Washington 5, D. C. 




















| CALCULATORS 


Select Rough 
and Rebuilt 


Our stock of fine used machines has 
been growing and is now larger than for 


several years. We invite inquiries from 


Monroe, Marchant, Friden, Comptome- 
ter, Burroughs, and Remington Rand. 


Write listing your requirements. 


CALCULATOR EQUIPMENT CORP. 


) 

) 

) dealers for calculators of all makes: 
) ORANGE, N. J. 
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SAVES MONEY 


because it 


SAVES TIME 


Easier-to-handle Nev-R-Kurl 
saves your typist’s time, per- 
mits her to turn work out faster. 


That's because it’s plas- 
tic backed. Has more body 
than ordinary carbon papers, 
yet it is no thicker. 


Nev-R-Kurl won't slip or 
slide, curl, tree or wrinkle, even 
in hot, muggy weather. 


Stands up better, too. Produces up to 50% 
more clean, sharp copies per sheet. 
And Nev-R-Kurl users are faithful. Means 


repeat business, steady profits for dealers who dem- 
onstrate iis advantages. 


PROCESS CO., INC. 
9? MILL S ae mR 4NY imo 
TYPEWRITER 






CLEAR -PRENT 











R1BBON 





~ CARBON PAPER WOOD STAMP wees 


\. 
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SUPREME 


CARBON PAPELE 


BUCKEYE 


CARBON PAPER 
AND RIBBONS 













Buckeye SUPREME carbon 
papers are curl proof, smudge 
proof, long wearing, easy to 
handle. The SUPREME coating 
formula provides uniform color, 
strength and durability. Five 
weights and five finishes for stand- 
ard and noiseless typewriters. 





RIBBONS For 


All typewriters 
Teletype Machines 
Adding Machines 
Tabulating 
Machines 
Addressograph 
Machines 
Photostat or 
Photographic 
Blue-print 
Multigraph 
Machines 


(A 
1 KLE RIBBON & CARBON CO. 


7209 ST. CLAIR AVENUE e 








Buckeye SUPREME typewriter 
ribbons recover more rapidly and 
provide cleaner, sharper impres- 
sions than ordinary ribbons. 













CLEVELAND 3, OHIO 








THE NEW... IMPROVED! 





“EVEREADY” DUPLICATOR 
A Modern Hectograph in Sheet Form 


© 3 Gelatin sheets 9” x 13” each attached to sturdy all aluminum, 
rust proof, warp proof base. Fully protected against dust and 
injury by a heavy impregnated cover and gold embossed leatherette 

® Rubber suction feet hold duplicator firmly to desk or table top, 
allowing operator free use of both hands. 

® Each sheet capable of producing over a hundred copies Worn 
out sheets easily replaced. 

® The usual hectograph process is employed—simply press original 
on the sheet by hand. 

* Sheets need not be washed after use; they clear themselves 
within 48 hours. 
An ideal low-priced duplicator essential to practically any business 

firm of moderate scale. 


Also manufacturers of Hectographis Hi Test 
refills and metal tray Gelatin Duplicators. 


For DOMESTIC and EXPORT trad¢ 
Send for NEW CATALOG “oO” 


HECTOGRAPHIA CORP. 


Manufacturers 
110 WEST 17th STREET NEW YORK 11, N. Y. 








A.Complete Line of 
POPULAR-PRICED 


BRIEF CASES--BRIEF, BAGS 


ZIPPER RING BINDERS 


ZIPPER PORTFOLIOS 
STUDENT’S BAGS 





No. 625—BRIEF BAG. Made in 3 sizes—16, 17 and 18 inches 
—in Black, Royal Brown, Russet or Tan smooth grain split cow- 
hide. Single-post handle. 3 Extension Lock. Interior skiver grain 
lined, with 2 dividers forming 3 pockets. Drop bottom. A hand- 
some, sturdy bag, made the best that experience has taught us. 


FOR IMMEDIATE DELIVERY 


NORTHWEST LEATHER GOODS C0. 


Mabhufacturers Since 1937 


CHICAGO, ILL. 























INCORPORATED -CHICAGO 





REPRESENTATIVES 


Marion V. Follin 
O. D. Mann 


330 E. Ohio St. 


James H. Davison 
Henry L. Guth 


Chicago, Il. 
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N. Y., died February 9 at his home in Sea Cliff, N. Y., 
after a long illness. 

Mr. Bret had been a manufacturer of office equip- 
ment since 1917 when he founded the General Office 
Appliance Company. Fifteen years ago he and Joseph 
Rubenstein organized the present firm. 

Surviving are the widow, Edna; a daughter, Miss 
Yvonne Bret; four sisters, Mrs. Marie Arthur, Mrs. 
Martha Herp and Mrs. Gretchen Klockgeisser and Mrs. 


Grace Wolf; and a brother, John Bret. 
pases a! 60s ener ed 


L. FREDERICK BRUCE 


L. Frederick Bruce, East Orange, N. J., vice-president 
of the Joseph Dixon Crucible Company, East Orange, 
died January 13 after a brief illness, a victim of cancer. 
He was 67. Mr. Bruce’s family asked friends wishing 
to express their sympathy to contribute to the Cancer 
Research Foundation in his memory. 

Born in Joliet, Ill., Mr. Bruce held mechanical and 
electrical engineering degrees from Cornell University. 
He had been associated with the Dixon company 
since 1936. Previously, he had been in the lumber 
business in Duluth, Minn., and the cotton export busi- 
ness in Norfolk, Va. He was a director of the Colonial 
Life Insurance Company, Jersey City. 

Surviving are the widow, Mrs. Natalie Smith Bruce; 
two daughters, Mrs. Emilie Bruce Smith and Miss 
Natalie Bruce; a son, George F. Bruce; and a brother, 
Harry A. Bruce, Palo Alto, Calif. 

+: + | 
CURTIS W. MYERS 


Curtis W. Myers, owner of the J. C. Darling Stamp & 
Seal Company, Topeka, Kans., died February 1 at his 
home in Topeka. He was formerly assistant state busi- 
ness manager. 

He was born in Alliance, Ohio, but had made his 
home in Topeka most of his life. He established the 
state motor vehicle department while the late Charles 
H. Sessions was secretary of state. Later he served as 
assistant state business manager under James A. Kim- 
ball. 

After this, he purchased the J. C. Darling Stamp & 
Seal Company which he had operated continually since. 

Surviving are his widow, Mrs. Georgia E. Myers; a 
sister, Mrs. D. T. McKeag, Pittsburg, Pa., and a brother, 
Carl Myers, Chicago.—GMH 

+ - + 
MADELYN W. LENNARTSON 


Death came to Madelyn W., wife of Walter Len- 
nartson, editor of OFFICE APPLIANCES, at the 
home, 4252 N. Avers St., Chicago, on Tuesday, Febru- 
ary 24. She had been in ill health for several months 
and had undergone a major operation one year ago. 

Madelyn Worcester was born February 16, 1902, 
at Chicago and was married to Walter Lennartson 
on May 25, 1927. She was devoted to her home, family 
and church and was known to a number in the 
industry through acquaintanceships developed by 
attendance at conventions. 

Surviving with the husband are a daughter, Jean 
E., and son Donald A.; and brothers Earl, Ralph 
and Wayne Worcester. 

+ ob 
LEE N. SEAMAN 

Lee N. Seaman of Halifax, N. S., one of the leading 
office appliance dealers and distributors in the Mari- 
time Provinces for the past dozen years, died suddenly 
at his home in Halifax, February 5. Although he had 
been affected by a heart condition for about two years, 
his death was unexpected. He was born 65 years ago 
at Charlottetown, Prince Edward Island, and grad- 
uated from Acadia University, Wolfville, N. S., in 1910. 
Four years later, he graduated in civil engineering 
from the Nova Scotia Technical College, Halifax. 

Having been active in the Canadian reserve army 
before the first world war, he joined the active army 
as a lieutenant. Promoted during three years of over- 
seas service to lieutenant-colonel, he still held this 
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Maso’s All Steel 


Personal File! 





The 
“BANKETTE” 
Has the 
Mark-Up 
For Profits! 
The Features 
That Win 
Sales! 


$7.95 


Suggested Retail 


Meets The Big Unfilled Demand For 
A Top Quality Personal 





front, 2 different locks, equipped with 
20 Oxford File Folders, 5 storage en- 
velopes. Made of heavy gauge steel for 
rugged lifetime service; everything pro- 
vided for safe, handy, convenient safe- 
keeping. Corners are rounded, swivel 
front opens a full 3 inches. In your 
choice of baked enamel green hammer- 
loid or gray finish. 13” x 12” x 5%” 

STRONG HANDLE deep. Packed one to a carton; shipp. 

Sturdy all steel fivetted wet. 9 Ibs. F.O.B. Chicago 7, 

andle “makes it easy to 

sorrel = yeh Br ORDER YOUR NEEDS TODAY 


carry, take any place. 


aes STeeu 





Has everything your customers want in 
a personal file: secret chamber, swivelled 


File! 





ovo FS 


Jept. A, 500-32 South Throop Street, Chicago 











POULONIA 


plete Line of Spirit and Gelatin 
DUPLICATING SUPPLIES 






COLONIAL 
CARBON 
COMPANY 


Trade Mark 


Spirit and 
Gelatin Carbons 
Spirit Master Units 
Spirit Duplicating 
Fluid 


The most modern in equipment and chemical processes 
are combined to give you COLONIAL quality. Centrally 
located, we promise quick attention to your orders, prompt 


shipment. 


Serving the Wholesale and Dealer Trade Only. 
Private Brand Imprint Supplied. 
Write for samples and prices. 


COLONIAL CARBON COMPANY 


Manufacturers of Finer Duplicating Materials 


5150 Church St., Skokie, Ill. 


The Newest and 
Best in a Com- 


Liquid and Cream 
Cleansers 
Printing Inks 
Writing and Stamp 
Pad Inks 


* Telephone Skokie 4258 
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OA AITH 


“TIP-TOP” 


WOOD DESK TRAYS 





TIP-TOP IN FINISH—QUALITY—VALUE 
Locked Corner—Set in Veneer Bottom. Two Coat 
Finish—Flush Bottom completely covered with Gray 
Felt. Individually cartoned. Available in Oak and 
Walnut Finish. 


WRITE FOR NEW LITERATURE 


HEDGES MANUFACTURING CO. 


Mokers of Files and Filing Equipment 
2931 WENTWORTH AVE. e CHICAGO 16, ILL. 














Better Than Euer! 





OCT 28 '39 NOV 26 1938 


Model 440 Model 450 








IMPROVED 


FORCE Models 440 and 450 
METAL DATER 


Save time and work by legibly dat- 
ing all paper forms with new Force 
Models 440 and 450 Metal Daters fea- 
turing the Automatic Lever Change. 
Just press down plate to advance day- 
wheel. Other features are deep, clean- 
cut brass figures — colorful, 
easy-to-grip plastic handle — 
self-inking — non-clogging 
wheels — strong, metal con- 
struction. Available for imme- 
diate delivery. 
* 
Send for free catalog describing 
these Force Models, Model 400 
(for small spaces) and other 
Force Marking and Numbering 
Devices for every purpose. 




















“, ‘ once 
aks WM.A. FORCE & COMPANY 


Sere 


§ NICHOLS AVENUE. BROOKLYN 8, NEWYORK, U.S.A 
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rank when discharged. In 1920, he went to India, 
where he was assigned to forestry and motor patrol in 
the service of the British government. After about 
11 years in India, he and his wife returned to Canada. 
Early in 1936, he founded Seaman-Cross, Ltd., in 
Halifax, as office appliance dealers and distributors 
for the Maritime Provinces, and was president of the 
company from the start to his death. 

Surviving are the widow, three brothers and three 
sisters —-WJM 

+ + - 


ARTHUR SCOWN 


Arthur Scown, 65, owner of the Reliable Adding 
Machine & Typewriter Company, 612 Locust St., St. 
Louis, Mo., died January 17 of heart disease at the 
Shamrock Rest Home. 

Surviving are two brothers, William and Charles 
Scown: and two sisters, Miss Sadie Scown and Mrs. 
Elizabeth Hinchman. 


= >-e___ 


WHOLESALE STATIONERS CONVENTION 
(Continued from page 58) 


and wholesalers division the first half of Friday morn- 
ing. At the joint session, called to order at about 
11:15 A.M., L. M. Brown, Eberhard Faber Pencil Com- 
pany, gave a report of the manufacturers assembly and 
J. H. Chipman, Brown Brothers, Ltd., Toronto, Canada, 
presented a resumé of the wholesalers gathering. 

The report of the nominating committee was heard 
and the board of control for the coming year was 
elected. Next on the agenda was the installation of the 
following officers: Herbert Held, Blackwell-Wielandy 
Company, St. Louis, Mo., president; L. M. Jensen, The 
Brim & Jensen Company, Omaha, Nebr., first vice- 
president; J. H. Chipman, (re-elected) Brown Brothers, 
Ltd., Toronto, Canada, second vice-president; L. M. 
Brown, (re-elected) Eberhard Faber Pencil Company, 
third vice-president; Harry Litzenberger, H. H. Tan- 
nem Company, Denver, Colo., fourth vice-president; 
R. T. Gemmell, (re-elected) Binney & Smith Company, 
netional chairman, Sales Representative National So- 
ciety, and H. C. Whittemore, secretary-treasurer. 

Final action before adjournment concerned the elec- 
tion to honorary life membership of Lou Tavernier, 
long an active regular member of the association. 


The Annual Banquet 


With an attendance of well over 300, the annual 
banquet was almost unanimously pronounced the high 
spot of the annual three-day meeting. Following a 
cocktail hour and reception held in the Gold Coast 
Room, the group moved en masse at 8:00 p.m. to the 
Grand Ballroom, where a sumptuous dinner, featuring 
fried chicken, was served. Serving as the toastmaster 
was Harry Yager, David Kahn, Inc. who opened 
the ceremonies by asking all to rise and sing both the 
“Star Spangled Banner” and “God Save the King,” the 
latter in honor of Canadian visitors at the convention. 

After the tables had been cleared, the post-banquet 
ceremonies opened with the presentation of a beautiful 
three-piece luggage set to Retiring President Lawson 
Long, Practical Drawing Co. The newly-elected officers 
of the association (listed elsewhere in this story) 
were also introduced to the throng, as were the vari- 
ous committee chairmen. 

This formality was followed by the presentation of 
a number of beautiful door prizes to several lucky 
banqueteers. Next on the program came an excellent 
floor show, comprised of musical, artistic, comedy and 
acrobatic acts. The evening closed with dancing to the 
music of Jack Cavan and his Edgewater Beach Hotel 
Orchestra. 


The Customers Club 
The 1948 convention of the Wholesale Stationers 


OFFICE APPLIANCES, March, 1948 








Fe hel alhtecdclecleatieeatieetieeatinatnatieeattettneetinetiatinateataateatatatetiatnetinetineatieatinnatitinnatinetinatieatieattinadteetineetitnetneatieestinetneatnetietindtinetinatieadtie 























_* 
DATERS » NUMBERERS 


Service 


DATERS » NUMBERERS 


Your dater business should be our business! 
Do you realize how well made and how com- 
plete is our line of Daters, Numberers, Stamp 
Pads and Office Printing Outfits . 
tional favorite in the industry! 


. . a tradi- 
Write for Catalogue 


Fulton SPECIALTY CO. 


FACTORY AND SHOWROOM 
82 Fulton Street, Elizabeth 1, N. J 
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FONE VALET 


END ALL WRAPS PROBLEMS 


Office VALET Wardrobe Racks 
and Costumers end "wraps" 
problems, keep clothing “in 
press, aired on spaced hang- 
ers; provide ventilated spaces 
for hats, overshoes and um- 
brellas. Save floor space, ac- 
commodate 3 persons per 
square foot. Fit in anywhere. 
Lifetime welded construction. 
Modern lines and colors. 6- 
place non-tipping costumers— 
12 and 24-place 4-foot racks. 
Endorsed by top office plan- 
ers—in industry—institutions— 
municipal buildings—schools— 
professional use. 





















‘a> 3 


sd we 


VOGEL-PETERSON CO. 


WRITE FOR “The Coat Rack People” 
BULLETIN mate 
No. A-13 624 South Michigan Ave. 


Chicago 5, U.S.A. 
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{ LISTO poosts 


NATIONAL ADVERTISING 
AGAIN FOR ’48!... 


NOW LISTO ADS REACH OVER 
54 MILLION READERS... 
SELLING AMERICA’S GREATEST 
MARKING AND MULTI-USE 
PENCIL FOR YOU... 


LOOK AT THESE FACTS FOR PROFITS ON 
THE PENCIL THAT WRITES ON EVERYTHING! 
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Listo is America’s fastest selling mecha- 
nical marking pencil. Its fast curnover 
makes greater net profits. 

Listo pencils are used in almost every 
kind of work, in the men in the office, 
and in the home. .. another reason why 
Listo is a fast seller and great net profit 
maker. 

Bigger, stronger selling ads in national 


magazines. including bigger ads in the Extre 
Saturday Evening Post, pre-sells your Heavy 
customers to make fast turnover and leads 
greater net profits. That Don’t 
Q Listo leads are a constant source of ready Break in 
profits too. shee make a strong, clear 6 Colors 
mark on any surface. BLACK 
Feature the new Listo Display Card for quick, easy sales ons 





LISTO PENCIL CORPORATION 
Alameda, Calif. Since 1921 





MARKING 
PENCIL 


y r 
“A bi nphA* 
all 


PAY YOUR 
RENT 


53 Park Place Dept. D-13 


New York 7, N. Y. 
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“Perfect” FOAM OR SPONGE RUBBER 

CHAIR CUSHIONS 
One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7" x 16°—15" x 17°—14/," 
x 15". 


THE Sofseat STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats Elastic grip holds 


on stool firmly. Cush- 
ion Is Instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
piece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters. 








WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


1412 UNITY STREET PHILADELPHIA 24, PA. 


Ta Ae 
“FRITZ-CROSS” 


BUSINESS CHAIRS 











STYLED 
TO SELL! 





PRICED TO 
COMPETE! 





BUILT TO 
REPEAT! 








No. 350 


Steel Chassis construction . . . Balanced-Posture Design .. . 
Production and Deliveries approaching current basis. Write 
for new catalog. 


THE FRITZ-CROSS CO. 


300 E. 4TH ST. e¢ ST. PAUL 1, MINN. 
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Association was marked by one of the largest and most 
varied exhibits ever staged at the annual assembly. 
Numbering 82, the exhibits overflowed the allotted 
space in the Walton, French and Gold Coast Rooms 
at the Drake into the French Room foyer. Following 
a preview opening of the Customer Club on Tuesday, 
February 13, the exhibits were open daily. 


Allegan Paper Products Co., Allegan, Mich.—Displayed was 
the company’s line of photo albums, scrap books and autograph 
books. R. C. Bond, sales manager, was in attendance. 


Amberg File & index Co., Kankakee, IIIl.—The complete 
Amberg line of filing supplies, brief covers, box files, scrap 
books, photo albums, steel personal files and other office special- 
ties was exhibited. President Bertrand I. Amberg was in charge. 


American Crayon Co., Sandusky, Ohio.—Displayed was the 
regular line of Crayonex crayons, Prang water colors, chalk 
and textile crayons, and a complete showing of industria) 
crayons. Elmer L. Mayer was in charge. 

American Lead Pencil Co., Hoboken, N. J.—Featured at this 
booth was a new-style fountain pen floor case styled in the 
modern manner and a continuous demonstration of ‘‘collodial”’ 
lead. The full line of Venus pens and pencils was shown. In 
charge was Leonard A. Hehner, advertising manager, assisted 
by E. A. Mannhardat. 


American Stationery Products, Inc., Chicago, !Il.—On exhibit 
was the company’s line of social stationery. 

Art Specialty Co., Chicago, IIl—Shown were the company’s 
Flexo and Flexarm adjustable lamps and Litemaster desk lamps. 
Arthur and Robert Natenberg were in attendance. 

Art Steel Sales Corp., New York, N. Y.—On display were cash 
boxes, card cabinets, Tidy Deskmaster desk classifiers, Rotarian 
desk trays and desk drawer trays. Irving Levy, vice-president, 
and Bill Boyd, Chicago representative, were in attendance. 

Automatic Pencil Sharpener Co., Rockford, Iil.—The full line of 
Apsco penci] sharpeners, numbering more than ten, was on 
exhibit. The Dexter Deluxe and the Dexter ‘B’’ were given 
special emphasis. In attendance was A. D. Farrell, director of 
sales; Frank W. Hughes, central division manager; Joseph C. 
Strauss, eastern division manager, and H. M. Rogers, Joseph 
G. Rea and E. C. Smith, sales representatives. 

Aviation Products Co., New York, N. Y.—Exhibited lines of 
balls and toys. 

BeB Pen Co., Inc., Hollywood, Calif.—On display was the 
company’s complete line of vest pocket and executive ball-point 
pens, in addition to a number of desk sets. J. W. Hummel, 
Chicago representative, was in charge. 

Baehr & Sons, Eugene B., New York, N. Y.—Displayed a gen- 
eral line of school supplies and novelties. Arthur P. Baehrs and 
John W. Teach were in attendance. 

Bantam-Lite, Inc., New York, N. Y.—On exhibit was the com- 
pany’s full line of Bantamlite pocket flashlights. Vice-president 
Jack Schwartz was in charge. 

Binney & Smith Co., New York, N. Y.—Showing the com- 
pany’s line of Crayolas, Staonal marking crayons, paint boxes, 
modeling clay, chalks and showcard colors. H. J. MacNeill, 
general manager, and R. T. Gemmell, district manager, were 
in charge, assisted by George Fielding and Charles Rainier. 

Burton Paper Products Corp., New York, N. Y.—Displayed 
were gift wraps, shelving papers, adding machine rolls and 
counter rolls. Maurice Lieb and Marvin Simon were in charge. 

Cardinell Corp., Montclair, N. J.—Displayed was the com- 
pany’s full line of drawing materials, architects’ supplies, ink 
eradicators, adhesives, type cleaners, stamp pad inks and 
tracing papers. John D. Cardinell and Theodore Reichard were 
in attendance. 

Carter’s Ink Co., Boston, Mass.—The complete line of Carter's 
inks, adhesives and specialties were on display. In attendance 
were S. D. Wonders, vice-president; W. M. Fletcher, sales man- 
ager; Karl Kiesel, Chicago district representative, and A. R. 
Waterbury, assistant Chicago district representative. 

C-Thru Ruler Co., Hartford, Conn.—Exhibited was the com- 
pany’s full line of ruling nad drawing devices, including rulers, 
protractors, T-squares, French curves and triangles. In at- 
tendance were Jennie R. Zachs, Harold P. Reinke, Paul J. 
Reinke and Carl W. Draper. 

Consolidated Wire Products Co., New York, N. Y.—The com- 
plete line of Mercury staplers and staples was exhibited. Samuel 
Leber was in charge. 

Continental Mfg. Co., Inc., New York, N. Y.—On display was 
the complete line of perpetual calendars, magnifying glasses, 
ash trays, desk pen sets, desk clocks, memo pads, book ends 
and thermometers. President Louis M. Kottle was in attendance 

Dennison Mfg. Co., Framingham, Mass.—A large selection of 
Dennison merchandise was shown, along with a modern, com- 
pact display counter, showing one method of setting up a 
streamlined Dennison department in a stationery store. In 
attendance were R. A. Maish, H. E. Gorton, F. H. Doris, J. H 
Bond and Ralph Maish, Jr. 

Dixon, Joseph, Crucible Co., Jersey City, N. J.—Exhibited was 
the company’s line of wood-cased pencils, erasers, the new 
Enduro pencil sharpener, Claro cleaner, marking pencils, pro-- 
tractors, rulers and Rite-Rite mechanical pencils. In charge 
were H. B. Van Dorn, vice-president; John W. Henn, special 
representative, W. J. Becker and R. W. Vater, sales repre- 
sentatives. 

Eagle Pencil Co., New York, N. Y.—On display were the well- 
known Eagle lines of Mikado, Verithin, Turquoise and Prizma- 
color pencils, flanked by a greatly expanded line of fountain 
pens, mechanical pencils, penholders, erasers and school com- 
panion boxes. In attendance were Harold Seelig, Robert Over- 
end, Carl Schutz and ‘“‘Tommy” Thompson. 

Eastern Bag Mfg. Corp., New York, N. Y.—Featured were 
school bags, brief cases, zipper portfolios and zipper ring 
binders. Peter Benenfeld was in charge. 

Ellingsworth Mfg. Co., Chicago, IIl—Shown was a wide array 
of brief covers and schoo] supplies under the trade-name 
Duotang. C. W. Ellingsworth, president, and William H. Fair- 
bank, vice-president, were in attendance. 

Esterbrook Pen Co., Camden, N. J.—A complete display of the 
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FEATURE 
ROBERTS 
MODEL 37 


The demand for this popular model is growing 
every day. Dry Cleaners, Photographic laboratories 
and laundries are just a few of the industries that 
find this consecutive lever machine to be indis- 
pensable. Every office has a department where ir- 
regular numbering is a problem. No stationery 
store should be without this model. $12.00 list price. 
Self inking, guaranteed. 


Immediate Shipment 


ROBERTS NUMBERING MACHINE CO. 


700 JAMAICA AVENUE BROOKLYN 8, N. Y. 

















SOFT LUSTROUS ELK 


Rich Natural Brown Color 
Finest Hand-Boarded Elk Leather 
ZIPPER CASES, your choice of three sizes 


in life-long welt edge construction. Soft and 
pliable, expands to give plenty of room. 


Write today for catalog of our complete brief 
case line, a wide variety of styles in many other 

fine quality leathers. 

NATIONAL BRIEF CASE 
MANUFACTURING CO. 


512 S Peoria Street, Chicago 7, Illinois 
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NOW YOU CAN GET THEM AGAIN / 


Challenger stencils are well known—used exclusively in many large 
firms. When you try them, you'll find you get clearer impressions 
and more of them—that they are really better in many ways. 


DEALEWeL cosas ss 


STOCK DIRECT—ON 
MONEY-BACK GUARANTEE! 
You don’t have to gamble. We want you to let your best customer 
try them. The results are guaranteed. We'll refund the amount of 


your entire order if you are dissatisfied. Set yourself P= ' 
7 . . Stee a 
up as the Challenger dealer in your city. —_—— 
TCMALLEN GES 

iw 


Challenger Duplicator Ink a 
also ond Correction Fiuvid : 


CHALLENGER, INC. 
125 WINDER ST. DETROIT 1, MICH. 
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DEPENDABLE! 
PRODUCTS 








C-PASTIL’ | opcndable, ond ts’ fo oem SENT 
COLORS , 
their customers. 
, Made of good quality paper stock on fully auto- 
BUFF matic machinery, they are uniform in quality and 
GREEN perfection. 
PINK 
— DELIVERIES 
BLUE 
WHITE DEALERS have learned to depend on WARSHAW 
to supply their needs because WARSHAW has 


established an enviable reputation for making 
deliveries despite shortages of materials. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
INDEX CARDS 








GUIDES FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
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ALUMINUM 
WASTE BASKET 


uST 

EACH 
Designed for the modern office setting ...as salable as 
anything you have seen. Made of new war-developed 
aluminum alloy...light and strong...and beautifully fin- 
ished in hammertone metallic grey, metallic brown and 


standard olive green, with satin aluminum trim. Size, 
14" high, 13" long and 834" wide. 


HUNTING-ROBERTS COMPANY 


2223 E. 37th St. e Los Angeles 11 





1 MAIN ST. 

















THE OLO METHOD OF FILING Sate 





POACHERS BAGGED AMD RUMPLO COnTiNTS 























WU On 
HARD 1O REMOVE O8 MMACE TABS rovoens 
Owrncul 'O a 
eee 
10% 
mh CAPACITY 
THE DIV-1-DEX METHOO OF FILING 
FOLOLES $1 AN0 MLATLY UPRIGHT INDOLE LADaY VOLE 
fant SAVED Be FING AND FiOUWO, MOM SPACE INCREASE 
Ok TO RiMOVAL OF FOULOW MOCK 10% 
OO AcE 
eee 
THE INSTALLATION OF visi@iuiTy 


6 Div-1.D€x UNITS, DIVIDES 15% 
A FLING DRAWER INTO 
6 FLDQBLE COMPARTMENTS. 




















CEL-U-DEX CORPORATION 






BROOKLYN 1, N. Y. 











HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 





\ 1, Lock with Two Keys 
7 REASONS 2. Recessed Handle. 
Why the 3. Two Complete Stee! 
Walls. 
4. Size Suitable for All 
Standard Business 
Papers. Fits in Bu- 
Fire-Resistant reau or Dresser 
Drawer. 


S E Cc U R | T Y B @) xX 5. Extra Protective Lip 


offers more and better protection for Under Hinge. 
your valuable papers 6. Quarter inch Treated 


BE SAFE RATHER THAN SORRY Asbestos insulation 


7. No. Metal Contact 
$g95 gg OTLY, Hioner between Outside 
ul 


and Inside Walls. 


Inside Dimensions 812 x 12% x 314. Weight 101 Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 











1202 HERTEL AVE. BUFFALO 16, N. Y. 


That Boston “Yew Look” 


| LOM EO} \! 


PENCIL SHARPENERS 


Here's the modernization of the famous BOSTON KS. 
Note how the free flowing graceful lines blend with the 
massive all metal strength of the stand . .. heavier 





. years ahead in design. 








BOSTON” hs 


C. HOWARD HUNT PEN CO., CAMDEN, N. J. 


MNFG. BOSTON, SPEEDBALL, AND HUNT PRODUCTS 
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full Esterbrook line, including steel pens, fountain pens, foun- 
tain pen desk sets, Dip-Less and Elevator desk pen sets, letter- 
ing and fine line pens and push pencils R. N. Wood, vice- 
president in charge of sales, was in charge of the display 

Eureka Specialty Printing Co., New York, N. Y.—-Featured in 
a beautifully-designed shadow box display was the complete 
Eureka line of Book-Pak products, Christmas merchandise and 
decorative seals. Stanley V. Linham. assistant sales manager 
was in charge, assisted by Robert T. Warner, F. A. Hauser 
and A. W. Knox 

Eversharp, iInc., Chicago, lil.—The full line of Eversharp 
writing products was shown In attendance was John Hamill 

Faber, A. W.—Castell Pencil Co., Inc., Newark, N. J.—New- 
style shelving showing the complete line of A. W. Faber-Castell 
pencils, erasers, rubber bands and other products as they would 
appear in the dealer’s store was the feature attraction of this 
booth. In attendance were Charles Wyer, R. V. Maneval and 
B. J. Powell 

Faber, Eberhard, Pencil Co., Brooklyn, N. Y.—Highlighted in 
this exhibit were the 482-C card of Mongol pencils and the V47-C 
card of Permafeed mechanical pencils The theme behind 
the display was ‘Packaged Right to Sell on Sight.” In charge 
of the display was N. L. Pearce Also in attendance were 
Cc. P. Pinck, vice-president; L. M Brown, vice-president in 


“charge of sales, and A. C. Van Horne, Chicago district manager. 


Feldco Loose Leaf Corp., Chicago, I!!.—Displayed was ‘‘Feld- 
co’s Full House for ‘48,"" showing zipper binders, plastic im- 
printed zippers, imprinted school binders and ring metals. In 
charge was Jimmie Cuff, Jr., sales manager, assisted by Mace 
Cole, Roy Weaver, Arthur Lawless and Ben and Harold Sil- 
herstine, regional representatives, as well as Pau) Risolia, pro- 
duction manager. . 

Fontana, L., & Co., New York, N. Y.—Display consisted of 
school bags, brief cases, zipper ring binders, zipper portfolios, 
brief bags and zipper pencil cases Leonard Fontana was in 
charge 

Harrison Co., Inc., New York, N. Y.—On display were the 
company’s two-tier and three-tier plastic letter trays, together 
with a new line of stamp pads and plastic gift boxes. D. Schat- 
zow, secretary, was in charge 

Hassenfeld Bros., inc., Pawtucket, R. |.—-Shown was the com- 
pany’s line of scrap books, albums and pencil boxes 

Higgins Ink Co., Brooklyn, N. Y.—The full line of Higgins 
drawing and writing inks were on display, along with a show- 
ing of Higgins adhesives, sealing wax and art books In at- 
tendance were Tracy Higgins, president, and E. J sradley, 
midwestern representative 

Hunt, C. Howard, Pen Co., Camden, N. J.—Featured in this 
booth were the improved Boston pencil sharpeners, Speedball 
pens, linoleum cutters and inks. John G. Kolb, George E, Bartol 
and A. E. Eadon were in attendance 

Hotchkiss Sales Corp., Norwalk, Conn.—The company's regu- 
lar line was shown, along with two new items—a combination 
letter opener and staple remover, and a new Trojan tacker, 
built to accommodate 4, % and 5/16 inch staples in .025 and 
050 gauge wire In attendance were James J. Grecco, vice- 
president in charge of sales, and Al E. Johnson, vice-president 
and metropolitan representative 

Industrial Tape Corp., New Brunswick, N. J.—The entire Tex- 
cel tape line was featured, under the direction of J. B. Me- 
Laughlin, midwestern division manager 

David Ka!n, Inc., North Bergen, WN. J.—The full ite of Wear 
ever ball-point and fountain pens, mechanical pencils, and pen 
and pencil sets was shown. In attendance were Harry Yager, 
ales manager; William A. Mayers, New England representa- 
tive, and Bill Goldberg, Chicago representative 

Koh-!-Noor Pencil Co., Inc., Bloomsbury, N. J.—On display 
were Koh-l-Noor drawing pencils, Mephisto copying pencils 
and numerous other Koh-I-Noor items for the jobbing trade 
in charge were William C. Lipner, Chicago representative, and 
ltugene |. Biggs, St. Louis representative 

Le Page’s, inc., Gloucester, Mass.—The complete office supply 
line of packaged Le Page adhesives were on display In attend- 
ance Was Alfred J. Marchant of the home office, aided by Ralph 
W. Calder of the Chicago office and warehouse 

Lily-Tulip Cup Corp., New York, N. Y.—A complete display 
of Lily drinking cups was in evidence Present at the booth 
were Frank T. Roecne, sales manager; Richard Philpott, north 
central division manager; Leon Beals, north central! assistant 
division manager, and Scott Bates, manager of the wholesale 
division 

May, J. L., Co., New York, N. Y.—The company's extensive 
line of tags, labels, tickets, gift and money folders, luggage 
tags, filing labels, and Christmas seais and tags was on display. 
rank May was in charge, assisted by Martin Brown and Mar- 
tin Moldow ; 

Majestic Stationery Co., Philadelphia, Pa.—Products exhibited 
included chair cushions, waste baskets, box files, and numer- 
ous other items produced in the company’s Philadelphia plant 
in charge were Benjamin Levy, Jack Schlain and Bernard Levy 

Minnesota Mining & Mfg. Co., St. Paul, Minn.—Featured were 
more than a dozen types of Scotch cellulose tape, including the 
recent addition to the line—Scotch sound recording tape—the 
new magnetic recording medium Heading up the booth per- 
sonnel was C. C. Smith, sales manager; Roger F. How. adver- 
tising department; J. J. Bennison, tape sales manager; Chicago; 
and R. C. Sullwold and P. W. Mereness, sales representatives. 

Mutual Stationers Supply Corp., New York, N. Y. Displayed 
was the company’s line of Centamatic office punches 5 
Mystic Novelty Mills, Inc., Wakefield, Mass.—The full line of 
gilt wrappings were on display at the booth 

Noesting Pin Ticket Co., Inc., New York, N. Y.—The com- 
pany’s complete line of paper clips, paper fasteners, straight 
pins, thumb tacks, frozen wire staples and pin tickets was 
exhibited. G. F. Griffiths, Jr., sales manager, was in charge 
_Norma Pencil Corp., New York, N. Y.—Showing the complete 
line of Norma mechanical pencils in chrome, silver and gold, 
writing in three or four colors In attendance was Samuel 
Jacobs, president 
_ Oakville Co., Waterbury, Conn.—The complete Oakville “Yel- 
ow Box Line”’ of clips, paper fasteners, pins, thumb tacks and 
other paper fastening devices were effectively displayed against 
a yellow and blue background. In charge were C. C. Shee. sales 
manager, R. C. Chapman, assistant sales manager. and Harry 
L. Short, midwestern representative ; 

Oshei, B. F., Co., Buffalo, N. Y.—An extensive line of gifts 
and plastic novelties was on exhibit 
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Tusu.ar Coin Wrappers 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pizate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller's Moisteners 
Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorti Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


HANNIBAL, MO. 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 





THE C. L. DOWNEY CO. 























THREE SIZES OF DIES 


154” nia 134” ae y age 


POCKET SEAL 
@ Fastest selling seal on the 
market! — priced to return 
you a fine profit against any 
competition. Display it and 
you will sell it. A base attach- 
ment converts it to a desk seal. 
For Sale by Leading Stationery 


and Marking Device Dealers 
Everywhere 





ESTABLISHED 1854 
30 SOUTH JEFFERSON STREET, CHICAGO 6 
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b0-Inch Oak Tahle 


FOR IMMEDIATE DELIVERY 





60x32 in., Top 1% in. thick. 2 Drawers— 
hand-rubbed Satin Finish. Packed 2 to a 
carton. 


No. 6032 Oak Finish 
List Price $61 f.0.b. Chicago 


Write for Complete Catalog 
of Office Furniture and 
Accessory Items 


THE MAYFAIR COMPANY 


315 N. DESPLAINES ST. CHICAGO 6, ILL. 








KARLO 


The 
Ideal Typewriter 
Support 












Sharp eyes, nimble fingers and 
clear brains are essential to con- S MODEL No. 1 
stant speed and accuracy in business - METAL 

service. KARLO, the Ideal typewriter : ag — 
support, is unique in this service. No } apsusTanLE 


other Stand is so rigid, so free from FROM 
wobble and vibration—no other so easily 26 TO 38 
INCHES 


moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost. 





Patent 
“D90848” 





DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 


MANUFACTURING 





G2 COMPANY 
32 lonia Ave., SW., GRAND RAPIDS, MICH 
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Parker Pen Co., Janesville, Wis.—The complete line of 
Parker pens, pencils, pen and pencil sets and desk sets was 
shown, together with a number of the latest display units for ef- 
fective merchandising of the various items in the line. In charge 
were J. F. Crawley, wholesale sales manager, and Blair F. 
Little, Janesville district supervisor, assisted by personnel from 
the Chicago office 

Pelouze Mfg. Co., Evanston, til.—The complete line of Pelouze 
parcel post and postal scales was shown, including some new 
models exhibited for the first time at this convention. In at- 
tendance were Bruce P. Adams, president, and Bruce FE, Adams, 
vice-president 

Permanote, Inc., Philadelphia, Pa.—Featured at this booth 
was the company’s product, Permanote, the continuous and 
reversible memorandum pad. President H. A. Gaensler was in 
charge. 

Plymouth Rubber Co., Inc., Canton, Mass.—Shown was the 
company’s line of rubber bathing caps and rubber bands. J. J. 
McDonough was in attendance. 

Presdon Mfg. Corp., New York, N. Y.—The company’s full 
line of Esco ball-point pens was on exhibit. 

Puritan Stationery Co. of New York, Inc., New York, N. Y.— 
Displayed their complete line of social stationery. 

Rainbow Ribbons & Fabrics, Inc., Brooklyn, N. ¥Y.—On exhibit 
was the company’s line of gift wraps, ribbons and seals. : 

Ray-O-Vac Co., Madison, Wis.—The company’s line of flash- 
lights and batteries was on display. A unique contest, in which 
contestants tossing three batteries into a small cylinder received 
flashlights, was a feature of the exhibit. In attendance were 
Arthur M. Anderson, merchandise department; Owen Slauson, 
assistant, and John Ferguson, Chicago representative. 

Reif, B. F., Co., Philadelphia, Pa.—The company’s represen- 
tative line of school bags was on display. 

Reyburn Mfg. Co., Inc., Philadelphia, Pa.—Featured in this 
booth were the company’s new Rolabels, contact labels and 
counter displayer, in addition to the regular line of shipping 
and marking tags, pin tickets, gummed labels, notarial seals, 
mending tapes, index tabs, gummed reinforcements, baggage 
tags and address labels. R. C. Schmutzler of the home office 
was in charge, assisted by D. W. Sharpe, H. P. Venet and A. F. 
Cote, all of the Chicago office. 

Ritepoint Co., St. Louis, Mo.—Exhibited was the company’s 
line of mechanical pencils, Filigree pens, Demure ball-point 
pens, Rite-King ball-point pens and the new combination ball- 
point pen-pencil combination. In attendance were E. L. Weiser, 
director of sales, and Paul R. Kuhn, vice-president in charge 
of sales 

Rochester Optical Mfg. Co., Rochester, N. Y.—Display con- 
sisted of retail display, cabinets, a large display of the com- 
pany’s sun glass products and several blow-ups of their national 
advertisements. In charge was J. Klein, head of the company’s 
midwestern representative, the Rochester Sales Co., Kansas 
City, Mo., and members of his sales force. Also present were 
President Martin T. Guillen and J. W. Schrader of the home 
office. 

Rumford Press, Concord, N. H.—Exhibited was the company’s 
representative line of Christmas cards. 

Sainberg & Co., Inc., New York, N. ¥Y.—Shown were the com- 
pany’s line of desk pads and accessories and the new automatic 
telephone index, the Kwik-List. In charge was Robert B. Sain- 
berg, assisted by Earl Mason, midwestern representative. 

Sanford Ink Co., Bellwood, Ill.—Featured were the new 
100,000-word inkwell bottle and the new Deskette dip pen set. 
In attendance were Fred C. Schaeffer and C. W. Lofgren. 

Scripto, Inc., Atlanta, Ga.—Featured was the full Scripto line 
of pens, pencils, leads and erasers, together with an array of 
advertising and sales helps. In attendance were George A. 
Bailey, advertising manager; H. J. Bell, central regional man- 
ager; G. E. King, territorial representative, and L. D. Benedict, 
account executive 

Seneca Novelty & Printing Co., Seneca Falls, N. Y.—Display 
included the company’s complete line of plain and brass-edge 
school rulers, yardsticks and blackboard rules. C. P. Piscitelli 
was in attendance 

Sheaffer, W. A., Pen Co., Fort Madison, lowa.—Featured were 
the new Fineline ball-point and fountain pens at $1.50, along 
with the new Fineline mechanical pencils at $1.50 and $1.00, Dip 
pen desk sets, leads and erasers were also shown. In attend- 
ance were Rex Conn, Earl Erickson, Ned Fish and Boyd Ross. 

Skowhegan Manufacturers, Inc., Waterville, Me.—Displayed 
was a line of tie racks, brushes and novelty items. 

Speed Products Co. Inc., Long Island City, N. Y.—The com- 
pany’s complete line of staplers, staples, fingertips, typewriter 
keys, binder clips, index tabs, paper and file fasteners, and 
pressboard covers was shown. In charge was Carl Kaufman, 
Chicago representative, assisted by Jim Welsh, Frank Karge 
and Stan Webb, sales director 

Spencer Rubber Products Co., Manchester, Conn.—Showing 
the company’s full line of rubber bands in various packagings, 
and the new 10-cent Braidette package. In attendance were 
Bob Spencer, president, and C. K. Richardson, eastern repre- 
tative. 

Stratford Pen Corp., New York, N. Y.—On display were the 
new Prize pen, the Regency and the ball-point pen, all retailing 
at $1.00, in addition to the Warwick, which sells at 50 cents. 
In attendance were H. J. Pawliger, Chicago representative; 
Robert Sievers, Minneapolis representative, and William Goud- 
smit from the home office. 

Strathmore Co., Aurora, I!l1—Shown were the company’s school 
lines, art sets and magic slates. 

Treasure Co., Milwaukee, Wis.—Merchandising display units 
of address books, memo books, engagement books and notebooks 
were featured in this booth. 

United Leather Goods Co., Brooklyn, N. Y.—Zipper ring bind- 
ers, zipper portfolios, brief cases and portfolios were on display. 
I, Rubenstein was in attendance. 

Welsh Mfg. Co., Providence, R. |.—The complete line of foun- 
tain pens, ball-point pens, mechanical pencils and pen and 
pencil sets were on display. F. C. Stevens was in attendance. 

Wilson Jones Co., Chicago, IIIl.—Included in this exhibit was 
a showing of students’ ring binders, featuring a new line in 
attractive colors. Simplified bookkeeping systems and address 
books were also shown In attendance were George Cormack 
and Leo Gould of the western division, and E. F. Dooley and 
Sam Reese of the eastern division 

Zephyr American Corp., New York, N. ¥Y.—Displayed were the 
Autodex, Swivodex, Calindex, Stenodex, Lettadex and Aquadex. 
Arnold Neustadter was in charge of the booth. 
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FAULTLES 
..-ALUMINUM.. 


STAY-OPEN 
SHEET HOLDERS 


....now available in eighteen sizes.... 





ideal for... 
SHIPPING ROOM 
RECEIVING ROOM 
and 
TRUCK DELIVERY 
operators 





STATIONERS 
LOOSE LEAF CO 


MILWAUKEE I, 524 N. Broadway 
NEW YORK 3, 114-116 E. i3th St. 
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A Spacious Comfortable-Posture Chair 


» laylor 


that will pay generous dividends 


in increased efficiency 


This TAYLOR designed chair for general office use eliminates the need to 
leave the desk due to fatigue found in “old fashioned” chairs. Four adjust- 
ments control height, pitch, position of back and tension, in both relaxed and 
working comfort. Generous dividends in increased efficiency should result 
from this No. 484344 TAYLOR CHAIR. Arm and side chairs are available 
to match. 

The TAYLOR line is complete. Full line of other TAYLOR 
Comfortable-Posture Chairs for every office duty. Other lines 
in full range of models and pricing in All Wood Bank of 
England and Commercial Flat Back. Also Turned Leg and 
Modern Chairs. Upholstered Models. Special finishes to match 
any new desk colors. wood or steel. Write for dealer proposi- 
tion—a few choice territories not covered. 





48432 








THE TAYLOR CHAIR COMPANY 
Bedford, Ohio Date... cits eee 





Please send dealer proposition and open territory. 


The‘Taylor ChairCompany figs 


BEDFORD, OHIO, US A FOUNDED 1816 Address 














City. State 
| By | Position edi eackace 
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STEP UP SALES WITH GRAFFCO SIGNALS 


SIGNALS and MAPTACKS 


GEORGE 8B 


Jucrease SALES and PROFITS 
«with ROTO-SHEAR 


Advertised in Business 
Week, Time, Saturday 
Evening Post... sold 
by office supply dealers 
from coast to coast... 
used by hundreds of 
leading American firms, 
the new, improved 1948 
model ROTO-SHEAR 
will bring you quick sales and 
profits and pave the way for other 
sales. 

A precision machine, built of the 
finest materials, recently improved 
to make machine fool-proof, easier 
and simple to operate, the ROTO- 
SHEAR opens mail faster, better, 


safer. Its razor-sharp, self-sharpen- 
ing blade cuts off just enough of 


GRAFF CO., 


CAMBRIDGE 40, 










FASTER, BETTER 


the envelope to expose but not 
damage contents. Opens envelopes 
on one, two or three sides. Less 
fatigue for operators. 

Make more friends, customers, sales 
and profits with ROTO-SHEAR. 
Write or wire for further informa- 
tion and dealer proposition. 


LIST PRICE $34.95 f.o.b. Dallas 


MASS. 














a 
MASTER CUT-0-GRAPH MACHINE 


was designed and built to do three 
operations: CUTTING, RULING and 
BEVELING, with Speed and Precision. 


uv. S. 
Patent 
No. 2310838 


SECTIONAL CUTTING The Master Cut-O-Graph Machine not only cuts 


full across the sheet, it also can stop cutting half across, quarter across, 
or at any point needed, Cutting attachment travels on carriage across 
center of board for greater accuracy. 

RULING FORMS The Master Cut-o-Graph Machine is built to Rule: Com 
mercial Forms, diagrams, etc., vertically, or angularly, without Ruler and 
T-square Also Drawing Circles of any diameter up to the size of the 
platform. A TILTER is underneath the platform 

BEVELING ATTACHMENT The Master Cut-o-Graph Machine can be sup- 
plied with a beveling attachment for beveling artists board, mats, mount- 
ings, etc. 

ALL WORKING PARTS are made of the highest grade steel. Available in 
four sizes—19", 25”, 36” and 42” 

Invaluable for Accountants, Advertising Agencies, Artists, Printers, and 


General offices and factories. 
DEMONSTRATIONS WILL BE CHEERFULLY FURNISHED 


Write for Detailed Information. Also Dealer Prices and Discounts 


AMERICAN ENGINEERED PRODUCTS CO. 


155 EAST 26TH STREET 
Phone MUrray Hill 9-1270 


PREFERENCE! 


More and more typists 
prefer NORTA, the mod- 
ern plastic type clean- 
er. No liquids to spill 
or splatter... 

- quick, efficient and 


no mess 


*ta;, ’ 
bee 
longer lasting. A favor- 


ite since 1924. 


THE ORIGINAL 


NORTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10,N. Y. 





NEW YORK 10, N. Y. 





















ROTO-SHEAR CO., Ltd. sos trovis st. detios, Texos 





Make Those Extra Commissions - neg MN ctr il 
7 answer is the sturdy 
e@ K COVER 
SONALIZED CHEC 
VINGS PASSBOOKS PER eames ACME No. 1 
oo pPASSBOOKS STA POSTING P HEAVY DUTY Hand Stapler 
— MACHINE Ideal for fastening voluminous correspondence, 


COMMERCIAL pAassBOOKS 


BILL STRAPS 





pocket CHECK CASES 
pASSBOOK ENVELOPES 


DEPOSIT SLIPS 


COIN WRAPPERS 
PEN RULED FORMS 


William =XLINE 7c. 


1270 Ontario Street Cleveland 13, Ohio 
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sample swatches of paper, leather and fabric, for 
stapling of catalogs, programs, etc. Adjustable 
guide for accuracy. ACME No. 1 can handle three 
leg lengths: %, 5/16 and %” without mechanical 
change and can be especially equipped to take 4”. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 





Full details 
in our 
ilverstreak 







Folder. 
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pe CUMBIA 











$ a0 


$2.75 ON 
WEST COAST 





— MITE 


FULL POUND CAPACITY 


SENSITIVE + ACCURATE + DEPENDABLE 
SEE YOUR JOBBER OR WRITE 


























EXPORTERS NOTE — B-T COMPANY, INC. 
INQUIRE ABOUT THE 9 OZ.-250 GRAM SCALE 277 E. ERIE STREET 
DESIGNED FOR FOREIGN TRADE. MILWAUKEE 2, WISCONSIN 























WRITE FOR FREE 
DESCRIPTIVE LITERATURE ON 


SECURITY 
BRAND 


LEATHER AND CANVAS 
MAIL BAGS. 
-_* * 


CANVAS PRODUCTS |. 
P. 





Water eaaitan 
WORKS CO. 3172" 














ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Jend for Folder 
and prices. 


Manufactured by 


I. D. COTTERMAN *"t2eterset 


CALENDAR PADS 1948 


We have on hand a quantity of #406 and #508 calendars 
in the Stark Line. These are similar to Eveready #46!/9 and 


58!/>. 


AAAITZIA 


Success #064 and 085 
Perfection #+42ME and #52ME 
Work-A-Day #+W460 and W580 


Send your orders to us for early shipment. Billed at factory 
prices F.O.B. Los Angeles. 


GUSSCO SALES, INC. 


Wholesale Stationers 
337 Winston Street Los Angeles 13 
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A Snappy Salesman 


of fifty years ago looked like this. To- 
day he has doffed the checks, the ~~ 
hat and the walrus mustache, but he 
still depends upon his 











THAT WON'T 
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se 5 99 
ee ee ta Barat BREAK LEADS 
Expense Book wie \aee Lend ie, cries rater octet otal ee ee 
to give him a quick, accurate record of 7 Saee eere  Mascmnen end’ ta pemethe Bit anda Silameneie a a 
his traveling expenses. ‘ ae. CeCe puaett. ae ee ee end—$1.75 ea., double end. Reg. 
mb ' “ SOLD BY LEADING JOBBERS 
BEACH PUBLISHING CO. 7 WINSLOW PRODUCT ENGINEERING CORP. 


7338 Woodward Ave., Detreit 2 z : ] 614 S. MAPLE AVE. ° LOS ANGELES 14, CALIF, | 











Handle the line that has meant faithful 
quality for three quarters of a century. 





Quality Tools Since 1870 


BERNARD 


EYELET Sones PAPER PUNCHES 
STAPLE REMOVERS (Catalog on Request) 
WM. SCHOLLHORN COMPANY 


83503 Chapel Street, New Haven 9, Connecticut 

































Cramer Posture Write for 
Chairs in use details. 
all over the Dealer inquiries 


are invited. 













~ Special Designs 
To Fit 
Individual Needs 


cer POSTURE CHAIR COMPANY, Inc. 
1205 Campbell 


Credits—Collections 


Get Money 





Kansas City 6, Mo. 





Prevent Losses 


How to keep closer control of Credits and Collections.-— 
Speeds up Collections—Better Credit Authorization.—All 
facts at a glance at fingertips—ten Handifax show 200 items. 
Color Signals. 


Ask for FREE Samples and information. 


HANDIFAX 


VISIBLE RECORDS 


.— PREFERRED BY 
STENOGRAPHERS 


More than 4500 dealers will tell 
you that Clarotype is the one type 
cleaner which repeats consistently 
h and makes worth while profits. 


Ross-Gould Co. 
313 North 10th Street 
St. Louis 



















The Clarotype Company, Inc. 
261-C Broadway, New York 7, N. Y. 


O-TYPE 


CLEANER 


CLAR. 


THE BEST KNOWN TYPE 






KNOWN AS THE BEST 
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Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors: tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 

Write us for details. 
Mfrs. 


Markilo Company, 
3633 S. Racine Ave. Chicago 9, U.S.A 





Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction... 
No levers—no machine ad- 
justments. You just tip a card a ‘s 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Aystems, Inc. 58 North clark st 


Ve SAY 
Q Qs You can 


multiply your ene. 
of business by selling NX 
stationery and office special- XS 
ties to your customers. We 
supply all necessary advertising 
matter. Send for Price List. Full 
details and a richly illustrated 
100-page catalogue describing 
many unusual items will be 
sent upon receipt of 25 cents 
(coin or stamps) to pay part of cos 


D Pengad Building 


SINKG/ANLD) teens 
ETP TATTILA 


MANY STYLES—ALSO 


NON-FOLDING CHAIRS 
TABLET ARMCHAIRS 
—FOLDING TABLES 
Immediate Shipment 
from N. Y. Stock or 
Factory 
Don’t Turn Down Chair 
No. 65 Inquiries! 


All styies—for classrooms, cafeterias, 
sales meetings, etc. 


ADIRONDACK CHAIR COMPANY 


DEPT. 15-17 1140 BROADWAY 
MUrrayhill 3-1385 








































if 


+: SS 






















No. 600 


Near 26th St. N.Y. 1,N. Y¥. 
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SELL 
ENGRAVING 


No stock to carry 
Simple price list 
Lowest prices in U. S. 
No investment 


100 Wedding Invitations 
$9.95 
100 Calling Cards $1.65 


(less trade discount ) 





Social Engraving Sample Book mailed for deposit of- $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 
BIRMINGHAM 5, ALABAMA 
























SS SS 


~S 
"Buono am ee 
“EYE-EASE” 
RECORDS 


Save Strain — Speed Work 


SEE YOUR STATIONER 


NATIONAL BLANK BOOK CO. 


HOLYOKE, MASS. 











IMMEDIATE DELIVERY 
POSTBINDERS 


First grade blue canvas . . . Black Imitation leather corners 
Metal hinge. Also full black imitation leather. 
SIZE 944" x 11%” LIST $3.50 EACH 
all other sizes also carried in stock 


RING BINDERS 


Finest quality black flexible imitation leather with 3 rings. 
SIZE 11” x 814” 1” capacity LIST $2.30 EACH 
all capacities and sizes also carried in stock 


SPECIAL BINDERS 
We offer very prompt delivery on all special manufactures. 
USUAL DEALER DISCOUNTS 


CONSOLIDATED LOOSE LEAF INC. 


‘‘Manufacturers te the Trade" 
536 PEARL ST., NEW YORK 7, N. Y. 




















COrtiandt 7-9688 





MARTENS 
TYPE CLEANER 


THE 
\ PERFECT FLUID 
ovale PATENTED 
| APPLICATOR 


Request sample and 
full details on your 
letterhead 
a 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 


The Martens Type Cleaner Co. 


Mamata eran 
NEW YORE CITY 














CASH REGISTER 


ae 


BaaN 
(iy 
Wiz 


ws 


World-Wide Service 


WRITE FOR LATEST CATALOG 


Chicago Cath Register Parts Ca. 


2810 W. ADDISON ST CHICAGO 18, ILL 








WOLCOTT’S 
ALL PURPOSE / 


TRANSFER FILE 


Built of MASONITE and STEEL for long lasting 
durability . . . metal runners for easy gliding... 
edges of drawer and drawer front metal bound 

. aluminum handle and card holder . . . bail 
suspension drawer .. . easy stacking to any height 
. . « follow block adaptability for every day use 
(extra charge). 

Natural finish—metal bindings olive green. 


LEGAL AND LETTER SIZES 


WOLCOTT STEEL PRODUCTS, INC. 
739 East New York Ave. Brooklyn 3, N. Y. 
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no AEH + me 
eo smout ea, 









i 
ALL METAL SMOKERS 


with the exclusive patented dispensing feature 
NO SMOKE + NO ASH + NO ODOR 
Reduces Fire Hazard 


Just a flick of the finger on the push button and 
trap door opens completely emptying ash tray. 
Bowl closes automatically . . « positively air tight! 
Ideal for offices, lounges, waiting rooms, rest 
rooms, display rooms, restaurants, stores—any- 
where people smoke! Write for foider showing 
our complete line 
THE COMMODORE 
NO. 20 SHOWN 











Distributorship Available 








eee 





HORE DRIVE 
ILLINOIS 
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$ Eis 
Spring Keys 


UNIQUE DIFFERENT 


for typewriters, bookkeeping 
and billing machines 











Stenographers are astonished and de- 
lighted with the soft cushioning 
effect, and easy action which MASTER SPEED KEYS provide 


when installed on their typewriters. 





Write for full information. 


SPEED KEY CORPORATION 


340 COLUMBUS PLACE BROOKLYN 33, N. Y. 


~~ TweweworewrerrrrereyereyereyreyeyTewyTeyTeTeTeTewTewsewewewewwvwv" 
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BILLFORM 
“PROCESSED BACK 
CARBON PAPERS 





47 






STORMS PROCESSED BACK CARBON PAPERS are 
free from curl, easy to handle, and durable. MAY NOW 
BE OBTAINED WITH ATTRACTIVE IMPRINT DESIGN 
ON BACK AT NO ADDED COST. 












IMMACULATE 
“SUPER CLEAN” 
CARBON PAPERS 





















@ A Glass Smooth Plastic Fibre Board 
® Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 
Stock Stock 


No. Size No. Size 
200 6%"x11” 205 9” x15%” 
203 we eg 206 oO” xiv" 
204 9” x12%” 207 15” x20” 


Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and latest price list. 





WoOoODALL [NDUSTRIES [NC. 
2035 So. Calumet Ave. Chicago 16, Ill. 
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Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 
TO ERASE, FREEDOM FROM 


FEED ROLL OFFSET. 
4 


561 GRAND AVENUE 
BROOKLYN 16, N. Y. 















Conode. 


ORIGINATORS OF 
Homoganigad. Inka 
CANODE TAKES pee 
ANOTHER STEP ; 
FORWARD 
e 
NO OIL 


SEPARATION pi 
HIGHESTQUALITY B 


FOR 45 YEARS THE fae 
LEADERS IN THE 
MANUFACTURE 
OF DUPLICATING 

INKS 


e 
TRY THIS NEWLY 
PROCESSED 
CANODE 
HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 
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~EXCLUSIVE 
BUILT-IN LOCK 


Another Sentry ‘‘talking point’’ 





Dealers find ‘Sentry’ sells fast when its tamper- 
proof features, its superior design and construction 
are demonstrated. For example, the dial sleeve in 
“Sentry’s” built-in lock is welded to the 12-gauge 
one-piece door. 2 of its 3 lock wheels are fastened 
to this sleeve making it impossible for the lock to 
be punched. Even if the dial is knocked off, 2 





“Sentry's”’ tam- 
per-proof dial 
ring is embossed 
in door, can 


wheels remain to hold the bolts. etuamn 
Always a fast seller, other recent improvements make 
“Sentry” still more profitable to sell today. 
Recessed door hinges—no screws or rivets Simensions 
Rubber tired wheels—protect all floors inside Pacinos 


Baked-on bronze metalescent finish—handsomer than ever 
Get your share of quick profits that develop from “Sentry’s” 
acceptance. Your territory may be rich in sales possibilities. 
Write for information. 






BRUSH-PUNNETT CO. 


li) SENTRY 545 West Avenue, Rochester 11, N.Y. 


SAFES 








HIGGINS 
DRAWING INKS ann ACCESSORIES 


BRING YOU PROFITS THROUGHOUT THE YEAR 


These useful accessories, which make work easier for your 


customers, are advertised on an insert in every Higgins 


package — Millions Per Year. Each package insert says— 





“Ask your dealer” —that’s you! 


HIGGINS INk CO., INC. 


271 NINTH STREET, 
RUBBER BASE BROOKLYN 15, N.Y. 





EMPTY % OZ. BOTTLE AND 23 
DROPPER OR QUILL STOPPERS 18 COLOR (COMPLETE) 


ASSORTMENT 
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Parts, Platens & Supplies 


for Every Make of Typewriter 


Sold from Coast to Coast for 57 Years Past By 


SHIPMAN-WARD MFC. CO. 


325 NORTH WELLS STREET e CHICAGO 10, ILL. 


Satisfaction Guaranteed on Every Order 


When you next come to Chicago, visit our big plant and see for 
yourself how expertly we rebuild typewriters throughout. 





Send for Free Copies of Our Catalogs 
Every Office Machine Dealer Needs Them 


















CHECK THESE 
EIGHT HILCO 
FEATURES: 


Front Paper Stop. Assures Accurate Registration. 





Automatic Roller Release. Eliminates Smudged 
Sheets. 


Automatic Counter. Counts only printed sheets. 


N = 


Enclosed Drum. Automatic Inking. 


wm w 


Hilco Slipsheeter can be attached. 
Automatic Feed. 


Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 


Drums are quickly interchangeable for color printing. 


“No 


580 Plus Tax 
IMMEDIATE DELIVERY. 


DEALERS are REQUESTED TO WRITE FOR 8 
COMPLETE CATALOG AND DISCOUNTS. 


TECHMNVYGRAPH COmP 


TECHNY 


. 









nme 


iLInos 
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Everyone Who Cuts Paper Is AjProspect For 


The New 
“PRECISE” 


TRIMMING BOARD 


Make Those Sales This Easy Way! 


Every time your customer buys paper or board show him the New 
Precise Trimming Board. Keep your supply handy so you can 
demonstrate the patented adjustable paper guide that loeks or 
releases the paper with a finger flick. How he can cut square and 
trim accurately, simply, quickly, every time. How the two white 
scales on the black background, in sixteenths, assure fast, reliable 
measurements. That only the finest seasoned hardwood is used in 







Blade Sizes List Prices 


No. 310%” $5.00 
No. 4—12%” 7.00 
No. 515%" 14.50 
U.S. PATENTS No. 6—18%” 21.00 


ee No. 7—=24%” 31.00 the ebony finished board. That the blades of finest steel are carefully 
pepetapes West of Rockies, add ground for keen, neat cutting and lasting use. - Pe 
10% to list. Mention the fact that the Models 5, 6, and 7 “Precise” Boards 


have a special safety spring for the blade. That all materials and 
workmanship are absolutely guaranteed. And, since “Precise” boards 

PrNGer-tip are the finest obtainable with all the features your customer wants, 
F CONTROL LEVER you'll usually make a sale. Try this method, it’s working for others! 


, ORDER YOUR SUPPLY TODAY! 


AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. LOOMIS ST. CHICAGO 7, ILLINOIS 




















NATIONAL Orrice MANAGEMENT ASSOCIATION 
29th INTERNATIONAL CONFERENCE 


AND 


ANNUAL OFFICE EQUIPMENT EXPOSITION 


KIEL AUDITORIUM 
ST. LOUIS— MISSOURI 
MAY 23, 24, 25, 26, 1948 


W A. C. Spangler, National Office Management Association 
12 East Chelten Avenue 


Philadelphia 44, Pa. 
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ORRIS (Zee Egutfenent FOR THE OFFICE I 


CAT. NO. 20 Morris CAT. NO. 35-46-58 Morrismem Memo 


wg Pen Desk Set Pad Holder (3 sizes, 3x5-4x6-5x8) * 





CAT. NO. 50 Morris He Man Ash Tray 
ad 


CAT. NO. 20-MB | SS = CAT. NO. 49 


Morris Fountain ; : # : 
y : Edd M Ss 
Pen and Pad Set by Ne OB Cc - > 


CAT. NO. 10 > : : 
Morriset Dip CAT. NO. 39 : | 
Type Desk Set Morris Fountain ——— 

~@ Moistener 7 

DEALERS: ONE LINE—concentrates purchasing power—RESULT 
longer profits. ® Write for catalogue and details of the 
MORRIS Plan—a proved way to greater profits. 

ee 


BERT M. MORRIS CO. 


8651 WEST THIRD ST., LOS ANGELES 36, CALIFORNIA 


CAT. NO. 10-DB 
Morriset Twinset 







































































AAROAGSD 
In Big Demand and Going Strong 
in Big 3 joing. 
A SURE WINNER! 
TWO OPENINGS FOR 
USE ON SINGLE OR 
DOUBLE DESK 
2%)" DEPTH AFFORDS 
MAXIMUM CAPACITY 
DISTINCTIVE 4%" RADIUS 
STREAMLINED CORNERS 
Here is the Letter Tray that you will be proud 
to show your customers. Precision made by ex- 
. *_* SATIN SMOOTH 
pert craftsmen, the delicate streamlining and COMmeRS FOR Ne 
smoothness has instant Eye Appeal. Eliminates GUARANTEED SAFETY 














from the desk the bulky and cumbersome ap- 
pearance of other Letter Trays. 

Although this Aluminum Tray weighs only aay oe ME 
14 ounces nevertheless it is both as strong and FUMBLING FOR PAPERS 
rigid as steel. The hard baked finish will not 
chip or scrape off, and the pleasing colors will 
























































harmonize with all types of office furniture. Trays EXCLUSIVE DOME FEATURE 
4 . *_@ PREVENTS SCRATCHING 

may also be ordered in the Natural Satin Finished oeeK On Tabs 
Aluminum. 

Everyone follows the Champ and everyone will “’ 

, i , i STURDY ALUMINUM POSTS “ ear as 
want this new Tray. When the bell rings make sri namo an 
sure you are there to answer it. TIERS MAHOGANY—WALNUT-— GREEN 














GRAY— SATIN FINISHED ALUMINUM 





Write today for illustrated circulars and 
complete information on dealers prices AVAILABLE IN LETTER AND LEGAL SIZES 


and discounts. 


NU-CRAFT PRODUCTS CO. 


95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 Dept. A 
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Jie oem we 








hw ooatay SIAALGHI 


in trying our best to satisfy the heavy demand for our 
products. Every effort is being made to ship as rapidly as 
the maintenance of ''PEERLESS" quality will permit. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA I11, 











No. 1900 Sofa 





B R IGH LEATHER 


FURNITURE 


BRIGHT creations give a wealth of charm and distinction 
to every business establishment. They enable an executive 
to express his own individuality in his daily surroundings. 
Rich, luxurious, comfortable and durable, all BRIGHT 
numbers are within the reach of the buyer’s purse. 

Though the material situation remains somewhat unre- 
liable, we are now able to resume some of the services 
you used to find so convenient and profitable in your 








operations. 

BRIGHT CHAIR CO., INC. 
127-133 BLEECKER ST. NEW YORK 12, N. Y. 
PASS OLO LOR. 8.828.888 8888 elke RRS RRS 8 SRSA RRS RRR S eee eee lS ele ele 8 STR SIS RISE LE SLES SLRS R LASS lee lee lace leas 








No. 28 AC 





No. 28 RC 
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We too are seriously handicapped by this shortage 


which is retarding production to a considerable extent. 


Every effort is being made to procure sheet steel and 
speed up production to fill the numerous orders we 


have on hand. 





We ask the indulgence of our many dealer 
customers and give our assurance that de- 
liveries will be made at the earliest pos- 


sible date. 











KEYSTONE STEEL EQUIPMENT CO.. INC. 
Manufacturers of Steel ates: for Offices and Institutions 


2608-28 SOUTH FRONT STREET PHILADELPHIA 48, PA. 








DEwey 4-7106 DEwey 4-4343 








B |T WON’T SMOKE — 
IT WON’T SMELL — 

IT RESISTS TIPPING — 

IT HOLDS PLENTY OF BUTTS— 

IT KEEPS THE FLOOR CLEAN | 









ODORLESS 
SMOKER 






YOUR CUSTOMERS WANT IT! 


The smell and smoke are trapped by air pressure control no 
trap doors or gadgets to get out of order The Smith Odorless Smoker 
needs only an occasional wiping to keep it clean. Cigars and decraies 
drop right down. Plenty of capacity, requiring only occasional empty- 
ing. 24” high, sturdily built of heavy steel tubing covered with simu- 
the finest and 


lated leather. Step up your sales... sell Smith... 


most useful smoker on the market! 


LARRY SMITH INDUSTRIES - 











“Air-Pressure 
Control” 
KEEPS SMOKE AND 

SMELL IN— WITHOUT 
TRAPS OR SPRINGS 
TO GET OUT OF 

ORDER OR BOTTLES 

TO EMPTY 







Simulated leather cover- 
ing available in maroon, 
brown, green, gray, 

oyster white 


$19.95 list 


F.O.B. Detroit 
Shipping Weight 10 Ibs 





Here’s Where They Want It: 


OFFICE LOBBIES CONFERENCE ROOMS 
CLUBS DOCTORS' WAITING ROOMS 
REST ROOMS HOSPITAL LOBBIES 
HOTEL LOBBIES 
THEATERS 


BEAUTY PARLORS 
RECREATION ROOMS 


Write TODAY for Our Restricted Dealer Distribution Plan. 
600 Michigan Bldg., Detroit 26, Michigan 
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a brald NeW profit opportunity! 
CONVERS -@ CALL =: 


OFFICE INTER-COM SYSTEMS 









If your customers have offices with more than one 
room, they need the efficient help of Convers-O-Call. 

Here is the complete line of Inter-Communication 
and Public Address equipment for offices, schools, 
homes and industry. 

30 years of sound transmission experience has engi- 
neered into Convers-O-Call advantages found in no 
other system. 

Built better, priced lower, Convers-O-Call Office 
Inter-Coms are a number one profit opportunity for you. 


sie > DISTRIBUTORS—pearc. 
National Inter-Communicating Systems, Inc. 2 = mate sos tt 
1531-33 WEST DEVON AVENUE, CHICAGO 26, ILLINOIS ° With CONVERS. i — 


WRITE Now! 


7 ‘ LL 
30 Years of Sound Transmission Experience 


. that You can profit by © ee 

















Ras , ie Ys Again! 
with the Vew “SPIRITQLEAN” V/)ster Units 


* NO SLIP SHEETS NECESSARY * PRACTICALLY NO OFFSET 
OR BLEED * REQUIRES NO SPECIAL FLUID * CLEANER TO 
HANDLE * LONG RUNS * EASY TO TYPE AND PRINT 


P, rivale Smprint Bouails Aeattabl 


SPIRIT CARBON PAPER e MASTER UNITS, PRINTED or PLAIN 
HEKTOWRITER ROLLS e DUPLICATING FLUID e HAND CREAM 


LOSE 


eee me iP Ls hal he 
Ribbon andl Corben General Office and Factory 


MANUFACTURING CO., INC. 701 SPRING STREET, ELIZABETH 4, N. J. 
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CATALOGS ARE BACK 
So is the market for 


COMPARTMENT 


Combination catalog 
and letter envelope 





The TWO COMPARTMENT is a double 
duty envelope that insures delivery of 
catalog and first class letter as one 
unit. Available in four sizes with 

or without window in first class 
compartment. Stock is Craftex Buff... 





sub 32 for catalog envelope and Sold through dealers only 
sub 24 for first class compartment 











G i tory, lity Park, St. Paul 4, Mi 
onorel ings and Factory, Quality Par au Minnesete c: SS 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 





















WHERE EXPERIENCE COUNTS! 


THE FINE QUALITY, THE SMART 
MODERN PACKAGING OF REY- 
BURN'S UTILITIES IS THE RESULT OF 
MORE THAN HALF A CENTURY OF 
MANUFACTURING EXPERIENCE. 

SUCH EXPERIENCED WORKMAN- 
SHIP IS WHY YOU CAN, WITH 
ASSURANCE— 


“BUY REYBURN’S--AND YOU BUY THE BEST” 


































FINEST SINCE 
QUALITY 1895 
THE REYBURN MFG. CO. lac. 


16th ST. AND INDIANA AVE. 


PHILADELPHIA 32, PA. 

NEW CHICAGO BRANCH FACTORY AND WAREHOUSE 
2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 
TEL. TUXEDO 8000 
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They Correct Mistakes 
in Any Language 


No. 333 INDIA — The quality- 
standard, all purpose red rubber 
eraser (two sizes: 333, 334). 


~ 


Keep stocked always in these two, fast 
moving, all purpose quality erasers. 


WORLD’S QUALITY STANDARD 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 








Quality Products. + Directed. Salesmanship = 
SALES—SERVICE—PROFITS 


espirator CHAIR AND STOOL CUSHIONS 
ufbak FULL FRONT, ROUND AND SQUARE DESK MATS 


Quality Rubber Products Designed for Discriminating Tastes 


BEAUTIFUL — PRACTICAL 


Respirator stool Cushion Rufbak: Full Front Desk Mat Respirator Chair Cushion 








Write for Stock Charts—Price Lists 


L. M. BICKETT CO. WATERTOWN, WISCONSIN 


Rubber Manufacturers for 35 years 
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SAI oF 
Khayar: 


“For pleasure 


I’ve a simple rule; 


Quaff the wine ona 


WE stool” 


THE ANCIENT Persian poet 
today boasts a host of 
followers . . whose philoso- 
phy is the enjoyment of life 
at its fullest. Now, whether 
or not you agree with Omar 
the Tentmaker, no one can 
quibble with his idea of 
comfort. Today, business and professional people are 
building better “public relations” by providing the 
pleasures of relaxation-in-elegance . . . with matchless 


Royalchrome Furniture. 


Don't miss J. EDGAR HOOVER, Director, F.B.!., speaking 

a ef! 8 on “WITH PRIVILEGES GO OBLIGATIONS!”. . . One 
of a series of public service presentations entitied 
“INVITATION TO SPEAK,” sponsored by the 
Royal Metal Manufacturing Co. and appecoring currently 
in TIME and NEWSWEEK. 


ROYAL METAL MANUFACTURING CO. 


Chicago a New York ° Preston, Ontarie 
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HEKTOGRAPH 


Beneerions FOR USE 


EASY AS.. 
se" 


WRITE, TYPE 
or DRAW ANY 
DESIRED COPY 





LOTTEm geze 
DIRECTIONS FoR use’ 
fe * few ¥ ave: a 






pinecrions "FOR oy 


oe Ss 












APPLY COPY 
FACE DOWN 
_ ON SURFACE 





§ —_— - — PRINT 50-75 
ae CLEAN SHARP 
COPIES QUICKLY 


HEYER *Quabity 


YEAR IN, YEAR OUT FAVORITES FOR SMALL RUNS! 


IDEAL DUPLICATORS HEYER HEKTOGRAPHS 
Sturdy wood frame, hinged = Time-tested and widely used. 


proof metal pan duplicators 


| 4 duplicating surfaces 
| wes" four Ce al sizes. 
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“ton compositl? 
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Mis, spe* 
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IMMEDIATE DELIVERY - 


HEKTOGRAPHS IDEAL DUPLICATORS 
Note Size No. 21 2 Surfaces 4 Surfaces 


Legal Size No. 23 Legal Size No. 3 No. 8 


Folio Size Ne. 24 _ Folio Sae No.4 No? 


ear Sie” s sat 














TWO STYLES OF INEXPENSIVE DUPLICATORS 


_ construction provides 2 and Attractive lithographed, rust-” 


wd pea : Note Size No. | No. 6 
* Letter Size. No. 22 : 2'/o Ib. Can No. 281 
i No. ee - le 
a. : Lefter Size o. 2 No S th. Cen 262 
7 
vg 


5; 
" 
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Want to experience something excitingly 
new in typewriter performance? 


Something that gives you new speed, new 
accuracy in typing? Something that lends 
new comfort to busy typing fingers ? 


Then try the new Underwood . . . with 


Rhythm Touch! 


Your fingers will glide over the keyboard 

. every key responds instantly . . . when 
you swing into smooth typing rhythm on 
Underwood’s new, perfectly-balanced key- 
board. 


This is the touch you have been looking 
for. Because . . . in addition to a new smooth 
shift, personalized touch tuning, the famous 
Underwood front margin stops, and all the 
other popular Underwood advantages .. . 
you'll enjoy new typing freedom with Rhythm 
Touch. 


Insist on the best ...ask your boss to 
order a new Underwood. 


Underwood Corporation 


Typewriters... Adding Machines . . . Account- 
ing Machines. ..Carbon Paper... Ribbons 
and other Supplies 
One Park Avenue New York 16, N. Y. 
Underwood Limited, 135 Victoria Street; 
Toronto l, Canada 


Sales and Service Everywhere 


| Waderw00d.. rvs cian “tbs iia 





